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Micrometric Carbon 
Paper gives you these 
five extra sales fea- 
tures: |. Neater tvp- 
ing. 2. Uniform mar- 
gins. 3. Faster typing. 


4. No smudged fin- 


gers. 5. Saves money. 


F. S. WEBSTER CO 


Recentry a progressive Webster dealer who 
understands the value of the five extra sales 
features offered by Micrometric Carbon Paper 
turned his knowledge into cash. 

When a large food distributor inquired about 
carbon paper, the dealer told about the extra 
speed and convenience of Micrometric, sold them 
a trial lot. When he called back on his prospect 
two days later, he found the office in a turmoil. 
Questions were shot at him right and left: “You 
mean to say this carbon paper costs no more 
than any other quality sheets?” “Why haven't we 
had Micrometric before?” . . . and the dealer 
walked off with a large order. 

We hear of many such experiences. It’s hap- 
pening every day in every part of the country. 
Dealers who take the time to sell the five extra 
sales features of Micrometric find it results in 
consistent repeat business. For no other carbon 


paper offers all the advantages of Micrometric. 













13 AMHERST STREET 


MPAN CAMBRIDGE, MASS. 














* OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 

" No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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§ SUBSCRIPTION RATES 

yable in advance, in the 
United States and its pos- 
sessions and Mexico — one 
year, $2.00; two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of $3.00 
American gold for one year 
and $5.00 for two years. Re- 
mittances may be made by 

ersonal checks, drafts on 

ew York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 


cents. 

CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses chan as 
often as desired. In ordering 
such changes it is necessary 
- both ad 8 new = 


resses be g 
: ‘CONTRIBUTIONS are 
invited upon any topic of in- 
terest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will not 
be returned unless postage is 
enclosed by the sender. Cor- 
respondents should give their 
names and addresses, which 
will be withheld from pub- 
lication if requested. 
¥ ADVERTISING RATES 
upon application — only ar- 
ticles of office equipment or 
directly related products 
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{ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
q ‘* Office Appliances’ is 
registered in the United 
States Patent Office, Wash- 
ington, D.C. 
{ COPYRIGHT. Contents 
covered by Copyright, 1935, 
by the Office Appliance 
Company. 








THE ADVERTISEMENTS 











These advertisements present the products of the leading manu- 

facturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously can- 

not undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their service in resolving 

any disagreements which result from relations established 
through the journal. 


A L 
Acco Products, Inc.......123 Lefebure Corporation ~ 149 
Ace Fastener Corp 106 Levison & Blythe Mfg. Co.167 
Acme Staple Co .146 Little, A. P., Inc. . 158 
Adams, Henry T., Mfg. Co.167 Loose Leaf Metals Co.....168 
Aigner, G. J., Co . 166 
Allen Calculators, In« 113 Manifold Supplies Co 74 
Allen & Co.. 163° Markilo Co. ........... 164 
Allen-Wales Add. Mch. ¢ ‘p.167 Markwell Mfg. Co. : er 
All-Steel-Equip. Co 155 Martens Type Cleaner Co..166 
Alma Desk Co. 130 Meilicke Systems, Inc.....150 
Amer. Auto. Elec. Sales Co.102 Metal Office Furniture Co.100 
Amer. Number Mach. Co. 167 ee » so 
Amer. Seating Co -++:159 Meyer & Wenthe.........162 
Amer. Writing Mach. Co...142 Milwaukee Chair Co.......151 
Ames Supply Co 125 Mimeograph, The ........ 73 
Arch Pen Co 166 Mittag & Volger, Inc...... 89 
Arrow Fastene r, In oe 140 Mohican Pencil Co........169 
Artility Metal Products y 162 Moore Push Pin Co.... 153 
ee — Fuction Vo tas Munson Supply Co........144 
Art steel ©Co., ine 62 
Art Stencil Co 162 N: a 3 c 29 
Auto, Pencil Sharp. Co 158 Naser NASe MIE. ag * "390 
Autopoint Company 147 Nat'l Blank Book Co... ...129 
. =. * ‘ Nat'l Brief Case Mfg. Co..157 
: - Nat'l Business Show Co.. .126 
Banke rs Box Co...... ‘ 80 Nat'l Fiberstok Env. Co...127 
Barkle y, C. L, & Co.......152 Nat'l Vuleanized Fibre Co.153 
Be ntson Mfg. Co..... bey: Neva-Clog Products, Inc..157 
Bickett, L. M., Co. JS New Indiana Chair Co.....145 
Bridges, F. W., Ltd 169 Niagara Duplicator Co....114 
Bristow, Stanley R ..164 
Browne-Morse Co vane. Oe —— ee oe 
Buckeye Ribb. & Carb. Co.156 Oakville Company, wine oan 165 
Aa, Oe . 4 Office Appliance Co.. .-158 
Bump Paper Fastener Co..161 Oxford Filing Supply C RR 
Bushnell, Alvah, Co.......139 BSOEG SUING SUPPy \o. 
c ¥ 
Came ron, Cal. 158 Pacific Cb « Rib. Mfg. Co 119 
amt .~ ke Ww io a Parrot Speed Fastener Cp. 87 
Carpenter, E. W., Mfg. Co.166 P less K ‘ _ 146 
Carter's Ink Co eps eeriess Key Co., inc.....149 
, > Peerless Stee] Equip Co..115 
Case Brothers, In« 143 Phillips P c 165 
Clarotype Co., The .163 nt ips rocess Me +s oe 
Codo Mfg. Corp 167 Pittsburgh Dry Stencil ¢ "0.159 
. - : A ‘ = Pronto File Corp.. : -- 154 
Columbia Rib. & Carb. Co.117 haben > 
Columbia Steel Eq. Co....149 Pruitt, Inc. 7 - ie 
Compo Mfg. & Sales Co 10 Prym, William, of Amer. .166 
Corona Typewriter 75 Q ’ 
Corry-Jamestown Mfg. Cp.141 Quality Park Env. Co. 110 
Coxhead, Ralph C., Corp.. .153 Quicflex Mfg. Co.......... 166 
Crown Ribbon & Carb Co.160 R 
Currier Mfg. Co 167 Reliable Tw. & A. M. Corp.133 
D Rite-Rite Mfg. Co.. ex 
Defiance Sales Corp ..161 Rivet-O Mfg. wa ee) © ie 
Dexter Folder Company. .141 Roberts, Weldon, Rub. Co. 90 
Dick, A. B., Co .. 472 Rockwell-Barnes Co. oo 
Dictaphone Sales Corp Os orn ie ee. OM. sscwe 


“ISO's 
de OO 


i0 Rotospeed Co., The.... 


Doppelt, Chas., & Co . 
Royal Typewriter Co... 


l 

1 

Downey, C. L., Co ara, 
Dunham-Watson Co. . sake 

l 

l 


bm fed pe 


s 

Duplicator Spec. Mfg. Co 63 Sanford es 121, 122 
Duplicator Supply Corp 12 Scram Co., The... . ..165 
Security Steel E quip. Corp. 79 
Eagle-Ottawa Leather Co..112  Sengbusch S-C Inkstd. Co. 78 
Eaton Paper Corp.. 169 Sheaffer, w. A., Pen Co. 81 
Elliott-Fisher.99, Back Cover Sheppard, C. E., Co.......161 
Esterbrook Steel Pen Co..105 Sherman-Manson Mfg. Co.150 
FP Shipman-Ward Mfg. Co.. .134 
Faber, A. W., I 77 ‘Smith, Bradner & Co......161 
Se we Or qe ae §. Smith, L. C., & Cor. Tw.Ine. 75 
F. B. Mfg. Co. . ; 165 4 > + 
. : 4 ; "leet $- Speed Key “Mfg. Cites 6 @ ene 
Fibroin Stencil Corp 15 : . . me 
An : * ae Speed-O-Print Corp. 156 
Friden Calculat. Mch. Co 2 . > » 9 
Fulton Specialty Co 124 ‘Sponge Rubber Prod. Co.. .120 
OR SPCC’ : 4 se Staedtler, J. S., Inc.......143 
Stein Brothers Mfg. oS 
(jeneral Fireproofing Co 76 Storms. H. M.. Co. 130 
General Pencil Co 103, 104 Sturgis Posture Chair Co..147 
Gits Bros Mfg. Co em 164 Sundstrand 99, Back Cover 

Globe- ernicke ¢ = : 1 son rb 
Graff gd "RR Go . , 157 Technygraph, The .......165 
Guide System & Supp. Co..138 Toledo Metal Furn. Co.... 94 
POewe . = oupl , Triner Scale & Mfg. Co...146 
_ x : ,  geemeell Mie. Oa......... 157 
H. A. Ink Eradicator Co...162 Tubular Spec. Mfg. Co... .145 
Hanson Scale Co “+ -168 Turner & Harrison Pen Co.166 

Harding, Milo, Company. .148 


‘ ji ‘ . ‘4 " rod ‘o , 4 
ren ant oR rod. C« = Underwood-Elliott-Fisher 

, : : - Co. ..99, Back Cover 
Heyer Corporation cooked ran > “S 
Higgins. Chas. M. & Co 144 U. S. Tw. Rib. Mfg. Co....164 


High PointBdg.&ChairCo 131 : ee 
Hotchkiss Sales Co 101 Vail Manufacturing Co... .16: 
WEEE occaenesebacdasa 15 
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Ideal Lino Ton Co 167 Victor Safe & Equip. Co...1! 
Imperial Desk Co 148 w 
Imperial Mfg. Co 128 Wagemaker Co. ah 160 
Imperial Methods Co 150 Warshaw Mfg. Co. 154 
Indiana Desk Co 145 ree, Ie tie GMhicatcsee ff 
Ink Specialties Co 124 Weis Mfg. Co......83, 4, 5, 6 
Zz Wholesale Typewriter Co..107 
Jasper Chair Co 116 Wiggins, John B., Co.....165 
Jasper Desk Co 134 Woodstock Typewrite r Co.118 
136 Wrenn Paper Co..... ..154 


Jasper Seating Co 


K Y 
Kilian Mfg. Corp 154 Yawman & Erbe Mfg. Co.. 95 


For the benefit of the subscribers the lines advertised are here 
classified. Many of the requirements of the modern business 
office are represented. Should subscribers be interested in any 
article of office equipment not listed here, they are cordially in- 
vited to communicate with the service bureau, through which 
the information will be promptly and cheerfully furnished by 

letter, without obligation. 


Adding Machines 


Allen Calculators, Inc... .113 
Allen-Wales Add. Mach. Corp 167 
Fridén Calc ulating Machine Co v2 
Sundstrand.... 99, Back Cover 
Adding Machines, — and Used 
Reliable Tw. & A. M. Corp......133 
Wholesale Typewriter Co lv7 
Adding Machine Rolls and Paper 
Rockwell-Barnes Co. .......... . 93 
Smith, Bradner & Co ea 161 
Adding Typewriters 
Underwood, E. F 99, Back Cover 
Addressing ae, Used, Rebuilt 
Pruitt, Inc. . coee chee 
Adhesives 


(See Inks, Adhesives, etc.) 
Arch and Clipboards 


Globe-Wernicke ccccccetes BER, 195 

Rockwell-Barnes Co. . pace 93 
Ash Trays, Office 

Defiance Sales Corp “rT Te 

Nagel-Chase Mfg. Co... a 

Oakville Company . : .- 165 
Bankers’ Note Cases 

Art Steel Co... oeee ..162 

Currier Mfg. Co. .. , 167 

General Fireproofing Co . 76 

Globe-Wernicke Co 91, 111, 135 

Victor Safe & Equip. Co.........137 
Billing Machines 

Underwood, E. F.....99, Back Cover 
Binders, Catalog and Periodical 

Acco Products, Inc..... coche 

Afgmat, G. J... COccccccccccccese 166 
Blank Books 

Nat’l Blank Book Co......... .-129 

Rockwell-Barnes Co. ............ 93 
Blotters 

Wrenn Paper Co.. .154 


Blue Print and Plan File Cabinets 
All-Steel-Equip. Co. ........... 


Art Metal Construction Co... 109 
Browne-Morse Co. : seeee $7 
Columbia Steel Equip Co 149 
General Fireproofing Co 76 
Globe-Wernicke Co --91, 111, 135 
Yawman and Erbe. coe OS 
Bond Boxer 
NS eee .162 
General Fireproofing Co . 76 
Globe-Wernicke Co 91, 111, 135 
Book Cases 


All-Steel-Equip. Co 

Alma Desk Co 

Art Metal Construction Co.. 
Browne-Morse Co . ‘ 
General Fireproofing. Co hited 
Globe-Wernicke Co 91, 111, 


Weis Mfg. Co tose CE a 

Yawman and Erbe...... coccecce OO 
Book Rings 

Adams, Henry T., Mfg. Co 167 

Carpenter, E. W., Mfg. Co 166 

Oakville Company . 165 
Bookkeeping Masniaes 

Underwood, E ..-99, Back Cover 


Box Letter Files 


Art Steel Co : e* .162 
Globe-Wernicke Co 91, 111, 135 
Rockwell-Barnes Co 9% 
Weis Mfg. Co 83, 84, 85, 86 

Brief and Zipper Cases 
Doppelt, Chas., & Co : 140 
National Brief Case Mfg. Co 157 
Stein Bros. Mfg. Co 138 

Calculating Devices 
Meilicke Systems, Inc cocokee 
Reliable Tw. & A. M. Corp .133 

Business Shows 
Natl Business Show Co conus 

Calculating Machines 
Allen Calculators, Inc.. TW 
Allen-Wales Add. Mach. Corp... .167 
Coxhead, Ralp C., Corp 153 
Fridén Calculating Machine Co . 92 
Sundstrand 99, Back Cover 

Calculating Machines, Used 
Reliable Tw. & A. M. Corp 133 
Wholesale Typewriter Co 107 

Carbon Papers 
(See Ribbons and Carbons) 

Card Index Boxes and Wage 
All-Steel-Equip. Co. . oe 55 
Art Metal Construction Co ~+ +109 
Art Steel Co ° . 162 
Bentson Mfg. Co ‘ 146 
Cameron, Cal 6 158 
Columbia Steel Equip. Co 149 
Corry-Jamestown Mfg. Co 141 
Currier Mfg. Co sees . 167 
Globe-Wernicke Co 91, 111, 135 
Guide System & Supply Co — 
Imperial Methods Co oo kOe 
Metal Office Furniture Co 1% 
Security Steel Equipment Cp . 79 
Warshaw Mfg. Co.. 154 
Weis Mfg. Co 83, 84, 85, 86 
Yawman and Erbe 95 

Cash Boxes 
Art Steel Co., Inc ooce mee 
General Fireproofing Co 76 

Casters, Caster Bearings, Slides 
Kilian Mfg. Corp 154 

Celluloid Envelopes 
Markilo Co 164 

Chair Mats 
Rickett, L. M.. Co 98 
Ideal Lino. Top Co 167 

Chairs 
American Seating Co 159 
Artility Metal Products, Inc 162 
Cameron, Cal 158 
General Fireproofing Co 76 
High Point Bending & Chair Co..131 
Jasper Chair Co 116 
Jasper Seating Co 136 








Milwaukee Chair Co 151 
New Indiana Chair Co 145 
Sturgis Posture Chair Co 147 
Chairs (Posture) 
Amer. Autmtc. Elec. Sales Co 102 
Amer. Seating Co 159 
Artility Metal Products, Ine 162 
General Fireproofing Co 76 
Harter Corp. ...... : 96 
Jasper Seating Co 136 
Milwaukee Chair Co : 151 
Sturgis Posture Chair Co 147 
Toledo Metal Furniture Co v4 
Check Protectors & Writers, Used 
Reliable Tw. & A. M. Corp......133 
Checks, Stamped Metal 
Meyer & Wenthe.... 162 
Clips, Paper (See Paper Clips) 
Coin Bags, Trays and Wrappers 
Downey, C. L., Co..... 152 
Copyholders 
Acco Products, Inc 123 
Amer. Autmtc. Elec. Sales Co 102 
Cushions and Pads, Chair 
Bickett, L. M., Co 98 
Ideal Lino. Top Co 167 
Sponge Rubber Products Co 120 
Cuspidor Mats 
Bickett, L. M., Co 98 
Dating Stamps 
Amer. Number. Mach. Co 167 
Fulton Specialty Co 136 
Meyer & Wenthe. 162 
Rivet-O Mfg. Co.. .132 
Desk Calendar Pads and Stands 
Defiance Sales Corp 161 
Desk Pads 
Aigner, G. J., ng. 166 
Bickett, L. M. 98 
Desk Pending- Letiers “Hoiders 
Acco Products, Inc .123 
Desk Trays 
Aigner, G. J., Co ‘ 166 
Art Metal Construction Co.. 109 
Art Steel Co., Inc.... 162 
General Fireproofing Co 76 
Globe-Wernicke Co... 91, 111, 135 
Imperial Methods Co. 150 
Weis Mfg. Co. 84, 85, 86 
Desk Work Distributors 
Art Steel Co..... ‘ 162 
Bristow, Stanley _ aie 164 
Currier Mfg. Co........ 167 
Globe-Wernicke Co -.-91, 111, 135 
Sengbusch S. Cl. Inkst. Co se 78 
Victor Safe & Equip. Co 137 
Desks 
aioe Desk Co , @ --130 
Art Metal Construction Co 199 
Browne-Morse Co 97 
Cameron, Cal. ... ee 158 
Columbia Steel Equip. Co.. 149 
General Fireproofing Co . 76 
Giobe-Wernicke Co. 91, 111, 13! 
Imperial Desk Co . 148 
Indiana Desk Co .145 
Jasper Desk Co.. 13 
Metal Office Furniture Co 100 
Security Steel yeoman Corp... 79 
Wagemaker Co. idan 160 
Weis Mfg. Co ~2 +88, 84, 85, 86 
Yawman and Erbe 95 
Dictation Machines, Mfrs. of 
Dictaphone Sales Corp. . 108 
Dictation Machines (Used) 
PE: SE. netiseceee 164 
Duplicating Machines 
Dick, A. B., Co... 73 
Duplicator Supply Corp 142 
Harding, Milo, Co. . .148 
Heyer Corporation, The 171 
levison & Blythe Mfg. Co 167 
Mimeograph, The . ‘ 73 
Niagara Duplicator Co.. 114 
Preteen, TB. cccccces ‘ 164 
Rivet-O Mfg. Co : 132 
Rotospeed Co., The 151 
Smith, L. C.. & Corona Tws 75 
Speed-O-Print Corporation 156 
Duplicating Machines (Used) 
Pruitt. Inc. 164 
Duplicating Machine Supplies 
Art Stencil Co. 7 182 
Columbia we" & Carb. Co 1 
Dick, A 
Dunham-W. ~By Co 166 
Duplicator Specialty Mfg. Co 163 
Duplicator Supply Corp 142 
Fibroin Stencil Corp 53 
Harding, Milo, Co 148 
Heyer Corporation, The 171 
Ink Specialties Co 124 
Levison & Blythe Mfg. Co 187 
Mittag & Volger. Inc a9 
Niagara Duplicator Co 114 
Pittsburgh Dry Stencil Co 159 
... >  eeeererers 164 
Roosen, H. D., Co.. 164 
Rotospeed Co., The 151 
Smith, L. C., & Corona Tws 75 
Speed-O-Print Corporation 156 
Technygraph, The ° 165 
Enaraving, Copper Plate 
Wiggins, The John B., Co 165 
Envelopes 
Bushnell, Alvah, Co 139 
Globe-Wernicke Co 91, 111, 135 
Nat’! FiberstoK Envelope Co.....127 
Quality Park Envelope Co........110 
Envelopes, Celluloid 
Markilo Co — 164 
Envelope Openers 
Oakville Company . 165 
Eradicators. Ink 
Carter's Ink Co pccencene 139 
H. A. Ink Eradicator Co 162 








Heyer Corporation, 
Levison & Blythe 
ubber 


| pe Pencil 


Nat'l Business Show 


Oakville Company 


Co 
File Boxes, Collapsibie Corrug. 


Guide System & Supply 
Oxford Filing Supply Co 


Art Metal Construction Co.. 


Rockwell-Barnes Co. . ; 
Victor Safe & Equip. C .137 

Filing Cab. Ball and Roller Bearings 
. ; 154 


Filing Cabinets, Metal 
All-Steel-Equip, Co. . “—e 
Art oy Construction Co 


Browne- Morse Co. 


Columbia Steel Equip 
Corry-Jamestown Mfg. 


Metal Office Furniture C 
Peerless Steel Equipment Co 
Security Steel Equipment Corp.... 
Victor Safe & R ae 





rene Cabinets. Wood 
Imperial semnets Co... 


Younes om ‘Erbe. 


Metal, Construction Co 


Corry- < ~e- EF “Mfg 
General Fireproofing Co 
Globe-Wernicke Co.......91, 
Guide System & Supply Ge. cocccen 
Metal Office Furniture Co.. ee 
National FiberstoK Envelope Co...127 
Oxford Filing Supply - 
Quality Park Envelope Co.. 
Rockwell-Barnes Co re 
Victor Safe & Equipment Co..... 37 
Warshaw Mfg. Co 


Yawman and Erbe Mfg. Co.. 
Folders (See Filing Supplies) 


Dexter Folder Company 


Autopoint Company 
Esterbrook Steel Pen Co.. 


Gummed Cloth Rings 


; wis Faber, A. W., Inc 
Index Card — General Pencil Co... 
Moore Push Pin Co 
Victor Safe & Equip 


Globe-Wernicke Co..... 
Guide System & Supply 
Victor Safe & Equip. 
Warshaw Mfg. Co 
Inks, Adhesives, Ete. 


General Penc il te 







General Fireproofing Co., The.... 76 Pens 
Globe-Wernicke Co.......91, 111, 135 Esterbrook Steel Pen Co. o* 
Metal Office Furniture Co . luv Sengbusch 8. Cl. Inkstand ‘Co. 
Security Steel Equipment Corp... 79 Turner & Harrison Pen Mfg. 
Yawman and Erbe..........00-+: 95 Picture H 
Loose Leaf Books. and Systems Moore Push Pin Co......... 
Adams, Henry T., Mfg. Co.......167 Pins and Pin Containers 
» Gh, Ges GBccoccccasesa ... 166 Oakville Company ............. “ 
i. Ee Me Div ocaceveocsoces coolen Prym, William, of America..... 
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Nat’l Blank Book Co............. 129 Platens, Typewriter 
Sheppard, The & E., Co..........161 Amer. Writing Mach. Co.. 
SUCRE BEE. Cie ccecvececese .. 157 Ames Supply Co......... Sete 
Loose Leaf Eateianas, Celluloid Shipman-Ward Mfg. Co......... 
Be GO. onsn0ess50eeteceeenes 164 Wholesale Typewriter Co.......... 
Loose Leaf Metals Postal 
Carpenter, E. W., Mfg. Co........166 Hanson Scale Co...........660065 
Loose Leaf Metals Co............ 168 Triner Scale & Mfg. Co........... 
Mail Distributors Pressboar: 
Bristow, Stanley R.............. 164 Case Brothers, Inc................ 
Globe-Wernicke Co.. -91, 111, 135 Publishers 
Victor Safe & Equip. ‘Co beecesbee 137 Brteee, BW. Wao BAB. coccsccccecss 5 
Map Tacks Methodes ........0eeeceeees o dau 
; >» SUD Bn GB. cccccccccces 57 Punches 
Moore Push Pin Co.............. 153 Acco Products, Inc............0. 
Matched Office Suites Defiance Sales Corp.............s. 
! Metal Construction Co....... 109 Globe-Wernicke Co....... 91, 111, 13% 
General Fireproofing Co........... 76 Nat'l Blank | we GPccncsvcceces F 
Globe-Wernicke Co....... 91, 111, 135 Rivet-O Mfg. Co. ......seeeeessese 3: 
Memorandum Books Push Pins 
Nat'l Blank Book Co........ .. 129 Moore Push Pin Co.......... 
Rockwell-Barnes Co, ...... 160 Ribbons and Carbons 
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Memorandum Devices Ames Bupply Co. ..00ccccscccceccs F 
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Numbering Machines Manifold Supplies Co............ 
American Numbering Mach. Co...167 Mittag & Volger, Inc............. 
ae fs Used and Rebuilt Pacific Carbon & Ribbon Co..... 
Pn, - epeceasssucnssedeses 164 Phillips Process Co......... 
omce "Mesdiline and oune Royal re Co., Inc.. 
Globe-Wernicke Co.. , 111, 135 Smith, L. & aan Tw oe 
Figuring Storms, H. Si. pe anéee seenséa -130 
Nat’l Blank POGR, Disc accoscvesas 129 Underwood, E. r. 228.004 99, Back Cover 
Rockwell-Barnes Co, .......... . 93 U. 8S. Typewriter Rib. Mfg. Co. 64 
Webster, F. S., Co..........5. 
Eaton Paper Corporation...... 169 Rubber Bands 
Rockwell-Barnes Co. ..... —— i. i. ih, sencseeeecnees 
Smith, Bradner, & Co............161 Rubber Stamps 
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Fulton Specialty Co.............- 136 Security Steel Equipment Cp 
Graff, George B., Co............. 157 Victor Safe & Equip. Co..... 
Oakville Company ..........++«0. 165 Yawman and Erbe...............- 
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Rockwell-Barnes Co. .... secs ae Beemmem Besks Oo. ..cccccecssssecs 
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Paper Fastening Machines Sealing 
Ace Fastener Corp................ 106 Higgins, “Chas. M., & Co......... 
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Automatic Pencil Sharpener Co... .158 Art Metal Construction DOscccace 
Bump Paper Fastener Co.......... 161 General Fireproofing Co........... 
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Compo Mfg. & Sales Co........... 150 Shelf Boxes 
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Parrot Speed Fastener Corp....... 87 Globe-Wernicke Co....... 91, . 135 
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Gretl, Germs B.. Od... ccccccceces 157 General Fireproofing Co........... 
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Mohican Pencil Co.............. 169 Nat’l Business Show Co.......... 
a Oe | 4 Seer 143 Smoking Stands, Office 
Pencils, Mechanical Nagel-Chase Mfg. Co.......... 
CO Sear er 166 Sorting Devices 
Autopoint Company .............. 147 Curvear Bis. GO. .cccccccvcceccese 
Carter’s Ink Co.... ey Stamp Pads 
Rite-Rite Mfg. Co............++.. 165 Carter’s Ink Co... . 1... 6.6 c cee enee § 
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Leads for Mechanical 
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National Brief Case 
Co. 
Leather Upholstered Furniture 


Eagle-Ottawa Leather Co... 
Letter Trays (See Desk Trays) 


Library Equipment 
All-Steel-Equip. Co 
C orry- -Jamestown Mia. | 
General Fireproofing 
Globe-Wernicke Co..... 
Security _ Steel Equipment 

Co 

Lockers and ge _Gabtacts 

Art Metal Construction Co 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways 
forms useful service, all without charge. Subacelbete 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. Subscribers’ 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 
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Rockwell-Barnes Co, ............. 
Weis Mfg. Co.......... 83, 84, 85, 86 
Yawman and Erbe Mfg. Co....... 95 
Store Fixtures and Equipment 
All-Steel-Equip. Co, ..........+«. 155 
General Fireproofing Co.......... 76 
Globe-Wernicke Co....... 91, 111, 135 
Swinging Typewriter Stands 
Globe-Wernicke Co...... aes lll, 135 
Too TER GBs cccsccecs 3, 84, 85, 86 
Art Metal Construction Co........109 
rk kerr 162 
Browne-Morse Co, ...........+.5: 9T 
eral Fireproofing Co 7 
Globe-Wernicke fo. beeeves 91, 111, 135 
Telephone Accessor: 
Amer. Autmtc. Electric Sales Co. .102 
Meilicke Systems, Inc............. 150 
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OFFICE APPLIANCES 


WANTS AND TOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


SALESMAN ACTING as assistant store manager for concern doing large 
business as bank and office outfitters and stationers, seeks new field of 
endeavor but in same general line of business. Well grounded in loose 
leaf, filing equipment and supplies, office furniture, writing materials, and 
practically everything else sold in a commercial stationery store. Good 
education and record of successful experience and excellent references as 
to character and integrity Located in the East. Will consider any sec- 
tion of the country. Can leave present connection on reasonable notice 
Address E-270, care Office Appliances, Chicago 

SALES EXECUTIVE is open for a new connection with office appliance 
manufacturer Well grounded in office machines, ribbons and carbons, 
and other office lines. Experience includes selling, sales direction, factory 
supervision, and personnel work Thoroughly qualified to give a good 
account of himself in a position of major importance. Can show remark- 
able record. Address E-268, care Office Appliances, Chicago 


COMPETENT SALES PRODUCER who has served as sales manager de- 
sires to sell office furniture to the trade throughout New England as repre- 
sentative for established manufacturer A broad experience which will 
prove useful to some manufacturer now seeking New England representa- 
tion. Personally acquainted with the trade. Address E-269, care Office 
Appliances, Chicago 


SALESMAN WITH TWENTY YEARS EXPERIENCE in office supplies and 
equipment, 41 years of age, single, good references; capable as buyer or 
managing store. Until recently manager of office supply department; now 
available because company went out of office supply business Address 
E-272, care Office Appliances, Chicago 


SALES EXECUTIVE, successful record as field representative and sales 
manager for large appliance company, extensive acquaintance with office 
machine and stationery trade in all sections of the U. 8S. Highly recom- 
mended by prominent dealers. Travel anywhere. Address E-271, care 
Office Appliances, Chicago 


SALESMEN WANTED 


EXCELLENT OPPORTUNITY fer an aggressive capable salesman, who 
has executive ability to sell and manage a typewriter store in city of 
million in middle west. This business is long established and due to the 
death of the owner the widow seeks a manager Unless you have had 
worthwhile experience in the used office machines game do not answer 
Address, giving full details, 8-152, care Office Appliances, Chicago 

M. 8S. & D. A. BYCK CO., Stationers, Printers, Office Outfitters, Savan- 
nah, Georgia, have an opening for an experienced salesman, to solicit sta- 
tionery, office supply and printing orders from business offices in Savan- 
nah. Write epplication in detail, stating past experience, age, reference, 
salary 


Men interested in carrying profitable, fast-selling 
and department store 
Write today Address 


SALESMEN WANTED 
Top-X Rubber Cement to their regular stationery 
trade. Liberal commission Exclusive territory 
Top-X Company, Reckford, Illinois 
WANTED, experienced man to sell Wood Office Chairs and Suite Furni- 
ture on commission covering territory from Chicago to Denver For 
further information address 8-155, care Office Appliances, Chicago 


EXPERIENCED office appliance salesmen for every city. New fast selling 
specialty. Big profits. One minute demonstration Every office and per 
son a prospect Box 8-156, care Office Appliances, Chicago 

WANTED two traveling salesmen for printing and stationery Right com 
pensation for right man Position open in South Carolina and Florida 
Address 8-148, care Office Appliances, Chicago 


REPRESENTATIVES AVAILABLE 
MANUFACTURERS REPRESENTATIVE, thoroughly familiar with office 
furniture of all kinds in wood and steel, office supplies and stationery 
items, will be available as resident representative in Chicago in near 
future Knows everybody in the lines mentioned in that city and will 
handle only qualified lines and only on commission basis. Address E-273, 
care Office Appliances, Chicago 


MANUFACTURERS ATTENTION—-For New England Sector. A few care- 
fully selected non-conflicting lines to be sold direct to large users and 
stationers. The products selected must be of uniform quality with your 
best prices It is desired that we have exclusive sale We handle own 
billing Absolutely financially responsible Address E-274, care Office 
Appliances, Chicago 


REPRESENTATIVES WANTED 


EXCEPTIONAL OPPORTUNITY for smaller dealers in typewriters, add 
machines, etc., located in the East, Maine to Texas, to take on reliable 
exclusive business machine, different from anything you have. INDIANA, 
27 Haymarket Square, Boston, Mass 


IF YOU SELL DIRECT TO OFFICES you can sell our high grade Type 
writer Specialty profitably Liberal profit on each sale Protection given 
Quickly becomes a major line. Write for details, giving territory you cover 
Address 8-153, care Office Appliances, Chicago 


on offices direct should investigate possibilities of 
weight, the “OH KAY”, a fine, brand new 
Exclusive rights can be secured without buying 
Particulars free. C. D 


SALES-PEOPLE calling 
the new automatic paper 
spring and summer item 

territory Send 25 cents for sample postpaid 


Satterfield. 1607 Jefferson, Madison, Wis 


ESTABLISHED MANUFACTURER'S AGENTS WANTED for key cities of 
United States to market new, low priced duplicators and supplies. Large 
demand, no competition, good profit Address S-149, care Office Appli- 
ances, Chicago 


MECHANICS WANTED 
OFFICE MACHINE DEALER located in Pennsylvania requires another 
good ell around service man on adding machines Prefers some one 
familiar with the complete Burroughs line and willing to spend some time 
in evening training on other makes. An opportunity for some good adding 
machine repairman. Address S-150, care Office Appliances, Chicago 


BUSINESS OPPORTUNITIES 


WANTED: Proven articles of merit for stationery trade, office and fac- 
tory use Exclusive royalty only. Our progressive manufacturing and 
merchandising facilities established over ten years can help you. Address 
8-154, care Office Appliances, Chicago. 


ESTABLISHED Stationery and Office Supply Business, New England in- 
dustrial center Exclusive franchise for a leading line of filing equip 
ment and supplies with half a million dollars worth in use. Three outside 
salesmen. Very little price cutting Fine store location Fast growing 
store business. Profitable gift and greeting card lines. Latter pays the 
rent. Making money now and with the coming business upturn will have 
‘goid mine’’ possibilities. Assets over $9,900.00. Priced for cash $10,- 
000.00. No brokers. Address S-151, care Office Appliances, Chicago 


PATENT ATTORNEY 


PATENT ATTORNEY, specializing in office equipment and appliances 
Address 0. A. Gustafson, P. O. Box 707, Benjamin Franklin Station, 
Washington, D. C 


FOUNTAIN PEN REPAIRING 
ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904 
Standard Prices—regular trade discount. All work guaranteed Prompt 
service. Send all makes to one place—saves postage and time. Send a 
trial package today. Welty Pen & Repair Co., 38 S. State St., Chicago 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that pull 
sales. You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping Particulars on request 
Address H. M. Goldthwait, care Clayton Hotel, 2026 North Clark St., 
Chicago 


FOR SALE AND WANTED TO BUY 


BOOKKEEPING AND BILLING MACHINES—Specializing in Burroughs, 
Moon Hopkins, Elliott-Fisher and National Accounting Machines—Bought 
and sold. Accounting Machines Corporation, 343 S. Dearborn St., Chicago. 





ELLIOTT-FISHER MACHINES, Typewriters, Adding Machines, all office 
equipment, bought and sold. Chicago Office Appliance Co., 533 So. Dear- 
born, Chicago. 





ELLIOTT-FISHER MACHINES, Typewriters, Adding Machines, all office 
equipment bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee, Wisconsin 





BILLING AND BOOKKEEPING MACHINES, late models Elliott-Fisher, 
Underwood, Burroughs, etc., bought and sold Maloney, Gilmore Co., 


508 S. Dearborn St., Chicago P 


ELLIOTT-FISHER billing and bookkeeping machines, also all office ma- 
chines, bought, sold and rebuilt. Teeter-Warsh Co., 309 W. Kilbourn 
Ave., Milwaukee, Wisconsin. 


FOR SALE 1,000 Duplex IVI panels for 4%” and 5” card, 500 8” panels 
$1.00 each in lots of 25. Visible equipment, all makes, dictating, address- 
ing and duplicating machines bought and sold. Hanover Office Equipment 
Co., 80 Greenwich St., New York City 


VISIBLE EQUIPMENT Bought and Sold Established over ten years 
and the first concern to deal exclusively in all makes of visible filing 


equipment Special attention to dealers. Commercial Card System Co., 


i101 Broadway, New York 


WANTED: Kardex, Acme, Postindex, Comptometers (Models F-H-J), 
Remington No. 23 Bookkeeping Machines Universal Office Equipment, 
396 Broadway, New York 


WILL BUY Line-A-Time Copyholders regardless of condition; all current 
models Check Protectors. Check Protector Corporation, 53 Park Place, 
New York. 


MULTIGRAPH RIBBONS re-manufactured. Guaranteed work, quick serv- 
ice. Send us your ole ribbons today 144 yard reels of typewriter ribbon 
fabric, with handy winder, a specialty Also two grades of excellent 
duplicator ink Lewis Co., 95la N. 4th St., Milwaukee, Wis 


ADDRESSOGRAPHS, Multigraphs, Dictaphones, Folders, Sealers, Type 
writers. Write us, save money. Pruitt, 166 N. LaSalle, Chicago 


DICTAPHONES, EDIPHONES—rough or rebuilt—specia! prices to dealers 
Increase your sales and profits—write us American Dictating Machine 
Co., 1141 Broadway, New York City 


Parts 
Corporation, 


CHECKWRITERS. 100% Rebuilt. All makes in stock. Repairs 
for all machines Send for catalogue Check Protector 
53 Park Place, New York 
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United States Exports of Typewriters, Duplicating Machines and 4750 
m Filing folders, 7763 
Ribbons and Carbons, January, 1935 index cards 9392 9395 Duplicating 
eee — eee _— and other Carbon Typewriter machines, 
: vad oe Se df ects office forms paper ribbon parts and 
Standard type- Portable type Used & rebuilt Type Countries Pounds Pounds Dozen supplies for 
writers, new writers, new typewriters writer 
Countries Number Number Number parts United Kingdom 2,484 1,679 10,372 6,561 3,754 6,636 2,655 
Austria 75 $ 4,471 240 $ 6,813 63 $ 1,481 Canada ; ‘ 17,280 3,238 1,450 376 1,358 7,769 
Azores and Madeira British Honduras 198 196 vo 18 41 ose 
s 7 252 Costa Rica 763 66 76 8 30 395 
14 075 90 187 6 1,265 $ 1,163 Guatemala 420 99 lid 16 71 24 
174 17 12 2 Honduras . aa ot) 18 21 v7 471 
241 16,094 22 10,093 21 318 Nicaragua 108 18 35 1 8 
Denmark 42 2,939 15 47 46 Panama .. 3,325 2,493 861 51 182 43 
Estonia 28 Salvador 68 18 13 gy 195 
Finland : 5 1,697 61 1,951 19 Mexico 1,766 539 677 1838 625 4,876 
» ce . 8.767 70 5 907 92 Newfoundland and 
ioamane at 050 1 ' + i Labrador 1,944 263 38 27 137 
Gibraltar 61 1,941 l 785 6 Bermuda 815 524 . ° oi 
Greece 27 65 2 O82 Barbados 188 161 —~— . = TT 
Hungary 7 80 SSO l¢ 4,458 Jamaica . , 968 340 29 28 8 36 
Irish Free State 15 40 8 274 37 Trinidad and Tobago. . 70 61 : 
Italy S4 554 14,928 ; 69 844 Other British West 2. - 
, 5 SREOD 8 scceceescese 2 65 ees ese . oe 
Mahe, Ges and . a Cuba ‘ . 2,404 850 «4,096 «= 2,293 354 861 55 
” Cyprus » 2 150 Dominican Republic 1,445 35 803 667 167 420 
gal wt: . it Ht SS a... eo 349 427 2 128 41 
Poland and Danzi 6 170 rs "B12 se Haiti, Republic of. 1,026 53 42 30 135 a eA 
Portugal nila 6 38 1.543 Argentina cast 336 471 50 168 497 
Rumania a : . , 57 71 Bolivia 40 119 124 4 12 me 
U. S. S. R. (Russia in 7 Brazil 138 1,787 619 54 212 = 3,106 
oo ond hala). Chile kas ?, 792 786 68 294 139 
Spain o* — 18 309 ), 571 "483 Colombia : 1,501 525 615 472 393 894 206 
Sweden... $6 333 1899 97: Ecuador 102 24 914 704 197 475 aa 
Switzerland 11 2 176 1 625 312 a 256 82 = 7: a¢ HF 
United Kingdom 1,953 128,562 648 0 8,450 5,606 ot tees > 3d ens : ae . 
Yugoslavia 18 1,111 64 pe : EE 546 463 486 300 .. +4 14 
png 14 ‘ie 8068 - os Venezuela 909 452 iél 177 54 154 4 
‘uate : “5 0 Aden anad aati 10 25 
spe — l aD %) 60 14 Saudi Arabia 120 47 seas : ee saan ar 
oo. 7 72 782 Br. India 229 209 «4,849 2,553 904 = 1,426 
Ae meer ol i 7 oo 43 Br. Malaya 32 15-1357 871 171 424 95 
Mexic sae 645 42.543 10.728 "ise B90 129 Ceylon ees es 104 43 43 65 a 
Miouelon and St — _ * Chima ....... 856 204 «2,129 1,615 244 609 657 
oy “ee 1 40 Netherland India 1,229 220 211 213 46 25 291 
: — sae 2 
Newfoundland and ie ~y Kong . 209 i gees reas é is eens 
mR ; . ” ; ; Japan .... 20 13 14,966 ~—-6,690 152 465 237 
aie” ' F a3 Kwantung eae om 95 66 30 83 _ 
Scie and iis ri 3 e Palestine a : 6 5 85 198 
Ott . % 4 ee ‘ > ‘ ‘ Persia .... 80 56 7 2 26 68 Spt 3 
— — 81 4° 13 F 199 “ize Philippine Islands ... 3,993 871 5,328 2,402 62 199 1,023 
mean f- ‘ : ryt: $3 DEE inne ee 45 35 31 118 caite 
Dominican Republic 45 ) 245 Pe an A . “e9 180 0 142 2R2 
my eens 1 ‘ Other Asia 14 19 , oe 25 38 as 
ndles 4 6 Na ; ¢ 296 949 on ° @ 2 
French West Indies 12 1 48 ay SE 7 ” 2.668 1.348 276 420 9,390 
j “1. ) 4 0 - « ee eee eee 
— ’ Rey of cis ape 9 aii 3 432 3 New Zealand 270 116 28 36 oe 
ag FY [4C«“‘<~‘*= a ” British East Africa fs 90 37 9 oe 
Brazil. 80 766 «188 4.968 9 1 di0 333 Un. So. Afr.... — 97 ~=-:1,043 699 330 703,066 
a 0 262 . ' tie Other British South Be 
Colombia 61 4328 61 2.172 ER  wpctetannon a as “+33 as saad 
Reuador .... — 6 CUM site Italian Afr. rie * ane se is 
British Guiana son o *» Other Portuguese South 
Peru ; . 4 2, 9 63 l 0 16 445 5 Africa ; : 48 103 
ne A R = oo wee ; ies sg0s«Camary ‘Is... .: 456 65 7 45 37 121 
Aden 12 o > 4 126 ” 114 Oth. Span. Afr.. vee 119 70 16 a 38 sn 
British India 154 10,543 (567 14,833 ys a6) WE i atacsun 71,586 $23,184 66,495 $37,871 13,482 $30,664 $53,756 
British Malaya S 2 781 7 2,685 Shipments to 
Ceylon . ~ ory =. 1.173 ja 231 Hawaii <eseeeee. 38,980 $12,686 1,457 729 156 $ 395 §$ 1,898 
China 106 a’ tas - ° 168 . a Puerto Rico ....... 15,508 1,973 2,971 1,408 108 229 1,393 
Netherland India 0 2.109 198 7,128 1 25 Virgin Islands 
French Indo-China ’ 413 . anes —_— ~ | 
Hong Kong 15 1,t 20 675 10 267 8 
Iraq ... ‘ l , : 4 eo - 
Japan ; lf 590 6 160 247 6,367 7¢ United States Exports of Adding, Calculating and Billing Machines, 
Kwantung 2 1,451 5 180 
Palestine 14 1.052 114 5.602 5 iid January, 1935 
Persia l 1,350 12 479 
Philippine Islands 7.077 100 3,832 31 1,412 260 71752 7753 
Siam 12 SUS S so : Listing, Typewriter, 7756 
Syria 1¢ 1, 166 11 B81 l 36 6 adding, bookkeeping, Listing, 7757 
Turkey 21 147000 134 4,644 130 bookkeeping billing adding Calculating 
Other Asia . : : = 10) ++ : ; : machines machines machines machines 
Australia ' 1,051 4 1,280 é a o Number Number Number Number 
sritish Oceania l 60 : ss A Countries 
ww Ray 176 ; 159 : _ “= <> eue “r ' 24 $ 1,588 4 $ 400 
sritish East’ Afric 14 1.106 1 333 Belgium ... ; 5 $ 3,987 39 3,777 5 692 
Union of South Af 1 5.951 134 791 17 714 550 Czechoslovakia 1 $ 916 s 5,892 108 9,073 9 1,195 
a ; 5 65 : a Denmark 1 1,200 3 2/972 6 732. jie 
Niseria . 5 i49 1s 540 ooh Finland . 1 870 ha 7 aid hae 2 335 
Ecvpt 106 7.422 15 540 8 a France ... 5 5,71 12 6.964 126 13,479 48 8,848 
Algeria and Tun 186 7 Germany 2 2,079 15 11,051 5 339... a 
Other Fr. Africa 17 1.269 jo 133 Greece 1 1,173 1 1,137 5 518 
Italian Africa . > " i83 Hungary 1 212 17 1,635 
Morocco . 75 » 62 Iceland ; : 4 176 “a 
Mozamb'que 134 4 121 . Irish Free State on 1 M51 22 2,463 1 170 
Canary Islands f 445 9 19 ll 406 12 DEY -cacssnesedees 7 5,803 26 18,570 582 35,823 153 46,743 
Other Spanish Africa ‘ 374 13 68 5 160 Lithuania ; Bs 3 210 eee eas 
: Netherlands 1 870 20 10,41 108 11,536 14 2,505 
Total 7.099 $477,909 6,256 $191,310 3,614 $105,307 $41,021 Norway ........... an 2 37677 SO - 5. a8 
Shipments to bs e , = rr bee 750 ; 7.235 72 3.678 6¢ 
Hawaii 64 $ 4.19 98 ¢ ao 7 $ R69 $ 167 henson — Danzig 1 75 f 7,335 4 aoe 1 160 
Puerto Rico 6 4,466 1 4 51 1,860 y- - setenvins a 647 
Virgin Islands 2 12 S.8 f 
sey Eur. and Asia).. 3 3,261 1 159 2 i <es 
Spain ETS ins . ey 19 2,137 20 2,765 
4750 Sweden ......-. 13 12,310 25 10,433 186 15,796 _ over 
Filing folders, 7763 Switzerland iwas 3 , & 5,012 28 4,357 4 942 
ndex cards 9392 _ 9395 Duplicating United Kingdom... 24 21,768 28 15,811 126 14,487 146 32,667 
und other Carbon = Typewriter machines, Canada rigee 9 819 7 4,196 42 3.834 17 3,130 
ffice forms paper ribbon parts and Costa Rica “set. 4 388 696 
Countries Pounds Pounds Dozen supplies for Guatemala 1 123 = ten 
Austria 56 $ 27 72 $ 154 Honduras 1 175 ‘ my, 
Belgium 214 $ 46 3u 24 j 7 Nicaragua ........ 1 133 1 330 
Con he stoval ia . ead 51 ‘ oo 172 Panama 2 246 4 1,374 
alam he ; : . P Salvador 6 252 3 300 
France 1.3es et — pice: ise «= Mexico ... 2 1,565 71 5,506 15 38,202 
Gibralter aS 4 8 Em termuda l vO ° 
Greece 183 128 7 32 Trinidad and 
Irish Free Stat 140 10+ 201 406 Tobago 3 210 od se 
Italy 140 269 1,369 3,104 2.537 er subiat 17 1,565 5 1,365 
Netherlands 2,314 71 869 561 864 2855 O88 Dominican Republic 2 276 
Norway 82 49 194 48 189 88 Netherland 
ay ; 19 18 22% a4 <0 West Indies...... 7 366 
AD AD ; Haiti, Republic of. ... ' 4 TD -om pean 
ape ane Aas ” . : 10 "ig. Argentina ......... 1 8,000 re 
oe . ” 1.978 560 975 1 oan Bolivia : cece ; ease esa eons 2 390 
Switzerland : 68 1,095 290 166 381 295 eee 1 2,910 1 3R4 95 7,340 17 1,948 
Albania 190 25 il ; Chile ° 2 52 ‘dae 














Listing, 
adding 
bookkeeping 
machines 
Number Ni 
Countries 


Colombia 
Ecuador 
Surinam 
Peru 
Uruguay 
Venezuela 
British India 
British Malaya 
Ceylon 
China 2 2.¢ 
Netherland India 
Hong Kong 
Palestine 
Philippine 
Siam 
Syria 
Australia 8 7,728 
French Oceania 
New Zealand ; 2,883 
British East Africa ° 
Union of South 

Africa . l 8¢ 
Egypt 
Canary Islands 
Other Spanish Africa 


Islands 


Total 


Sh t 


pments to 
Hawali l $ 
Puerto R 


Virgin Island 


Ceuntries 


Austria 

Belgium 
Czechoslovakia 
Denmark 

Finland 

France 

Germany 

Hungary 

Italy . 
Netherlands 
Norway .... 
Poland and Danzig 
Portugal 
Rumania 
U.S.8.R 
Spain 
Sweden . 
Switzerland 
United Kingdom 
Canada 

Costa Rica 
Honduras 


(Russia in Europe & Asia) 


Panama 
Salvador 
Mexico 
Cuba 


Dominican Republic 
Netherland West [nd 


Venezuela 
British India 
Ceylon 
China 
Netherland 
Japan 
Palestine 
Philippine Islands 
Australia 

New Zealand 

Union of South Africa 
Algeria and Tunisia 
Mozambique 


India 


Total 
Shipments to 
Alaska 
Hawa 
Puerto R 


Virgin Islands 








Typewriter, 7756 
bookkeeping, Listing. 7757 
billing adding Calculating 
machines machine machines 
imber Number Number 
1! 1,245 6 777 
l $2 
55 1.988 
2 1,729 
1 1 8 f 605 
21 2,513 
ee 10 1,248 
, 5 900 
l RAT 7 903 13 1,700 
14 1,304 2 565 
‘ ll 1,415 
2 79 . cece 
l 21 10 916 15 2,319 
, 2 337 
l 513 2 210 es esse 
20 6.864 100 8,912 ll 1,791 
1 42 ° oan 
1 987 19 1,826 3 535 
2 84 cece 
5 1, 9 1,740 
1 . ones 
5 1 250 
l . eee 
197 $118,672 2,120 $172,798 600 $126,736 
8 § 842 44 $ 2,846 20 $ 4,204 
4 1,081 3 756 
inher 
udding & 7761 
alculating Parts for 
machines accounting 
including and 
used and calculating 
rebuilt machines 
$ 176 $ 47 
1,41 670 
1,098 622 
121 
1.659 ; 
20,622 3,041 
4,645 11,959 
9,807 3.069 
2,112 517 
167 284 
161 
1,308 
42 
2,38 498 
2, 79¢ 274 
411 1,092 
62 17,360 
1,956 46,012 
40 124 
115 79 
131 119 
l ; 
210 
vu l 
144 
622 
{ KRY 
26 71 
7 i4 
245 8 
6 
264 207 
284 191 
291 
1 1,33 
1 
$51,972 $93, 86¢ 
$ - 
$ l 1s 
24 


United States Expurts of Metal Office Furniture and Equipment, 


January, 


6129 


Sheet metal 


1935 


I 61 


6130 613 
Sheet metal 


3 
Sheet metal 





Sheet metal 





lockers and shelving and filing cases, cabinets 
rage cabinets wall bins not insulated nsulated 
Number Number Number 
Countries 
Belgium fi $ ss 54 $ 737 
Finland 25 1,579 
France Ss S Zs . 142 
Germany l 
Greece 44 
Italy l4 
Netherlands 26 $ 58 1st ‘ 247 
Norway 19 15 59 
Spain ... 4 83 18 109 ) 
Sweden 81 
United Kingd ; ‘ 
Canada i4 04 1,2 112 17 
Guatemala 14 126 
Honduras ° 
Nicaragua t 
Panama . 2 7 19 
Salvador 5 
Mexico 271 l ¢ ) 652 
Newfoundland and Labrador 1S ] t 
Bermuda s 1 14 
Jamaica 12 
Trinidad and Tobag l 10 
Other British West Indies s 97 
Cuba l 19 67 
Dominican Re; 10 s15 
Netherland West Ir . 182 2 134 


Countrie 


Argentina 
Solivia 
Brazil 
Chile 
Colombia 
Ecuador 
British 
Peru 
Venezuela ... 
British India 
British Malaya 
China 
Netherland India 


Guiana 


Japan .... 
Palestine 


Persi aes 
Philippine Islands 
Siam ... 
Turkey .. . 
New Zealand . 
British East Africa 
Union of South Africa 
Other British South Africa 
Canary Islands 

Total 


Shipments from U. 8. to 
Hawaii ee 
Puerto 
Virgin 


Rico 
Islands 


Countries 


Belgium 
Denmark 
Finland 
France 
Greece . 
Free State 
Italy .. 
Netherlands 
Norway . 
Poland and 
Portugal 
Spain 
Sweden . 
Switzerland 
United Kingdom 
Canada ee 
Costa Rica 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico .. 
Newfoundland 
Bermuda 
Barbados 
Jamaica 


Danzig 


and Labrad 


Trinidad and Tobag 
Other British West Indies 
Cuba 


Dominican Republic 


Netherland West Indies 
French West Indies 
Haiti, Republic of 
Argentina e 
Bolivia ...... 
Brazil ...... 
Colombia 

Ecuador 

British Guiana 
Surinam : 
French Guiana 
POTR cccccccess 
Uruguay 

Venezuela . 
Saudi Arabia 
British India 
British Malaya 
Ceylon oe 
China . : 
Netherland India 
Hong Kong 

Iraq . . 

Japan ... 
Palestine 

Persia eescee 
Philippine Islands 
IBM .ncceeeeee 
Syria 

Turkey 

Australia eee 
French Oceania 
New Zealand 
British East Africa 
Un. of S.. Africa 
Gold Coast 

Egypt ....+.- 
Madagascar 


Mozambique 
Canary Islands 


Total . - on 
Shipments from U. 8S 

Hawali oe 

Puerto Rico 

Virgin Islands 





OFFICE APPLIANCES 


6131 6132 
Sheet metal Sheet metal 
filing cases cabinets, 


6130 
Sheet metal 
shelving and 


6129 
Sheet metal 
lockers and 








storage cabinets wall bins not insulated nsulated 
Number Number Number 
9 1,658 1 2,106 
: i 1,493 
e : 3 413 ona 
24 161 33 1,341 4 451 
10 29 4 60 es 
cece Ss 23 
: 43 1.699 
20 192 52 2,117 l 69 
s 432 8 432 
6 147 
12 187 75 1,500 
20 247 
esse 4 120 
1¢ 472 174 60 651 146 
esse 8 576 ° 
4 166 71 1,138 ll 788 
- 93 
aa 8 211 
1 35 
10 157 
19 81 2,700 4 or 
2 10 . 
: oe 4 125 5 243 
448 $3,150 $1,986 1,476 $41,696 130 $7,781 
99 $ 746 $ 8 98 $ 1,669 4 $ 186 
8 244 75 73 1,859 20 1,148 
l 27 
6134 6135 
Bank and Other 
safety office 
6133 deposit furni- 
Safes vault ture and 
Number equipment fixtures 
$ 169 
27 
: 1,249 
seaee 11 $ 2 709 
12 65 228 
366 
152 
: 
71 4,050 2,858 
15 1,579 2, 50¢ 1,485 
49 tn 
22 
314 
435 
or 
: l 75 170 
2 15 
ou 
x 
. 31z 
e ‘ivi 
103 
1,533 
335 
I 217 252 
45 
366 
21 
2 20 313 
1 15 12 
5 s1¢ 
~ 18 
ast 48 
10 409 
6 
662 
4 230 24 
12 7 1.22 85 
40 
15 
166 
381 
i 251 76 
5 218 245 
161 $10,352 $8, 00+ $14,418 
5 $ 301 $ 115 $ 3,167 
6 578 412 1,168 


—_<—__- 


Japan As an Exporter of Typewriters 


It is a false conclusi 


on, says the Tenger Schreibmaschinen und Biiro- 


Bedarf Zeitung of Vienna, that the Japanese cannot in a short time offer 


no perceptible competition in the business machine market 


As is known, 


even at this time the Japanese typewriter industry is building a machine 


for writing Japanese characters, with a total of 3,000 ideographs 


Sooner 


than the trade in foreign lands appreciates, standard and portable type- 
writers for European languages will be placed on sale. 
Also, the Japanese industry will offer a flat type stencil duplicator on 


the order of The Mime 
newspapers 


ograph, which will be advertised in international 











PATENTS 


Copies of patents shown here cam be obtained 

. the Commissioner of Patents, Washington, 
, for ten cents each in —_, postoffice 

eae orders or certified check tamps and 
personal checks not accepted. 





i No. 94,905. Desk or similar article. Wil- 
Design No. ae 


liam E. Kidd, Jamestown, N. 
Metal Construction Company, Jamestown. N. Y.). Ap- 
plication July 21, 1934. Serial No. 52,659. 

Design No. 95,112. Rack. James E. Bales, Aurora, 
iM. (assignor to Lyon Metal Products, Incorporated, 


Aurora, ae a corporation of Illinois). Application 
Jan. 4, 1935. Serial No, 54,716. 
1,993, 807, Conveying and delivering mechanism. 


Edward G. Rix and Walter H. Lyman, Chicago, Ill. 
(assignors to The International Check Endorser Com- 
pany, ae. Application Dec, 6, 1932. Se- 
ial > 645,94 
rial os 810. Temporary binder, Charles H. Shep- 
a how York, N. Y Application Aug. 3, 1934. 
Serial No. 738, 168. 
1,993,834. Calculating 
Friden, Piedmont, Calif. 
culating Machine Company, 


machine. Cari MM. F. 
(assignor to Marchant Cal- 
Oakland, Calif., a cor- 


poration of California). Application May 29, 1930. 

bar fr No. 456,843. 2 
3,848. Printing machine. Joseph Krell, Berlin- 

Zchierdet Germany. Application May 27, 1932. Se- 


rial No. 614,017. 

1.933.969. Loose leaf binder. Adolph G. Lotter, 
Milwaukee, Wis. (assignor to The Stationers Loose 
Leaf Company, Milwaukee, Wis., a corporation of 
Wisconsin). Original application March 2, 1933. Di- 
vided and this aoplication Aoril 9, 1934, 

1,994,094. Lock structure. Frederick J. Bremer, 
Hamilton, Ohio (assignor to The Mosler Safe Com- 
pany, Hamilton, Ohio, a corporation of New York). 
Application Feb. 12, 1934. Serial No. 710,881. 

1,994,147. oa driving machine. Fridolin Poilzer, 
South Norwalk, Conn. (assignor to The E. H. Hotch- 
kiss Company, Norwalk, Conn., a corporation of Con- 
omen. Application April 9, 1932. Serial No. 


604,1 
# oo2: 159. Reginald Wurzburg. Memphis, 
Serial No. 


Tenn. Application 
622, 163. 

1,994,211. Listing adding machine. Loring Picker- 
ing Crossman, Maplewood, N. J. (assignar te Gardner 
Comnany, Oranoe, N. J.. a corvoration of Delaware). 
Original application June 17, 1933, Serial No. 676,230. 
Divided and this application June 29, 1934. Serial 
No. 733,203. 

1,994,309. Typewriting Machine. 
Glenbrook, Conn.) assignor to Remington Rand inc., 
New York, N. Y., a corporation of Delaware). Appli- 
one Feb. 24, 1933. Serial No. 658,397. 

994,544. Typewriter. Russell G. Thompson and 
eae W_ Crumrine, Rochester, . (assignors to 
Electromatic Typewriters, tnc., Rochester N. Y., a 
corporation of New York). Application March 13, 
1930. Serial No. 435,472. 

1,994,567. Pocket fastener applying implement. 
John F. Cavanagh, Providence. R. I. (assignor to Bos- 
ton Wire Stitcher Company, Portland, Maine, a cor- 
poration of oan. Application March 1, 1933. Se- 
er oat 659,14 

44,598. Gralning roll. Guido von Webern, Day- 
wn *Ohte (assignor to Oxford Varnish Corporation, 
Detroit, Mich., a corporation of Michigan). Original 
application April 19. 1930. Serial No. 445,576. Di- 
were ene this application Jan. 22, 1934. Serial No. 

x ‘944, 639. Column register for calculating machines. 
Harry A. Foothorap, Harrisburg (acstgner to Under- 
wood Elliott Fisher Company, , 
corporation A Delaware). Appilcation Dee. 3i, 1930. 


, machine. William F. Hel- 
mond. West Hartford. Conn. focsloner te Underwood 
Elliott Fisher Company, New York, Y.. a cornora- 


File case. 
March 22, 1933. 


George G. Going, 


tion of Delaware). Application Oct. Ma, 1931. Serial 
No. 570,845. 
1,994,655. Renumbering machine. William wW. 


Lasker. Brooklyn, N. Y. (assignor to Reminaton Rand 
Inc.. New York, N. Y.. a corporation of Delaware). 
Application Dec. 31, 1931. Serial No. 584,035. 
1.994.750. Typewriter paper of deferred indelibility 
and method of preparing the same. John G. Callan, 
Cambridge Mass. Application Sept. 23, 1933. Serial 


. Receptacle for printed and hand written 
[ Edward D. Greedy. Cedar Rapids. lowa. Ap- 
otenten May 4, 1934. Serial No. 723,896. 
995,059. Typewriter cover and the like. Théodose 
a Paris, France (assignor to Constructors, Ltd.. 
Erdington, Birmingham, England. a company of Great 
Britain). Application January 24, 1933. Serial No. 
653.262. In France January 29, 1932. 
1,995,087. Typewriter attachment. Walter R. 
Barker, Chicago, Ill. (assignor to United Autographic 
Register Company, Chicago, I!!., a corporation of Hli- 
nois). Anplication July 26. 1933. Serial No. 682,327. 
1,995,265. Carriage shift for typewriters. Roy C. 
Masters, Chicago, tll. (assignor to Ferdinand Ensign, 
Chicago, 111). Application March 24, 1933. Serlal 
No. 662,580. 
1.995.403. Stencil 
Stoelting, Sent. Ohio. 
Serial No. 637.0: 


printing machine. Hugo H. 
Application Oct. 10, 1932. 


1,995,434. Calculating machine. Austin A. Over- 
bury, West Orange, N. J. (assignor to The Ms 
Calculating Machine Company, Inc.. Orange a 
corporation of Delaware). Application May Pye 1933. 
Serial No. 672,546. 


1,995,518. Celluloid product. Grover C. Perry, 
eee ill. Application Jan. 26, 1931. Serial No. 
1,995,577. Driving mechanism for postage meter 
machines. Jacob W. Ogden, Springdale, and Edwin 


Donaldson, Stamford, Conn. (assignors to The a 
Bowes Postage Meter Company. Stamford, Conn.. 
corporation of Delaware). Application Dec. 10, 1930. 
Serial No. 501,366. 

1.995.590. File for perforated sheets. Ludwig Staab 
and Gisela Staab, Munich, Germany. Application 
= 1932. Serial No. 644,355. In Germany, Nov. 

1,995,674. Loose leaf visible index. Richard Fitz 
Power, Hempstead, London, England (assignor to Mor- 
land & Impey, Ltd.. Northfield, Birmingham, Eng- 
land). Application April 27, 1932. Serial Ne. 607,- 
810. In Great Britain May 28, 1931. 

1,995,728. Anti friction device. Samuel Aldrich 
Wood, Brooklyn, N. Y. (assignor te Oxford Filing 
Supply Company, Brooklyn, N. Y., a partnership com- 
prising Richard A. Jonas, jr., Robert P. Jonas, Frank 


D. Jonas and Edward F. jonas). Application Dec. 2, 
1933. Serial No. 700,654. 

1.995.743, Loose leaf binder. Adolph G. Lotter, 
Milwaukee, Wis. (assignor to by Stationers Loose 


Leaf Company, Milwaukee. is. 
consin). Original application March 2, 
and this application April 1934. Serial No. 719,681. 


1,995,865. Loose leaf Sock and methed of manufac- 













(994/47 1994211 


1994309 


1994598 





94,905 





Ig 95p 74 


mea 


199588! 








: 


~ le 


1996374 








1996523 


|997077 


Schade, Holyoke, Mass. (assignor to 


ture. Frank S&S. 
Company, Holy- 


National Blank Book Manufacturin 
oke, Mass., a corporation of Benes eeatta). Applica- 
tion i 11, 1934, Serlal No. 720.0 

1,995,881. games apparatus (elect). William 
D. Cockrell, Schenectady, and Pieter Juchter, Scotia, 
N. Y. (assignors to General Electric Company, a cor- 
wb arg of New York). Application Jan. , $932. 


589,864. 
Visible ee aes index card and 
system. Horace B. Hollan dside, N. Y. Appli- 
cation Dec. 20, 1933. Serial No. 703, 160. 

1,996,374, Dictating machine. Landis W. Hawker, 
Dayton. Ohio Ya co te Dictaphone Corporation, 
New York, N. » & corporation of New York). Ap- 
oteatiee Sept. 


433. 
, 996,445. pum A ———_ BL Wagner, Chi- 


om itt. (assignor to S. Eugene Miller, Aurora, Ill.). 
a April 29, 1933. Serial No 61 

1,996.4 Chair seat. avid A. McCowan. Toronto, 
Ont... Canada. Application Dec. 12, 1931. Serial No. 
580,621. 

1,996,518. Shelving construction. Albert H. Levene 
and David A. Carlson, ———. N.Y. Seestonere 








to Art Metal Construction 


Y.). Application July 14, 1932. Serial No. 622,492. 


1,996,523. Filing equipment. Averill B. Pfeifer and 
LeRoy D. Mowery, — mee Ohio. Application Jan. 
20, 1934. Serial No. 7 

1,996,578. Hubert Jagger, 


Duplicating _— 
Chicage, and John W. Herniund, LaGrange, tl. (as- 
signors to Ditto, Inc., a corporation of West Virginia). 
naa March 29, 1933. Serial No. 663,416. 

1.9 Stapling machine. M. Case, 
Cleveland, ‘Ohio (assignor to The J. C. Ulmer Com- 
pany, Cleveland, Ohio, a corporation of Ohio). Appli- 
cation May z. “iss, Serial No. 535,845. 





ey 






















Bf 
1997206 
\994/S9 ota, 7" 
\997#47 





19974 86 













(995,865 


1996479 


997,073 1997/3 
996,645. Duplicating stamp. George J. Helfrich, 
Gincinnatl aes Application Aprlt tf, 1933. Serial 
a 
996,709. Duplicating machine. Wilhelm Ritzer- 
ted Berlin, 278, Renewed Application March 16, 1932. 
Serial No. 599,279. enewed Sept. 5, 1934. In Ger- 


many, March 17, 1931 
1'996,984 machine. Harmon P. Elliott, 


A 
walsiewn, Mass. Application April 13, 1932, Serial 


No. 604,985. 

1,997,073. Check writing machine. Robert L. Mul- 
ler, Detroit, Mich. er. te Burroughs fsa 
Machine Company, Detroit, Mich., a corporati 
on: Application March 19, 1932. Serial 

1,997,077. peut, © for Mg -— ma- 
—. Ernst 7 an etroit, Mich. 

(assigners to Burroughs Adding "machine Company, 
Detroit, Mich., a oxewetes of Michigan). Applica- 
, 1933. Serial No. 654,793. 


1,997,113. Safe protector, Thomas N. Lewis, bg 
oe 0. Application Sept. 8, 1934. Serial No. 
1,997, York, 


206. Typewriter a New 
Y. tagtoner te Bates atories, Inc., 
Voo corporation of Lg York). Appl 
tion Feb. 24, toa. vo No. 712,725. 
1,997,447, binder operation. ~% 
Birbaum, West ene, “Wis. (assignor to George Seel 
man Sons Comoany. © itwaukee, Wis., a corporation 
ot Wrssensta). Application May 12, 1934. Serial No. 


1,997,486. Chair, Howard T. Hallowell, Jenkin- 
town, Penna. (assignor te Standard Stee! 
Company, Jenkintown, Penna., a corporation of Penn- 
arpeae). Application May 25, 1932. Serial Ne. 


New 
ica- 











NATIONAL AND LOCAL OFFICERS PROMI- 
NENT IN REGIONAL MEETINGS IN' THE 
MIDDLE WEST LAST MONTH 

1. Harry Morgan, Stationers Corporation, Los 
Angeles, president, National Stationers Association. 

2. Charles P. Garvin, general manager, National 
Stationers Association. 

3. Fred Tracht, University of Chicago Book Store, 
president, Illinois Booksellers & Stationers Association, 
and co-chairman of meeting in Peoria. 

4. E. A. Nichols, University Book Store, Cham- 
paign, Ill., president-elect, |. B. S. A. 

5. Dan Hansen, Carlson Bros., Moline, governor, 
Sixth District National Stationers Association and co- 
chairman at Peoria. 

6. Leo Blied, Blied, Inc., Madison, Wisc., governor- 
elect, Sixth District. 

7. C. M. Meyer, Burnap-Meyer, Inc., governor, 
Eighth District, who presided at Kansas City meeting. 

8. Fred Downs, Downs-Randolph Company, Tulsa, 
Okla., governor-elect, Eighth District. 

9. Larry Hamm, The Pierce Company, Fargo, N. D., 
quediaa aeoutl District, who presided at Minneapolis. 


10. Joe Popple of Zaiser's, Des Moines, governor- 
elect, Seventh District. 
(See section beginning Page 58 ) 
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EDITORIAL 


New Fair Trade Laws Proposed 


@The fair trade law passed by the California 
legislature for the purpose of protecting branded 
merchandise in price and enabling dealers to 
make price contracts and perform other neces- 
sary things to bring about a better condition in 
the business has been referred to in previous is- 
sues of this journal. Two other coast states, Ore- 
gon and Washington, have joined the fair trade 
procession so that the Pacific Coast has now le- 
galized price contracts from the Canadian border 
to the Rio Grande. We observe, too, that New Jer- 
sey has also passed what is termed “‘a junior Cap- 
per-Kelly bill” similar to the law adopted in Cali- 
fornia, Washington and Oregon, and that like 
bills are now up before a number of the state leg- 
islatures. 

The New Jersey law provides that— 

1. No contract relating to the sale or resale of 
a commodity which bears, or the label or content 
of which bears, the trade mark, brand or the 
name of the producer or owner of such com- 
modity and which is in fair and open competition 
with commodities of the same general class pro- 
duced by others shall be deemed in violation of 
any law of the State of New Jersey by reason of 
any of the following provisions which may be con- 
tained in such contract. 

(a) That the buyer will not resell such com- 
modity except at the price stipulated by the ven- 
dor. 

(b) That the vendee or producer require in 
delivery to whom he may resell such commodity, 
to agree that he will not, in turn, resell except at 
the price stipulated by such vendor of such vendee. 

Such provisions in any contract shall be deemed 
to contain or imply conditions that such commodi- 
ties may be resold without reference to such 
agreement in the following cases: (a) In closing 
out the owners’ stock for the purpose of discontin- 
uing delivering any such commodity. (b) When 
the goods are damaged or deteriorated in quality 
and notice is given the public thereof. (c) By 


any officer acting under orders of any court. 

2. Wilfully and knowingly advertising, offer- 
ing for sale or selling any commodity at less than 
the price is stipulated in any contract entered 


into pursuant to the provisions of section one of 
this act, whether the person so advertising, of- 
fering for sale or selling is or is not a party to 
such contract, is unfair competition and is action- 
able at the suit of any person damaged thereby. 

3. This act shall not apply to any contract or 
agreement between wholesalers or between pro- 
ducers or between retailers as to sale or resale 
prices. 

4. The following terms, as used in this act, are 
defined as follows: 

“Producer” means grower, baker, maker, man- 
ufacturer or publisher. 

“Commodity” means any subject of commerce. 

5. If any provision of this act is declared un- 
constitutional it is the intent of the Legislature 
that the remaining portions thereof shall not be 
affected, but that such remaining portions shall 
remain in full force and effect. 

6. This act shall take effect immediately. 

Drug Topics and the Drug Trade News, quoted 
in a recent issue of Printers’ Ink, contained a list 
of the states which are considering fair trade en- 
actments, but the managing editor of Drug Top- 
ics and of the Food Field Reporter states that 
they have now prepared a more complete sum- 
mary for use in the Food Field Reporter of April 
22. This summary, we are told by Editor Ren- 
nick, is rather complete and at the same time 
quite concise. From it we learn that fair trade 
laws have been enacted in four of the states and 
are awaiting the governor’s signature in two oth- 
ers. Bills have been introduced in seventeen 
states, in five of which they have progressed 
either beyond committee or through one of the 
legislative houses. In seven of these seventeen 
states, the bills have been killed. In thirteen other 
states, a fair trade bill is scheduled to be present- 
ed at the first opportune moment and in eleven 
of the states remaining, no provision has been 
made as yet for the introduction of fair trade 
legislation. The states which have enacted fair 
trade laws are California, New Jersey, Oregon and 
Washington. Those in which laws have been 
passed by the legislature and await the governor’s 
signature are Maryland and New York. Those in 
which bills are introduced before the legislature 
include Alabama, Arizona, Colorado, Connecticut, 
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Indiana, Iowa, Minnesota, Montana, Nebraska, 
Nevada, Oklahoma, Pennsylvania, South Dakota, 
Texas and Utah. 

From the foregoing it appears that the move- 
ment is gaining in strength and that eventually 
fair trade legislation may become practically uni- 
versal among the states. 

The intention of the several bills is similar to 
that of the New Jersey legislation already quot- 
ed, and to that of the enactments in the Pacific 
coast states. 


A Selective Profit-Sharing Plan 


#4In an address before the San Francisco Ro- 
tary Club on April 2, and later before the Los An- 
geles Chamber of Commerce, W. A. Sheaffer, pres- 
ident of the W. A. Sheaffer Pen Company, said 
that prosperity will come largely through in- 
creased business in stores and shops and that fair 
prices for merchandise and labor form the very 
basis of our economic system. He suggested as 
a possible method of recovery, the general appli- 
cation of the Selective Profit-Sharing Plan which 
his company has been sponsoring successfully 
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among its dealers for some time. Mr. Sheaffer will 
address the Chicago Association of Commerce on 
the same subject on May 15. 

That the sale of merchandise of the better qual- 
ity benefits the customer who buys it, the dealer 
who sells it, and the manufacturer who makes it, 
is a proposition to which practically every mer- 
chant and manufacturer will subscribe. But it 
does not carry quite all the way. Profit resides 
at the point of sales. Unless the salesperson re- 
ceives some additional inducement to sell the qual- 
ity merchandise, he is likely to take the road of 
easiest sales. This applies to those on commis- 
sion as well as those on salary. A selective profit- 
sharing plan, however, which would reward work- 
ers according to their own initiative, would put 
the cap on the pyramid, so to say, and complete 
the structure. Such, in the briefest terms, is the 
proposition outlined by Mr. Sheaffer. 

Mr. Sheaffer’s suggestion that a selective profit- 
sharing plan be adopted by merchants in general 
seems to offer a way out of a difficult situation. 
The practical value of the plan has been tested by 
many commercial stationers throughout the coun- 
try. 
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Stationer Honored As Modern 
City Builder 

Among a series of biographical 
sketches of men prominent in the busi- 
ness life of Fort Smith, Ark., The 
Southwest American recently published 
a brief story of the praiseworthy ac- 
tivities of Louis Cohen, founder in 1919 
of the Fort Smith Office Supply Com- 
pany. 

Mr. Cohen began his career as the 
first newsboy the Southwest American 
appointed. He was born in Buffalo, 
N. Y., and came to Fort Smith with 
his parents in February, 1905. His fa- 
ther was a tailor, and, incidentally, in- 
stalled the first electric sign ever shown 
in Fort Smith. The elder Cohen now 
resides in Miami, Fla. 

Young Louis Cohen and his brother, 
Ben, recently deceased, were on hand 
at four o'clock in the morning of Feb- 
ruary 15, 1907, when the Southwest 
American made its debut. 

Finding the newspaper business to 
his liking, young Cohen continued as 
a member of the Southwest American 
staff for several years. 


Here and There 


The paper was then published by 
Colonel W. E. Decker. Mr. Cohen 
became circulation manager when 17 
years old. In his spare time, he “cov- 
ered” assignments for the news depart- 
ment of the paper. One such assign- 
ment was the address in Fort Smith 
of William Jennings Bryan. 

One of Mr. Cohen’s cherished pos- 
sessions is a cancelled check, attesting to 
the fact that he once paid a $25 fine for 
speeding on horseback down Garrison 
avenue. Mr. Cohen was employed for 
a period by the Times Record, when 
that paper was published by the late I. 
R. Arbogast. 

In 1919 he established the Fort 
Smith Office Supply Company. 

Mr. Cohen long has been active in 
fraternal, civic and charitable organiza- 
tions in Fort Smith. At the present 
time he is a member of the Lions Club, 
on the executive board of the Red 
Cross, a member of the Salvation Army 
advisory board, president of the United 
Hebrew Congregation, and secretary of 
B'nai B'rith lodge, of which he has been 


a member for 26 years. Mr. Cohen 
once served as president of the Fort 
Smith Advertising Club and recently 
was district president of the B’nai B'rith 
organization, comprising seven South- 
ern states. He served as secretary of 
the Community Chest during a period 
when collection of pledges reached a 
high mark. He also has recently been 
a member of the Chest Committee of 
21. 

Readers of Office Appliances know 
Mr. Cohen from several excellent ar- 
ticles he has contributed to these pages 
on current topics. 

First Typewriter User in 
England Still a Customer 

The following facts are related in 
the Remington Rand News for April 1 
and will be of interest to many type- 
writer men: 

“Sir Alfred Yarrow, the famous ship- 
builder, recently gave an interesting talk 
over the wireless in England on the sub- 
ject ‘Looking Back.” He took his 
listeners back to the very beginning 
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of Remington typewriter history in 
England. 

“T believe I was the first man in Great 
Britain to use the typewriter,” Sir 
Alfred declared. “In 1876, when Mr. 
Remington shipped his first consignment 
of twelve machines, the case in which 
they were packed was accidentally 
dropped on the dock, where it lay for 
some time. 

“Eventually, the machines were re- 
trieved and I bought the lot for a few 
shillings each. I had them unpacked, 
thoroughly cleaned and oiled, and then 
the question arose as to who was going 
to operate them. After thinking the 
matter over I advertised for a short- 
hand writer who was also a pianist, as 
I thought a person of these qualifica- 
tions would have a suitable touch. 

“The machines worked satisfactorily 
for years . . . an excellent testimony to 
their qualities.” 

It is of particular interest to know 
that Sir Alfred’s firm “fell from grace” 
and bought machines of competing 
makes for several years, but that last 
year, P. Dray, Remington manager at 
Glasgow, sold them a number of Rem- 
ington noiseless typewriters. 
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Fountain Pen Pioneer Proposed 
for Hall of Fame 


The name of Lewis Edson Water- 
man has been submitted to the Hall of 
Fame for his distinguished work in the 
invention and perfection of fountain 
pens. While he did not originate the 
fountain pen, his experience with these 
tools impelled him to enter the field and 
invent something which would be more 
satisfactory than the pens he had pre- 
viously encountered. Mr. Waterman, 
after some years of labor, produced a 
superior instrument, the merit of which 
was confirmed by its outstanding suc- 
cess in the markets of the world. Mr. 
Waterman’s three-fissure feed which, 
marketed under sound business policies, 
did more at the time than all others 
combined to popularize the use of the 
fountain pen. His fame rests secure 
upon his splendid contribution to the 
art whereby it was given its first great 
impulse. 

“Chief” Aigner Lives Up to 

Firemen’s Code 


About the middle of March, the 
twelfth to be specific, G. J. Aigner, 
president of the G. J. Aigner Company 
and Elmer Krumweide, sales manager 
of the company, were traveling by car 
on a business trip to Cleveland, Ohio. 
Near La Grange, Ind., they noticed 
that a farm house was beginning to 
burn. With the instincts of a true fire- 
man, Mr. Aigner went into action at 
once. A brief investigation revealed 
the fact that nobody was at home in 


the burning house. Neighbors were 
called. Shortly the volunteer firemen 
broke into the house and carried out 
most of the furniture. 

But the work was not done. “Chief” 
Aigner would not rest. He rushed into 
the house to save as much of the food 

















“Chief” Aigner Takes an Uninten- 

tional Milk Bath While Rescuing the 

Food Supply from a Burning Farm 
House 


as possible. He came out staggering 
under his load, covering himself with 
glory and liberal portions of milk and 
flour. 

Modestly he claims that it was noth- 
ing, that any one would have done the 
same given the opportunity. But such 
well earned fame cannot be kept secret. 
At the code meeting in Cleveland, 
reached shortly after the fire episode, 
Mr. Aigner became “Chief” Aigner, 
the fearless fire fighter and rescuer of 
household goods and food, particularly 
milk and flour. 


od 


The Pay Roll Murder? 
Even in the Office. Equipment Indus- 
try Circumstantial Evidence Can Be 

Misleading—Exciting Experience 

Reported by Old Subscriber 





Pay day came on a holiday, but the 
Big Boss said to keep open. Therefore, 
cash for the pay roll had to be obtained 
from the bank the day before. The 
Boss had an excellent safe and had ex- 
pended quite a roll for a complete bur- 
glar alarm system covering both office 
and factory. These protective traps in- 
cluded all doors and windows and an 
elaborate net work of floor cords for any 
marauder to trip over and quickly notify 
the A. D. T. Company that he was 
there. 

The Treasurer drew the pay roll, put 
the bills and the silver in the safe and 
when closing time came, set up the alarm 
system and departed—the last man out, 
as usual, for he was charged with the 
safety of the place. 

The Big Boss was at his dub; had 
been there most of the afternoon and 
evening. He had eats and drink there 
and along about ten o’clock he thought 
of the pay roll, all alone up there in 
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the factory office. It was a foolish idea, 
of course, but he considered it would be 
safer if he went up and got it, took it 
home and put it to rest in the wall safe 
in his own bedroom. Rather crazy 
thought, but the club serves good eats 
and drink. 

He drove to the plant and momen- 
tarily forgetting the burglar alarm, 
opened the front door, tripped on a 
floor signal cord and then — to 
think for a brief minute. y, that 
cash was secure in the safe, no need to 
take it home, but appreciating that now 
he was a burglar, so far as the A. D. T. 
was concerned, and disliking to face the 
music, he dashed out and rushed home 
in his car. 

When he arrived the telephone was 
ringing. It was A. D. T. Reporting 
that a call had come in from his plant, 
that they had already investigated and 
all was O. K. excepting one of the floor 
trap lines was unaccountably out of posi- 
tion. 

Big Boss, to protect his bluff, suggests 
sending a watchman to remain the bal- 
ance of the night. And that was done. 

The watchman discovered that the 
Treasurer’s old swivel chair was very 
comfortable. The seat was well padded, 
so much so as to make the back a trifle 
low, but it was restful. He dozed off 
during the early hours of the morning, 
and sometime, just before the fireman 
and his helper arrived to get up steam, 
he fell over backward out of Zz chair, 
hit his head on a steam pipe and lay 
fully knocked-out. 

In his fall he sent in another signal 
by disturbing a floor line and this caused 
a red light to glow on the front of the 
building. When fireman and helper 
saw this light they stopped in their 
tracks. The light indicated plainly 
enough that someone was or had been 
in the building. They were not going 
to be held up; perhaps shot by the thief 
on their discovering him. So they 
cautiously approached a window and 
looked in. What they saw was horrify- 
ing—a murdered man, all crumpled up 
on the floor, in front of the Treasurer’s 
desk. He sure was dead. You could 
tell by the wanness of his face and the 
wholly unnatural position of his hands 
and arms. They rushed to the nearest 
telephone, but not to one in their own 
plant—that house of death—and with 
tremulous voice called the police. 

There was quick action. Two prowl 
cars reached the scene just about the 
time the A. D. T.’s scouts rounded the 
corner. In they all went. The watch- 
man was alive all right, but so silent. A 
dash of cold water brought him back to 
consciousness and then his pals took him 
home. 

Now, I ask you, who was to blame for 
all that fuss, and why? 














Chain Store Competition 


Address by Arthur J. Walker, Presi- 
dent, Farnham Stationery & School 


O INVESTMENT is so sound 

that it can be put away and 
forgotten. No business is built 
on policies so secure that they 
can be put away and forgot- 
ten. Times change, customs 
change, and methods change. Un- 
lookedfor shifts in political and 
trade conditions set economic 
forces in motion that filter 
through the entire structure of 
any given industry. These facts 
have been forcefully demonstrated 
to every business man during the 
past few years. Unexpected situa- 
tions have arisen to test the 
soundness of the most carefully 
laid business plans. Probably no 
day passes that does not add to or 
detract from the future prospects 
of some business enterprise. 

A business which today appears 
to be financially impregnable may 
tomorrow reveal some unexpected 
weakness that ushers in a period of 
declining profits. On the other 
hand, another business, because of 
some new research, discovery or 
change in management, may forge 
ahead. Because of these con- 
stantly changing situations, no one 
in business can afford to maintain 
a casual attitude toward the in- 
roads of competition from com- 
paratively new sources. 

The particular business in which 
we are engaged is quite as subject 
to these changing conditions as 
any other. A stationer can fall 
behind the procession from inat- 
tention to symptoms of declining 
sales. What are some of these 
symptoms? How do they affect 
our business? What can we do to 
counteract them? 

For the purpose of this discus- 
sion we can properly confine our 
attention to what we understand 
as store or over-the-counter sales, 
because this is the portion of our 
business that comes most natural- 
ly within the path of so-called 
chain store competition. 

Has your store manager called 
your attention to the fact that 
people have walked out of your 
store because they wanted to buy 
a typewriter ribbon for a quarter, 
a line dater for twenty cents, a 
stamp pad for a dime, a looseleaf 
pocket memorandum book for a 
quarter or an order book for fif- 
teen cents? If he has, he probab- 
ly did not mention the matter to 


*A detailed report of the convention, held 
in the Pere Marquette hotel, Peoria, IIl., 
April 2 and 3, appears on page 60 of this 


issue. 


Supply Company, Minneapolis, Be- 


fore the Recent Joint Convention* 


of the Sixth District of the National 


Stationers Association and the 


Illinois Booksellers and Stationers 


Association 


you until he and your other clerks 
had experienced this same demand 
from would-be customers a great 
many times. You know that few 
of us react immediately to a warn- 
ing of any kind. We have got to 
be properly impressed or forcibly 
agitated before we take heed. Per- 
haps there are those who do not 
consider it a subject of sufficient 
importance to merit recognition. 
Perhaps you think your customers 
don’t want that class of merchan- 
dise. Possibly you are like a sta- 
tioner friend of mine, who, when 
we were discussing this very prob- 
lem at a recent meeting, said, 
“Let’s get the right prices for the 
class of goods we handle and for- 
get the chain store competition.” 
If so, I believe you are steering 
an unsafe course. I would not 
want to pilot my ship that way. 
Let us leave the stationery busi- 
ness for a moment. Come with 
me to a department store, say 
Field’s in Chicago. I want to buy 
some boots to wear on a hunting 
trip. We are directed to the sport- 
ing goods department in the men’s 
store. They show me excellent 
quality boots ranging in price 
from $12 to $25 a pair. Being a 
novice at the sport and not know- 
ing whether I will ever need the 
boots again, I hesitate and decide 
to walk out, find an Army & Navy 
Store where I know I can get 
something that will answer my 
purpose for about $5 a pair. The 
clerk then tells me that if I will 
take the elevator to the shoe de- 
partment in the basement they 
can show me boots at that price. 
We go down and find exactly what 





Mr. Walker 


I had in mind. Some years ago $5 
boots could not be had at Field’s, 
but it is different now. Some years 
ago they had enough $25 boot cus- 
tomers so that they didn’t need 
the $5 buyers. It’s different now. 
They still sell the $25 boots but 
they can’t afford to pass up the $5 
buyers. There are too many of 
them. 

No good department store in 
any city fails to recognize the low 
price buyer, nor do they forget the 
chain store competitor. Ask your 
wife what kinds of merchandise 
they carry in their low price base- 
ments. 

Yes, I know the argument about 
the unit of sale being already too 
low in our business and I am using 
every means that I can command 
to hold it up. But that does not 
include refusing to put into our 
stocks certain items which I have 
chosen to call defense merchan- 
dise. An article of defense mer- 
chandise is something added to 

(Turn to page 27, please) 
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Selling for Profit 


Address by Harry G. Horder, 


Treasurer, Horder’s, Inc., Chicago, 


Ill., Before the Recent Joint Conven- 


tion* of the Sixth District of the 


National Stationers Association 


and the Illinois Booksellers and 


Stationers Association 





Mr. Horder 


Note.—It is no more than fair to 
assume that, with Mr. Horder’s 
frankly expressed views of the 
political situation and the in- 
fluence of the Federal Govern- 
ment’s policies upon business en- 
terprise, not all of his auditors 
were, nor will all the readers of his 
address here, be of one mind. 
There are differences of opinion, 
often sharply defined, on prac- 
tically every political question. 
But with his suggestion that sell- 
ing price and profit are to a con- 
siderable extent local issues, and 
with his recommendations for 
achieving the reasonable profit 
without which the stationery busi- 
ness and all other businesses are 
doomed, there will be little differ- 
ence of opinion. 


HE SUBJECT assigned to me 
is “Selling for Profit.” When I 
first saw this topic, there was the 


* Note.—A detailed report of the conven- 
tion, held in the Pere Marquette Hotel, 
Peoria, Ill., April 2 and 3, appears on page 
60 of this issue. 


immediate reaction “Why?” Why 
try to sell for a profit? And 
because of this reaction, I feel a 
little prone to be led into a sort 
of political speech, if it may be 
called that, rather than one 
directly on the business end of the 
subject. 

Back in the days when stability 
meant something and before this 
country elected a national admin- 
istration chiefly noted for an in- 
fectious smile, a nice radio voice, 
and a consistent record for broken 
campaign pledges, we used to 
think it was the thing to do to sell 
for a profit. Now it appears that 
business men risking their capital, 
spending long hours at work 
worrying about their own prob- 
lems and those of their employees, 
are regarded by the majority as an 
unnecessary evil. Since they ex- 
ist, however, they become pri- 
marily a source from which to ob- 
tain money which is to be dis- 
tributed among those who pre- 
sumably cannot find work but 
who, apparently, in the main, do 
not desire to find work. 

The position of the business man 
today reminds me, in some ways, 
of the position of the Japanese 
Cormorant. As you know, this 
bird has an inclination to fish for 
its personal profit. But the Jap- 
anese train this bird to fish with a 
sort of halter which prevents swal- 
lowing the catch. So the poor bird 
follows its natural inclinations and 
brings home the fish which the 
fisherman immediately takes away 
for personal uses. We are, ap- 
parently, in the same position. 
Our natural inclination is to 


sell for profit. If we are in- 
dustrious enough, we get it. But, 
having accomplished that, we 
lose the profit forthwith through 
the medium of taxes imposed upon 
us by politicians whose entire labor 
seems to consist of thinking up 
new and ingenious ways to waste 
money on the one hand and to 
wring it out of the business man 
on the other. And so Iam inclined 
to again ask the question, “Why 
sell for a profit?” Why bother 
when there are two Congressmen 
now ready to get on their feet, one 
proposing an increase in corpora- 
tion taxes and the other an in- 
crease in personal income tax. 
Why bother when the State makes 
of the business man a tax collector 
and, at the same time, fails to pro- 
vide him with a law adequate to 
enforce that collection. 

In other words, is it not about 
time for business men to become 
vocal on this entire subject; to 
make a loud noise in favor of limi- 
tation of taxes and to re-establish 
their positions as respected mem- 
bers of the general community 
rather than a tolerated nuisance? 
Or, if we are again going to pay 
serious attention to selling for 
profit, must we not first pay more 
serious attention to seeing that we 
have policies in our National and 
State Governments which make it 
worthwhile to do so? 

Iam commending to your atten- 
tion the fact that we shall shortly 
have a lot of very important elec- 
tions in this country and suggest- 
ing that the candidates be given a 
great deal more than casual atten- 
tion and that the party to be 
elected be the one which is most 
likely to keep the promises made 
before the election. 

And now to the subject itself. 
On the surface, selling for profit is 
a very simple process. It simply 
requires the dealer to obtain from 
the consumer a price over and 
above the cost of his merchandise 
plus the cost of his operations. As 
a matter of fact, that is all there 
is to it; but the ability or lack of 
ability to accomplish the result is 
governed by many factors, some 
outside of the control of the 
dealer. 

It seems to me that the com- 
mon thing in our trade and prob- 
ably in most trades is to make a 
beginning from the inside, as it 
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were; that is, to take the cost of 
the goods, add the cost of opera- 
tion, add the net profit desired, 
and thus arrive at the selling price. 
However, there is much to be said 
for the opposite method which, in 
a measure, is the method used by 
the very successful chain stores; 
that is, to start from the price 
which the public will pay and work 
back to the cost of the merchan- 
dise. Probably stationers eventu- 
ally will use both methods because, 
unless they do, they will not be 
able to compete and will even find 
themselves out of public favor. It 
is my firm conviction that the 
most important single factor in our 
businesses is the price at which 
we sell merchandise and that the 
most important executive function 
is the making of that price. Iam 
firmly convinced that the prices 
we make must be made in accord- 
ance with the turn-over or, in 
other words, popular use of the 
article in question. The sooner 
this trade discards the antique 
method of selling at artificial lists 
created by manufacturers in order 
to have a simple way of acquaint- 
ing their dealers with the cost of 
their goods, the quicker we may 
properly be called merchants. 
Pricewise, there is no relation- 
ship between, for example, a Ring 
Binder Size 11x8' with 1” Rings 
and a Ring Binder Size 812x14 with 
1” rings even though in the 
manufacturer's catalogue they be- 
long to the same group. The first 
is sold in hundreds; the second in 
units, if at all. Any dealer can af- 
ford to meet popular demand on 
popular articles by taking a 
smaller mark-up and will meet no 
resistance from the public if he 
takes a large mark-up on the slow 
turning or service item. This, 
then, is one of the major steps to 
be taken in selling for a profit; 
that is, make the subject of pric- 
ing the matter of primary im- 
portance in the business. 
Secondarily, selling for a profit 
may be accomplished by careful 
control of expenses. It has been 
very definitely proven that the 
amount of merchandise which 
may be sold in the commercial 
Stationery industry is in direct 
proportion to the general business 
volume. Thus, as in the period 
just past, we find a condition 
which automatically limits the 
volume of sale. When our mer- 


chandise is not being consumed, 
there is very little which we can 
do to create additional volume. 
Under such conditions, profit must 


be arrived at by curtailment of ex- 
pense rather than by the effort to 
increase sales. Conversely, in bet- 
ter times more profit may be re- 
alized by a liberal attitude towards 
expenses if additional expenses re- 
sult in a disproportionate increase 
in volume. 

So it would seem that a great 
deal depends on the vision of the 
dealer in so shifting his policies as 
to meet in advance, not after the 
fact, general business conditions. 
It becomes obvious that local con- 
ditions and conditions in an im- 
mediate area have distinct bearing 
on this situation and that it can- 
not be measured adequately by na- 
tional conditions. Thus, each 
dealer, if he desires to make a 
profit, necessarily becomes his own 
price maker. Now, of course, ad- 
vocacy of such a principle would 
seem to create a chaotic price con- 
dition and probably it should not 
be carried down to that exact 
point. However, it can be carried 
down to a point which involves a 
fair size area in which the same 
general conditions prevail. 

What I am attempting to convey 
is the idea that, unless consistently 
backed up by national advertising 
to create public acceptance, a na- 
tional price is impractical and, un- 
less backed up by some law which 
can be enforced, a series of prices 
created by a group of manufac- 
turers and proposed as national or 
regional prices are impractical; 
and that only prices which will 
hold water are the prices which 
are built to suit the needs of locali- 
ties or relatively small areas; that 
a price built for the city of New 
York may suit the needs of the 
city of New York and not the 
needs of Chicago and that Chi- 
cago prices may not be ade- 
quate for Minneapolis. I am not 
advocating that each dealer go out 
on his own with the result that all 
the dealers in a given neighbor- 
hood have different prices. Neither 
am I advocating that the dealers 
in any locality gather together and 
decide that certain prices will be 
maintained. Irrespective of the 
apparent sanction of NRA, I still 
believe that such procedure is il- 
legal under laws still on our Na- 
tional books. What I am advocat- 
ing is that dealers begin to realize 
that selling for profit is governed 
by the two things before men- 
tioned, Control of the price at 
which the merchandise is sold, and 
Control of the expenses and that 
in groups of reasonable size and in 
a reasonable area they do some- 
thing about it. 
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I think we have gone past the 
time when dealers do not feel free 
to discuss with each other the 
matter of mark-ups. I feel sure 
that there is nothing illegal in 
dealers meeting together to arrive 
at the conclusion that one article 
will stand a mark-up of % on cost 
and another a mark-up of 100 per 
cent and I know that in certain 
well organized business communi- 
ties this is done. However, as yet 
there is little evidence that dealers 
have been willing to discuss with 
each other in an intelligent way 
the matter of operating costs and 
I advocate that this be made a 
matter of great moment and that 
dealers go beyond the point of ac- 
cepting a general statement on the 
subject and discover for them- 
selves in the most complete detail 
what the truth is. 

To summarize, I would like to 
suggest that dealers abandon the 
idea of accepting a dictim from 
some source as to what selling 
prices should be and that groups 
of dealers affected by the same 
conditions sit down with each 
other and study this subject in- 
tensively; not necessarily with the 
object of arriving at a uniform 
price but more particularly with 
the object of having a uniform un- 
derstanding as to the elements af- 
fecting price. And I recommend 
that the same dealers at the same 
time go intensively into the sub- 
ject of operating costs and care- 
fully divide those costs into the 
many component parts which go to 
make the whole figure. 

If such a common understand- 
ing is arrived at, the matter of 
selling for a profit becomes a sim- 
ple procedure and the work done 
by a group along these educational 
lines should of itself create such a 
mutuality of interest as will result 
in harmony far greater than that 
which may be obtained by the use 
of some outside force. 

And, again returning to the first 
part of this talk, I commend to 
your attention politics; and ex- 
press with the utmost sincerity the 
thought that all our efforts to sell 
for a profit will be in vain if we 
continue to elect to office individ- 
uals whose idea is the spending of 
money not yet made, and the sad- 
dling upon the business commu- 
nity and upon the individuals 
which go to make it up and upon 
their children and their grand- 
children a burden which will crush 
out any possible incentive to do so. 
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(Chain Store Competition— 


Continued from page 14) 


your stock that will protect you 
against loss of patronage from the 
low price buyer. It is in most 
cases a duplicate of something you 
are already carrying, from the 
standpoint of the purpose it 
serves. In other words, you are 
increasing your investment in in- 
ventory without a proportionate 
possibility of increasing your sales. 
To me this seems to be necessary. 
Without these items you must 
either lose the sale altogether or 
sell your standard merchandise at 
a loss. Neither course is desirable. 

The only thing that you can do 
is to determine carefully what 
items you should carry that are 
most likely to be sold by your 
chain store competitor; put in a 
very limited stock of each; and, as 
a rule, do not display them along- 
side of your standard brands. 
Now you are in position to com- 
bat low price competition. The 
probabilities are that you will not 
sell many of these cheaper items 
in any great quantities. At least 
you should not if your floor clerks 
are properly instructed. Keep 
these goods mostly out of sight. 
Show your regular brands first. 
Try to sell them. If the buyer be- 
gins to talk about what he can get 
the article for elsewhere, then re- 
sort to the defense merchandise. 
Explain to him that the difference 
in quality is in proportion to the 
difference in price. Compare the 
merits of the corresponding pieces, 
and you will be surprised to find 
how well the plan works. Some 
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people will want the cheaper ar- 
ticle, but equally as many will ap- 
preciate the value of the better 
one, and in either case you will 
have saved the sale. Thatis why I 
like to call this defense merchan- 
dise. 

This plan is being used in hard- 
ware, drug, and grocery stores 
along with other efforts recom- 
mended by their association’s bet- 
ter merchandising bureaus. And 
don’t forget that the chains, while 
they do not operate luxuriously 
appointed stores, are always clean, 
and well lighted. Their fixtures 
are modest, but the goods are at- 
tractively displayed. Their pres- 
entation is studied, and their win- 
dows are used to the greatest pos- 
Sible advantage. And so I urge 
you not to overlook chain store 
competition. It is serious, but it 
can be met with these and other 
carefully thought out plans. 

Those of you who have given 
thought to chain store competi- 
tion are familiar with the fact 
that at least one chain has been 
adding a great many articles from 
our lines to their stocks. These 
items have been chosen because 
the chain store has found the de- 
mand sufficient to justify giving 
them space in their stores. Any- 
thing that can be sold successful- 
ly in a chain store is generally an 
article for which there is a fairly 
heavy demand. 

Don’t let them wreck our store 
business before we wake up to the 
fact that it has already gone. 

An interesting table of statistics 
reveals that thechain stores gained 
in volume over the independent 
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stores during the depression years. 
In 1929 chains did 20% of the to- 
tal of all retail business of the 
country, but by 1933 the ratio had 
increased to 25%, or a quarter of 
the national retail sales. 

In bringing this discussion to a 
close, let me mention another con- 
dition that exists in some locali- 
ties, which has a tendency to drive 
business away from the stationer. 
Based on the survey made by the 
Harvard Bureau of Research of 
the stationery business, we recog- 
nize the necessity of a certain 
mark-up before we can carry our 
overhead and show a _ profit. 
There are many items in our line 
that are not properly priced after 
considering the cost of the over- 
head and the turnover. Because 
an item carries a high unit list in 
a manufacturer’s catalogue, this 
list should not necessarily be 
adopted as the resale price. 

I have in mind some very popu- 
lar items that enjoy a large turn- 
over and that are priced from 
manufacturers’ lists on which the 
figures are too high. This drives 
the prospective purchaser away 
from your store. If the article en- 
joys a good turnover, even at a 
price which is too high, a good 
merchandiser should readily see 
the possibilities of increasing the 
sales and the profits by a markup 
that brings a fair return rather 
than an exorbitant one. The 
buying public knows values today 
better than they ever did before. 
Let us recognize their ability and 
price our merchandise on a mark- 
up basis that will keep them satis- 
fied and bring them back again. 





Eagle-Ottawa Untrimmed Leathers Form Background for this Leather Goods Display. 


The Marshall-Jackson Company, Chicago, grouped 


portfolios, zipper cases, brief 


cases, wallets, etc., in the foreground and heightened the interest in the display by 
hanging untrimmed leathers, furnished by the Eagle-Ottawa Leather Company, on the 


side and back walls. 
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Offensive Vs. Defensive Selling 


WAS asked to talk on selling 

office specialties. What I say 
will be addressed to salesmen and 
those who have a close interest in 
sales promotion. Before I start I 
must disclaim any expert knowl- 
edge of the subject. I have never 
sold a filing cabinet, a business 
desk, or even an ink well. So I 
will simply tell you the principles 
by which we in Brown & Bigelow 
sell, in the hope that the practices 
in a line, even though unrelated, 
may be helpful. In this way I stick 
to the thing I know best and it has 
always been my observation that a 
man has the best chance to make 
his talk worth while when he talks 
about the thing he knows most 
about. 

The primary interest in any 
business is sales. Our question 
when we meet—‘“How’s business?” 
means “How are sales?” 

The right kind of selling will 
hold the other phases of business 
in line. The proper volume of the 
right kind of business will make 4 
firm prosperous and keep it so. 
The right kind of business includes 
service with sales. Service implies 
a great deal more than simply de- 
livering goods on time. It seeks 
quality from the maker and benefit 
for the user. When a customer 
buys he establishes the right to 
this consideration and this benefit. 
When we sell with service in mind 
we keep ourselves alert and grow 
into better salesmen. Further- 
more, we keep our manufacturing 
sources alert. If they do not keep 
up with improvements, advan- 
tages, and value, we turn to other 
lines that do keep up. 

One of the most interesting re- 
citals I ever heard of hiring a 
salesman was this. A man who 
had been a clerk in a cigar store 
went to the sales manager of a 
big food products company. “I 
want to sell crackers,” he said. 

The sales manager had bought 
cigars from him for years. “What 
makes you think you can sell 
crackers?” 

“I don’t know that I can, but I 
believe I can, and the thing I want 
most is a chance to show the store- 
keeper how to sell crackers, how 
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to display them, how to increase 
his own sales.” 

“You’re hired,” said the sales 
manager. And that man quickly 
became and stayed a leading sales- 
man for his firm. 

The selling of specialties with 
Brown & Bigelow is an offensive 
job. We have to carry the play to 
the buyer. It compares exactly to 
the play of a football team. Ifa 
football coach spends all his time 
in perfecting defensive play he 
stops the other team but he does 
not score himself to win the game. 
If he lets the other team take all 
the offensive and contents himself 
with stopping the play, the best he 
can do is a tie. In selling there is 
no tie. The sale is made or it is 
not made. 

We preach the principle of of- 
fense not defense. We talk con- 
tinuously, “Take your three strikes 
when you get before a buyer.” I 
believe our selling problem is 
closely analogous to yours in the 
selling of specialties. We have to 
get in to the buyer, we have to 


take him an idea. We have noth- 
ing else to sell him. The only way 
we can make a sale is to develop 
this idea. We do it by describing 
the use of the piece submitted and 
the returns to him if he uses it in 
that way. Our line has several 
hundred different items init. Our 
task is to select from this mass of 
ideas the one that will appeal to 
him. That is why we advocate 
“Take three strikes.” That is why 
we say never go in to see a man 
without having thought out at 
least three logical ideas to present 
to him. 

I will illustrate this. Reducing 
it to simple form, we can say some- 
thing like this—In the average 
business like yours, Mr. Hanson, 
75% or more of the business comes 
from 25% of the customers. What 
are you doing to hold these volume 
accounts closer to you beyond what 
you do for the small account? 
Then we show him a beautiful 
Mission Leather Piece, Billfold, 
Correspondence File or Desk Pad, 
build up its quality, and the effect 
it will have on the recipient. 

Suppose he checks the play, “we 
couldn’t afford to send that to just 
a part of our customers. Those 
who didn’t get it might see it and 
wouldn’t like it.” If he says it posi- 
tively and definitely, and that’s 
where sales psychology comes in to 
decide whether he does or not, we 
do not argue too long with him. 
We might win the argument with 
defensive selling at this point, but 
we lose the order. So we keep to 
the offensive. “There is a way of 
reaching all at the right cost and 
at the right time to have it mean 
most,” and we show him Greetings. 

Suppose, again we miss. A natu- 
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ral third step is to ask this— 
“What are you doing with your 
mailing list?” And we go into Di- 
rect Mail. Show him, for instance, 
a smart Robert L. Ripley service, 
build up our comparison with the 
successful radio advertisers, who 
quickly learned that they had to 
entertain, had to win attention 
with interesting programs to get 
listeners for their sales messages. 

Our presentations are more com- 
plete than these. I simply give the 
essentials for the possible analogy 
with your own selling. We urge 
our men to plan their work and 
work the plan. I believe it is logi- 
cal in any selling to plan calls, to 
inform one’s self definitely on the 
uses and advantages of the goods 
one has to offer, and to offer them 
with a carefully worked out pres- 
entation. 

When a man comes to us to talk 
about selling our line we frequent- 
ly tell him this. There are three 
general kinds of selling. First 
there is demand selling. This is 
the simplest form, supplying needs 
of the market already created. 
Next there is introduction of new 
brand. That is supplying a market 
already created, but supplying it 
by changing the buyer over to the 
new line that he is not experienced 
with. The job here is a little 
harder. Next there is introduction 
of the entirely new idea or prod- 
uct. This is idea selling, the hard- 
est of all. Your chances of suc- 
ceeding are less, but the reward if 
you do, is greatest. If you study it 
and master it you can make 
money. 

In our line we do only idea sell- 
ing. We meet with no everyday 
recurring needs when we make our 
calls. It seems to me that in sell- 
ing the tremendous and varied 
line of the commercial stationer 
and office equipment company you 
have a chance at all three phases 
and are fortunate for it. You have 
the everyday common needs in the 
everyday office supplies. You have 
the substitution of new brands, 
you have idea selling in specialties 
—visible files, health chairs, calcu- 
lating machines, etc. There is 
nothing so stimulating in selling 
as orders when the end of the day 
comes., You have everyday sup- 
plies to give you some business 
when you follow them closely 
enough. You have improvements 
in furniture, systems, machines to 
step your volume up, to increase 
your earnings. 

The next thing I say is trite. 
But I believe it applies to our case 


here. We constantly tell our men 
that there are just two ways to in- 
crease volume. You must sell old 
customers more, you must sell 
more new customers. We tell them 
of a successful salesman who got 
his start in building up a business 
of $60,000 a year principally to one 
line of business. He was already 
emphasizing this business in his 
selling. And a few of his custom- 
ers he had built up to good figures 
for our business, to several hun- 
dred and even a thousand dollars 
a year. He got to thinking that 
maybe he was working them too 
hard, and one day at a particular- 
ly favorable moment asked a cus- 
tomer and friend not to let him 
press him beyond the bounds of 
reason. The customer smiled in- 
dulgently and drew out a file of 
his invoices for advertising the 
year before. Showed the salesman 
that he had been getting only 20% 
of his business. So, it’s a pretty 
safe bet when you get only small 
orders the bulk of the customer's 
business goes elsewhere. 

We believe in following custom- 
ers closely. Business most often 
goes where it is asked. Take your 
“three strikes” when you get be- 
fore them, know your line so that 
you make them intelligent strikes, 
believe in your line so that you 
can make convincing strikes. 

At the time I came with Brown 
& Bigelow the biggest order the 
business had ever had came from 
a firm who just a few years before 
had bought its first order—$16 
worth of Greetings. We pound 
this idea. Make every contact you 
can. Get those first orders. Then 
work to make them 100% cus- 
tomers. Keep on the offense. 
They like it when it is not over- 
done. 

And just as hard we pound this 
thought home. New customers 
are the lifeblood of business. 

In our weekly sales organ we de- 
vote the center double spread to 
standings in the drive, in most of 
its articles we make reference to 
the drive, we never let up on the 
new customer drive. 

The third week in March we 
showed 448 new customers against 
322 for the corresponding week in 
1934. This gave us 6,841 this year 
against 5,127 last year, a gain in 
new accounts of 33.4%. 

In our own selling, we urge our 
men never to take too much for 
granted. To give the complete pres- 
entation or most of it in each sale. 
This is important in keeping the 
customer sold and selling old cus- 
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tomers more. Just outside a large 
eastern city is a man who has for 
several years made an outstanding 
record with our company. His rec- 
ord was so outstanding that we 
asked one of the Eastern Sales 
Managers to spend a few days 
with him and tell us more about 
his method. The report when it 
came in was boiled down to these 
words, “This man makes a com- 
plete presentation every time he 
gets before a prospect.” 

The first time we sell a man a 
specialty—a Calendar or a Nov- 
elty—we have to make the com- 
plete presentation. It is danger- 
ous to let him buy from habit from 
that point on. He forgets the rea- 
sons advanced for the first pur- 
chase. To help show the buyer 
anew and quickly the reasons for 
his purchase, we go in strong for 
visual selling. For illustration, a 
customer after using Calendars 
for home distribution several 
years, and the reasons for his first 
buy having faded out, greets our 
salesman with— 

“Well, we don’t know whether 
we are going to use Calendars this 
year or not. We haven’t made up 
our minds.” 

Here is a case for some quick 
offensive work. 

“Before you decide, Mr. Smith, 
let’s look again at just what this 
Calendar advertising means to you. 
You have now used Calendars 
several years. And every year 
this happens. (Show visual man- 
ual.) 

Or suppose a customer has used 
hangers or business calendars for 
several years and thinks that he 
may switch over to something 
else for this part of his budget. 
Suppose he says, “I’m not sure 
that my calendar advertising is 
doing me any good.” 

“Well, Mr. Brown, let me show 
you just how this calendar adver- 
tising is working for you.” (Show 
visual manual.) 

I’m sorry I am not familiar 
enough with the office supply 
business to know just to what ex- 
tent visual selling has been ap- 
plied or can be applied. But I 
feel that the new customer drive 
is vital for every business. I feel 
that the complete presentation 
thought is vital. In Office Appli- 
ances for March I read a reprint 
from Remington Rand News which 
applied this same principle of com- 
plete presentation. The article 
says in part:— 

“Frequently the buyer passes up 
the best because he doesn’t know 
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enough about it, isn’t given suffi- 
cient chance to learn. We sell 
everyday things. But are they 
familiar or commonplace? Does 
a buyer reordering remember the 
arguments that impelled him first 
to buy? Can we rely on a period 
of satisfactory use to counteract 
the picture presented by a com- 
petitor?” 

In the same magazine I read an- 
other interesting article, “How 
100% Customers Are Made.” This 
confirmed me in my belief that it 
is just as important in your busi- 
ness to sell old customers more as 
it is in our business. 

A next natural step in our offen- 
sive selling is selling quality. In our 
business we practice quoting good 
quantities. As a definite rule, we 
begin with showing our finer 
items. We believe in quality, we 
stress quality, we sell quality. In 
your business, I believe, you do 
not have the same freedom of 
quantity quoting that we have, but 
I feel you do have the quality mo- 
tive. If a man needs but one filing 
cabinet, but one calculating ma- 
chine, but one desk, you don’t 
quote him three. I think the op- 
portunity there is to sell him best 
by selling him a quality item and 
build your volume at the same 
time. 

All buying is motivated by one 
or more of just four reasons. 
Pride, pleasure, protection, profit. 
If a man is buying for pride, and 
most business men like beautiful 
offices and equipment, quality will 
appeal to him first. If he is buy- 
ing for pleasure, quality is im- 
portant. If he is buying for pro- 
tection, quality rightly explained 
becomes increasingly important. 
If he is buying for profit, he is 
open to the quality argument. So 
I would say the odds are in our 
favor when we talk quality. 

It is not enough to claim quality. 
One must understand the intrinsic 
value of his product. Merely de- 
fending prices is defensive selling. 
Forestalling price objections by 
pointing out value is offensive 
selling. 

The next step in our own of- 
fensive selling is to “Go in and 
Try,”—to ask for the order. We 
know that in our selling we walk 
away from far more business than 
we ever write. It is because we do 
not present the right idea, do not 
present enough ideas, do not press 
rightly for the close. The ques- 
tion of the close has to do with 
the psychology of selling, and 
some men can develop more than 


others. But the principle of “Go 
in and Try” is open to all. 

Back in 1933 I cut this ad of 
the New York News from the Chi- 
cago Tribune: 

“*H’m,’ h’mmed Mr. Apfel anx- 
iously. ‘Steel is down to sixteen 
percent capacity,’ Business must 
be terrible!” Mr. Apfel, who makes 
ice cream cones sold in small con- 
fectionery stores, decided to go 
slow. (Odd prices on almost ev- 
erything have given the Sweeney 
children more pennies than they 
have ever had!) 

Where you least expect an order 
is where you often find it. 

In making a talk on selling for 
a line with which he is necessarily 
unfamiliar, a man has to watch 
himself that he does not be too 
general, that he does not substi- 
tute eloquence for usable fact. In 
becoming specific, he has to watch 
himself that his lack of familiarity 
in the field does not lead him into 
statements, comparisons, that are 
not real and workable in the busi- 
ness. I have tried to keep the 
middle road, but here, at the risk 
of being wrong, I am going to be 
more specific and if I go wrong 
it is because of my training. We 
have to be specific in Brown & 
Bigelow. We have to create to- 
day’s market as we go along. If 
a man in San Francisco sells an 
order on a smart idea this week, 
next Tuesday’s Business Builder, 
our weekly sales organ, takes that 
specific idea out to our 400 men, 
and every one of them is urged to 
try it. If I may illustrate from 
your business—if one salesman 
from the office brings in several 
sales this week for Line-A-Time 
Attachments or World Globes, 
next week every salesman is urged 
to try them. 

Now maybe I’m all wrong. I’m 
just feeling my way but if tomor- 
row I were given the job of selling 
office supplies and specialties, I 
would first want to learn my line 
as well and as quickly as I could. 
I would want to start at once 
learning about those specialties 
that are the best in their field, the 
most valuable to the business of- 
fice that installs them, and the 
biggest volume builders for my 
sales. Then I would want to study 
how to do more of that kind of 
work and less of the kind of work 
that is worth less. 

I would want to try my old 
training of “Three strikes on every 
prospect.” In calling back time 
and again on customers and pros- 
pects, I probably wouldn’t be able 
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to introduce three new thoughts 
every time. But I would con- 
stantly try to do things like this. 
I would look at the chair of every 
purchasing agent and every office 
manager that I called on. If it 
looked like a poor chair, I would 
suggest a better one. If it looked 
all right, I would look to see 
whether he had a good cushion 
for it. And if he didn’t have, the 
next time I called I would bring 
out one of these soft, rubbery seat 
pads and ask him to try it. Would 
play it up as something intensely 
worthwhile for both comfort and 
efficiency in the office, and that he 
ought to make the suggestion that 
they be put in. I would urge him 
to show it to a few of the key men 
through the office in the belief 
that every man who didn’t have 
something of the sort would want 
it. 

I would talk health chairs for 
the stenographers and girls in the 
office with the same enthusiasm 
that I do our Boy Scout Calendar 
which I believe develops business 
for the man who distributes it and 
community character at the same 
time. I would talk them as an 
economic good and a social good. 

I would watch as closely as I 
could what businesses in the com- 
munity seemed to be doing best 
and be right close on them for 
visible files to facilitate their of- 
fice work, for new desks for new 
employees, for additional filing 
cabinets. I would watch promo- 
tions in the newspaper and follow 
up to see if they called for any 
new desks or office equipment. 

When asked for a medium or 
low priced desk for a big office, 
I'd say to the purchasing agent, 
“I have it, the best one in its 
class. Before deciding on it have 
you looked around to see whether 
any of your officers or key men 
have an old or shopworn desk? 
Maybe this new employee could be 
given the old desk and a nice new 
one put in for the officer.” 

Efficiency is the most respected 
word in business. I would talk 
and try to sell efficiency. I would 
look on every office out of date in 
its equipment as a challenge to my 
salesmanship. 

A trim office usually means trim 
workers. When I sold proper fil- 
ing systems and showed how to 
use them, when I sold business ma- 
chines to speed up office routine, 
when I sold up-to-date office fur- 
niture I would feel that I was do- 
ing that business a lasting serv- 
ice in bringing it up to date. 








Why We Buy—How to Sell 


Note.—Here is an article that 
approaches the old problems of 
selling from a slightly different 
angle. It reduces the subject to a 
formula having five parts, the an- 
alysis of which tells the salesman 
what he needs to know about cus- 
tomer motives and probable re- 
sponsiveness. We commend it to 
salesmen and———other psychol- 
ogists. 


7 HINGS equal to the same 
thing are equal to each 
other.” This simple equation 
from grade school can be applied 
helpfully to modern business. 

When a car, a watch, or a hu- 
man body ceases to function, one 
looks for an immediate remedy. 
The specialist, whether a me- 
chanic, a jeweler, or a doctor, will 
immediately seek the underlying 
reason for the friction. The re- 
sult is the known quantity; the 
remedy is the unknown. Since a 
reversed equation still tells a 
truth, we find that we can then 
break down a given unit to reveal 
its component parts. The spe- 
cialist then traces the known re- 
sultant to its source and finds 
just where to concentrate his 
remedy. 

To know how to sell, one must 
first know why we buy. Again 
it is well to bear in mind that 
a reversed equation will always 
speak a truth. Business is too 
frequently negotiated in terms of 
a hypothesis rather than a simple 
sense of logic. 

Did it ever occur to you that 
everything can be reduced to a 
formula? It doesn’t matter 
whether we are purchasing thumb 
tacks or tractors, socks or sewing 
machines, the factor that moti- 
vates the sale is included in this 
list: 

1. Pride of ownership. 

2. Increase of income. 

3. Sense of caution. 

4. Necessity. 

5. Lack of sales resistance. 

These five motives govern every 
purchase made by anyone. 

A salesman should keep them so 
fresh in his mind that the mere 
suggestion of a sale will immedi- 
ately bring this vision before him 
at once. Immediate application 
and deduction will then tell him 
just where to concentrate his 
every effort. Never will the en- 


By JamesG. Nolph, 
Jr., Manager, Busi- 
ness Service Divi- 
sion, J. G. Nolph & 
Company, Punxsu- 
tawney, Penna. 


tire group satisfy the motives gov- 
erning a single purchase. 

When the group has been mem- 
orized and becomes a given part 
of the salesman’s mind, his process 
of deduction will be spontaneous. 
Let us assume a concrete example: 

Customer (woman), desires to 
buy a washing machine. 

Consideration (after brief con- 
versation): 

(a) Will she buy due to pride of 
ownership? 

(Deduction) From her conversa- 
tion we have learned that she 
has no children; also that she 
feels she cannot afford to 
spend any large sum because 
she has just purchased a pi- 
ano. From this we see that 
pride of ownership is of para- 
mount importance, for the 
purchase of a piano, with no 
children in the family, de- 
notes as much. 

(b) Will she buy to increase her 

income? 

(Deduction) Evidently the an- 
swer is no, for she does not 
do washing for a living. We 
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therefore eliminate this issue. 

(c) Will she buy through a 
sense of caution? 

(Deduction) No, her husband is 
living and providing for her 
and she does not have to an- 
ticipate making her own liv- 
ing through this medium. 

(d) Will she buy through neces- 

sity? 

(Deduction) In accordance with 
her conversation this is the 
strongest reason. In fact, the 
only one that has entered her 
mind, though pride of owner- 
ship is of secondary impor- 
tance. 

(e) Will she buy due to lack of 

sales resistance? 

(Deduction) This element need 
not enter into the negotiation 
at all for she came to my place 
of business on her own initia- 
tive. 

Summary: From application of 
formula we deduce that there 
are two channels open: (1) Pride 
of ownership; (2) Necessity. The 
latter is the most important and 
I will therefore concentrate my 
efforts in that direction, sprin- 
kling in just enough ballyhoo to 
appeal to her mind through our 
secondary approach, pride of 
ownership. 

A momentary consideration to 
the sale of insurance will allow 
the reader to view the other mo- 
tives that were eliminated in the 
preceding example. 

Insurance is usually purchased 
for the following reasons: (a) To 
increase income or estate. (b) 
From sense of caution. (c) Lack 
of sales resistance. 

Any sale can be divided into 
three major parts: (1) Approach; 
(2) Pressure; (3) Conclusion. 
Usually a salesman considers the 
first two of the greatest impor- 
tance and relaxes after the order 
is signed. This is a serious error 
for it has been estimated that 
30% of his future transactions 
are governed by the action and 
reaction that follows this period. 

It is well to remember that the 
flavor and taste linger long. 
When food does not appeal to 
one’s sense of taste, people not 
only side-step it in the future, 
but advertise their opinion when- 
ever the opportunity presents it- 
self. Concentrate on final flavors. 
Apply this simple sales formula. 
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Specialization Salvation of Inde- 


pendent Stationer 


Note.—The chain store is a cash 
and carry proposition. It gives no 
service but the merchandise itself. 
Being without the expense which 
attends much of the business of 
the stationer, the chain store can 
operate on closer margins, there- 
fore, at lower prices. On the other 
hand, when goods are sold by the 
stationer, the transaction is not 
finished. The stationer, who offers 
to deliver the purchase, obtains 
the buyer’s name and address and 
opens the door to future business. 
The buyer in the stationery store 
often purchases several items 
which are made up in one package 
and delivered. Or—the order may 
be given over the telephone, the 
buyer knowing that if he orders 
certain brands of merchandise he 
will get them, even if the dealer 
has to ransack the town. The 
dealer in office equipment need 
not despair, nor we believe, need 
he give the small items over en- 
tirely to the doubtful mercy of an 
unsentimental force. The office 
equipment dealer sells so much 
more than the merchandise that 
he is fairly entitled to a larger 
fee. He sells the goods, delivers 
and installs them, gives instruc- 
tion as to their most efficient use, 
and finally, he follows up the sale 
and sees that everything is work- 
ing properly, promptly fixing 
whatever may have gone wrong. 
Let the dealer carry the smaller 
items along with the bigger ones 
—he will find it indirectly, if not 
directly profitable. 


ONTRARY to some dealers, A. 

W. Gran, head of the Des 
Moines Stationery Company, sees 
the time coming, and soon, when 
the stationer must give way en- 
tirely to the ten-cent chains in 
the merchandising of the lesser 
office needs items. 

Mr. Gran has had many years 
in the office supply business in 
Des Moines and believes that the 
sooner the stationer realizes that 
the day is coming when he must 


Des Moines Man Believes Office 


Equipment Dealer Must Specialize 


to Overcome the Handicap of Chain 


Stores’ Competition on Small Items 


specialize in equipment, in systems 
and utilities for special usage, and 
furniture, leather goods, etc., the 
better for the industry. The inde- 
pendent stationery firm operator 
cannot expect to retain a profit- 
able turnover in the thousands of 
articles which market for less than 
a dollar, he believes, especially 
with the spread of the twenty-five 
cents to one dollar chain stores. 

“When one pauses to realize that 
such institutions purchase by the 
million where we probably deal in 
transactions ranging in hundreds 
or scores,” Mr. Gran said, “they 
can under-price us to such an ex- 
tent we are all in line to lose the 
hard won confidence of patrons 
when we must get a higher price 
for a similar item. 

“So many instances during the 
past recent years have occurred in 
which an old customer, or even a 
newcomer to the store, will inspect 
a twenty-five or thirty cent article 
and hesitate upon the purchase. 
We know what he is thinking of. 
It is the chain store a few blocks 
away, where he can get probably 
the same thing for a dime. He 
may say he will ‘see. We know 
where he goes when he leaves the 
store. We may stress quality and 
confidence, but how often has this 
quality been so closely duplicated 
at half the price we can obtain. 
To the thinking patron it serves 
but to shake his confidence in an 
establishment where one day he 
might have been the purchaser of 
a genuine leather brief case, filing 
cabinet or similar office equip- 
ment, wherein lies our only source 


of worthwhile profit. Even when 
we sell to the customer an item we 
know is handled by the chains, it 
means he may learn he could have 
bought much more cheaply thus 
and will turn elsewhere for his 
larger needs. 

“As an example—Recently I se- 
cured what I felt was a very good 
purchase of a cheap type of diary 
booklet to be marketed for twenty- 
five cents at a fair profit. I went 
in rather largely for this transac- 
tion, that is, for an ordinary sta- 
tioner and office supply firm. 
Within the same week I heard that 
exactly the same thing was being 
offered at a chain store for ten 
cents. I could hardly believe it 
and made a personal trip to see for 
myself. Well, there it was, on the 
counter, plainly marked ‘ten cents’ 
and exactly the same thing except 
for a guide leaf in front. And I 
had been assured by the salesman 
that the item was not one which 
would be obtainable in the chains. 
I asked the clerk how many he 
had, remarking that I would like 
to send a bunch of them to numer- 
ous friends as holiday gifts. I 
thought that perhaps if the sup- 
ply was not too large I could buy 
them and get them out of the way, 
in fact market them myself at 
twenty-five cents; and ten cents 
apiece was cheaper than I had 
made my purchase. The clerk 
called a stock man, who investi- 
gated. He returned and said, 
‘Well, we haven’t very many of 
these just now. In fact, fifteen 
hundred is all that’s left.’ I turned 
and left the store immediately. 
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What can be done in the face of 
such consistent odds? 

“We must become specializers to 
such an extent the public will be- 
come soon educated to the fact 
that the stationer is the source of 
quality utilities and equipment 
and promote this education. The 
other stuff is not worth while in 
the face of the innumerable small 
sales lost daily which mean so 
much more to the established or- 
ganization than mere sales loss. 
I see it that way and I am slowly 
preparing for my day as a special- 
ist and am convinced that others 
similarly situated in downtown re- 
tail areas almost adjacent to the 
dime to dollar chains will be wise 
to take immediate steps along this 
line. After all, we, first, are office 
outfitters. Let the chains have 
their greeting card and tinsel sales. 
We can give better service to the 
office needs than to the off-hand 
transactions involving imitation 
leather booklets and cases, etc. 
Scratch pads, for example. I am 
sure I can get them more cheaply 
at the Woolworth store in this city, 
right over the counter, than I 
could go out and secure the identi- 
cal stock wholesale. Doesn’t that 


Interesting Display 
in Window of 
Foote & Davies 
Company Store, At- 
lanta, Ga., Featur- 
ing Sengbusch Self- 
Closing  Inkstand 
Company Products. 


Portion of the 
Large Display 
Room of the de- 
Voss Desk Com- 
pany, Seattle, 
Wash.— The com- 
pany, which is ex- 
clusive representa- 
tive of the Corry- 
Jamestown Manu- 


indicate that the years spent by 
the many large chains to entrench 
themselves in the subconscious 
section of a prospective customer’s 
mind so that turning to them for 
the smaller and less significant 
items has become instinctive, gives 
us a similar path to follow? On 
the higher price levels. We, too, 
can make it a matter of course for 
the business man to turn to our 
stores for the office needs his ac- 
tivities develop. Doesn’t it impress 
a purchaser favorably to find the 
filing cabinet, leather goods of 
quality, lighting fixtures for offices, 
etc., in an environment altogether 
dissimilar from that which he can 
find in the chain group? It seems 
to me that he would have more 
confidence in the statements made 
regarding quality and expected 
service from a piece of office equip- 
ment if the article were not sur- 
rounded on every side by twenty- 
five, thirty-five cent stuff and up— 
stock which properly belongs in a 
ten cent store and which within a 
very few years will be found there 
only, except in the rare cases of 
the die-hards, who must actually 
do just that. 
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“Speaking for myself, I am grad- 
ually clearing out my stock of ‘of- 
fice notions’ and incidentals and 
only in exceptional instances do I 
intend re-ordering. More display 
space will be given to office equip- 
ment; valuable minutes of trained 
personnel will not be expended 
trying to move an article worth a 
few cents, the profit on which is 
negligible. They will be replaced 
by quarter hours, half-hours and 
hours devoted to the promotion in 
the customer’s mind of new desks 
and office chairs. So soon as I 
reached my studied conclusions a 
few years ago, I hoped that the 
trend would become more evident 
daily so that the large step that 
must be taken sooner or later 
would become the only course for 
action. Naturally, it will be diffi- 
cult to separate oneself from the 
sort of merchandising with which 
he has connected himself for many 
years, but that we are living in an 
era of change is no truer anywhere 
than in the stationery industry. 
The gift shop and miscellaneous 
lines in our hands are practically 
dead now; shall the exit be a lin- 
gering one or shall we clean house 
and Specialize?”—BS 


—The large, color- 
ful window back- 
ground display and 
five matching units, 
newly made avail- 
able to dealers, in- 
spired the installa- 
tion. 


facturing Corpora- 
tion in Seattle, re- 
cently moved into 
new quarters and is 
enjoying a _ rapid 
and steady growth. 
The picture reveals 
several batteries of 
Corry - Jamestown 
filing cabinets. 














“What People Want” 


ss HAT People Want’—is a 

capital essay upon applied 
psychology and philosophy. Its es- 
sence is that all men want better 
than they have. A fact from which 
may be developed a business for- 
mula of first importance. 

Mr. Buck opened his talk with a 
statement that his father had a 
habit of telling him in his youth 
that “America was high-minded.” 
The father was sure the son would 
not get on very well unless he 
thoroughly understood that fact, 
but as the young man extended his 
experience, the father’s opinion 
did not seem to be confirmed. His 
observation of newspapers gave 
him the impression that they were 
not particularly high-minded. And 
certain cynical and sexy things in 
current popular literature shook 
his faith. As the years passed, the 
movies were developed and the 
radio. Here he observed that 
“neither manners nor morals were 
at all fashionable.” That sent “the 
old tenet almost to tatters,” that 
and “floods of cheap and shameless 
advertising.’’ Perhaps high- 
mindedness was after all not a 
commercial asset. But Mr. Buck 
began to send his mind deeper 
into things. He had chosen adver- 
tising for his profession. Success 
of which “depended primarily upon 
a working knowledge of people in 
the mass.” So Mr. Buck has been 
“finding out” for several years. 

When he encountered Mary 
Pickford’s article about God which 
so quickly exhausted the issue of 
the magazine in which it was pub- 
lished, a friend to whom he made 
some comment upon it came back 
with the query, “Why be surprised? 
Don’t you know that people under 
their crust, deep down in their 
hearts have always an active crav- 
ing for better things?” 

That’s it. Everybody wants bet- 
ter things. 

The demand for “better things” 


* Booklet copyrighted. Published by the 
Glen Book Company, advertising, Daily 
News building, Chicago. Excerpts are re- 
printed with permission. 

* * * 

Glen Buck (Doctor Buck by honor of 
Lawrence College, Appleton, Wisc., of which 
he is a graduate), is a writer of impressive 
and graceful phrase. He tabloids axioms in 
single sentences. Throughout his long ca- 
reer in the advertising field, Mr. Buck has 
expressed in his work the ideals he voices. 
Pieces from his workshop have several times 
been shown among selections of the finest 
examples of the art 


Being Excerpts from a Bound Book- 


let* Containing an Address by 


Glen Buck Before the Engineers 


Advertising Club of Chicago 











Mr. Buck 


in the movies led “Hollywood to 
scoop and scrub away some of the 
filth” and thus gain increased 
patronage. 

And the radio. Cheap and 
shoddy as much of it is, is on the 
way to better stuff. To receive 
greater impetus “when broadcast- 
ers know more about human 
trend.” 

The newspapers. “A newspaper 
owner recently told me that over- 
emphasis of crime, commercialized 
sport and sick comics was actually 
preventing the advancement of 
circulation. Credit is due the 
newspapers for all the fine and 
humanitarian things they have 
done. But when the public sense 
of fitness and decency is long 
affronted, the newspaper stands 
to lose its grip.” 

And the better books which be- 
come best sellers. “Good books, 
like good merchandise, sell best.” 

Quality merchandise. “Now on 
the up.” Impelled in part by 
“honest, wholesome, interesting 
and attractive advertising.” 

“People do not want cheap mer- 
chandise. Under stress they may 
be forced to buy but they always 
want better. The urge is insist- 
ently upward.” * * * “In spite of 
present uncertainties, there has 


been a veritable sweep of people 
into the higher markets. Low 
grade commodities never really 
satisfy and buyers are quick to 
learn. Check the facts and you 
will find that, by and by, cheap 
merchandise is on the skids. And 
That May Be One of the Most 
Significant Facts of the Day. 

“Untruthful, ugly, flamboyant 
advertising no longer pays. It has 
ceased to have even the advantage 
of novelty. People who make up 
the big and steady markets of 
America are not as gullible and 
dull-witted as some advertisers 
guess them to be. 

“Fine craftsmanship is the best 
evidence of quality, of instinctive 
worth. Crude and ugly advertise- 
ments like crude and ugly mer- 
chandise are the product of men 
who do not know what the world 
wants. 

“IT know that it is usual for busi- 
ness men to look to reports, re- 
searches and blue prints. It is now 
imperative that they also look deep 
into human nature that they may 
gain a more workable understand- 
ing of massed sentiment and a 
more practical vision of business 
objectives. The ability to sense ap- 
proximately what the people want 
is a priceless thing. 

“If you do not understand that 
all men want better than they 
have you know nothing about your 
kind. All men want better than 
they have. Here is a business for- 
mula of first importance. A com- 
mon denominator of the spirit of 
mankind is a native hunger for ad- 
vancement. All men want to 
travel upward on their own hills 
toward their own objective. Some 
of the hills may not be high and 
some of the travelers may be lame, 
but the grade is always up. It is 
as natural for man to flow up as it 
is for water to flow down. The 
gravity pull for the soul is always 
toward high places.” 
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And this ambition for higher 
place and for better things has a 
very practical side “in which ex- 
ecutives, advertisers and salesmen 
are immediately interested. 

“A man buys a necktie, watch or 
anything else. If he is a normal 
buyer and is not diverted by un- 
usual considerations, he will select 
the very best he can afford. Con- 
sciously or unconsciously he will 
look to its serviceability, its in- 
trinsic value and its attractiveness. 
These three factors will determine 
his choice. He may have little 
money to spend and, therefore, his 
range of selection will be limited, 
but within that limit he is sure to 
buy what he thinks is best—for 
him. The accent is always on the 
best; for knowingly he will never 
make the poorer choice for he is 
sure to be unhappy if he does. In 


this matter of choice centers the 
whole art of salesmanship. It is 
the focal point of all business en- 
deavor. 

“Billions of such choices are 
made every day. Not only in things 
bought but in all of the activities 
of man. They choose this in pref- 
erence to that because for the mo- 
ment at least this seems best. And 
that upward choosing is forever 
working toward the sure elimina- 
tion of shoddiness, ugliness and 
indecency. The individual is al- 
ways on the hunt for improvement, 
real improvements, not sham ones. 
He may start low, and his legs may 
be weak, but he is on the hike. 
His self interest ever forces him 
on. And the more of it he has, the 
faster he is likely to go. Every- 
thing that holds him back is imita- 
tion. He will go on, for that is his 
destiny—and it is probably the 
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most important fact in all philos- 
ophies of business. 

“There has never been anything 
very practical in the attempt to 
lead the mob down grade for a 
quick and cheap profit. When we 
know more about what people 
really want, that sort of thing will 
not be done.” 

Here endeth the excerpts from 
Dr. Buck’s impressive book, to 
which we add— 

Individuals interpret all political, 
economic and social circumstances 
in terms of themselves. History 
records the few outstanding excep- 
tions to the rules. The fact is but 
the individual’s expression of de- 
sire for something better for him- 
self. Its practical application to 
business is apparent. Make the 
most of the natural inclination of 
all—sell up, not down. 


Some Tests to Determine Finan- 
cial Solidity 


Pointers to Assist the Office Equip- 


ment Dealer in Checking Credit 


and in Sizing Up His Own Balance 
Sheet—By Fred M. Merish 


N THESE days when almost 
every business has undergone 

financial transformation of some 
kind, the office equipment dealer 
should know something about the 
tests made by credit men to deter- 
mine the financial solidity of a 
business. It will guide him in 
checking commercial and indus- 
trial accounts. Before extending 
credit on a new account the dealer 
should demand a balance sheet, if 
the purchases may run _ into 
money. 

Now for the tests that will de- 
termine whether the credit-seeker 
is a good or bad risk: First, take 
the current assets, which are cash, 
accounts receivable and inventory. 
They must be in a liquid state to 
be considered favorably because 


from this source the credit-seeker 
procures funds to keep his busi- 
ness forging ahead. Working cap- 
ital, it is called. If the accounts 
receivable are large, the office 
equipment dealer should not be 
Satisfied unless he goes behind 
the balance sheet and checks a 
supporting schedule showing the 
age of these accounts. If they 
are more than 90 days old and 
the credit seeker’s terms with his 
customers are 30 days, the office 
appliance dealer should discount 
this asset considerably, because 
some of the accounts will most 
likely be uncollectible. 

If notes receivable are large in 
proportion to accounts receivable, 
the dealer will take it that cus- 
tomers of the credit seeker are 


paying with notes instead of cash 
—an unfavorable sign. It shows 
poor collection ability. If the 
notes receivable have been dis- 
counted, the dealer must include 
a contingent liability for the total 
amount of notes discounted, pro- 
vided such a figure has not already 
been included on the liability side 
of the balance sheet. A customer’s 
note discounted at the bank repre- 
sents a liability until it is paid by 
that customer, because he may de- 
fault on payment, in which case 
the holder must pay because he 
endorses the paper when he bor- 
rows on it from the bank. The 
same holds true if the office equip- 
ment dealer sells equipment on 
installments and finances the pa- 
per on a recourse basis, which 
means that the finance company 
will look to the dealer for settle- 
ment in case the purchaser fails 
to meet installments. 

The dealer should consider all 
outstanding paper with finance 
companies as a contingent liabil- 
ity, if they are recourse notes, and 
this will reduce the net worth by 
the amount of such outstandings, 
if the credit seeker has failed to 
consider them as such. The bal- 
ance sheet should also show a rea- 
sonable allowance for bad debts 
if the credit seeker also gives 
credit. 

The inventory is the least liquid 
of the current assets and it should 
not be more than one-half the 
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current assets, according to the 
best authorities on credit grant- 
ing. The dealer should make an- 
other percentage test by deducting 
the inventory from the current as- 
sets, then comparing the remain- 
der with the current liabilities. 
These two totals should have a 
minimum ratio of one to one. 
The inventory should be accu- 
rate, not estimated, and it should 
be figured at cost or market, 
whichever is lower. Padding an 
inventory because the market 
prices go up is dangerous. It an- 
ticipates profits before they are 
made and a wise credit grantor 
will first squeeze out the water. 

Fixed assets, such as land, 
buildings, machinery, tools, office 
fixtures and trucks are usually 
scaled down about 50 per cent be- 
cause they are difficult to liqui- 
date in case of a forced sale. The 
wise dealer will deduct a sufficient 
percentage for depreciation on 
fixed assets, about 10 per cent on 
tools and machinery, 10 per cent 
for furniture and fixtures, 20 per 
cent on trucks, 2 per cent on con- 
crete buildings, 3 per cent on 
brick buildings, and 4 or 5 per 
cent on frame buildings. These 
percentages are figured upon the 
cost of the equipment. The de- 
ductions are made yearly. Intang- 
ible assets like goodwill and pat- 
ents are seldom considered by 
careful credit grantors. 

Some commercial houses and in- 
dustrial plants have an over-in- 
vestment in fixed assets, which is 
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not a wholesome sign even though 
the net worth is substantial, be- 
cause fixed assets mean regular 
fixed charges, in the form of re- 
pairs, interest, taxes, etc., and 
when times are bad, a business 
may not be able to withstand this 
financial strain. Fixed property ex- 
penses should be about 10 per cent 
a year of the original cost of the 
fixed property, exclusive of inter- 
est. Mortgages on property held 
by the credit seeker are fixed as- 
sets and their worth depends upon 
the condition of the buildings 
they cover. When buildings are 
not kept in regular repair, credit 
grantors have been known to cut 
the value of these mortgages in 
half to arrive at safe ratios for 
credit granting. 

Now take the liability side of the 
balance sheet given you by the 
credit seeker. Compare the cur- 
rent liabilities, which are trade 
accounts payable, notes payable 
to business concerns, individuals 
and banks, and accrued items, 
such as wages and interest due, 
with the cash account on the as- 
set side. Cash on hand and in 
bank should be at least 20 per 
cent of these current liabilities. 
Also consider the current assets in 
relation to the current liabilities 
and the former should be twice 
the latter. If the credit seeker is 
continually renewing his notes 
payable, the dealer will consider 
this an unwholesome sign because 
it indicates that the credit seeker 


Customer 
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is assuming a current loan to be 
part of fixed capital. If the banks 
or trade creditors demanded their 
money, the credit seeker might be 
hard pressed to settle. Receiver- 
ships are often brought about in 
this way. Fixed liabilities are the 
long term loans listed on the lia- 
bility side of the balance sheet. 
Mortgages and bonds come under 
this heading and they are not 
liquidated as rapidly as the loans 
under current liabilities. 

The net worth should be 50 per 
cent of the total liabilities to make 
a risk look good to the average 
credit grantor. The return on the 
investment in the business is an- 
other factor often considered in 
granting credit to commercial con- 
cerns and industrial organizations 
and this figure may be computed 
from the balance sheet and profit 
and loss statement. For example, 
if the profit for the year is $2,000 
net, the office equipment dealer 
can compute the return on the in- 
vestment by adding together the 
two net worth figures at the be- 
ginning and end of the year, then 
dividing by two. If this average 
is $50,000 and the net profit is 
$2,000, this represents a return 
of 4 per cent on the investment, 
not particularly satisfactory in 
normal times, but better than 
usual today. 

The foregoing pointers may also 
be of value to the office equipment 
dealer when it comes to checking 
and sizing up his own balance 
sheet. 


Real Boss Is The 


was presented to his organization by A. E. 
Whether it is plumbing or office equipment—the 


Without customers you wouldn’t have a job here, in fact we would have no 
business. Therefore, the most important thing—first, last and at all times—is 


the customer. 


Business is sensitive. 


treated. 


It goes where it is welcome; it walks out when it is ill- 


The customer may be cranky, eccentric, peculiar and hard to get along with, 
but remember, we are not here to change the customer’s disposition—to find fault 
with it—or to be offended at a customer’s lack of common decency. 

We wish to serve him and to fill his wants; that is what we are here for. 

The true test, and one that shows you have tact, as well as talent, is to be 
able to take this cranky, ill-natured, unreasonable person, and smile at him while 


you please him. 


Every person who buys goods from us, whether he is a foreigner or an American; 
whether he has on greasy overalls or the finest broadcloth, really represents 


“bread and butter” to everyone connected with this business. 


Courtesy must prevail. Nothing costs so little as courtesy; nothing returns 


such big dividends. 


Let’s make our industry famous for unfailing courtesy—Remington Rand News. 
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A **Pen Clinic” 
Window Display 
Suggested for Use 
During National 
Pen Inspection 
Week.—The back- 
ground materials 
for this effective 
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presentation are 

rinted in colors. 
They are provided 
free by the W. A. 
Sheaffer Pen Com- 
pany to dealers 
adopting the In- 
spection Week 

plan. 


National Pen Inspection Week 


AY 20 to 25, inclusive, will be 
M National Pen Inspection 
Week under the sponsorship of the 
W. A. Sheaffer Pen Company, Fort 
Madison, Ia. The plan provides 
for cooperation between the man- 
ufacturers and stationers all over 
thecountry. The purpose is to bring 
pen owners into stores in as large 
numbers as possible for fountain 
pen servicing. This, we are told, is 
the first time that such an idea 
has been developed nationally, al- 
though individual stores in many 
parts of the country have been 
successful with similar programs. 
The present drive for new and 
old customers is being presented to 
over thirty million people through 
Sheaffer advertisements in the 
May 25 issue of The Saturday Eve- 
ning Post and the May 12 issue of 
This Week, a new magazine which 
reaches approximately twenty 
million people and appears with 
twenty-one Sunday metropolitan 
newspapers. These advertise- 
ments include coupons which in- 
vite readers to take their old pens 
to dealers who are cooperating in 
National Pen Inspection Week and 
obtain free inspection service. 
The W. A. Sheaffer Pen Com- 
pany is promoting the above men- 
tioned event in the interests of pen 
dealers for several reasons: First, 
to bring customers into the deal- 
er’s store not once but twice. 
Every dealer is thus given two op- 
portunities to sell merchandise to 
each customer—when he brings 
his pen in for inspection service 
and when he comes back to get it. 
Psychologically this is the perfect 
time for a drive of this kind, we 


are told, presenting the dealer 
with an opportunity to sell gradu- 
ation, wedding and birthday gifts 
to this new walk-in trade. 

Free backgrounds in colors rep- 
resenting a pen clinic or hospital 
are supplied by the Sheaffer Pen 
Company free of charge for win- 
dow display purposes to dealers 
who adopt the plan. Window 
streamers and cards are also pro- 
vided. It is suggested by the spon- 
sors of National Pen Inspection 
Week that dealers place small ad- 
vertisements in local papers. Mats 
including coupons are available 
for this purpose from the W. A. 
Sheaffer Pen Company. 

The free inspection service will 
start people to thinking about the 
condition of their pens. Naturally, 
a certain income will arise from 
repairs and there will be a still 
greater profit from the new pens 
sold to people who are dissatisfied 
with their old ones. It is a curious 
but nevertheless well known fact 
that the majority of the new pens 
are sold to people who already own 
fountain pens. Many of the peo- 
ple coming into a store for free 
pen inspection who do not have 
repairs made or purchase new 
pens will buy other merchandise, 
such as Skrip, pencils, erasers, 
leads, etc., etc. 

If the dealer is to make the most 
of his opportunity during National 
Pen Inspection Week, he must be 
prepared to make repairs quickly 
and effectively. The W. A. Sheaf- 
fer Pen Company points out that 
the dealer equipped with a Servi- 
sette is in a fortunate position to 
capitalize on the advantages of 


free pen inspection week, which 
will provide a special stimulus for 
dealers just at this time of the 
year. This has been proved in sec- 
tions where the idea has been tried 
individually. With national pub- 
licity to unify the drive, it should 
be even more successful. 

The dominant idea behind Na- 
tional Pen Inspection Week is, 
“fountain pens, like fine watches, 
should be inspected annually.” 
The real purpose is to make every- 
one who has a fountain pen con- 
scious of the fact that it is 
mechanical and requires some at- 
tention and service. 

The Sheaffer Pen Company has 
been instructing its sales people in 
handling customers’ pens by 
means of an outfit known as the 
Servisette mentioned above. This 
outfit enables dealers to take care 
of the greater part of pen com- 
plaints at his own counter. The 
outfit also includes service pens to 
be loaned to customers whose pens 
must be sent to the factory. The 
virtue of offering customers this 
service is that it frequently sells 
new merchandise and establishes 
the dealer’s store as fountain pen 
headquarters. Furthermore, it 
builds good will and shows the 
dealer who his pen prospects are, 
and, since most fountain pens are 
sold to people who already own 
pens, it provides an unusual sales 
opportunity for disposing of a new 
pen. 

Wherever the idea has been 
tried it has been successful, for 
which reason the Sheaffer Pen 
Company is nationalizing the idea 
through its advertising. 














28 





Steel Lockers a Dealer 


WOOD & STEEL 





Opportunity 


Note.—Nobody has enough suit- 
able storage space—at any rate, no 
one who conducts an established 
place of business—unless there is 
somebody charged with the duty 
of providing it. A study of the 
places where steel lockers can and 
should be used, but are not, will 
reveal literally thousands of op- 
portunities for sales which require 
little technical knowledge and of- 
fer substantial rewards. 

The author of the accompany- 
ing article came up through the 
ranks in the steel furniture busi- 
ness to his present position as sec- 
retary and treasurer of one of the 
country’s large manufacturers of 
steel office equipment. His experi- 
ence has covered every phase of 
the business, qualifying him ad- 
mirably to advise dealers on the 
handling of steel lockers. 


HE selling of steel lockers in 
“TT emall quantities offers the of- 
fice supply dealer a fertile market 
right in his own community. Hith- 
erto, most office supply men have 
looked upon steel locker business 
as something to be handled only 
by a locker engineer. Office equip- 
ment dealers have too often said 
to themselves that “opportunity to 
sell lockers can be handled only 








Mr. Erikson 





Suggestions to Dealers on the 
Sale of the Smaller Installations 
of Lockers—By A. F. Erikson, 


Secretary and Treasurer, All- 


Steel-Equip Company, Inc., 


Aurora, IIl. 


by a skilled technician—a man who 
knows locker estimating.” 

This, of course, is true as far as 
large locker installations are con- 
cerned—the installation of lockers 
in large schools, gymnasiums, and 
institutions. Success in selling big 
installations depends almost sole- 
ly upon prices bid by the locker 
manufacturer, lowest bidder re- 
ceiving the award. 

However, there is a secondary 
market for lockers which is very 
fertile, and the surface of which 
has been but slightly scratched. 
This market is made to order for 
the office supply dealer and the 
class of business he contacts. 

This secondary market is made 
up of thousands of small locker in- 
stallations, ranging from a single 


These 


locker to forty or fifty. 
smaller locker sales are made al- 
most entirely upon the basis of 
personal solicitation and friend- 
ship. It is rare that competitive 
prices are requested. 

“Where,” asks the dealer, “are 
these smaller locker sales to be 
found?” The answer is, “Every- 
where there is need for people 
to hang their garments, store 
their lunches, or keep their per- 
sonal valuables during the day.” 
And the dealer can well see for 
himself that there is a wide mar- 
ket for sales of this type right 
in his community. I doubt if 
there is a customer the dealer 
calls on who cannot use one or 
more lockers, in one way or an- 
other. 
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Let us take one phase of the 
smail unit locker market: Spring 
is upon us, and so are the golfers. 
This year, the first for three or 
four, business men have smoothed 
their furrowed brows, and are tak- 
ing a little time out for recreation. 
According to the golfing maga- 
zines, the golf club business will 
be bigger in 1935 than for many 
years. The day of the exclusive 
private club is past, I grant you, 
but everywhere over the country- 
side are springing up small fee 
courses open to the public. And 
how John Public responds to a 
day’s golf for a dollar! 

Right here is one of the dealer’s 
markets for the type of locker 
known as the golf locker. They 
are standard with all manufactur- 
ers. These lockers are equipped 
with mirror, comb and brush tray, 
and compartment for valuables; 
and they allow plenty of room for 
the storage of garments and golf- 
ers’ paraphernalia. Most clubs 
are going to be short of locker 
space this season. They are going 
to need more lockers—maybe five, 
maybe ten. But even the sale of 
five golf lockers will show a nice 
profit! And, there is no stock for 
the dealer to carry, as lockers in 
most cases are shipped directly 
from factory to user, and billed to 
the dealer. 

Another phase of this market is 
in contacting local industries. The 
revival of industry has placed 
many plants in a tight spot for 
employee accommodation. Even 
the smallest plant can use a row 
of lockers to good advantage 
either in the office or the shop. 
Lockers in plants promote em- 
ployee loyalty, prevent theft, and 
aid sanitation, to say nothing of 
reducing fire hazard from oil- 
soaked clothing and rags. 

Another point to bring out to the 
potential industrial locker user is 
the economy of steel lockers. The 
cost in many cases does not ex- 
ceed that of wooden lockers of in- 
ferior construction. 

A third phase of the locker mar- 
ket is the sale to small businesses, 
offices of doctors and lawyers, and 
shops. The small locker installa- 
tion in the business office allows 
privacy for personal belongings, 
and low cost storage in any event. 
Steel lockers finished in white, 
cream, or grey are ideal for the 
doctor’s or dentist’s office where 
cleanliness is paramount The gar- 
ments of the doctor and his as- 
sistant must be stored where they 
will stay clean for use. 


Lastly, many small shops which 
employ two or more clerks are log- 
ical prospects for lockers. Noth- 
ing gives a more unsightly appear- 
ance than hats and coats flung on 
chairs, or hung from hooks where 
they may be seen by customers en- 
tering the shop. One type of shop 
in particular, the bakery, has 
proven to be one of the best pros- 
pects for lockers. Here, as in the 
doctor’s office, cleanliness is all- 
important, and the workers’ street 


Emphasis 


29 


garments must not come in con- 
tact with any materials used in 
preparing baked foods. 

So taking it all-in-all, one can 
easily perceive the possibilities for 
small unit locker sales in any com- 
munity. I will wager that if the 
dealer will plan a month’s cam- 
paign on locker sales, and talk 
lockers when making his regular 
calls, he will show an interesting 
increase in his gross sales at the 
end of the month. 


on Quality 


Builds Dealer’s Sales 


LS pyrerey the depression began to 
tell, the Myers Office Furni- 
ture Company, 1912 Walnut street, 
Kansas City, Mo., moved its most 
expensive office furniture to the 
front of the display room, had the 
room redecorated, over 700 square 
feet of deep pile carpet laid, and 
a score of original paintings hung 
on the wall, with the result that 
for the past two years a large per- 
centage of the city’s installations 
have been made by this firm. The 
display room is in the basement 
and there is no window display! 

President Claude F. Myers rea- 
soned that now is the time to sell 
the highest quality and most ex- 
pensive office furniture. The cus- 
tomer for modest priced furniture 
will be in the background for a 
while. The business man to aim 
at is the one who can invest from 
$1,000 to $35,000. 

Unusual reasoning for the 
times! Others were slashing prices 
right and left. But Mr. Myers 
stuck doggedly to his belief. He 
wasn’t afraid to try to sell the 
most expensive suite he carried! 

As an instance, take the Floren- 
tine suite he sold to the executive 
of a large public utility company. 

“When I first walked into the 
executive’s office,” relates Mr. My- 
ers, “he was about to start on a 
trip, and told me he was too busy 
to be bothered. I let it go at that 
for the time being, as I saw it was 
a case of selling him on paper. 

“T went home that night with a 
rough draft of the shape of the 
man’s office. From this, my son 
created an architectural drawing 
of the office showing the different 
pieces of the Florentine suite in 
their proper positions in it. 

“T took this drawing to the ex- 


ecutive. He had no time to listen 
to me, so I simply presented him 
with the drawing, remarking that 
this was the way his office should 
be furnished. 

“He gave me twenty minutes of 
his time, and told me that he had 
made arrangements with two 
other office furniture dealers to 
take their suites on a 30 day trial 
each. 

“I told him to go ahead and do 
this, that it was our policy never to 
send furniture on trial but that I 
would like to have him come over 
and look at the Florentine suite I 
had been telling him about. 

“At the end of the 60 days he 
came over to see me, and was so 
impressed by what I had to show 
him that he bought the suite out- 
right and returned the other fur- 
niture.” 

In the past three months Mr. 
Myers has noticed a decided in- 
crease in the modestly priced office 
furniture. He attributes this to 
two reasons. One, the second 
hand dealers are running low on 
stock, and the other is that busi- 
ness is picking up and many new 
offices are opening. 

Mr. Myers alters his tactics ac- 
cording to the times, but does not 
forget what the past has taught 
him. At the present time he has a 
fuller stock and a larger assort- 
ment than ever before. 

But the finest furniture is still 
at the front of the store, and 
prices are graded back towards the 
rear, for Mr. Myers believes that 
people who have not bought office 
furniture for several years are not 
acquainted with the extraordinary 
quality they can get for prices 
much lower than they formerly 
paid.—BS 
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The Capitol Build- 
ing, the Principal 
Attraction to Visi- 
tors, Is But One of 








the Many Places of 
General and His- 
toric Interest’ in 
Washington, D. C. 








W. H. Wolowitz of 
the United Type- 
writer & Adding 
Machine Company, 
Chairman of the 





Washington Con- 

vention Committee 

(From a snapshot 

taken at the Los 

Angeles Conven- 
tion) 


National Typewriter Convention 


Scheduled for Washington 


HE ANNUAL convention 
of the National Type- 
writer and Office Machine 
Dealers Association will 
take place in Washington, 
D. C., August 28, 29 and 30. 


The Capital a Wonderful Con- 


vention City—Lively Sessions 


Headquarters will be at the Mayflower hotel. 


tional convention committee is under the chairmanship 
of W. H. Wolowitz of the United Typewriter & Adding 





C. Elmer Anderson 
President 





W. F. Clausing 
Vice-President 


Planned 


Machine Company, Inc., of 
Washington. He was inter- 
viewed by an Office Appli- 
ances man recently who 
found ,him “whooping it 
up,” as the saying is, for the 


annual convention of the association. As chairman of 
the convention committee, he was hard at work lining up 
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G. N. Hammond 
Treasurer 
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the necessary details. The three days immediately pre- 











C. O. Scott 
Secretary 


Officers of the National Typewriter & Office Machine Dealers’ Association 
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ceding Labor Day will enable conventionites to attend 
the meeting with a minimum of lost time. Mr. Wolo- 
witz said that he and his committee expected to have 
their plans pretty well set in a short time, and from 
his manner the correspondent inferred that most of 
the work is already under way. 

The city of Washington is an interesting place to 
visit, for not only is it the center of the nation’s gov- 
ernment, but it is one of the most beautiful cities archi- 
tectually in the world. When the dealers go to Wash- 
ington they will find themselves amid a world of in- 
teresting things. In a tour of one day, we understand, 
the visitor may see the White House, the State, War 
and Navy Building, Corcoran Art Gallery, American 
Red Cross, Constitution Hall, Pan-American Building, 
Lincoln Memorial, Washington Monument, Bureau of 
Engraving and Printing, National Museum, Smith- 
sonian Institution, Shopping and Theatre District, 
Ford’s Theatre, Oldroyd Lincoln Museum, and the Na- 
tional Cathedral. 

It would assuredly be an advantage to dealers to at 
least spend one day in Washington and preferably two 
or three after the convention is over. The wonderful 
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buildings of the Federal Building Triangle, the Capitol, 
the Library of Congress, Senate and House Office Build- 
ings, Alexandria Memorial Highway, the Highway 
Bridge and many other places are worth staying over 
more than one day to see. 

One of the new institutions of Washington is the 
Folger Shakespeare Library which represents an in- 
vestment of seven millions of dollars and is said to be 
one of the most artistic buildings in the world. As to 
its collection of material relating to Shakespeare and 
his writings, it is unsurpassed by any other institution 
of the kind in the world. 

The Union Station and Capitol Plaza are also fea- 
tures of great interest to say nothing of Arlington 
Cemetery, the George Washington National Masonic 
Memorial and other features. 

Virtually in the heart of the city there is a wild park- 
land area, 1700 acres in extent. This is known as Rock 
Creek Park and is one of the 685 pleasure grounds in 
Washington. We might mention many other places 


but the foregoing will suffice to give a hint of the many 
points of interest and educational value to be found 
in our Nation’s capital. 





An Imposing Ar- 
ray of Wilson-Jones 
Company Products 
in the Stock Ex- 
change Room of 
the Utah Hotel, 
Salt Lake City, 
Utah.— This  dis- 
play, shown from 
March 22 to 29, 
was one of a series 
of seven exhibits 
set up under the 
direction of George 
Wolcott, vice-presi- 
dent of the com- 
pany. The other 


One of the Booths 
of Burt & Jeffers, 
Inc., at the Hart- 
ford (Conn.) 
Times Progress Ex- 
position Held in 
the State Armory 
for the entire week 
Beginning March 
16.—The exposi- 
tion was primarily 
for the display of 
home accessories, 
but Burt & Jeffers 
believed that cer- 
tain items of the 
stationery stock 
would make a 








cities in which the 
exhibit was shown 
were Phoenix, Los 
Angeles, San Fran- 
ciseo, Portland, 
Seattle, Spokane 
and Denver. The 
aggregate attend- 
ance of dealers, 
salesmen and pur- 
chasing agents 
from all parts of 
the western terri- 
tory was over two 
thousand. Mr. Wol- 
cott reports splen- 
did results. 
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more than casual 
appeal to home- 
makers. The results 
justified this belief. 
Special interest 
was shown in the 
new Art Metal 
“Dynamique” 
desk; in the large 
assortment of 
“Faultless” casters 
and wheels, and in 
other devices ap- 
propriate for home 
use. The exposition 
is said to have 
drawn an attend- 
ance of about 100,- 
000 persons. 
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INSPIRING BUSINESS SHOW AT DES MOINES 


Representatives of business machine and supplies 
manufacturers at Des Moines, Iowa, co-operated with 
the local stationers in conducting the “Modern Business 
Show” at 208-11 Seventh street, in the Brinsmaid 
building where ample space was provided for compre- 
hensive displays and the milling crowds. The show 
was held the last week in March, and attracted many 
individuals interested in modern office procedure. 

Several contests were held. The typewriter contest 
was won by Miss Maurine Brunsvold, who typed an 
average of seventy-two words a minute. Miss Bruns- 
vold was awarded a silver cup. 

Miss Charlotte R. Buttner, a student of the American 
Institute of Business, won in the school typing class, 
receiving a silver medal. Wesley E. Schneider was 
second in the employed class, receiving a gold medal. 

A “Model Office Girl Contest” was held, which was 
won by Miss Isola Peterson, who represented the State 
Retail Sales Tax. 

The points considered in the model office girl contest 
included personality, dress, 
general appearance, pos- 
ture, etc. 

Other ranking contest- 
ants were Miss Jane Sin- 
clair (Dictaphone Sales 
Corporation) and Miss Lou- 
rena Nicholson (Interna- 
tional Business Machines 
Corporation). The contest 
judges were L. R. Varner 
(Addressograph Sales 
Agency), Charles R. Storey 
(Zaiser Stationery Store) 
H. E. Russell (The Office 
Equipment Company), E. B. 
Donaway (Remington Rand H. E. Russell 
Inc.), J. S. Hurley (Register 
and Tribune newspaper). 

The Des Moines Business 
Show received extensive 
publicity from the local 
newspapers, the Des Moines 
Sunday Register devoting 
space in its Sunday Roto- 
gravure section to a spread 
telling the economies and 
advantages of the use of 
modern equipment in the 
business office. This spread 
was decorated with illustra- 
tions showing many of the 
varied types of office equip- ef fee . 
ment displayed in the AP. Taylor 
many booths of the show. 

The photographs of the exhibits at the Des Moines 
Business Show reproduced here are by courtesy of the 
Register. 

There were two executive nights at the Des Moines 
Business Show, with admission limited to guests hold- 


























At the Left, Some of the Displays at the Des Moines Business 
Show.—Top: Koch Brothers, Des Moines. Second from top: 
L. C. Smith & Corona Typewriters, Inc., F. L. McCaughey in 
charge. Middle: International Business Machines Corporation, 
G. F. Romey in charge. Next to bottom: Ediphone Company, 
Tom Harris in charge, and Royal Typewriter Company, H. J. 
Holt in charge. Bottom: Frye Manufacturing Company, Des 
Moines. 
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ing cards. Special days and evenings were devoted to 
high school students. 

The office equipment men and stationers of Des 
Moines are to be congratulated on their enterprise in 
spreading the message of modern office methods in 
Des Moines and Iowa. The influence of the show will 
be felt a long time, not only 
by business executives, but 
also by the young people 
who participated in the 
contests, and those of the 
rising generation who be- 
came better acquainted 
with modern office devices 
through viewing the ex- 
hibits at the business show. 

Iowa’s modern business 
show was sponsored by the 
following: Addressograph 
Sales Agency, American In- 
stitute of Business, Berko- 
witz Envelope Company, 
PR Des Moines Electric Light 

Company, Dictaphone Sales 
Corporation, Drake Univer- 
sity, Frye Manufacturing Company, Gaar Brothers 
Typewriter Company, L. W. Holley & Sons Company, 
International Business Machines Corporation, Iowa 
Lithographing Company, Koch Brothers, Langan Paper 
Company, The Mimeograph, L. C. Smith & Corona 
Typewriters Inc., Monroe Calculating Machine Com- 
pany, Inc., Multigraph Sales Agency, Remington Rand 
Inc., Royal Typewriter Company, Inc., The Ediphone, 
The Office Equipment Company, Underwood Elliott 
Fisher Company, Zaisers. 

The good people of Des Moines enjoyed the busy 
atmosphere of the show, the glitter of the machines, 
and the pleasure watching the wheels go around. The 
rising generation got a broad conception of the 
mechanized office, the ease of machine operation, and 
the immediate response to a key controlling a series 
of operations. Santa Claus doesn’t know, but he will 
be dated up to distribute portable typewriters to many 
Des Moines homes the coming Christmas. 


a 
DESTRUCTIVE FIRE IN OZARK PENCIL PLANT 


The plant of the Ozark Pencil Company, Lewisburg, 
Tenn., was damaged extensively by fire April 19. Only 
that portion of the plant erected in 1934—which was 
protected by a fire wall, was saved. Manufacturing op- 
erations are continuing in the latest addition to the 
plant. The building was owned by J. P. Fitzpatrick, 
manager of the Red Cedar Pencil Company, and a 
director of the Ozark Pencil Company. The plant 
employs eighty-five people. The loss is estimated at 
$150,000, partly covered by insurance.—CG 

— 

WALKER SUCCEEDS W. H. BROOKS, JR., IN NRA 

Arthur J. Walker, head of the Farnham Stationery 
and School Supply Company, Minneapolis, Minn., has 
succeeded the late William H. Brooks, Jr., of Philadel- 
phia as member of the code authority of the Commer- 
cial Stationery and Office Outfitting Trade, a division 
of the wholesale or distributing trade. 

















At the Right Are More Views of Displays at the Des Moines 
Business Show.—Top: The Office Equipment Company of Des 
Moines, featuring Mimeograph duplicators, Autopoint pencils 
and Varityper typewriters. H. E. Russell in charge. Second 
from top: Underwood Elliott Fisher Company, F. A. Bredimus 
in charge. Middle: Dictaphone Sales Corporation, A. P. 
Taylor in charge. Next to bottom: Remington Rand Inc., E. 
B. Downing in charge. Bottom: Addressograph-Multigraph 
Corporation, L. R. Varner and R. V. Blair in charge. 
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INTERESTING TRADE EXHIBIT AT NEWPORT 

The Rugen Typewriter Exchange, 295 Thames street, 
Newport, R. I., recently held a trade exhibit at the 
Y. M. C. A. building for three days, March 20 to 22, 
inclusive. It was attended during the three days by 
approximately thirty-five hundred people. 

The Rugen Typewriter Exchange is distributor for 
all of the firms who were represented at this exhibit. 

The Art Metal Construction exhibit was presided over 
by Jack Barry. 

L. C. Smith & Corona Typewriters, Inc., was repre- 
sented by George Samuel and Edward Brown. 

The Carter’s Ink Company was represented by 
Messrs. Taylor and Inman. 

National Blank Book Company display was in charge 
of Sidney Croke of that company. 

The exhibit of United autographic reg- 
isters was under the direction of Donald 
McLeod of the United Autographic Reg- 
ister Company. 

The displays of the W. A. Sheaffer Pen 
Company, The Todd Company and Allen- 
Wales Company were directed by Jack 
Dacey of the Sheaffer organization, R. 
Monast of The Todd Company and Ed- 
ward Twombly of the Allen-Wales Com- 
pany. 

There were also exhibits of the Mark- 





John Rugen, Proprietor, 
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wel Manufacturing Company, stapling machines, and 
Edison-Dick Mimeographs of the A. B. Dick Company, 
represented, respectively by H. Nadel of the Markwell 
Company and Mr. Garber of the Office Appliance Com- 
pany. 

The Rugen Typewriter Exchange has been in busi- 
ness since 1907 and represents a number of different 
firms. So versatile are their lines that they are able 
to furnish an office complete from office furniture to 
office machines and supplies. 

The exhibitors agree that the exposition was a real 
success. Another event of the kind will be held next 
year, it is said. 

a. 
DAWSON WITH CANADIAN “ELSIE” ORGANIZATION 

Arthur O. Dawson, manager of the L. C. 
Smith & Corona Typewriters of Canada, 
Ltd., joined the typewriter organization 
last fall, succeeding E. F. Brown, who is 
now manager of the branch of the Ameri- 
can company at Providence, R. I. Mr. 
Dawson is located at Toronto. 

He was born at Mitchell, Canada, and 
is of English parentage. Mr. Dawson 
served overseas during the war, serving 
four years and eighty-one days, returning 
from military service with the rank of 
major. 


Rugen Typewriter Exchange 
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Some of the Exhibits at the Trade Exposition Conducted Recently by the Rugen Typewriter Exchange, Newport, 


R. I. 
shows the products of L. 
Book Company lines. 

Allen-Wales adding machines. 


In the upper left-hand corner is the Art Metal Construction Company display. 
C. Smith & Corona Typewriters, 
At the lower right are Todd Protectographs, W 
The inset reveals an array of Carter’s Ink Company lines. 


The upper right-hand picture 
Inc. At the lower left is depicted the National Blank 
’. A. Sheaffer Pen Company products and 
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General View of Business Show Conducted by Bradley & Scoville, Inc., New Haven, 
Conn., March 26, 27 and 28 


NEW HAVEN, CONN., HOUSE HOLDS SHOW 

Bradley & Scoville, Inc., 67 Orange street, New Haven, 
Conn., put on in their salesrooms a successful exhibi- 
tion of office equipment on March 26, 27 and 28. Among 
the well-known lines demonstrated by factory men and 
expert salesmen were those of the Wilson-Jones Com- 
pany, Chicago and New York, with their machine post- 
ing equipment, visible record equipment, loose leaf 
binders and sheets, catalogue covers, summary boards, 
etc.; the Shaw-Walker Company, Muskegon, Mich., in- 
sulated posting trays and record files, tabulating ma- 
chine card files, Skyscraper desks, indexing, etc., The 
National Cash Register Company, typewriting-book- 
keeping machines for stores, banks and industrial 
plants, combining standard typewriter and adding ma- 
chine keyboards and other devices; Lyon Metal Prod- 
ucts, Inc., Aurora, IIl., steel lockers, shelving and steel 
folding chairs; Burroughs Adding Machine Company, 
Detroit, adding, bookkeeping, calculating, billing and 
typewriting machines; the Dictaphone Sales Corpora- 
tion, New York City, with their latest dictating ma- 
chines and equipment, including Nuphonic voice repro- 
duction; The Felt & Tarrant Manufacturing Company, 
Chicago, demonstrating the Comptometer adding and 
calculating machines; Bradley & Scoville printing de- 
partment, showing letter heads, booklets, folders, ma- 
chine bookkeeping forms, cards, envelopes and other 
products of an up-to-date commercial printing plant; 
the Do/More Chair Company, Elkhart, Ind., showing 
different types of posture chairs of Do/More manu- 
facture, etc. 

The show was held in the office furniture department 
on the second floor of the Bradley & Scoville store be- 
tween the hours of 12:00 noon and 9:00 P. M. each of 
the three days. All the furniture was removed from 
the second floor except that included in the exhibits, 
and special booths were erected and the walls decorated 
by a professional in that line. The store was arranged 
with special displays of merchandise so that visitors to 
the show could see them on the way to the second floor. 
Those attending the show were obliged to walk through 
the entire store before reaching their destination. The 
windows of the store were tied up with the show, dis- 
playing products that were being demonstrated on the 
second floor. Large posters were used on the windows 
and in the store announcing the show. For guests com- 


ing by automobile free parking space was provided at 
the rear of the store. 

Among those who put in all three days at the show 
greeting guests and demonstrating their lines were 
George Shaw of the Shaw-Walker Company, and Mr. 
Stahmer and Arthur C. Shearman of the Wilson-Jones 
Company. 

Elaborate preparations for the show were made by 
Bradley & Scoville, Inc. Mailing lists were prepared 
well in advance of the event and direct mail advertis- 
ing material sent to executives and others likely to be 
interested in office equipment. The company’s monthly 
blotter gave the dates of the show. This was followed 
by a circular letter outlining plans for the show, and a 
large number of fine blotters printed in two colors was 
distributed. These went out in packages of merchan- 
dise, were carried about by salesmen and included in 
mailing lists, etc. Finally came an excellent four-page 
broadside printed in two colors on coated book paper. 
Drawings were made and reproduced showing, boxed 
off, items of the several lines which would be exhibited. 
For several days before the show opened the company 
used newspaper advertising which tied in with the ex- 
hibition. The result was a large and interested attend- 
ance of business and professional people, many of whom 
remained for hours examining the several exhibits. 
Despite a heavy rain on the last day of the show, the 
attendance was exceptionally large—greater, in fact, 
than on the two previous days combined, on which the 
attendance was regarded as good. 

Oe 
U E F HAS NEW HOME IN LOUISVILLE 

The Louisville branch of the Underwood Elliott Fisher 
Company has taken a new location on the ground floor 
of the Recreation building, at Third and Guthrie 
streets. The steady increase in the business of the 
branch necessitated additional facilities. A wide 
variety of different models is on display in the show 
room, and the branch is in a position to demonstrate 
a machine for practically every business requirement. 

The new quarters are arranged to give U E F clients 
spot service on typewriters, accounting machines, 
adding machines and supplies. 

H. Francis, Jr., branch manager at Louisville for the 
Underwood Elliott Fisher Company, states that busi- 
ness in Louisville shows a marked improvement, and 
his company is enthusiastic over its prospects for the 
remainder of 1935. 
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GF METAL FURNITURE INCLUDED IN EQUIPMENT 
FOR PAN AMERICAN AIRWAYS BASES 
IN PACIFIC OCEAN 


When the good ship North Haven, bearing a Pan 
American Airway staff of forty-four technicians and a 
construction crew of seventy-four men, steamed out of 
San Francisco harbor on April 1 bound for Honolulu, 
she also carried a considerable quantity of metal busi- 
ness equipment manufactured by The General Fire- 
fireproofing Company, Youngstown, Ohio. 

The equipment, consisting of steel desks, tables, ver- 
tical files, wastebaskets and aluminum chairs, will take 
its place together with other supplies and provisions 
in furnishing airplane bases at Honolulu, Hawaii, and 
the islands of Midway, Wake and Guam in the Pacific. 

The project of establishing the first ocean air line, 
to form an 8,500 mile series span from California to 
the Orient, now being undertaken by Pan American 
Airways, is deemed by aviation men as the greatest 
aeronautical feat ever attempted. 

The first stop of the North Haven was at Honolulu, 
where a group of five men were assigned to setting up 
a radio communications and airway weather station. 
This station is an important factor in carrying on ex- 
perimental transport flights between California and 
Hawaiian Islands, which must necessarily be conducted 
successfully prior to the completion of the entire air- 
way. The initial experimental flight, made April 17, 
reached Honolulu safely and apparently was a com- 
plete success. 

Next, the North Haven proceeded 1,380 miles further 
on to the Midway Island, where she unloaded supplies 
and construction material, an airway crew of ten men 
and an entire construction crew of seventy-four men. 
Work on the air base began immediately. 

About 1,200 miles further on lies the uninhabited 
island called Wilkes Island, one of three islands that 
go to make up the Wake group. The work of estab- 
lishing a base at this point is scheduled for completion 
in fifty-five days. 

A fourth stop will be made at the Island of Guam, 
1,450 miles to the westward. On this island a crew of 
twelve men with necessary supplies and equipment will 
be unloaded. 

The last stop will be at Manila, 1,500 miles from 
Guam, where an intermediate station and a crew of five 
men have already been assigned to install and man the 
Philippine base which will connect with the Pan Amer- 
ican Chinese Airlines in China. 

By the middle of July the North Haven will reach 
the United States and by that time the airline bases 
will be completely ready. 
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Metal business equipment, manufactured by The 
General Fireproofing Company, has become quite 
famous in the field of scientific research and travel. 
GF equipment accompanied Admiral Richard Byrd on 
his South Polar expeditions and rode the skies with 
the ill-fated dirigible, the Akron. 

—— 
PIONEER CHICAGO STATIONER TO RETURN 
TO LOOP 


After an absence of ten years from the loop, Cam- 
eron, Amberg & Company, one of the oldest commer- 
cial stationers and printers in Chicago, will move to 
the Field building, where Clark street space on the 
first floor, and also on the lower arcade, has been 
rented. The return will mark the sixty-fifth anniver- 
sary of the founding of the concern, of which Alfred 
A. Amberg is president. The lower level unit will be 
opened May 1; the first floor store about the middle of 
May, according to Robert Carpenter, manager of the 
building. 

Cameron, Amberg & Company were organized in 1870 
and one year later their building was destroyed in the 
great Chicago fire. W. A. Amberg, a talented inventor 
and pioneer in the field of letter filing, and uncle of the 
present head of the company, and D. R. Cameron 
opened the first store on Madison, near Dearborn. A. 
A. Amberg’s father, J. H. Amberg, who afterward was 
head of the business for many years, was the first clerk. 

After the fire the store was temporarily at Randolph 
and Canal. In 1872 it was moved to Lake street and for 
forty-five years it remained on that thoroughfare. In 
1917 it was moved to 163 West Randolph and when the 
Palace theatre was built in 1925, it again was moved 
to 732 West Van Buren. 

“Ten years outside the loop has convinced us that 
we should get back to the area where our business was 
founded and developed,” said President Amberg. 

The above news report was taken substantially from 
the Chicago Tribune of Sunday, April 21. 


————— 
WANNAMACHER VISITS CHICAGO 


Charles Wannamacher, New York City representa- 
tive for A. W. Faber, Inc., spent several days in Chi- 
cago during the latter part of April, leaving for home 
on the twenty-sixth. Accompanied by Mrs. Wanna- 
macher and their three sons he drove to Chicago to 
visit a daughter who is finishing her schooling in Wil- 
mette, and also took occasion to renew acquaintances 
there established about fifteen years before. The home 
trip included Detroit, Windsor, Niagara Falls and then 
across New York state. 




















Air Routes Across the Pacific, Over 
Which Regular Flights Are Expected to 
Begin this Summer. (Illustration repro- 
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4 Display Featuring Markwell Stapling Ma- 
chines and Supplies in the Window of A. Pomer- 
antz & Company Store in Philadelphia.—This 
is an interesting and attractive handling of a 
display of many small pieces. In spite of the 
number of items the display has an appearance 
of simplicity which attracts. The Markwell line 


is made by Markwell Manufacturing Company 
Inc., 200 Hudson Street, New York, N. Y. 
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COLLEGE STORES HOLD BUYING CONFERENCE 

The first annual buying conference of the National 
Association of College Stores opened on April 24 at the 
McAlpin hotel, New York, and continued until April 26. 
There were exhibits by about seventy manufacturers of 
school supplies and equipment for college students, and 
more than one hundred buyers from college stores all 
over the country attended the conference which was 
preceded by an all-day membership meeting. 

American college students this year will buy over 
twenty million dollars worth of text books, note books, 
pencils, fountain pens, erasers, typewriters and other 
articles connected with their academic life according 
to Donald G. Lyman, executive secretary of the asso- 
ciation, which has eighty-four full members and thirty- 
three associate members among the country’s nine 
hundred college stores. 

Among the exhibitors at this buying conference were 
Acco Products, Inc.; Art Steel Company, Inc.; Boorum 
& Pease Company; Chilton Pen Company, Inc.; Colum- 
bia Ribbon & Carbon Manufacturing Company, Inc.; 
Eagle Pencil Company; Eaton Paper Corporation; Eber- 
hard Faber Pencil Company; Elbe File & Binder Com- 
pany, Inc.; Federbush Company, Inc.; General Pencil 
Company; Gregg Publishing Company; Ralph Halpern; 
Hano Paper Corporation; Therman Leather Goods 








Dictaphone Sales Corporation Booth at 

the Recent National Education Associa- 

tion Convention in Atlantic City, N. J.— 

This attractive display was equipped with 

Art Metal Construction Company Dynam- 
ique desks. 


Columbia Manufacturing Company; 
Inc.; National Blank 


Company, Inc.; 
Koh-I-Noor Pencil Company, 
Book Company; National FiberstoK Envelope Com- 
pany; Parker Pen Company; Remington Rand, Inc.; 
Robinson Manufacturing Company; Rockwell-Barnes 


Company; Royal Typewriter Company, Inc.; Seco 
Leather Products Company; W. A. Sheaffer Pen Com- 
pany; L. C. Smith & Corona Typewriters, Inc.; Station- 
ers Specialty Corporation; Stein Brothers; Swan Pencil 
Company, Inc.; Trussell Manufacturing Company; Un- 
derwood Elliott Fisher Company; Victor Safe & Equip- 
ment Company; George W. Stickler, Inc.; Wahl Com- 
pany; L. E. Waterman Company; Aikin-Lambert Com- 
pany; F. S. Webster Company; Weldon Roberts Rub- 
ber Company; White & Wyckoff; Whiting Plover Paper 
Company; Wilson-Jones Company. 
* * * 

The thirteenth annual national convention of the 
National Association of College Stores will be held 
July 31 to August 3, inclusive, at San Francisco. 


—$—$—$o—__—_—_— 
PAGING MR. BURTON 
Information is wanted of the whereabouts of C. E. 
Burton, who is said to be a manufacturers’ agent cover- 
ing Texas, New Mexico, Colorado, Utah, Wyoming, 
Idaho and Montana by car. Information may be sent 
to this journal. 
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NEW MACHINES AND DEVICES 





CORONA STANDARD MAKES ITS BOW 
The Corona Standard has been announced by the L. 
C. Smith & Corona Typewriters Inc., featuring the 
floating shift, and retailing at $49.50. The type shift 
instead of the carriage shift for capitals is applied here 
the first time to a moderate priced portable. 
Heretofore the floating shift has been available only 





The Corona Standard 


on the higher priced Corona models—Corona Silent at 
$67.50 and Corona Sterling at $60.00. 

Dealers have been asking for a long time for a $49.50 
model with the floating shift, and the new Corona is 
the result of this demand. Incidentally, the type seg- 
ment shift was first used on the L. C. Smith office 
machine over thirty years ago, the Smith Company 
being pioneers in this respect. The new $49.50 model 
has already met with enthusiastic reception by dealers 
who have seen the new machine, and also among the 
branches and salesmen of the company. As soon as 
the first machines were sent out, orders began to pour 
in, which bid fair to be unabated. It is the claim of 
the company that this model represents the greatest 
portable typewriter value ever offered. 

The Corona standard has the same easy piano 
action that characterizes the higher priced Coronas. 

Some of the outstanding features of the new model 
are: Adjustable touch; hinged paper table; right and 
left margins; enclosed dustproof design; easy piano key 
action; standard four-row keyboard; variable line- 
spacer; two-color ribbon; large right and left hand pla- 
ten knobs; crownless key rings; double margin release; 
right and left carriage release; graduated front scale; 
positive line lock; carrying case included. 

on 
EVER READY CALENDARS OFFERED IN 
1936 EDITION 

The Ever Ready Calendar Manufacturing Company, 
160 Maple street, Jersey City, N. J., recently completed 
their 1936 edition catalogue of Ever Ready calendars 
and memo pads. The size of this new book is 81% by 11. 
suitable for any correspondence style folder, or sales 
kit. The cover is printed in three colors with an at- 
tractive design on a heavy cover stock. The illustra- 
tions of the calendar pads are in actual colors and are 
large enough for complete visibility. 

The line is extensive and convenient, including such 


titles as the Commercial, the Engagement calendar, the 
Secretary, the Brushed Brass, the DeLuxe line, the 
Laced Antique DeLuxe, the Fabrikoid, the Appoint- 
ment calendar, the Daily Recorder, Solid Bound, Vic- 
tor memo pad, Victor memo clips, Pencil Stack units, 
telephone index, the 919, the 917, 717E, 212, 313, 525, 
527, also the Handy, the Bunch of Dates and the Daily 
Memorandum calendar and Ever Ready pads are 
available for all calendars. 
piiieitieatate 
CELLO-CLIP “HANG-THEM-UP” MAP FILES 

Globe-Wernicke counter-height Cello-Clip map and 
plan files are valuable for city and county offices, ab- 
stract and title insurance companies, automobile clubs, 
etc. Besides being used as files for drawings, plans, 
etc., sections also serve as counters and conveniently 
partition off different departments. 

The Cello-Clip “hang them up” method of filing blue 
prints, drawings, tracings, art work, maps, etc., as of- 
fered by The Globe-Wernicke Co. of Cincinnati saves 
time, valuable storage space and reduces the amount 
of filing equipment required, it is said. 

The patented Cello-Clip device is easily attached to 
paper, board or cloth sheets and gives many years of 
good service. They are instantly snapped on or off the 
rods. Any sheet may be referred to without removing 





Cello-Clip Files in Counter Height Units 


it from the file. Material is indexed by numerical or 
classification guides. 

This filing principle prevents the folds, wrinkles, fric- 
tion, “dog-eared” and curled edges that seriously dam- 
age and deteriorate valuable material. Records and 
drawings are kept clean, flat and accessible, saving 
hours of valuable time in the drafting room. The 
cabinets are made of structural steel, built to last a 


business lifetime. 
> 


SANFORD BRINGS OUT NEW “PERFECT” BRUSH 

After more than two years of experiment the Sanford 
Manufacturing Company of Chicago has brought out 
what they term the “Perfect” brush which they are 
now packing with their five, five and one-half and 
eight ounce sizes of Liqui-Stick, Liqui-Paste and library 
paste. 

This new brush is made of one piece of special hard 
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rubber into which bristles of the highest grade are ce- 
mented. It is said that the new brush overcomes the 
objections which attended many old-style brushes. It 
dees not shed its bristles nor does the ferrule disin- 


‘SANFORD'S 





Sanford’s “Perfect” Adhesive Brush 
tegrate from use and more or less constant immersion. 
The company says the new brush will outlast many of 
its predecessors twice over. 
USEFUL NEW TYPEWRITER ERASER 

An interesting development in the field of typewriter 
erasers is offered by A. W. Faber, Inc., Newark, N. J., 
who have just come out with a new thin-edge eraser. 
The company’s chemists, we are told, spent a year in 
tests and experiments before achieving results which 


‘ 





4. W. Faber’s New Thin-edge Eraser 


satisfied them. The new eraser is beveled from the cen- 
ter to a wafer-like edge, enabling the typist to erase 
a single letter of a word without marring the surround- 
ing area. 
a 
ASCO TRAY FOR DESK DRAWER 

The new Asco stationery tray for desk drawers makes 
letterheads, carbon paper, second sheets, etc., immedi- 
ately available to users. This tray is equipped with 
dividers which are removable, thus making the article 
a versatile and useful desk accessory. The new tray is 
made of furniture steel and is listed as No. 1830. Fur- 





Asco Stationery Tray 


ther information can be obtained by addressing the 
Art Steel Company, 300 East One hundred forty-fifth 
street, New York, N. Y. 
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NEW HAND MODEL OF BUMP STAPLER 

The Bump Paper Fastener Company, LaCrosse, Wisc., 
after a number of months’ experimental work, have 
developed a small hand model wire stapler. This ma- 
chine contains several new ideas. It includes an auto- 
matic staple feed, which practically eliminates the pos- 
sibility of jamming, it is said. The machine uses a 
standard quarter-inch crown staple and the manufac- 





Bump Hand Model Wire Stapler 


turers state that it will fasten as many as thirty sheets 
of paper. It may be easily and quickly reloaded. At 
the present time these machines are finished in nickel. 
5 shee ae 
CARTER’S CUBE QUARTS AND PINTS 

The introduction of the cube bottle by The Carter’s 
Ink Company of Cambridge, Mass., two years ago was 
so successful that it has been decided to adopt this 
shape for the company’s commercial sizes. Therefore, 
cubes in quarts and pints are now available. This is a 





Carter’s Inks in Cube Bottles 


form of styling which combines good appearance with 
the ease of handling a flat-sided container. 

The three general types of ink are distinguished by 
characteristic labels—a starry background for the per- 
manent inks; a wave and seagull design for the wash- 
able inks and a sunset design for the contrast inks. 
All popular colors are available in the new packages 
and for the convenience of dealers, both the old and 
the new names are retained on the labels. The accom- 
panying illustration shows how the new packages fit 
into the Carter line and provide the dealer with a com- 
plete assortment of inks in various colors and types in 
similar containers of all sizes from the smallest desk 
bottle to the pint and the quart. 





1 


TWO SMOKERS’ APPLIANCES 

The Nagel-Chase Manufacturing Company, 2811-23 
North Ashland avenue, Chicago, is laying particular 
emphasis at present on the new all-metal smoker's cab- 
inet and the “Aristocrat” smoker’s stand. 

The cabinet is equipped with two drop extension tops. 
It has two compartments with ample space for a full 
size box of cigars and accessories. The cabinet has an 
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All-metal Smoker's Cabinet 





Nagel-Chase 


excellent sprayed finish and is trimmed with chromium. 
Two styles are offered, one of bronze and the other of 
ebony. The cabinet is twenty-one inches high and 
weighs fifteen and one-half pounds packed. 

The Aristocrat smoker’s stand is of modernistic style 
and all brass construction with beautiful finish. No. 1 
is silver plated and No. 2 is copper plated. The stand 
is twenty-three inches high and weighs nine pounds 
packed. 














The 


Smoker's Stand 


Aristocrat 
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AN AID TO STENCIL MAKERS 


The Technygraph is the name of a new series of 
backing sheets made by the company of that name lo- 
cated at Techny, Ill. These backing sheets are made 
for all types of stencil duplicators and may be had in 
“cushioned white,” “oiled tympan” and “buff manila.” 

The cushioned white backing sheets are so named be- 
cause of their paper stock having a soft, velvety finish 
on account of which it is not necessary to use a cush- 
ioned sheet. These backing sheets are printed in red 
ink. After the stencil is mounted, the printing through 
the stencil shows up to be a deep black. 

The oiled tympan backing sheet the company con- 
siders its finest. It has a hard, smooth finish and the 
substance of the stock is of eighty-pound basis treat- 
ment. It is a specially treated sheet said to be the re- 
sult of two years of experiment prior to its going on the 
market in November, 1934. No interleaving or parch- 
ment sheet is necessary between the stencil and the 
backing. Neither is it necessary to face the stencils 
when packaging. Black ink is used for printing the 
oiled tympan backing sheets. 

The buff manila backing sheets have a semi-soft 
finish between the cushioned white and the oiled tym- 
pan. The stock used is a high-grade manila having a 
sixty-pound basis. The buff manila backing sheets are 
also printed in black. 

All backing sheets are made up in packages of twen- 
ty-five quires and are in stock for immediate deliv- 
eries. Stencils and prices will be gladly furnished to 
stencil manufacturers and distributors, who are in- 
vited to write to The Technygraph, Techny, Il. 


—__—«<—>-—_— 
SOME NEW SUCCESS CALENDARS 


The accompanying illustration shows a few of the 
new Success calendars for 1936, made by the Columbian 
Art Works, Inc., of Milwaukee, Wisc. The company has 
extensive factories at 1024-32 Juneau avenue in that 
city, where it specializes on high grade lithographing, 
desk calendar stands and pads, daily date calendars. 


etc. 





The 1935 Line of Success Calendars 
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HOTCHKISS ANNOUNCES NEW MODEL 

After months of preparation, the Hotchkiss Sales 
Company, Norwalk, Conn., has just announced an addi- 
tion to their line of stapling machines. The new model 
is known as 5A, and it embodies a number of refine- 
ments and improvements. 

One of the principal features of Model 5A is that it 
will use without any change of parts any standard 
size staple with quarter inch legs from .019 gauge up 
to and including the .025 gauge, and drive the staples 
without danger of clogging. 

All working parts are made of hardened steel to 
insure long life. The design is modernistic, with the 
top of the plunger streamlined with the body of the 





The Hotchkiss Model 5A Stapler 


machine. It is big and strong, but nevertheless light 
in weight and has a capacity of two hundred ten 
Hotchkiss chisel pointed staples. 

A three-color container has been especially designed 
to present the new model attractively, and the com- 
pany is planning to help dealers in the promotion of 
sales, using new window displays and advertising cir- 
culars. 

The company also announces that all Hotchkiss 
trade-marked staples are now chisel pointed. This, it 
is said, is a recent improvement, giving this line of 
staples needle sharp chisel pointed legs that penetrate 
paper and other materials with ease. 

A three-color trade-marked box has been designed 
for the chisel pointed staples bearing the “Red H” 
trade mark and a new chisel pointed mark for iden- 
tification. These staples, for the currently announced 
Model 5A machine, are of .019 gauge with one-fourth 
inch legs and one-half inch crown, two hundred ten 
per strip and five thousand to the box. 

———~<>—__ — 
NEW PEERLESS NON-SUSPENSION CABINET 

The Peerless Steel Equipment Company, Unruh and 
Hasbrook streets, Philadelphia, Penna., offers a new 
filing cabinet to the trade, built for all-round commer- 
cial uses. It is equipped with the company’s new float- 
ing roller bearing which makes even a heavily loaded 
file operate with great smoothness and ease. This is a 
member of the Keystone 800 line, which will contain all 
of the features of the new file, including torque plate, 
solid bronze label holders and hardware, drawer rein- 
forcement, and runner of fourteen-gauge angle plates, 
side locking follower block, floating roller bearings, 
roller attached to drawer runner, heavy gauge U-chan- 
nel reinforcement, reinforced channel divided and 
turned edge on bottom of case. 


4] 


This cabinet will come in five, four, three and two 
drawer heights and all types of inserts are available, 
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A Four-Drawer Cabinet of the Keystone 800 Line 


likewise the different finishes listed in the company’s 
catalogue. 

These new files are offered at no increase in price. 
The new cabinet is of full twenty-eight inch depth. 


a 
NEW AND USEFUL COPYHOLDER 


The Dex Manufacturing Company, 215 Essex street, 
Boston, Mass., is manufacturing what is known as the 
Dex copyholder, an ingenious and efficient device pro- 
vided with an extension arm, which is collapsible and 
serves to bring the copy before the operator in any 
position which she prefers. There are two models of 
the Dex copyholder, one having a drop-leaf to take 





The Dex Extension Arm Copyholder 


care of cards, etc. The other model is without the drop- 
leaf. There has been considerable demand for copy- 
holders to handle cards and heretofore the company 








42 


has made up attachments and the operators have had 
to stop their work and place these attachments on the 
copyholder. This led to the decision to make the Dex 
copyholder in two models, each retailing at a reason- 
able price. The Dex, it is claimed, will handle cards, 
sheets and note books with equal facility. 

This copyholder is on the government schedule of 
supplies in Washington, D. C., and several hundred of 
them are used in the government departments. Sev- 
eral thousand have been sold to New England concerns, 
and the company feels certain that equal success will 
attend their efforts in other parts of the country. 


—__—_<g—__—— 





Machine to Measure Touch of Typewriter Opera- 
tors.Here is what is called a touch meter devel- 
oped by the Royal Typewriter Company, Inc., to 
measure the touch of operators who purchase the 


recently announced “touch control” Royal typewrit- 
ers. When the operator strikes the key-with her 
normal stroke the indicator registers a character 


corresponding to a like character on the touch con- 

trol mechanism of the typewriter. The machine be- 

ing duly set, the operator proceeds with the new ma- 

chine without having to get used to its “touch.” 
isnaieiiiiniian 

NEW LINE OF STANDS HAS VALUABLE FEATURES 
The All-Star metal utility stands produced by The 
Office Appliance Company, 905 Walnut street, Philadel- 
phia, Pa., possess certain features of utility which make 
them attractive to users and desirable from the stand- 
point of dealers. The stand is of all-metal construc- 
tion, top as well as framework being of heavy gauge 
steel, rigidly welded and handsomely finished in olive 
green enamel. The only parts of the stand not of metal 
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are the easy-rolling silent rubber casters, two of which 
can be locked when the stand is in use. It is 26% 
inches high, and the steel top is 17% by 14 inches. It 
is reinforced at all points of strain. 





The All-Star Metal Utility Stand 


The features of this stand aside from those already 
stated may be summed up as follows: 

Newly designed side-leaves which drop below the 
stand top out of the way when not in use; full-sized 
stationery shelf mounted on the rear of the stand— 
sold separately; special finishes at moderate extra 
charge; shipped knocked down and easily assembled; 
leaves and drawers can be mounted on either side— 
sold separately. 

These stands are moderate in price. 

ee eee 
“M&V” ANNOUNCES THE OMEGA TYPE CLEANER 


Omega type cleaner, a new product offered by Mittag 
& Volger, Inc., Park Ridge, N. J., is furnished in two 
ounce, clear white crystal bottles, fitted with attractive 
black bakelite screw caps equipped with a spiral brush 
for quick and convenient application. The Omega 
cleaner is a non-inflammable liquid said to cut and dis- 
solve color and foreign matter on the type so that it 


TYPE CLEANER 
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The Omega Type Cleaner Bottle 


can be quickly removed with the brush. An attractive 
counter card for displaying one bottle is available with- 
out cost to dealers upon request. 
catenins 
NEW BENTSON LINE OF FILES 
The Bentson Manufacturing Company of Aurora, II1., 
has announced the Bentson 700 line of files consisting 
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of two-drawer file, letter and legal sizes; desk height, 
thirty and one-half inches. In this line there are four 
drawer letter files in addition to the two; four drawer 
legal file, correspondence files in various combinations, 
check files, invoice files, etc. These files are 26%, inches 
deep and have the cradle type roller bearing progres- 
sive suspension slides. 

The outer case is constructed of furniture steel, all 
corners acetylene welded. Other parts are electrically 
welded, giving the case great strength. There is a dust- 
proof flange; positive locking compressor with rod; re- 
bound stop and rigidly reinforced skeleton framework 
independent of the outer case; release latch permitting 
drawer to be removed from slide; cradle type suspen- 





The Bentson 700 Line File 


sion slides, cadmium plated, and other features which 
the company will be glad to explain to interested in- 
quirers. All of the cabinets of this line are made on 
the same tested mechanical principles and differ only 
in the several combinations. Various finishes are avail- 
able. 
vciiaitaliibgainitaii 
BATES INTRODUCES AN L TYPE FASTENER 

The Bates Manufacturing Company, Orange, N. J., 
has placed on the market the L type Bates fastener. 
The new fasteners are packed one hundred to the box. 
They can be had in bulk, one thousand bases or com- 











The L Type Bates Fastener 


pressors to a carton, at a lower price if desired. The 
new fasteners are available either with or without com- 
pressors. 
NEW BATHROOM SCALE 

The Hanson Scale Company, 525 North Ada street, 
Chicago, Ill., has perfected a new scale called the 
Apartment Model 700. Without sacrifice of accuracy 
and endurance, the company presents a compact per- 
sonal scale especially designed for customers who find 
floor space at a premium. This little scale is handy 


43 


for those who travel and wish to carry their own per- 
sonal scale with them. 

The mechanism is fully enclosed, with rustproof 
slide buttons on the bottom, rounded corners, durable 





Apartment Model 700 Hanson Scale 


enamel finish, and the one-pound weighing capacity is 
as accurate as the two hundred fifty pounds, which is 
the upper limit of the scale. The dial is graduated by 
pounds and the scale is 354 inches high, 8 inches wide 
and 10% inches long. The dial rotates underneath the 
platform and is 6% inches in diameter, allowing for 
large pound graduations. The figures are in black on 
white protected by a non-breakable glass. This scale 
retails for a moderate price. 


——_= 


NEW LINES OF STENCILS AND INKS 
Ink Specialties Company, 515-17 South Laflin street, 
Chicago, has announced new lines of Dictator stencils 
and inks. This organization, known for its high quality 
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Dictator Duplicator Ink and Noncellulose Duplicator Stencil 


duplicator inks, has now added an equally meritorious 
line of non-cellulose dry stencils. This product re- 
quired no less than a year and a half of laboratory 
work to build into it the necessary qualities of a good 
stencil sheet. 

Dictator products are manufactured under the per- 
sonal supervision of Fred B. Canode, who has for more 
than forty years been actively engaged in the manu- 
facture of duplicator supplies. 

Ink Specialties Company desires to build up its own 
dealer organization, and a strict dealer protective pol- 
icy will be maintained at all times. Their products 
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are offered in new, attractively lithographed green and 
black containers. Legitimate dealers will receive sub- 
stantial discounts. 
——> 
NEW STAPLING MACHINE 

The Arrow fastener is a new stapling device for which 
certain advantages are claimed. It is declared to be 
clogproof and jamproof. Arrow staples are precision 
made and carefully inspected before packing. 

The Arrow machine is a device permitting the oper- 
ator to work with a light, natural bending of the wrist, 
instead of a straight downward pressure. The oval 





The Arrow Wire Stapling Machine 


head of the machine is hinged to the body at an angle 
which makes wrist action possible, it is said. Auto- 
matic control and high grade construction are features 
of this new machine. All working parts are of case 
hardened steel. The machine is said to be made to last 
a lifetime. 

It is produced by Arrow Fasteners, Inc., 350 Hudson 
street, New York, N. Y. 

— > 
AN “OLD TIMER” GETS A NEW “SUIT” 

“M&M” typewriter carbon, produced and distributed 
for half a century by Mittag & Volger, Inc., Park Ridge, 
N. J., as a quality product, has been given a new pack- 
age in which to journey to dealers and users. Graced 





New Package for “M & M” Typewriter Carbon Paper 


with a new golden-green embossed label, the package 
presents a modern and eye appealing appearance. A 
cellophane wrapping adds to its attractiveness. The 
accompanying illustration naturally does not do justice 
to the colorful design. 
> - 
“SPEED-MO” ROTARY DATER 

The Rivet-O Manufacturing Company, 32 Jason 
street, Orange, Mass., is offering the new Rotary Dater, 
useful for dating correspondence received and applic- 





APPLIANCES 


OFFICI 


able for office, bank, warehouse, factory, shipping room, 
meat inspection and all other purposes where a dating 
stamp has application. The rotary dater has a round 
rubber die, with the figures 1 to 31 on the rim. An in- 
dex shows the day of the month, and usual indications 
such as “Paid,” “Received” or other wording can be 
included in the die as required. 

The stamp is readily set up for any day of the month 
by means of an indexing feature which enables the user 
to make the day change without turning the stamp to 
read the date. 

MACEY EXECUTIVE LINE FOR MODERN 
CONDITIONS 


The Macey Company, Grand Rapids, has 


Mich.., 


brought out a line of executive furniture to meet pres- 
ent day price conditions. 


This is a line strictly high 
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No. 113D66 
Butt Walnut 
Pieces from the Newest Line of Macey Executive Office 
Furniture 


grade, which maintains Macey traditional quality. It 
may be described as being devoid of over ornamenta- 
tion. It has been initiated by outstanding furniture 
designers. One of the chief appeals is the perfection 
of proportion and balance. Beautiful figured veneers 
of rift oak, swirl and crotch mahogany, as well as plain 
and figured walnut, contribute much of the decorative 
charm. 

The line as a whole is one which will appeal to good 
taste, and the character of the furniture will also be 
appreciated by the decorator and the architect. It 
includes swivel and arm chairs, as well as desks. The 
members of the entire desk line can be had with either 
open backs or closed back panels; there is a complete 
range of sizes in the different suites. 

The chairs are distinctive in design, and attractive. 
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These features, combined with heavier construction 
for office use, and unusual comfort, make available a 
new type of office chair which should find instant favor. 

The Macey Company has enlarged its line of less ex- 
pensive chair coverings. Some thirty new leathers are 
available, every one of which has been produced espe- 
cially, as to color and finish, by one of the foremost and 
largest tanneries in the country. These new leathers 
will be available to the trade shortly. They offer a 
wider range of selection in the less expensive grades. 

In addition to the new desks and chairs, the Macey 
plant has in production many other items which round 
out each suite, such as tables, telephone cabinets, waste 
baskets, costumers, etc., all of which will be shown in 
a new general catalogue which not only reveals the 
entire new line, but that part of the company’s present 
line of luxury furniture which will be continued by the 
company. 
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SCRAM COMPANY OFFERS NEW LABEL SYSTEM 
FOR PERFECTYPE 


Some months ago the Scram Company, located at 
8631 Annetta avenue, St. Louis, announced its Per- 
fectype, a liquid cleaner for typewriter type. The bottle 
and the character of its contents were described in 
Office Appliances and the point was brought out that 
Perfectype also refreshes rollers and that its use will 
enable the operator to feed cards and envelopes to the 
very edge. The Scram Company also manufactures Ink- 
Scram, a single fluid ink eradicator which is sold by 
commercial stationers in the United States and Canada. 

For its Perfectype package the company has prepared 
a label in gold and black with a choice of illustrations of 
typewriters. The company cooperates with the dealer 
so that his labels will show the machine which he sells 
if he is a typewriter dealer, or by making it possible 
for the retailer to sell Perfectype with an illustration of 
any one of the five principal makes of machines the 
customer may be using. The labels are attractive. 
They cover three sides of the bottle, leaving the back 
blank for the dealer’s own label with his address and 
phone number or other advertising. The characteris- 
tics of Perfectype are printed on either side of the cen- 
ter panel and the picture of the typewriter which the 
dealer sells is placed at the top of the center. The plan 
of giving a choice of typewriter illustrations to suit 
the wishes of the dealer or the user is a unique mer- 
chandising idea. 

— 
DUPLICATOR CONCERN IN LARGER QUARTERS 


The Duplicator Supply Corporation, manufacturers 
of automatic duplicators and supplies with executive 
offices at Suite 201 University Bank building, and fac- 
tory at 720 Washington avenue, S. E., Minneapolis, 
Minn., report an inundation of orders for their “Mas- 
ter” machine. Business, the company says, grew so 
rapidly that they were obliged to take larger quarters, 
where they have installed considerable new machinery 
which will enable them to turn out many more ma- 
chines than heretofore. 


onanceniijuatienia 
DICTAPHONE MAN’S SON MARRIES 


Arthur Eugene Blackstone, son of A. E. Blackstone, 
Chicago manager for the Dictaphone Sales Corpora- 
tion, was united on April 21 in marriage with Elizabeth 
Virginia Brain of Jersey City. The young folks are 
making their home in Jersey City, where Mr. Black- 
stone is employed by the Colgate-Palmolive-Peet Com- 
pany. 

Office Appliances extends its best wishes. 


ROYAL PRESIDENT TWENTY-FIVE YEARS 
WITH COMPANY 


On April 25 the Royal Typewriter Company’s organ- 
ization throughout the world celebrated the twenty- 
fifth anniversary of President E. C. Faustmann with 
the company. Friends and associates in the organ- 
ization, including the Board of Directors, Royal ex- 
ecutives, department and divisional heads and close 
friends of Mr. Faustmann joined in giving him a testi- 
monial dinner at the Waldorf-Astoria hotel, New York 





E. C. Faustmann 


City. To his office in New York City came also flowers, 
telegrams and messages of felicitation from all parts 
of the world. 

H. H. Vreeland, chairman of the Board and toast- 
master at the dinner, represented the entire organiza- 
tion in presenting to Mr. Faustmann a valuable watch, 
inscribed on the case: “Presented to E. C. Faustmann 
in Commemoration of Twenty-Five Years of Distin- 
guished service with the Royal Typewriter Company.” 

C. B. Cook, vice-president in charge of production, 
and A. E. Davis, treasurer, expressed the regard of their 
respective divisions for Mr. Faustmann. 

March was set aside by the sales organization as 
“Faustmann Month,” during which the machine sales 
volume proved to be the largest in the company’s his- 
tory. Thirty-five branch offices made better than 
quota. Each individual member of the sales organiza- 
tion signed a testimonial book which was presented 
to Mr. Faustmann as part of the dinner ceremonies 
by M. V. Miller, general sales manager. Cablegrams 
were received from fifty-one foreign countries, also a 
large number of anniversary orders were received from 
abroad. Cablegrams and orders were presented by 
J. L. Ryan, sales manager of the foreign department. 

The dinner was followed by an entertainment by 
members of the Royal home office staff in New York. 
The “Rioters’ Quartet” sang songs especially written 
for the occasion; there was a skit entitled, “A Day in 
the President’s Office,” and a humorous film allegedly 
depicting Mr. Faustmann’s career. 

Mr. Faustmann joined the Royal organisation on 
April 25, 1910. His first work was in the home office 
accounting department. He rapidly moved up step by 
step, becoming assistant treasurer, then treasurer, ex- 
ecutive vice-president and finally, on July 25, 1929, 
he was made president of the company, which, under 
his direction, has made rapid advances. The com- 
pany’s biggest year was 1934, and the first quarter of 
this year exceeds the corresponding period of 1934. 
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UEF NEWS PRESENTS FORTIETH ANNIVERSARY 
NUMBER 

The fortieth anniversary number of the UEF News 
March issue is well worthy of a place in the historical 
archives of those who receive it. In typography, ar- 
rangement and matter of style it might have come 
from the presses forty years ago. In its unique pages 
we learn that McKinley is to run for president. That 
instead of George White’s Scandals and Ear] Carroll’s 
Vanities, we were permitted to shed a sympathetic tear 


ADVERTISEMENTS OF FORTY YEARS AGO 
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Reduced Reproduction of Page 17 of the Fortieth Anniversary 
Number of the UEF News 


over the Old Homestead at the Star theatre and to ex- 
ercise restrained mirth over the doings of Cissie Loftus 
at Koster & Bials. Miss Loftus, by the way, is still in 
circulation. 

We note an Elliott-Fisher bookkeeping machine of the 
nineties being operated by a young woman dressed in 
the style of this period, when bobbed hair was not and 
clothing apparently more plentiful than it is at the 
present day. 

An interesting pen and ink sketch shows a horseless 
carriage with a petroleum engine. It was operated by 
a continuous chain like some of the old types of bi- 
cycles. The gentleman driving had fast hold of a lever 
and the ensemble was completed by a top hat. Sixteen 
miles an hour was about the maximum speed. 

There is a story of the first year of the Underwood 
Typewriter Company, which was a troublesome period 
beginning when Franz X. Wagner received a patent on 
the machine on April 27, 1893, and was brought to a 
head in March, 1895, when the Underwood Typewriter 
Company was incorporated under the sponsorship of 
John T. Underwood, who had been associated with his 
father in the ribbon and carbon business. 

The first Underwoods bore the company’s name on 
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the paper table, but they were actually manufactured 
for the Wagner Typewriter Company by the Lambert 
& Edgar Company in a little factory on Center street 
in New York City. Troubles followed freely, but it was 
not long until the company was on a sound commercial 
foundation. Its subsequent history is known in general 
to all typewriter men. 

The anniversary number contains many views of 
little old New York in the nineties. There are letters to 
the editor, one having to do with the deadly speed of 
ten miles an hour, ordered for electric trolley cars in 
Brooklyn. 

There is a section entitled In the Springtime of 
Youth showing children’s pictures of many of the men 
who are now Underwood Elliott Fisher managers and 
salesmen. This is an amusing feature of the number 
and the series of cartoons reproduced herewith picture 
the activities of the nineties more vividly than words 
can describe them. 

Finally, pictures show the city hall in St. Louis and 
the St. Louis exposition building. 

The front cover shows a picture of a young lady ina 
voluminous skirt and a waist with leg-of-mutton 
sleeves seated at the first model of the Underwood 


No melodrama of the Nineties wes complete unless the here who had been 
tied to the tracks by the villian, we; rescued by the heroige just 05 thetrain 
thundered ito view. 
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Reduced Reproduction of Page 14 of the Fortieth Anniversary 
Number of the UEF News 


typewriter. Standing beside her and evidently reading 
from a document is a man dressed in the fashion of 
the period and wearing what were then known as side- 
burns and a “handle-bar” mustache. 

The final page shows pictures of the Underwood type- 
writer of 1895 and the Underwood typewriter of today. 
Aside from additions that have been incorporated from 
time to time, the two typewriters look very much alike. 
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Spacious Interior 
of the New Store 
of J. T. Townes 


Printing Company, 
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Danville, Va.—In- 
set: Exterior, show- 
ing the wide front- 
age and stepped- 
back windows. 





TOWNES COMPANY TAKE NEW PREMISES 

The J. T. Townes Printing Company, established in 
1897 at Danville, Va., dealers in printing, office equip- 
ment, bookbinding, ruling, etc., recently removed to a 
new store at 116 South Union street, where more space 
will be available than at the former location. All of 
the company’s fixtures, including shelving, counters 
and showcases, are General Fireproofing Company 
steel display fixtures. The new store has a thirty-four 
foot front and an eighty-foot depth. 

The company entered the commercial stationery 
field in February, 1931, in a small twenty-one by forty- 
five foot store next door to the one the company now 
occupies. The business for many years had been de- 
voted exclusively to printing. 

Success over a period of thirty-eight years is a strong 
recommendation for any business. Mr. Townes started 
out for himself with one small printing press in a little 
room on Bridge street. A year later he took quarters 
over the drug store at 412 Main street, and put in an- 
other press. After two years at that location, he 
moved to the Holland building in South Union street, 
where the business has grown steadily, requiring 
additional space and equipment from time to time. 

The stationery store was added four years ago, and 
the two businesses have since gone along together in 
complete accord and cooperation. 

C. Stamps Flippen is associated with Mr. Townes in 
the management of the business. E. C. Owen is fore- 
man of the printing department, and John F. Davis is 
in charge of the ruling and bookbinding department. 

On the day before the opening of the new store, Mr. 
Townes inserted a full page advertisement with illus- 
trations in The Bee, Danville’s daily newspaper. 

a ae 
ERICKSON TO COVER EASTERN STATES ON TRIP 

A. F. Erickson, secretary-treasurer in charge of op- 
erations of the All-Steel-Equip Company, Aurora, IIl., 
accompanied by Mrs. Erickson, has just left on an ex- 
tended trip during which he will cover the eastern 
States and Washington, D. C. This trip will serve a 
three-fold purpose: first, Mr. and Mrs. Erickson are 
celebrating their twenty-fifth wedding anniversary; 
second, Mr. Erickson is taking a well-earned vacation 
after twenty years with All-Steel-Equip Company, and 
finally, he plans to make an intensive study of indus- 
trial conditions in the eastern manufacturing area. 





LINSKY RETURNS FROM WESTERN TRIP 


Jack Linsky, president of the Parrot Speed Fastener 
Corp., 363 Broadway, New York, N. Y., has just returned 
to New York from a six weeks’ business trip that took 
him into every important city west of Chicago. 

“It. was a most successful trip,” said Mr. Linsky. 
“In a considerable number of cities I found dealers 
enjoying good business and in some spots where activ- 
ity was not so great I found the trade hopeful over the 
immediate future. 

“Everywhere I encountered approval of our new 1935 
Super 7 Speed Fastener. And why not?”—whereupon 














Jack Linsky 


Mr. Linsky launched a vigorous sales demonstration. 

Renewing old acquaintances and making many new 
ones as well as conferring with his field men kept Mr. 
Linsky, even though he is a chap of seemingly un- 
limited energy, from coming in to greet us in Chicago 
as is his usual practice. His failure to call is our loss. 


a 
RELIABLE STATIONERY HOLDS HOUSE WARMING 
On Saturday, April 27, the Reliable Stationery Com- 
pany of Chicago, celebrated its removal into spacious 
new quarters by a house warming at which manu- 
facturers’ representatives and other stationers of Chi- 
cago were guests. Flowers, accompanied by congratu- 
latory messages, were abundantly present. A special 
program of entertainment was provided, to the huge 
enjoyment of the assembled crowd. 
A more detailed account of the event will appear in 
the June issue. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 

and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 

St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson’s 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, April 9, 1935. 

Except for the ominous shadow of European re- 
armament, conditions continue to improve generally, 
though here and there are industries still somewhat 
depressed. Apart from general trade being good, sev- 
eral specialised trades are reaping the benefit of the 
forthcoming celebrations of Their Majesties’ Silver 
Jubilee. Makers of decorations have stopped accepting 
orders and there is a month before the great day. Con- 
structors of stands, wood and metal are also very busy 
and there are quite a number of special functions ar- 
ranged for Jubilee Week which will benefit the catering 
and ancillary trades. This is all to the good—gets 


money in circulation. This will give a fillip to the un- 
gradually, per- 


doubted progress that is being made 


Ladies Evening, Sponsored by 

the Office Appliance Trades As- 

sociation, Friday, March 8, 1935. 
(Rawood, Ltd., photo.) 


haps—by sellers of mechanical office equipment. Alto- 
gether, this country has a promising outlook though 
we all await the budget to be outlined in ten days time. 
Whilst we have finished our financial year with a good 
surplus, there are increased expenses to be met on de- 
fenses and social work. Politically England seems set- 
tled for another year. 

Once again I have had to miss, through certain cir- 
cumstances, a social function. I refer to the Ladies’ 
Evening arranged by the Office Appliance Trades Asso- 
ciation. Everyone enjoyed themselves immensely, from 
all accounts. Unfortunately the chairman was still 
indisposed, so Mr. W. Desborough, O. B. E., last year’s 
chairman, presided, supported by the present chair- 
man’s wife, Mrs. E. C. Rylands (both of whom you see 
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standing in the accompanying picture). My good 
friend, Mrs. Elliott, assistant secretary of the O. A. T. A. 
sends me the following: 

“Dear Mr. Jackson. 

“Sorry you were unable to join the party at the Cafe 
Royal, on the occasion of the Ladies’ Evening, Friday, 
March 8. It was a real swagger evening and without 
doubt the best the entertainment committee has ever 
arranged, under the chairmanship of Mr. G. V. Speke. 

“As you know it was a very special programme for 
Jubilee Year and was the association’s contribution to 
the Jubilee festivities. In addition to the dinner and 
dance we had Eric Ross and the Eight Dazzle Girls in a 
Cabaret Show. Also Gladys Sewell and Marriott Edgar. 

“Owing to illness, our chairman, Mr. E. C. Rylands, 
was unfortunately unable to be present and Mr. W. 
Desborough, O. B. E., the immediate past chairman, 
deputised for him. 

“Mrs. Rylands made a very charming hostess and a 
beautiful bouquet was presented to her on behalf of the 
members of the association. 

“The toast, ‘The Ladies,’ was proposed by Mr. Des- 
borough in a very witty speech and was responded to 
by Mrs. Edgar Smith. 

“Each lady guest was presented with a Morocco 
handbag and the lucky winners of the table prizes an 
oxidised silver boudoir clock. 

“Don’t miss the event next year.” 

Probably the best known figure in the office appli- 
ance industry over here—and incidentally one with 
many friends in the United States—is feeling as proud 
as a dog with two tails. I refer to Mr. Joseph Halsby, 
honorary secretary and a founder member of the Office 
Appliance Trades Association. The reason for his ela- 
tion is his appointment as a director of the Todd Pro- 
tectograph Company of Rochester, N. Y., U. S. A. 
Mr. Halsby has been selling Protectograph products in 
this country for thirty years. An American by birth, he 
is much sought after for that sane advice which makes 
him the steadying influence in the industry. Inciden- 
tally, in his quiet way (for he doesn’t seek the lime- 
light) he helps many a “lame dog” who is up against 
it. Ask anyone—and they will say—‘“A great man, Joe 
Halsby.” Congratulations to you, sir! That ought to 
do American trade a bit of good! 

This month’s luncheon of the Office Appliance 
Trades Association was presided over by Mr. E. C. Ry- 
lands, the chairman, who was once more back in har- 
ness. The speaker was Mr. W. J. Jones—the recognised 
authority of the Electric Lamp Manufacturers Associa- 
tion. His subject was “Office Lighting’—one which 
plays a very important part in connection with office 
appliances, but which is sadly neglected. Mr. Jones 
illustrated his talk with practical demonstrations, 
using interesting apparatus. In the course of his ad- 
dress, he said: 

“I suppose each of us would assume—and quite 
rightly assume—that perfect vision is one of our treas- 
ured possessions, while impaired vision is admitted to 
be one of the greatest catastrophes. Yet our modern 
civilisation forces us to use this greatest sense in a way 
which nature never intended. Our eyes were evolved 
through the countless ages to work best under the high 
Standards of illumination prevailing during daylight, 
and eyesight until the last 100 years or so was mainly 
employed in seeing objects at a distance. Today, the 
bulk of people from the time they go to school onwards 
are called upon to use their eyes to see objects at rela- 
tively close distances. This is nowhere more true than 
in offices, where most of you are concerned with the 
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Effective Display of Jorgensen & Gjessing at the New Idea Exhi- 


bition Held Recently in Oslo, Norway.—Featured in the display 
were Carter’s Ink Company products, Dixon pencils, Stenno Rib- 
bon & Carbon Company line and paper storage cases designed 
and manufactured by Mr. Gjessing. As a hookup with the dis- 
play at the exhibition, the window of the Jorgensen & Gjessing 
retail store in Oslo was devoted to the showing of the same lines. 
Mr. Gjessing reports that the fair was a success and that he be- 
lieves sales in the lines his company handles will increase as a 
result of the exhibit 
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question of carrying on after dusk, and at that time a 
great deal of your work depends on vision at a distance 
of fifteen or twenty inches. 

“It is true, of course, that the optician can give the 
eye some assistance to overcome the artificial condition 
imposed by looking at objects close to, but until rela- 
tively recently no one seriously worried about the other 
partner in vision, namely, that of lighting. 

“At this juncture I want to emphasise that vision isa 
partnership between eyesight and lighting. Your 
power of vision is only possible to the extent that the 
thing you are looking at is illuminated. During recent 
years, research workers in all parts of the world have 
studied the ability of the eye to see under various 
standards of illumination. Much of this work has been 
undertaken by the Medical Research Council. One in- 
vestigator indicated that at illuminations of two to four 
foot candles only about half the full acuity of the eye is 
achieved compared with illuminations of 100 to 200 foot 
candles. (A foot candle is a degree of illumination.) 
This means in point of fact that compared with day- 
light conditions, the office worker has a handicap of 
fifty per cent in his ability to see fine detail. One must 
not take the fact that we can see under low illumina- 
tions as an indication that these values are sufficient. 
It merely suggests that under these low standards of 
illumination the eye is impelled to carry on with a 
handicap and does so at some inconvenience. 

“Modern office routine requires increasing alertness 
on the part of staff, and the use of office appliances 
of any kind require at least normal standards of in- 
telligence to ensure their correct operation. Lighting, 
therefore, from your point of view, is of immediate im- 
portance. 

“Progressive business firms know the prestige value 
of electrical illumination. They look on good lighting 
as part of the necessary office equipment. In fact 
electric light must be looked upon no longer as an in- 
ferior substitute for daylight, but as a factor which is 
definitely a business asset. Good lighting has proved 
itself to be one of the most important factors in pro- 
moting business efficiency, by preserving the good 
health and cheerfulness of the staff, by reducing pre- 








50 


ventable errors, and by saving time and money, which 
is the aim of every office organisation, and on the 
achievement of which success depends.” 

We certainly ought to consider the light factor in 
offices. Sometimes we must be puzzled by the inability 
of customers to get the maximum efficiency from our 
appliances. Even, sometimes, we might sell a man two 
machines to get through his work whilst we shall be 
rendering a greater service by telling him to look to 
his office lighting. This may seem idealistic, but the 
doing of such service reacts favourably on the trade in 
due time. Tomorrow is just as important as today.— 
VEJ 

—— 
NUMBER TWO OF “PORTRAIT” 

Some few months ago Office Appliances referred to 
a little magazine of information called “Portrait.” We 
have now before us Number Two of “Portrait,” written 
by Amos Stote for Kenrick & Jefferson, Ltd., West 
Bromwich, England. The booklet is the second of a 
series of word pictures of the principals of the house of 
Kenrick & Jefferson. Others will follow, for it is the 
intention to develop a personality library of the men 
who have been and are instrumental in the develop- 
ment of this business. 

The present number of “Portrait” is devoted to Ed- 
ward Jefferson, youngest son of Frederick Thomas Jef- 
ferson, who became associated with the printing house 
of Kenrick & Jefferson in 1906. His elder brother was 
already a director of the company. The two brothers 
are said to have been emphatically opposites, but each 
possessed an instinctive understanding of the other 
and respected each other’s opinions and methods of 
operation. Much of the remarkable and sustained 
growth of the business has been due to the balanced 
contrast of the brothers Jefferson. Mr. Edward Jeffer- 
son took as his principal interest problems of control 
and finance. The elder brother had his early training 
in the works. The younger brother took a bag of sam- 
ples and went out in quest of orders. 

The character of Edward Jefferson can be best 
summed up by saying that he represents the finer type 
of modern business man which has been developing 
during the last score of years. He recognizes that the 
Golden Rule is a sound economic principle—and that 
it works! 

~> 
INTERNATIONAL SELLING AGREEMENT 
ON TYPEWRITERS 

Three of the best known American manufacturers 
have reached an agreement with German manufac- 
turers, establishing selling prices for standard type- 
writers. This agreement refers to sales in the Far 
East, the Near East and in the states of South America. 
The agreement does not cover portable typewriters; 
sales in English dominions are not included in the 
agreement. It is rather impossible to compete in sales 
prices in the British dominions, on account of the pref- 
erential duties for Empire production. In connection 
with other countries the intention of the agreement 
might be to require English manufacturers not to sell 
standard typewriters far below regular prices. Other- 
wise the associated German and American manufac- 
turers may enter into strong competition.—ERB 

— 
IDENTITY CARDS FOR FRANCE 

The American Chamber of Commerce in France 
states that the renewal date of travelers’ identity 
cards in France has been extended to May 15, 1935. 
The extension is due to the fact that renewal cards 
of December 31 were accepted for renewal from Feb- 
ruary 15. 
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HORTON OF AUSTRALIA ON WAY TO EUROPE 


George H. Horton, managing director of the Colum- 
bia Ribbon & Carbon Manufacturing Company, Ltd. 
of Sydney, Australia, was recently in New York on his 
way to Europe. He sailed on April 10 on the “President 
Washington.” 

Mr. Horton spent six weeks before sailing, in the 
United States, investigating supply sources and im- 
proved manufacturing methods pertaining to carbon 
paper, typewriter ribbons and other office supplies. It 
is his practice to visit important manufacturing cen- 
ters throughout the world at intervals of a few years. 
He is considered by many of his friends in this country 
as a mechanical genius, having developed during the 
last four years an up-to-date manufacturing plant in 
Sydney, where he is turning out products which com- 
pare favorably with merchandise of the kind made any- 
where. 

Mr. Horton will spend six or eight weeks in Europe, 
where he expects to pick up valuable information on 
raw materials. 

Mr. Horton’s impression of world affairs is that man- 
ufacturers are faced with similar problems the world 
over. Competition is keen everywhere and certain 
manufacturers sometimes adopt policies which are 
harmful to the office supply industry as well as to 





G. H. Horton 


themselves individually. Quality he believes should be 
the keynote of every organization, for sooner or later 
that characteristic in all its ramifications will win. 

It is understood that Mr. Horton expects to return 
to Australia by way of the United States, arriving here 
from Europe about June l. . 


> 
GERMAN OFFICE MACHINE GROUP ELECTS 


According to the new deal in German economic or- 
ganization, a new body of office equipment manufac- 
turers has been constituted. In the general group of 
manufacturers of machines of all kinds, a special group 
applied to the office machine trade has been estab- 
lished. The German Office Equipment Manufacturers 
Institute is its title, headed by Mr. Klee, of Wanderer- 
Werke, Chemnitz. His title is “Fihrer,” or leader. 

The aim of the organization is to create a body of 
common prosperity. In this association is embodied 
the former “Gesamtverband der Deutschen Biiro-In- 
dustrie.” All appointed leaders of the several groups 
were present at the organization meeting. The new 
body comprises five groups—duplicating and printing 
machines, wood goods manufacturers, chemists, manu- 
facturers of typewriter ribbons and carbon paper, iron 
goods and metal goods. The intention is to embody 
and register those manufacturers which represent the 
Biiro Industrie (office devices). This group will or- 
ganize and develop all lines in connection with office 
equipment.—ERB 





At the Right Is a Likeness of A. V. Porteous, 
Typewriter Salesman of the London Office, as He 
Looks Today.—Above, Mr. Porteous with a load 
of forty Underwoods all set for delivery to a 
customer in 1910. Styles change but the essen- 
tials of character never. Mr. Porteous, like his 
colleagues, is noted for his tact, his clear-headed- 
ness and upright character which have kept him 
in the London office year after year 


GOOD CHEER MESSAGE COMES WITH 
ANTIPODEAN CALENDAR 

Accompanying a wall calendar and flower picture 
sent by Coulls Somerville Wilkie Ltd., commercial sta- 
tioners, engravers, color printers, etc., of Dunedin and 
Christchurch, New Zealand, are a few words of printed 
comment noting the steady business advance in New 
Zealand during 1934, and presenting a suggestion of 
continued improvement for the next two or three years. 

“More money is being earned and spent,” says this 
New Zealand house, who maintain that it is a social 
duty for each person to see that he gets his own share 
and that others get theirs, bringing about a confidence 
which convinces buyers and assures cooperation of 
manufacturers and dealers. “By confidence the spark 
will be fanned into a blaze, filling industrial hearths 
with warmth and comfort.” 

Starting with March, 1935, and ending with February, 
1936, each of the twelve sheets of the calendar is at- 
tached to the top panel and perforated so as to be easily 
torn off. The top panel of heavy cardboard bears the 
company name and its trade mark “Invicta,” with a list 
of its products, address, company seal, etc. The names 
of the months, the year, and the days are in large white 
letters and figures on a background of black. The week 
days are in red on black. Open squares at the top and 
bottom of each month’s calendar contain the preceding 
and succeeding month’s calendar in white, also special 
events, anniversaries, company products and the signs 
of the zodiac, one for each month, moon’s phases, etc. 

The tear-off sheets are 1214 by 14% inches and letters 
and figures are readable even at a considerable dis- 
tance. A hanger of red cord completes the whole. 

With the calendar comes an exquisite reproduction 
of garden flowers in natural colors placed in an earth- 
enware urn. The original painting was made by Miss 
Kathleen Salmons, and the process plates and color 
printing by Coulls Somerville Wilkie Ltd. The pictured 
flowers appear to include larkspur, delphinium, daisies, 
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marigolds, zinnias, calendulas, Canterbury 
bells, sweet williams and bachelor buttons. 
The colors are true to nature and the sheet 
is worthy of a frame. 

Our thanks! 

selina 

OFFICE DEVICES IN SWITZERLAND 

In the Jura section of Switzerland, ac- 
cording to La Revue du Bureau, good steel 
pens have been manufactured for some 
time, but still on a small scale. This district 
is the center of Swiss timepiece manu- 
facture. About fifty workmen are employed 
in the production of 65,000 gross. Swiss con- 
sumption is around 200,000 gross annually; 
if the country used national products exclu- 
sively or nearly exclusively, continuous op- 
eration would be given in this manner to 
only 200 workmen. 

There is no agreement as to the origin of 
the steel pen. Some maintain that Aloys 
Senefelder, inventor of lithography, got the 
first idea of cutting a pen out of a clock 
spring and using it for writing. 

Swiss pens carry the sign of the crossbow, 
a national trademark. 

A large Swiss house which for a long time 
has been engaged in the production of in- 
sulating rubber, now makes erasers. 

The most important center of the pencil 
industry at present is at Geneva. 

The Swiss typewriter, “Hermes,” is well constructed 
and enjoys a good reputation. 

oniiiaiiimaataiaie 

DIVIDEND DECLARED BY WANDERER-WERKE 

Wanderer-Werke, Schoneau, Chemnitz, Germany, is 
paying 1934 dividends of six per cent on preferred 
stock and eight per cent dividends on common shares; 
the latter of 7,818,000,000 Reichmark capital. The total 
1934 earnings were 1,857,000 Reichmark (the previous 
year 645,000,000 Reichmark). For social purposes 100,- 
000 Reichmark are set aside. For plant enlargement 


307,000,000 Reichmark have been assigned; 307,000,000 
Reichmark have been put forward for new account. 
—ERB 





U. E. F. Sales Agent Takes New Office at Rome, Ga.—A. L. 
Fowler, sales agent for Underwood Elliott Fisher products at 
Rome, Ga., recently moved into a new, modernly appointed office 
in the General Forrest Hotel building in that city. Here is a 
group picture of the happy personnel of the establishment: Left 
to right: J. J. Hardwick, salesman; H. T. Fuller, mechanic; R. C. 
Rogers, salesman; Doris Burnett, secretary; A. L. Fowler, agent; 
Seb Parker, mechanic. 
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Interest Evoking Dis- 
play Recently Pre- 
sented in the Window 
of the New York City 
Branch of L. C. Smith 
& Corona Typewriters, 


AUTHOR USED PORTABLES TWENTY-FIVE YEARS 


A window display by the New York branch of the 
L. C. Smith & Corona Typewriters Inc. was devoted 
recently to the Corona history of Lewis R. Freeman. 
the well known author and traveler. He has been a 
Corona typewriter user twenty-five years. During that 
time he used three different typewriters, all of which 
are now in perfect working order. However, when he 
saw a Corona Silent, he was so delighted with it that 
he acquired one. 

In 1910, influenced by word that Theodore Roosevelt 
had taken a folding model typewriter on his trip to 
East Africa, Mr. Freeman purchased a similar one. 
This model was carried into many parts of the world, 
involving every mode of transport from donkeys, cam- 
els, yacks and elephants. It caused a sensation in 
various parts of the world and rendered steady service 
in many localities where typewriters were not known. 

In the course of two years’ travel Mr. Freeman esti- 
mates that he typed 1,000,000 words on his folding 
Corona. The two years following he traveled in more 
civilized countries. He estimates that he wrote 
1,500,000 words at that time, and by the end of 1914 
he had traveled about 100,000 miles and had written 
over 2,500,000 words. In the beginning of 1915 Mr. 
Freeman became a war correspondent, and used the 
folding Corona for writing stories in front line dugouts 
and everywhere else. In July, 1916, the commander of 
the British flying headquarters at St. Omer took him 
for a flight over the lines, and he wrote what is thought 
to be the first description of the battle front ever typed 
from the air. He also wrote a complete magazine story 
on a British submarine 100 feet beneath the surface. 
This is said to be the first undersea story actually writ- 
ten during a period of submergence. 

The Corona was his constant companion both on land 
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Ine.—-The display fea- 
tured Lewis R. Free- 
man, author and trav- 
eler, who has been a 
Corona user for 
twenty-five years 


and sea during the war. Mr. Freeman estimates that 
he typed a total of nearly 3,500,000 words for the four 
and one-half years of the war; in addition he typed 
the manuscript of four books of an average length of 
100,000 words each. Adding the words typed during 
and immediately after the war to the 2,500,000 typed 
in the course of the previous years, there was the grand 
total of 6,400,000 words to the credit of the little Stand- 
ard folding typewriter. 

When Mr. Freeman landed at New York in the spring 
of 1919, the machine was still highly serviceable. De- 
ciding to give the Standard folding typewriter a rest, 
he bought a new Corona folding typewriter and in the 
next five years he wrote an estimated 2,500,000 words 
on it. That he could have a typewriter both in New 
York and at his California ranch he bought another 
Corona—this time a Corona Four. This machine did a 
lot of traveling and writing for the author. During the 
next few years, he used at times both the Corona fold- 
ing and the Corona Four. 

In 1934 he included the folding Corona in an outfit 
which he carried on a bicycle through the national 
parks of California, Oregon and Washington, and some 
parts of Canada. A book based on this trip is now 
being written from the notes which were typed on the 
Corona. Mr. Freeman estimates that altogether he 
has typed a grand total of 20,000,000 words on his three 
Coronas. 

The original twenty-five year old Standard folding 
machine, Mr. Freeman says, has been turned out to 
pasture in the form of a place of honor in the Corona 
museum. “Its two successors,” says Mr. Freeman, “one 
fifteen and one ten years old, are regular going con- 
cerns, in perfect mechanical condition, with both, bar- 
ring accidents, promising to deliver the goods as long 
as their owner can.” 


NEW CORPORATION FORMED TO DISTRIBUTE 
ROTAPRINT MACHINES IN U. S. 


H. K. Baumgardner, for the past eight years Rota- 
print agent in the territory composed of Ohio, Michi- 
gan and parts of Pennsylvania, West Virginia and Ken- 
tucky, has acquired the exclusive sales rights for Rota- 
print lithographic duplicating machines in the United 
States and has organized the American Rotaprint Cor- 
poration, with offices in the Prospect-Fourth building, 
Cleveland, Ohio, to supervise the distribution. 

Mr. Baumgardner conducted his agency business in 
the territory previously mentioned, under the name of 
The Mid-West Rotaprint Corporation. He is continu- 
ing this business with all factors the same as before 
excepting that his contract is now with the American 
Rotaprint Corporation instead of with the former 
American distributors. 

Another agency contract has been signed by O. C. 
Haney, operating as the O. C. Haney Corporation, cov- 
ering the states of California, Washington, Oregon, 
Nevada and Arizona. Like Mr. Baumgardner, Mr. 
Haney started in the Rotaprint business about eight 
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H. K. Baumgardner 


years ago. He operated throughout the Pacific Coast 
area, making a fine record in sales. Before taking the 
Rotaprint agency, Mr. Haney was the Multigraph rep- 
resentative in the Pacific states for about fifteen years. 

Mr. Baumgardner is a graduate of the College of 
Wooster, Wooster, Ohio, and holds an M. S. degree con- 
ferred by Ohio State University. For a time he was re- 
search chemist for the Crown Cork & Seal Company, 
Baltimore, Md. Subsequently he spent about eight 


years in the manufacture of dry colors, varnish and 
In 1927 he acquired the Rotaprint agency 


printing ink. 





Second Prize Winner in a Window Display Contest Sponsored by the Merchants of Williamsport, Penna. 
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for nineteen counties in northeastern Ohio. During 
the following years the territory was gradually enlarged 
until it reached the area now covered by The Mid-West 
Rotaprint Corporation. 

Associated with Mr. Baumgardner in the operation 
of the American Rotaprint Corporation are D. M. Old- 
father and D. C. Coleman. 

Mr. Oldfather, a graduate of Hiedelberg College, has 
been a successful branch office sales representative for 
Rotaprint and later specialized in the service end of the 
business. He combines a thorough knowledge of all 
mechanical phases of Rotaprint operation with the 
ability to instruct and properly install the equipment. 
His duties with the new organization will be that of 
service manager, involving supervision of every kind of 
Rotaprint service throughout the United States. 

Mr. Coleman has had twenty-five years’ experience in 
photography and photo lithographing. He is said to be 
recognized as an authority on photographic subjects. 
His work in preparation of offset plates, particularly 
Rotaprint metal sheets, has brought forth special com- 
ment on many occasions. 

———_>————_ 
NEW DISPLAY OFFERED BY HOTCHKISS 

To help merchandise its new Model 5A stapling 
machine, the Hotchkiss Sales Company has issued a 
striking new display, which is offered free to dealers. 
This display is so designed that it is adaptable either 
to window or counter use. It has a silver background 
which mirrors the machine shown, emphasizes the 
quality of the product, and has already proved its 
advertising value wherever used. Dealers are invited 
to send to the Hotchkiss Sales Company, Norwalk, 
Conn., for one of the new displays. 

——<>__—_ 
WILLIAMSPORT HOUSE WINS HONORS IN 
CONTEST 


In a recent window display contest sponsored by the 
merchants of Williamsport, Penna., the Smith Printing 
Company, dealers for The General Fireproofing Com- 
pany, Youngstown, Ohio, were among the leading win« 
ners, with the attractive display of GF metal business 
equipment pictured herewith. 

Display emphasis was placed on the new GF Super- 
Filer, the 1600 line of metal desks, storage cabinets and 
GF aluminum chairs as being outstanding among the 
more than 3,400 items of metal business equipment 
manufactured by The General Fireproofing Company. 

The Smith Printing Company, Dan Smith, Jr., presi- 
dent, has for many years enjoyed an enviable reputa- 
tion as printers and as dealers in business equipment 
and stationery. 





The dis- 


play was prepared by the Smith Printing Company and featured General Fireproofing Company Metal Business 
Equipment 
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D. B. MORROW TAKES OVER TREASURER DUTIES 
FOR GLOBE-WERNICKE 

President J. S. Sprott of The Globe-Wernicke Co., 

announces that D. B. Morrow, secretary of the com- 

pany, will take over the duties of treasurer of the 
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company, succeeding J. E. Blaine, who passed away 
March 27. F. E. Kebler, who worked with Mr. Blaine 
for many years, will be in charge of the credit depart- 
ment. 


— - 
CURRENT CORPORATION FINANCIAL STATEMENTS 

General Printing Ink Company reports for the first 
quarter net profit of $215,988, compared to $143,751 in 
the same quarter last year. (Chicago Daily News, April 
23, 1935.) 

International Business Machines Corporation, in- 
cluding foreign subsidiaries, for the quarter ended 
March 31, a net income of $1,771,914, equal to $2.47 a 
Share, against $1,688,849, or $2.40 a share, in the first 
quarter of 1935. (Chicago Daily News, April 23, 1935.) 

The report of the Marchant Calculating Machine 
Company for the year ending December 31, 1934, cer- 
tified by independent auditors, shows net profit of 
$102,320 after taxes, depreciation, amortizement of 
profits, experimental expenses and excess manufactur- 
ing costs. This is equal after annual dividend require- 
ments on the seven per cent preferred stock, on which 
there is an accumulation of unpaid dividends, to forty- 
five cents a share (par $10.00) on 188,045 shares of 
common stock and compares with a net loss of $357,- 
270 in 1933. 

Current assets as of December 31, 1934, including 
$6,428 cash, amounted to $515,838; current liabilities 


were $88,315, compared to cash of $72,729, current as- 
sets of $488,725 and current liabilities of $49,098 at the 
end of the previous year (Wall Street Journal, March 


20, 1935). 


* * * 


The W. A. Sheaffer Pen Company reports $432,715 
net income for the fiscal year ending February 28, equal 
to $2.56 a share on 160,428 shares of $5.00 par value 
common stock. This compares with $235,516 net in- 
come in the preceding fiscal year, equal to $1.83 a share 
on 161,293 common shares. 

Current assets February 28 amounted to $1,917,276, 
including $758,075 cash and $617,769 inventories. Cur- 
rent liabilities were $254,711. This compares to $277,- 
014 cash, $482,932 inventories, $1,331,784 current assets 
and $113,668 current liabilities at the close of the pre- 
ceding year. 

Regarding the cash position, W. A. Sheaffer, presi- 
dent, pointed out that, while it might appear too large, 
that it was necessitated by present and pending legis- 
lation. “If we are compelled by insurance to keep the 
same number of people working twelve months in the 
year, it will require a very much larger amount of cash 
to operate, as the majority of our merchandise is sold 
and delivered in the last four months of the year,” he 
said (Chicago Journal of Commerce, April 18, 1935). 

* * * 

The preliminary report of Underwood Elliott Fisher 
and consolidated subsidiaries for‘the quarter ending 
March 31, 1935, subject to audit and year-end adjust- 
ments, shows net income after charges, depreciation 
and federal taxes, equivalent after dividend require- 
ments on seven per cent preferred stock, to $1.01 a 
share on 666,448 no par shares of common stock. This 
compares with $706,281, or ninety-nine cents a share 
on common in March quarter of previous year. 

The above earnings exclude net operating results of 
wholly owned non-consolidated subsidiary companies. 


aE ee 
J. O. PIERSON CONVALESCING 

On the morning of March 7, J. O. Pierson of Dameron- 
Pierson Company, Ltd., New Orleans, La., was quietly 
walking along the street when he was run into suddenly 
by a dog. The bump upset him completely, and in fall- 
ing on the sidewalk he broke his hip bone. After a 
three weeks’ stay in the hospital he was taken home 
well on the road to recovery. Within three or four days 
he was compelled to return to the hospital for a serious 
abdominal operation. He came through with flying 
colors and was able to go home on April 13. A recent 
report indicates that he is making rapid progress 
toward complete recovery. 
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FRANK SEVERANCE RETURNS TO LOOSE LEAF 


Frank L. Severance, for many years in executive po- 
sitions with leading loose leaf concerns, but of recent 
years in other fields, has been elected secretary-treas- 
urer of The Pitt Corporation, loose leaf manufacturers, 
organized recently by William Pitt and his son, F. D. 
Pitt, in Kansas City, Mo. 

Mr. Severance commenced his career in the loose 
leaf field with the Irving-Pitt Manufacturing Com- 
pany, Kansas City, about thirty years ago. For some 





Frank L. Severance 


years he held the position of treasurer of the company 
and later was appointed general manager. In 1920, he 
resigned, and in August, 1921, became general manager 
of the Wilson-Jones Company. In the spring of 1924 
he sold his holdings in that company and retired from 
the organization. He has since been active in pursuits 
outside the stationery field. 

Mr. Severance was first vice-president of the Na- 
tional Stationers Association under two administra- 
tions. He will have the welcome of his many friends 
among the stationers of the country upon his re-entry 
into the business. 

To take up the old work in association with William 
Pitt, under whom he started his career in the loose leaf 
industry, increases Mr. Severance’s happiness at his 
return to the field. 

————s 
NEW OFFICERS FOR MARBLE & SHATTUCK 


The Marble & Shattuck Chair Company of Cleveland, 
Ohio, within the last six months lost three of its key 
men by death—Arthur B. Hunn, president; Howard G. 
Hunn, vice-president, and George W. Skeels, Pacific 
Coast representative. 

A special meeting of the stockholders was held a few 
weeks ago at which a new board of directors was 
elected, consisting of T. W. Foote, C. H. Foote, F. H. 
Westlake, H. D. Taylor and E. E. Ericson. 

At a meeting of the board of directors following the 
election, T. W. Foote was made president of the com- 
pany; F. H. Westlake, vice-president, and E. E. Ericson, 
secretary-treasurer. 

Mr. Westlake, who was formerly sales manager, has 
been transferred to the New York office, 152 West Forty- 
second street, Room 1219, where he will act as the 
Marble & Shattuck eastern representative, to fill the 
vacancy caused by the death of Arthur B. Hunn. 

a 


REVIVAL PLANNED OF ORPIN DESK LINE 


The Blair Veneer Company, North Troy, Vt., has 
taken over the manufacturing equipment and lines 
of the Orpin Desk Company, formerly of Charlestown, 
Mass. The mechanical equipment has been moved to 
North Troy and installed in the Blair plant. 


It is 
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expected that production will be under way in a short 
time, requiring the services of about twenty-five men, 
many of whom were craftsmen employed formerly by 
the Orpin Desk Company. The superintendent of the 
Orpin plant has been engaged to carry on production. 

The Blair Veneer Company supplied much of the 
processed material used by the Orpin Desk Company. 
It is expected that an office and warehouse will be 
maintained at Boston in charge of an experienced of- 
ficial. 





EXCUSE vs... Fae 
MR. KEITH’S CONNECTION CONFUSED 

In the article, “Successful Plan for Selling Chairs” 
in the April number, the writer referred to his material 
as having come from “A. A. Keith, Sales Manager of 
the Denver branch of All-Steel-Equip Company.” The 
statement was incorrect. Mr. A. A. Keith is president 
of the Keith Safe Company in Denver, and is the dis- 
trict representative of the Do/More Chair Com- 
pany covering the Rocky Mountain region and as Mr. 
Keith puts it, “selling correct seating as taught by the 
Do/More Chair Company, who spent thousands of dol- 
lars in research and development.” 

The Keith Safe Company are office furniture dealers 
for which the Do/More chair plays a very important 
part. “The manner and methods by which the Do/ 
More chair is sold,” writes Mr. Keith, “are varied. The 
Do/More Chair Company does so much for the user 
that the Keith Safe Company finds it mandatory to 
leave chairs on a rental basis with girls who are not 
able to purchase them and whose employers do not feel 
justified on account of standardization, in the pur- 
chase of correct seating. The demand has forced us 
to do this. We do not take credit for the plan. Nor 
do we consider it a financial success. However, we 
are happy to cooperate with the employee. These are 
cases where the employees get the best of the deal.” 

—_—_>———_ 
DITTA E. LAGOMARSINO NOT UEF AGENT 
IN ITALY 


In a Guest Book item in the December, 1934, issue 
of Office Appliances, commenting upon a pleasant visit 
with Mr. Luigi Lagomarsino of Milan, it was stated 
that his company had, among others, the Italian 
agency for the bookkeeping machines of the Under- 
wood Elliott Fisher Company. This was an error. The 
U.E.F. agency in Italy is held by Underwood Italiana, 
S. A., Via Meravigli 2, Milan. 

We express our regrets to Mr. Lagomarsino, Under- 
wood Italiana, S. A. and Underwood Elliott Fisher 
Company. 


Ee 
WE JUMBLED “ELSIE” FOXCROFTS 


An item on Page 151 of the April issue of Office Ap- 
pliances reported that George Foxcroft, of the L. C. 
Smith & Corona Typewriters Inc., had taken the type- 
writer membership in the Chicago Rotary club. A. H. 
Foxcroft is the typewriter Rotarian in Chicago. His 
brother, George, is manager of the Smith-Corona office 
at Indianapolis, Ind. 

capvateiiutiilattiniaa 
ACKER IN ALBANY, GA., NOT ALBANY, N. Y. 

On pages 104 and 152 of the April issue of Office 
Appliances, the L. D. Acker Printing Cempany was 
referred to as being in Albany, N. Y. The correct ad- 
dress is Albany, Ga. We tender our apologies to the 
Acker firm for having attempted to locate them so 
many miles from home. 
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RECENTLY APPOINTED WOODSTOCK 
DISTRIBUTORS 

James W. Watkins of Jackson, Mississippi, who has 
been in the typewriter business for many years with 
other companies and recently in business for himself, 
has been appointed Woodstock distributor for Jackson 
and surrounding territory. 

S. R. Barton, who has sold different makes of type- 
writers in Texas for the past fifteen years, is a new 
Woodstock distributor at Coleman, Texas. 

N. A. Rosenberg has recently been granted the fran- 
chise for distribution of Woodstock typewriters in Bur- 
lington, Iowa, and surrounding territory. 

> > . 

J. H. Staples has returned to the Woodstock Type- 
writer Company as distributor at Sheffield, Alabama. 
. « 7 

Everette E. Ellis, who has been in the typewriter 
business at Illmo, Mo., for the past ten years (formerly 
known as B. H. Ellis & Sons) is a new Woodstock dis- 
tributor in that territory. 

. . > 

Other recently appointed Woodstock distributors are 

R. C. Blum, Champaign, Illinois; J. L. Suits, Lockney, 
Texas; Paul F. Lawlis, Brownfield, Texas; F. J. Schatzle, 
Kankakee, Illinois. 

+ * * 

W. L. Gibson, formerly distributor for the Woodstock 
Typewriter Company at Syracuse, New York, has joined 
the sales staff of the company at Baltimore. 

H. Clifton Kaufmann, after several years with other 
typewriter organizations, is now connected with the 
sales staff of the Baltimore office of the Woodstock 
Typewriter Company. This office was opened in April, 
1934, and recently took larger space because of increas- 
ing business. 

oo 

JOBBER DISTRIBUTION FOR SCRAM COMPANY 

The Scram Company, St. Louis, Mo., has announced 
wholesale distribution of “Ink-Scram” and “Perfec- 
type,” covering territories in the central west and on 
the Pacific coast. The Blackwell-Wielandy Company, 
St. Louis, Mo., and the Pacific Stationery & Printing 
Company, Portland, Ore., will distribute its products 
in the trading areas of the wholesalers mentioned. 





OFFICE APPLIANCES 


THE GUEST BOOK 

Louis De Sciose signed the guest book March 28. He 
is proprietor of the I. X. L. Ribbon and Carbon Com- 
pany, 706 Eighteenth street, Denver, Colorado. Besides 
selling ribbons and carbons he represents the Heyer 
Corporation, Vail Manufacturing Company, and other 
concerns. He sells portable typewriters of all makes, 
standard rebuilts and operates a rental business. His 
territory extends from Billings, Montana, to Albu- 
querque, New Mexico. Mr. De Sciose reports a steadily 
increasing volume of business. During the visit he 
took occasion several times to pay tribute to A. E. 
Roberts, who operates the Business Equipment Com- 
pany of Detroit, for giving him a thorough grounding 
in office equipment fundamentals. He worked for Mr. 
Roberts in Denver before the Detroit enterprise was 
established. He was in Chicago on business, much of 
his time being spent with manufacturers. 

Robert H. Slye of The Tribune Printing & Supply 
Company, Great Falls, Mont., gave us the pleasure of 
a call on March 30, bringing with him the atmosphere 
of “the wide open spaces.” Mr. Slye was in Chicago 
for contacts with some manufacturers whose lines 
the company represents and to look over the market 
generally. While here he had the pleasure of attend- 
ing a meeting of the Wis-Ill Club, where he met some 
old friends. Mr. Slye reports some impulse to business 
in the section served by his company. Great Falls, with 
population of twenty-eight thousand, is the principal 
trading center of towns totaling a hundred thousand. 
Federal government activities in the section have been 
something of a stimulant to business. General condi- 
tions in the section, subject to the retarding influence 
of the national markets, show some improvement 
which affords ground for hope of further advance. 

The Tribune Printing & Supply Company is a fine 
example of the change that has taken place in the sta- 
tionery business in the last decade or two. Office 
equipment is now the dominating department of the 
business. There is featured the Royal typewriter, Edi- 
son-Dick Mimeograph, Dictaphone, Postindex, Art 
Metal furniture line, F. S. Webster’s ribbons and car- 
bons, National Blank Book Company’s lines, Yawman 
and Erbe stationery specialties and some others. Not 
only are all of the machines fully serviced, but all kinds 
of repair work are handled with dispatch. The com- 
pany’s success is due to its initiative and enterprise, 
its management and its intensive cultivation of the 
field it is prepared to serve. 





Portion of the Display of Shaw-Walker 
Products at the Business Exhibit of 
Bradley & Scoville, New Haven, Conn. 
This Showed the Insulated Posting 
Tray, the “Fire-File.” a Five-drawer Fil- 
ing Cabinet, Tabulating Machine Card 
File and a “Skyscraper” Desk. 


: 
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Carl Kaufman of Kansas City, Mo., representing the 
National FiberstoK Envelope Company of Philadelphia, 
Penna., pulled our latchspring on April 3 and inscribed 
his name in The Guest Book. The picture of health, 
Carl radiates the essence of good cheer. He reports 
good results in the sale of FiberstoK products in the 
extensive territory he covers, and he exemplifies the 
doctrine that hard work is the best tonic with which 
to enliven business. 


W. I. Dement, president and general manager of the 
Mississippi Stationery Company, Jackson, Miss., in- 
scribed his name upon the Guest Book on April 8. Mr. 
Dement, whose business was recently moved into larger 
quarters, was in Chicago for the purpose of establish- 
ing contacts with manufacturers of several special lines 
for representation in his territory. A definite business 
upswing is apparent in his market area, says Mr. 
Dement. Part of the impulse is due to government 
spending but a good share can be credited to improve- 
ment in general conditions. When banks were “pop- 
ping and busting,” losses were inevitable. With sound 
business sense, Mr. Dement and his associates charged 
off their losses and started over again. The value of 
that procedure is evidenced by the fact that the busi- 
ness of the Mississippi Stationery Company has been 
on the uproad ever since the capital losses were 
charged off. 


George Wolcott, vice-president, Wilson-Jones Com- 
pany, Chicago, and the company’s Pacific Coast ambas- 
sador, looked in upon us on April 11. Reported “busi- 
ness flourishing” and a substantial pick-up all along 
the line. Having been in charge of the company’s 
traveling exhibit, reference to which is made elsewhere 
in the journal, George was unable to attend the re- 
gional meetings recently held in the south and middle 
west. Some improvement in general business having 
stimulated the hope of endurance for the stationers, 
there has been a great reduction in applications for the 
Old Stationers’ Home to be erected on Wolcott Acres, 
Calif. Plans for the home are being carried out, how- 
ever. Those who do not in time retire in affluence will 
be amply provided for. 


E. L. Nugent, sales manager, Security Steel Equip- 
ment Company, gave us the pleasure of a visit on April 
13. He had stopped at several points on the way out 
and after a few days in Chicago, started on a swing 
around the central western territory of the twin cities, 
Kansas City and other places for conferences with the 
company’s dealer agents. It was pleasant to recount 
some experiences and to receive confirmation of our 
opinion that the trend is upward. The “Security” 
Company is making some adjustment of territory and 
increasing the number of its distributors. Mr. Nugent’s 
experience and observations along his way afford en- 
couraging outlook. 


Edward L. Little, general sales manager, Wabash 
Cabinet Company, Wabash, Ind., and factotum extraor- 
dinary at conventions national and regional, gave us 
the pleasure of a call on April 19. Mr. Little had swung 
around a big circle for the regional meetings from 
Tampa on the south to Kansas City on the north. He 
finished his several weeks’ engagement with a visit to 
Minneapolis, particularly to see the Farnham Stationery 
& School Supply Company office equipment exhibition, 
over which he was highly enthusiastic. Mr. Little’s 
look ahead for business in general and the stationery 
business in particular is stimulating. Being both a 
forwardist and a step-Hoosier, he is of course, an opti- 
mist. His visit speeded us up. 
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D. K. Stevenson, founder and head of the firm of 
Stevenson & Son, dealers in office furniture, San Fran- 
cisco, California, inscribed his name in the Guest Book 
on April 20. He and Mrs. Stevenson were on their way 
east after having visited St. Louis, Burlington, Iowa, 
and Grand Rapids, Mich. At Burlington they visited 
the Leopold Desk Company whose lines Mr. Stevenson’s 
company handles, and at Grand Rapids they took in 
the furniture exposition. In Chicago Mr. Stevenson 
called on several manufacturers. They will spend a 
short time at intermediate points between Chicago and 
New York, and after seeing members of the trade in 
the metropolis will embark on a sight-seeing trip to 
South America. Returning, they will go through the 
Panama Canal and up the west coast to San Francisco. 

Mr. Stevenson is chairman of the boxing feature ef 
the Amateur Athletic Union and visited St. Louis to 
attend the meeting of the Union and to oversee the 
boxing contests. He is also vice-president of the box- 
ing activities of the Olympic Games to be held in 
Europe this fall, which events he will, of course, attend. 

Mr. Stevenson is an old-line American with a vigor- 
ous and inspiring personality. A lifelong interest in 
athletics has given him a “sane mind in a sound body,” 
as the Romans had it, and now in the ripe middle years 
he and his wife are happy to be able to follow their 
inclinations to travel, and observe points of interest 
in other lands. 

H. E. Russell, The Office Equipment Company, Des 
Moines, Ia., with Mrs. Russell in Chicago for a day or 
so’s business transaction, signed The Guest Book on 
the twenty-first. “Yes. Business has been given quite 
a substantial impulse.” We discussed the situation and 
concluded that the impulse is doubtless due to expendi- 
ture of federal funds. The “priming” is still pouring 
out of the spout. Whether any of it will moisten the 
valve, furnish power to work the handle to draw from 
the well is a bit uncertain. Such desirable results may 
be attained. We were sorry we could not stand at the 
Chicago city gates on the highway leading to Des 
Moines to see Mr. and Mrs. Russell pull out in a new 
red “speed demon” Auburn open. Having had no com- 
munication from Harry, we assume that the “demon” 
climbed no telegraph poles, hurdled no streams, but 
carried its occupants in safety to the garage of the Rus- 
sell family home. 

Harry Kranzberg, proprietor of The Scram Company, 
St. Louis, dropped in for a visit April 24. He was in 
Chicago for several days on business and reported ex- 
cellent progress in the sale of the two products which 
his company manufactures—Ink-Scram, an ink re- 
mover, and Perfectype, a type cleaning preparation. 


New York City 

A. Roy MacDougall, one of Canada’s enterprising 
manufacturers’ representatives with offices at 54 Well- 
ington street, Toronto, Ont., visited the New York of- 
fice of this journal during a hurried trip on April 9. 
Mr. MacDougall was in New York for a couple of days 
visiting the headquarters of the manufacturers whose 
lines he represents. He is full of vim and energy to 
which the years seem to add rather than subtract. 
“Things are beginning to look up in Canada,” said 
Mr. MacDougall, “and we have to keep on our toes to 


get our share.” 
—$—<—a>—__— 


WHERE IS MR. DAVIS? 

The Panama Carbon Company, 917 Grand avenue, 
Kansas City, Mo., wishes to know the whereabouts of 
an itinerant typewriter man named A. G. Davis. Mr. 
Davis worked recently in Springfield, Mo., and has had 
employment in several places in Iowa and Nebraska. 











MEETINGS—CONVENTIONS—DINNERS 


NINTH REGIONAL DISTRICT MEETING 


By B. C. Reber 





The annual convention of the Ninth District, Na- 
tional Stationers Association, held at the Plaza Hotel 
in San Antonio, March 28-29, marked another step for- 
ward in the progress of this body. The addresses were 
timely and well presented, the meetings, as a whole, 
constructive and educational, and the convention a 
real success. 

W. C. Northern of Stafford-Lowden, Fort Worth, 
who has served as retail sales director, was elected gov- 
ernor, while Otto Eisenlohr of The Dorsey Company, 
Dallas, was elected to the position left vacant by Mr. 
Northern’s promotion. Dallas was chosen for the 1936 
meeting. 

The convention opened Thursday morning with an 
address of welcome by L. B. Clegg, president of The 
Clegg Company, San Antonio. Response was by Gov- 
ernor P. T. Pearce, who then announced committees to 
Select delegates to the national convention, and to 
nominate new officers. These were: Delegation Com- 


mittee: E. C. Wilson, Henry Dorsey and R. P. Grieve. 
Nominations: L. B. Clegg, W. Neill Stewart and Leslie 
H. Gardner. 


Henry A. Morgan of Los Angeles, president of the 
N.S. A., gave a fine address in which he expressed his 
Satisfaction at being able to attend this convention, as 
he had been told that “that Texas bunch is a live bunch 
of fellows.” 

Mr. Morgan commented upon the national associa- 
tion and what was being accomplished in Washington 
under the direction of General Manager Charles P. 
Garvin. 

“I believe that at this time we are closer together 
than we have ever been before,”’ Mr. Morgan remarked. 
“Our association has been characterized by the De- 
partment of Commerce as being so well organized and 
so thoroughly equipped that it does not need a code 
or interference.” 

Mr. Morgan commented on the growth of the na- 
tional association, pointing out that two years ago 
there were only 15 locals while at present there are 77. 

Chas. P. Garvin made one of his fine talks to com- 
plete the morning session. 

“We've got to the point where we must stop begging 
people to join our local associations and our national 
association,” Mr. Garvin said. “Time was when any- 
one could open his doors, call himself a stationer or 


& 





W. C. Northern 


Otto Eisenlohr 


office outfitter, and immediately be invited to join the 
local association where you fellows would sit down in 
a nice friendly way and tell him all you know and all 
you had learned. 

“We're going to change things around. We're not 
only going to know whom we are taking into the asso- 
ciation, but when it comes to the goods we sell, we’re 
going to know who is going to sell these goods in the 
future.” 

Mr. Garvin itemized five points governing this new 
policy, which included putting all power behind prod- 
ucts having the best chance of sales; supporting those 
lines that support the retail stationery stores; measur- 
ing sales forces to determine worth; determining which 
lines should be sold; and finding out “how we can sue 
those who have been suing us.” 

The meeting adjourned until afternoon when Mr. 
Garvin again had the floor. 

Reporting conditions to show the precarious posi- 
tion of the average business man, Mr. Garvin intro- 
duced what he called his N. S. A. distribution yardstick. 

“One-fifth of all manufacturing firms operating dur- 
ing the past 14 years have done so at a loss,” Garvin 
declared, in leading up to his subject. “During this 
period, the average business man has not made enough 
money to be in a safe position at any time. 

“You hear so much about what is paid for labor, and 
how salaries have been reduced, but let me show you 
some figures that will give you the true picture. In 
1929 64 per cent of your gross income went to employes, 
and you had a tax burden of 2 per cent. In 1934, with 
business conditions as they were then, you still paid 63 
per cent to employes, while your tax burden had 
jumped to 8 per cent, or four times what it had been 
during one of our best years. 

“In 1927-28 more than $15,000 was spent to find out 
the cost of doing business. We did not use these figures 
after we got them, but went ahead hoping for a 
miracle. 

“In 1932, of all the stores doing business, 90 per cent 
were in the red; in 1933 things were a little better; 
in 1934, 65 per cent were in the black, as compared with 
90 per cent in 1928-29. 

“A business that doesn’t have a plan is helpless. So 
far, there never has been a definite plan to meet prob- 
lems except through boycotting, etc. Now we are going 
to find a way to measure our problems.” 

From this point on, Mr. Garvin explained his “Yard- 
stick Plan.” Briefly, it consists of charging or credit- 
ing so-called “points” against firms supplying the sta- 
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tionery and office outfitting trade. For example, if a 
firm sells to chain stores, it is given a minus 25; if 
not, plus 25, etc. Other credits and charge-offs are 
made for acts aiding or deterring the progress of the 
trade, and the firm having the highest rating of points 
is considered the best for the stationers to do business 
with. 

Following the discussion, there was quite a little com- 
ment from the floor. As an illustration, a product— 
ink—was taken for analyzation and was found to have 
a minus 95. Loose leaf binders showed a plus 25. 

A demand for a concrete example, using some known 
firm, was voted, and one of the branch managers of 
a well known firm, supplying the trade with a line of 
office accessories, agreed to have his firm analyzed 
under this plan. He answered all questions correctly: 
Does your firm sell through chain stores? Drug stores? 
Department stores?, etc. When the questioning was 
completed, it showed his firm had a rating of 130, which 
Mr. Garvin admitted was pretty good. 

The definition of a commercial stationer, which was 
compiled by the stationers of Houston-Galveston, came 
up for discussion. Here is the definition, as handed 
out: 

“A Commercial Stationer and/or Office Outfitter is 
a Company (individually owned, partnership, or cor- 
poration, etc.) that does 100% of its business at retail to 
the consumer. Their pricing schedules are the result 
of certain profit ratios having been added to the price 
of merchandise purchased at wholesale from the in- 
stitutions and/or manufacturers who do not sell at 
retail. They operate their outlets as commercial sta- 
tioners and/or office outfitters and are subject to, 
abide by and comply with the requirements of the sup- 
plementary Code of Fair Competition for the Commer- 
cial Stationery and Office Outfitting Trades as author- 
ized by the National Recovery Administration on 
March 16, 1934. Further, he will perform six of the fol- 
lowing nine (9) functions: 

(1) Maintain a stock with a perpetual inventory 
value which, if multiplied by its turnover rate, would 
represent a dollar and cents asset of not less than the 
annual sales volume of the involved concern; 

(2) Maintain a retail store and/or place of business 
wherein is stocked the merchandise designated in func- 
tion one (1) above preceding, and which office and/or 
place of business is open each and every business day 
of every year, and is staffed with clerical help adequate 
to serve the visiting customers; 

(3) The stock, under inventory, will be representa- 
tive of a majority of those stationery products and/or 
equipment items which are utilized in the operation of 
a general commercial firm, and/or professional office, 
and to be such as are specifically listed in the catalogue 
of the Associated Stationers; 

(4) Be an institution whose merchandise is sold, pri- 
marily, to the user and/or consumer; 

(5) Maintain a permanent selling personnel whose 
function is to contact the user and/or consumer at the 
latter’s place of business; 

(6) Operate a delivery system primarily for service 
to the consumer and/or user; 

(7) Extend credit where financial responsibility 
would warrant such convenience; 

(8) Accept orders over the telephone for any and/or 
all items carred in stock; 

(9) Be an institution whose selling effort is predi- 
cated upon normal merchandise procedure and that 
does not employ the use of premiums and/or other 
“bait” methods to solicit patronage. 

Finally, the genuine Commercial Stationer and/or 
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Office Outfitter will not be performing any one, or all, 
of these functions merely as a “buying” organization 
whose sole aim is to secure a price advantage for the 
benefit of associated and/or allied persons, firms, part- 
nerships or corporations, nor for himself, or them- 
selves, as a consumer. 

This completed the afternoon meeting. 

The meeting Friday morning was made especially 
interesting by an address by E. Cliff Wilson, followed 
by Henry M. Ellis, which covered the position of the 
stationer with respect to the activities of the chain 
stores. Show cards had been made up on which com- 
mon items found in all offices, were shown with figures 
to indicate what these cost in the chain stores and at 
what price the stationer had to sell them in order to 
make a profit. The address was followed by a general 
discussion in which the majority of the delegates took 
part. 

In his address Mr. Wilson referred to chain store 
competition and declared that it is the broad-ax of 
cut prices that hangs over the heads of the station- 
ers. Dealers must improve their methods and return 
to normal distribution. Depression is an effect, not a 
cause. He referred to the advance of the chain stores 
into the realms of higher priced merchandise, and said 
that to meet this competition there must be better 
selling and displaying of merchandise. He urged deal- 
ers to support the manufacturers who support them, 
and spoke vigorously in approval of the Yardstick plan. 
Mr. Wilson in the course of his remarks read a telegram 
from the Trussell Manufacturing Company announcing 
that they had withdrawn their lines from the chain 
stores. He took to task those manufacturers who give 
the chain stores a better deal than that which they 
give the stationers. 

F. A. Covington, illuminating engineer for the San 
Antonio Public Service Company, gave a talk on store 
illumination, using meters for measuring light, etc., 
better to emphasize his points. Following his address 
delegates were invited to go to The Clegg Company, 
where a comparison between old and new lighting ar- 
rangements had been worked out. 

L. B. Clegg, chairman of the nominating committee, 
reported W. C. Northern for governor and Otto Eisen- 
lohr for retail sales director. These were elected unan- 
imously. Henry M. Ellis was named code authority for 
the Ninth District, and Dallas was selected for the 
1936 meeting place. Delegates to the national conven- 
tion will be announced at a later date. 

A Few Convention Sidelights 

George Wolcott was missed, but was reported as be- 
ing with a show of his products in the Northwest. Ed 
Little of the Wabash Cabinet Company, who was absent 
at the Houston meeting, was a welcome guest this year. 

* + > 

Rain, which made holding the annual golf tourna- 
ment impossible, did a good turn for many guests who 
attended the banquet that night when the prizes pro- 
vided for the golfers were distributed by lot. The rain 
also knocked out the plans for holding this banquet 
in the patio of the Spanish Governor’s Palace, but no 
one seemed to lack a good time. 

* * . 

Eduardo Martinez and his famous Mexican Players 
(Gebhardt Chili program—-WOAI) rendered some fine 
Mexican music and novelty entertainment which were 
greatly appreciated. oe 

The luncheon Thursday noon, the banquet by the 
travelers that night, and the stationers party Friday 
night, made up a series of events which will be long 
remembered. 
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SIXTH DISTRICT N. S. A. AND ILLINOIS BOOK- 
SELLERS & STATIONERS HOLD JOINT 
CONVENTION 


Delegates to the combined meeting of the Illinois 
Booksellers & Stationers Association and the Sixth 
Regional District of the National Stationers Associa- 
tion, held April 2 and 3 in the Pere Marquette Hotel, 
Peoria, Ill., began arriving on Monday evening, April 
1, for a pre-convention stag. By early Tuesday morn- 
ing the attendance had swelled to about two hundred. 

The first regular session of the convention opened 
Tuesday morning under the co-chairmanship of Dan 
Hansen, governor of the Sixth District, and Fred 
Tracht, president of the Illinois Booksellers & Station- 
ers Association. Following the invocation by Reverend 
Robert H. Clark, pastor of the Union Congregational 





Fred Tracht, Charlie Garvin and Dan Hansen Inspecting a Copy 
of Office Appliances During the Convention 


church, Peoria, Mr. Tracht gave the address of wel- 
come, which was responded to by G. O. Stevens for the 
Sixth District, Russell Carpenter for the newly formed 
“Wis-Ill” Club and Fred Schaefer, who reviewed briefly 


the history of travelers’ clubs in the United States. 


Governor Dan Hansen presented his annual report 
and then introduced T. D. Luccock, general manager 
of P. F. Volland Company who spoke interestingly 
upon the subject “Merchandising Greeting Cards for 
the Stationer.” Mr. Luccock referred to the fact that 
500,000,000 greeting cards were purchased in 1934 rep- 
resenting a monetary investment of $25,000,000 on the 
part of the buying public. Because greeting cards av- 
erage a turn-over of twelve times a year, the invest- 
ment required for a representative stock is relatively 
low. With the proper type of sales promotion and in- 
ventory control a greeting card department can 


become a profitable division of a stationery business. 


Charles P. Garvin, general manager of the National 
Stationers Association, spoke briefly but convincingly 
upon the subject of association work and what is actu- 
ally being accomplished through cooperative activity. 

On Tuesday afternoon Harry Morgan, president of 
the National Stationers Association, brought greetings 
from the national body and spoke of its activities in 
behalf of the local stationer. He paid a tribute to the 
leadership of Mr. Garvin, pointing out that two years 
ago there were only fifteen local associations affiliated 
with the National Stationers Association and that 
today there are seventy-seven. 

The remainder of the afternoon was devoted to the 


presentation of the NSA Yardstick Plan by Mr. Garvin. 


The first order of business Wednesday morning was 





OFFICE APPLIANCES 


On tHE Opposite Pace, SNapsHots TAKEN AT THE COMBINED 

Meetines oF THE Sixtu District NaTionaL STATIONERS Asso 

CIATION AND THE ILtino1s Bookse tiers & Stationers Associa- 
TION AT Peoria: 

1. E. J. Mitchell, Levison & Blythe Manufacturing Company; 
M. T. Weingaertner, Egyptian Stationery Company, Belleville, 
Ill.; Phil M. Shinn, The Heyer Company. 

2. Mr. and Mrs. Essick, Haines & Essick, Decatur, IIL. 

3. Bill Dalton, Noesting Pin Ticket Company; Homer 
Weber; H. H. Friedlander, Rand McNally Co. 

4. Ralph Maneval, A. W. Faber, Inc., and C. Wold, Eugene 
Dietzgen Company. 

5. Ed. T. Battey and George Lazier of Boorum & Pease Com- 
pany. 

6. R. F. Frederickson, Autopoint Company; J. Glenn McFar- 
land, Coe Brothers, Springfield, Il. 

7. Karl Castle, Weis Manufacturing Company; Matt Dillon, 
Associated Stationers Supply Company. 

8. George and Leo Stein, Stein Bros. Mfg. Co. 

9. Mrs. G. O. Stevens; Mr. Stevens; Stevens Maloney & Com- 
pany. 

10. Art. Frey, The Globe-Wernicke Co., and Mrs. Frey. 

11. Mesdames Brown, Lilja, Fenne, MceGlendon, Hedges, Car- 
penter and Espenscheid. 

12. W. M. Small, Johnson Chair Company; S. W. Beck, 
S. W. Beck Co., Elgin, Il. 

13. D. C. Van Buren, A. H. Albright, S. W. Beck Company, 
Elgin, IL. 

14. Mrs. Clyde Purcell, Purcell’s Book Store; Mr. and Mrs. 
J. R. Hatfield, A. L. Burt Company, and Mr. and Mrs. E. A. 
Nichols, University Bookstore, Champaign. 

15. J. N. Marley and C. H. Waterman, L. E. Waterman Com- 
pany. 

1 16. Charlie Ramsey, Ever Ready Manufacturing Company; 
Bill Cox, Carter’s Ink Company. 

17. I. R. Cornish, Yawman and Erbe Manufacturing Com- 
pany; A. A. Bullock, Gunn Furniture Company and Lyon 
Metal Products, Inc.; A. C. Atkins, Lyon Metal Products, Inc.; 
W. W. Styer, Dennison Manufacturing Company, and R. H. 
Lewis, Dennison Manufacturing Company. 

18. J. B. Holmes, Frank Mashek Company; Fred J. Robb, 
William Schuster, National Blank Book Company; Thomas 
Valleau, George E. Fox & Company. 

19. Ollie Hamilton, P. F. McLaughlin, John Kreuger, all of 
F. S. Webster Company. 

20. George Stapleton, Corry-Jamestown Manufacturing Com- 
pany; Bill Boyd, Acco Products, Inc. 

21. Peyton Barkley, C. L. Barkley Company; R. E. Hodge, 
Gary Office Equipment Company, Gary; George Cormack, Wil- 
son-Jones Company. 

22. Homer Jacquin, Jacquin & Company, Peoria, Ill; G. N. 
Davidson, Davidson-Pearsall Company, Aurora. 

23. Mrs. Jack Gram, Mr. Gram, J. L. Hanson Company. 

24. W. E. Smith, Hy Linden, Ace Fastener Company. 

25. Fred C. Schaefer, Sanford Manufacturing Company and 
Matt Dillon, Associated Stationers Supply Company. 

26. D. R. Pinney, Bankers Box Company and E. F. Perry, 
Trussell Manufacturing Company. 


‘ 
the passing of a resolution to the effect that the mem- 
bers of the Sixth Regional District of the National 
Stationers Association and the Illinois Booksellers and 
Stationers Association in joint session, approved the 
California Fair Trade Act. 

On the subject of “Selling for Profit,” Harry Horder 
of Horder’s, Inc., Chicago, offered some interesting 
comments, prefaced by a suggestion that dealers take 
an active interest in politics because of the bearing 
that political activity has upon whether or not it is 
possible to sell at a profit. Mr. Horder’s remarks are 
given in more detail elsewhere in this issue. 

“Chain Store Competition and How to Meet It,” was 
ably discussed by Arthur J. Walker, past president of 
the National Stationers Association and president of 
Farnham Stationery & School Supply Company, Min- 
neapolis, Minn. The full text of Mr. Walker’s address 
is given elsewhere in this issue. 

In his usual informal manner, W. C. Jacquin of 
Peoria spoke on “The Stationers and Booksellers School 
Problems.” He pointed out that schools use almost 
every item sold by stationery stores, representing in 
the aggregate a tremendous volume. The stationers’ 
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role in the picture is difficult because school purchas- 
ing agents urge manufacturers to sell direct rather 
than through stationers. As a means of combating the 
trend, Mr. Jacquin suggested enlisting the aid of 
Chambers of Commerce and other organizations inter- 
ested in the welfare of the business man. 

A capital address upon the subject “What the Steel 
Furniture Industry Is Doing for the Stationer,” by 
E. A. Keeling, sales manager, Art Metal Construction 
Company, started proceedings Wednesday afternoon. 
Mr. Keeling outlined conditions that were extant in 
the trade before the codes came into existence and 
then pointed out what had been accomplished since. 
He said that industry products had been standardized, 
dumping discontinued, and national accounts wiped 
out. It is his opinion that the code has solved more 
problems than it has created. 

Something that dealers should remember, he re- 
marked, is that metal furniture is never bought; it is 
always sold. Dealers seem inclined to complain to 
manufacturers about competition rather than meeting 
that competition by efficient and aggressive sales 
methods. 

Mr. Keeling concluded his address with a tribute to 
Mr. Garvin for his work in Washington on codes affect- 
ing the office equipment industry and then exhorted 
dealers to do their part in the general scheme. 

E. A. Nichols was called upon to introduce Professor 
Ivan J. Wright of the University of Illinois, who spoke 
on “The Present Economic Position of the Small Busi- 
ness.” 

Following Professor Wright’s address, Mr. Garvin 
introduced Harry Todd of the Lincoln Paper Corpo- 
ration, Chicago, who, as a representative of the Paper 
Code Authority, presented an outline of “The Yellow 
Book,” which contains suggested resale prices on flat, 
cut and wrapped papers. Mr. Todd is compiler of “The 
Yellow Book,” which explains his ability to present it so 
authoritatively. 

The address was followed by a lively discussion that 
eventuated in a resolution expressing approval of “The 
Yellow Book” by both the Sixth District of the Na- 
tional Stationers Association and the Illinois Book- 
sellers & Stationers Association. 

The final order of business was the reports of com- 
mittees and the election of officers by both organiza- 
tions. Al Skibbe of Associated Stationers Supply Com- 
pany, as chairman of the nominating committee for 
the Sixth District, presented the name of Leo Blied 
of Blied’s, Inc., Madison, Wis., for governor and Harry 
Chumly of Woodworth’s Bookstore, Chicago, as retail 
director. Both gentlemen were unanimously elected. 

The resolutions committee of the Illinois Booksell- 
ers & Stationers Association presented several resolu- 
tions which were adopted unanimously. The resolu- 
tions expressed disapproval of an increase in the 
Illinois Retailer’s Occupational Tax, recommended a 
continuation of the book code, and extended thanks 
to all taking part in arranging the Peoria convention. 

Will Johnston, chairman of the nominating commit- 
tee for the Illinois group, presented the following 
Slate, which was unanimously elected: E. A. Nichols, 
University Bookstore, Champaign, IIl., president; J. 
Glenn McFarland, Coe Brothers, Springfield, IIl., first 
vice-president; M. T. Weingaertner, Gibson Station- 
ery Company, Belleville, Ill., second vice-president; A. 
J. Markelz, The Bookshop, Joliet, Ill., secretary-treas- 
urer; and W. L. Schuster, National Blank Book Com- 
pany, Chicago, Harry Horder, Horder’s, Inc., Chicago, 
and Fred Tracht, University of Chicago Bookstore, Chi- 
cago, executive committee. 


Under the toastmastership of William E. (Bill) 
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On tHe Opposite Pace, More SNarpsHots FROM THE COMBINED 
Meetincs at Peoria: 

1. Harry Balch, Quality Park Envelope Co.; Norman Pearce, 
Eberhard Faber Pencil Co.; Walter DeGroft, Sanford Mfg. Co. 

2. A. L. Reinstein, Aetna Stationers, Inc.. Chicago; E. R. 
Hooper, Stuart Hooper Company, Chicago. 

3. V. D. Parker, V. D. Parker Company, Madison, Wisc.; Leo 
Blied, Blied, Inc., Madison, Wise. 

4. Joseph Rowley, Chicago Paper Company and Mrs. Rowley. 

5. Russ Carpenter, Sanford Manufacturing Company and Dan 
Hansen, Carlson Bros., Moline. 

6. R. J. Vojta, Frank Mashek Company; A. 
Eberhard Faber Pencil Company. 

7. David M. Smith, A. J. Markelz, The Book Shop, Joliet. 

8. Harry Short, Columbian Art Works Company; Harry 
Murdoch, Wilson-Jones Company. 

9. Harry Chumley, Woodworth’s Book Store, Chicago; John 
W. Ogren, executive secretary, Chicago Stationers Club. 

10. H. E. Waldron, vice-president, W. A. Sheaffer Pen Com- 
pany; W. A. Morrison, Minnesota Mining & Manufacturing 
Company. 

ll. G. V. Follett, Wileox & Follett; Mrs. Clyde Purcell, Lin- 
coln, Ill.; Mrs. Follett and Fred Greenwood. 

12. Osear Modene, Marshall-Jackson Company; John Rush- 
more, Reyburn Manufacturing Company. 

13. H. G. Horder, Horder’s, Chicago; A. J. Walker, Farnham 
Stationery & School Supply Company, Minneapolis. 

14. Mesdames H. S. Jacquin, Fred Coleman, Miles Fuller 
and A. Espenscheid. 

15. Bill Schuster, Mrs. 
Schuster. 

16. A. L. Dunsworth, Dunsworth Book Store, Macomb, IIL., 
and C. H. Weber, Weber Book Store, Galesburg, III. 

17. Elmer Krumwiede, G. J. Aigner Company; Dick Ging- 
land, Esterbrook Steel Pen Manufacturing Company; W. D. 
Hanna, Western News Company, and Charles Underwood, Ful- 
ton Specialty Company. 

18. A. Espenscheid at the box office of the Rialto theater, 
looking across the street to the store he has occupied for 25 
years; John Pydlek, Blaisdell Pencil Company; H. H. Kroll, 
Crown Office Supply Company, Chicago; J. G. Irving, Lefebure 
Ledger Company. 

19. J. G. Burgess, Zion Office Supplies, Zion City, IL; C. B. 
Horr, Victor Safe & Equipment Company; W. M. Small, John- 
son Chair Company. 

20. Ed. A. Keeling, sales manager, and B. L. Henderson, both 
of Art Metal Construction Company. 

21. Homer and Wentworth Jacquin, Jacquin & Company, 
Peoria. 

22. Nick Jacquin, Jacquin & Company, Peoria; Frank R. 
Simmons, Springfield, Illinois. 

23. Harry Fellowes and D. R. 
pany. 

24. Fred Coggin, Sun Rubber Company; 
ciated Stationers Supply Company. 

25. Mrs. Fred Fenne and Mr. Fenne, Neva-Clog Products, 
Ine. 

26. Fred Schaefer, Sanford Manufacturing Company; Bob 
Edgren, Corry-Jamestown Manufacturing Company. 


C. Van Horne, 


Blank Book 


National Company, 


Pinney, Bankers Box Com- 


Al Skibbe, Asso- 


Smith, the annual banquet held Wednesday evening 
was an interesting affair. A particularly appreciated 
feature of the program was the rendition of several 
songs by the A Capella Choir of the Peoria High School, 
directed by Miss Katherine Jackson. 

The officers and guests present responded briefly to 
introductions made in the best “Bill Smith” manner. 
They were followed by an address entitled “Business, 
Whither Bound,” by Allan T. Gordon, director, Legisla- 
tive Bureau, Illinois Manufacturers Association. 

The ladies were entertained on Tuesday at a bridge- 
luncheon and on Wednesday they visited the Hiram 
Walker distillery. 

Special favors and courtesies were extended to the 
convention by the following: 

Entertainment for the cabaret dinner Tuesday night, 
Gibson Art Company; orchestra for the dance, Hall 
Brothers, Inc.; banquet program covers, Rust Craft 
Publishers, Inc.; registration tickets, P. F. Volland Com- 
pany; convention badges, Peoria Association of Com- 
merce, and material for decorating the display rooms, 
Dennison Manufacturing Company. 

At the banquet, each one present was given a double- 
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end Autopoint pencil. On each chair was a Rand Mc- 
Nally road map book. Each banqueter also received a 
bottle of F. S. Webster Star typewriter oil. 

All day Wednesday, Fred Coggin was busily engaged 
in giving away toy automobiles made by the Sun Rub- 
ber Company. 

Exhibits at the Convention 


Before and after convention sessions, those in at- 
tendance visited the displays of manufacturers set up 
in the LaSalle Room, the lounge and the foyer to the 
ballroom at the hotel. Brief descriptions of the ex- 


hibits follow: 


ACCO PRODUCTS, INC., displayed the Acco line of fasteners, fold- 
ers, covers, clips, punches, etc. eatured was a new black press board 
ane carrying gold imprinting. W. J. Boyd, Chicago manager, was in 
charge. 

ACE FASTENER CORPORATION, showed various models of the 
Ace, Pilot and Cadet stapling machines and tackers as well as staples 
and the Ace staple remover. W. E. (Bill) Smith and Hy Linden were 
in attendance. 

G. J. AIGNER COMPANY featured the Aico-Grip tubular edge in- 
sertable tabbing. Also shown were desk pads, work classifiers, etc. 
Elmer Krumwiede, sales manager, was in charge. 

: ASSOCIATED STATIONERS SUPPLY COMPANY exhibited the 
*Keebord” line of typewriter papers made by Whiting-Plover Paper Com- 
pany and the Scripto line of pencils made by the Scripto Manufacturing 


Company. Matt Dillon was in charge. 

AUTOMATIC PENCIL SHARPENER COMPANY showed its reg- 
ular line of Chicago, Giant and Premier sharpeners. In charge was 
John J. Ramma 


AUTOPCINT COMPANY showed the complete lines of Autopoint 
Also shown were desk memo pads, 


and Realite mechanical pencils. 
R. F. Fredrickson 


leads for mechanical pencils and lead dispensers. 
was in charge. 

_ BANKERS BOX COMPANY featured Liberty collapsible storage 
frles, string binders and Liberty self-locking permanent binders. In- 
cluded in the display were several mounted photographs of typical in- 
stallations of Liberty storage boxes. D. R. Pinney, director of sales, 
was in one. 

Cc. L. BARKLEY & COMPANY showed the complete line of Green- 
edge storage boxes, featuring miniature demonstration boxes. Also 
shown were the Barkley lines of folders and brief covers, etc. P. H. 
see was in our 

BOORUM & PEASE COMPANY exhibited the new B & P Zipper 
line, No-Tear sheets, new flexible hinge price book covers and Bing 
visible speed binders. Conspicuously displayed was a copy of the “Fair 
Merchandising Practices” adopted recently by the company. E. T. 
Battey, Chicago branch manager, was in charge. 

BUSINESS EQUIPMENT COMPANY of Peoria had an interesting 
display of Art etal Construction Company equipment, featuring the 
ee desk as well as other desks and cabinets. E. A. Keeling, 
sales manager of the Art Metal Construction Company and B. L. Hender- 
son, also from the factory, were in attendance. 

CARTER’S INK COMPANY showed the Carter line of show card 
colors, mucilage, inks, carbon paper, inked ribbons, stamp pads, type- 
writer oil, etc. Featured was the Carter's Ideal typewriter ribbon, pack- 
aged in a box usable as a powder box after the ribbon has been taken 
out. W. C. Cox was in charge. 

COLUMBIAN ART WORKS, INC., showed the Success line of 
desk calendars and wall calendars, 3-in-1 and 4-in-1 Executive calendars 
and the new line of Success receipts. The latter are loose leaf, bound 
in a metal which is removable from the cover. The stubs have a cover 
of strong paper folding over for a permanent file. Harry Short, vice- 
president was in charge. 

COOKE & COBB COMPANY exhibited work classifiers with expan- 
sion backs, the new Dubl-Frunt file pocket equipped with the Taeger 
removable card tab and the regular line of C & C expanding file pockets, 
etc. W. Irving Mackey, middle western representative, was in charge. 

EVER READY MANUFACTURING COMPANY had on desley 
the Ever Ready line of calendar pads in several models and sizes. C. H. 
—— was in ws 7 

A. . FABER, INC., displayed the complete Castell line of pencils, 
Polychromos encils, slide rules, etc. R. V. Maneval was in charge. 

tO. E. FOX & COMPANY featured a new chair cushion in which 
the hair filler is shot through with sponge rubber, a process said to 
invest the cushion with the good qualities of both hair filling and sponge 


rubber. Also shown were regular sponge rubber cushions, Masonite 
on pads, clip boards, chair mats, etc. R. Thomas Valleau was in 
charge 


J. L. HANSON COMPANY exhibited the Ideal scrap book line as 
— as autograph books, photograph albums, etc. J. S. Gram was in 
charge. 

HEDGES MANUFACTURING COMPANY displayed the Add-A- 
Unit line of transfer files and other items. H. E. Hedges was in charge. 

THE HEYER CORPORATION featured the new ttergraph Model 
34B and the Model 44, both closed cylinder, self-inking stencil duplicating 
machines. The display also included stencils, tracing equipment and 
other TTY S. E. Gregory was in charge. 

Cc. H ARD HUNT PEN COMPANY had on display Hunt Silver- 
ine pens, Speedball linoleum cutters, Speedball lettering outfits, etc. 
Because illness kept A. E. Eadon away from the convention, the display 
was set up by members of the convention committee. 

_ LEFEBURE CORPORATION displayed the X-Ray line of account- 
ing equipment, including the Prestolock loose leaf county record binder, 
a posting tray with offset features, the Adjusto tray binder, the Servibus 
and others. J Irving, manager of the wholesale division, was in 


charge. 

LEVISON & BLYTHE MANUFACTURING COMPANY had an 
extensive exhibit of inks, adhesives, typewriter oil, Hektograph dupli- 
cators, etc. E. J. Mitchell was in charge. 

FRANK MASHEK & COMPANY bowed the Mashek line of brief 
cases, ripper envelopes, wallets, etc. R. J. Vojta was in charge. 

_ A. C. McCLURG & COMPANY exhibited miscellaneous stationery 
items such as note books, ash trays, fans, boxed stationery, etc. D. H. 
Sparks was in charge. 

NATIONAL BLANK BOOK COMPANY featured the Tumbler line 
of note books, analysis pads, etc., as well as ring books, school note 
books, and other items. The display was in charge of W. L. Schuster, 
Chicago branch manager. 
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THE PARKER PEN COMPANY exhibit featured Quink, and Vacuu- 
matic fountain pens. C. W. Carlmark was in charge. 

RAND McNALLY & COMPANY had on display books for children 
and featured a new globe in which the oceans are represented in silver 
instead of the conventional blue. : 

RELIANCE PENCIL COMPANY showed the complete line, featur- 
ing Templar and regular indelible and colored indelible pencils. James 
D. Dryden, representative in the central and southern states, was in 


charge. 

REPLOGLE GLOBES, INC., displayed a full line of globes in all 
sizes, table and floor models, ranging in price from $1.00 to $35.00. 
On exhibit were maps printed in the form of cartwheels for forming 
into globes. On the larger globes 300 short wave radio stations with 
call numbers are indicated. . M. Hagel was in charge. 

REYBURN MANUFACTURING COMPANY exhibited its regular 
line of tags, tapes, gummed labels, stars, index tabs, crepe paper and 
kindred items. John B. Rushmore was in charge. 

ROCKWELL-BARNES COMPANY featured Ring Bound note books, 
Dictator typewriter paper, Expedite file folders, Bonwove Mimeograph 
papers, second sheets, school papers, adding machine rolls, clip boards 
and section-sewed blank books. . D. Levinsohn, manager of the school 
paper division, was in charge. . 

SANFORD MANUFACTURING COMPANY exhibited its lines of 
inks, adhesives, show card colors, etc. Russell C. Carpenter was in 
charge. 

W. A. SHEAFFER PEN COMPANY had an exhibit of particular 
attraction because it included a factory display of grinding and polishing 
Sheaffer Lifetime Feathertouch pen points. Included in the exhibit 
were Skrip, Skrip-Grip, Vacuum pencils and leads and a mounted display 
showing the progressive steps in the manufacture of the Sheaffer Balance 
pen. The new Servisette dealer's repair kit and Skrip bottles with filling 
well were also shown. J. P. Blaul was in charge. H. E. Waldron, 
vice-president of the company, was also in attendance. 

THE SOUTHWORTH COMPANY showed photographic views of 
various factory processes in paper making as well as samples of South- 
worth boxed typewriter papers. ee Walsh was in soeene. 

STEIN BROTHERS MANUFACTURING COMPANY, INC., pre- 
sented a complete display of Stebco leather goods, including zipper 
envelopes and cases, zipper ring books, brief cases, catalogue covers, etc. 
In conformity with the display method recommended by the manufacturer 
to dealers, ail of the cases shown were filled as they would be in actual 
use. Leo Stein, president of the company, was in charge. 

SUN RUBBER COMPANY displayed a complete array of sponge 
rubber chair pads and stool tops, rubber mats, desk pads, desk leg 
guards, moisteners, sponge cups, clip trays, finger pads, twirler rings, 
ink well bases, phone-receiver ear cushions, furniture shoes, etc. Fred 
W. Coggin was in charge. 

TRUSSELL MANUFACTURING COMPANY exhibited the Press-to 
line of ring books and ledgers, Wire-O notebooks, Featherweight ring 
memos, My Finances and My Budget. A new Featherweight item shown 
was a wallet equipped with memo sheets. Forty-eight different zipper 
books were displayed. E. F. Perry was in charge. 

WAHL COMPANY featured Eversharp mechanical pencils and foun- 
tain pens. H. C. Illium was in charge. 

F. S. WEBSTER COMPANY featured its ingredients origins display 
which consists of a series of glass jars, each containing an element that 
is required in the production of ribbons and carbons. To each jar was 
attached a tape, the other end of which was affixed to a certain spot on 
a large map of the world from which the particular element was obtained. 
Samples of the various brands of Webster ribbons and carbons were 
grouped on either side of the ingredients display. Oscar E. Hug, John 
Cc. Krueger and O. C. Hamilton were in attendance. 

WEIS MANUFACTURING COMPANY presented its line of card 
index outfits, Wizard storage cases, index guides and cards, box files, 
letter trays, scrap books, etc. Karl Castle was in charge. 

WHITE & WYCKOFF MANUFACTURING COMPANY featured 
the Mult-E-Loop wire bound notebook, tablets, legal pads, composition 
books and other school supplies, initial cutout writing paper recom- 
mended by Emily Post, and Christmas greeting cards. . J. Smith was 
in charge. 

WILSON-JONES COMPANY showed representative items from its 
lines, such as post binders, ge | binders, ruled pads, memo books, 

unches, desk pads, Leatherlife fibre paper expanding envelopes, etc. 

eatured was the W-J summary board. eorge Hansen was in charge. 

Other exhibitors included the following: American Crayon Company; 
Binney & Smith Company; Bromfield Publishers; A. L. Burt Company; 
Chicago Paper Company; Eaton Paper Company; Grosset & Dunlap; 
Hall Brothers; Longmans, Green & Company; Oxford University Press; 
United States Playing Card Company; P. F. Volland Company; Western 
News Company, and Albert Whitman Company. 


ae ‘ 
CHICAGO OFFICE APPLIANCE MANAGERS 
EXCHANGE VIEWS 


The April meeting of the Office Appliance Managers 
Association of Chicago, which was held on the twelfth 
at the Medinah Athletic Club, developed into a round 
table discussion of problems in office appliance selling 
and management. The first subject discussed, and one 
in which many participated, had to do with methods of 
directing the salesman’s canvass. Another was the im- 
portance of training salesmen to develop new pros- 
pects, or, as it was put, to make more first calls. The 
use of direct mail on hand picked lists of live prospects 
in contrast to general mailing was advanced as a very 
definite means of helping the salesman to get the 
order. Examples of cooperation between sales and 
service departments were cited, which resulted in sales 
initiated by service contacts. 

Because of the interest generated, the discussions 
continued until late in the evening. J. B. Ward, Ad- 
dressograph sales agent, arranged the plan for the 
meeting and presided. 
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Norman Pearce 


Russell Carpenter 


PERMANENT ORGANIZATION OF WIS-ILL CLUB 
APPROVED 


At a luncheon meeting held Tuesday noon, April 2, 
in the Pere Marquette Hotel, Peoria, Ill., the constitu- 
tion of the Wis-IIl Club was adopted by eighty or more 
travelers. The meeting was held during the joint con- 
vention of the Sixth District of the National Stationers 
Association and the Illinois Booksellers & Stationers 
Association, to the success of which the members of 
the Wis-IIl Club contributed in no small degree. 

Following the adoption of the constitution, the en- 
tire slate of officers who were elected temporarily at 
the time the club was organized in February was 
elected to serve as permanent officers during the en- 
suing year. The constitution of the club states that 
the Wis-IIl club year shall coincide with the Sixth Dis- 
trict year. 

The officers elected are as follows: Russell Carpenter, 
Sanford Manufacturing Company, president; Harry 


Balch, Quality Park Envelope Company, first vice- 
Eberhard Faber Pencil 


president; Norman Pearce, 
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H. A. Prescott 


W. L. Schuster 
(Both Photos by Moffett) 


Company, second vice-president; Elmer Krumwiede, 
manufacturers’ representative, third vice-president; 
Harry Prescott, Associated Stationers Supply Company, 
secretary, and William L. Schuster, National Blank 
Book Company, treasurer. The directors are Karl 
Castle, Weis Manufacturing Company, chairman of the 
board; Al Skibbe, Associated Stationers Supply Com- 
pany; George Cormack, Wilson-Jones Company, and 
Bill Cox, The Carter’s Ink Company. 

A talented member of the Wis-IIl Club wrote a song 
which he dedicated to the club and then, with becom- 
ing modesty, kept his identity secret. The song, sung 
to the tune of “I Believe in Miracles,” appears at the 
top of the next column. 











Elmer Krumwiede 


Harry Balch 
(All Photos by Moffett) 


THE WIS-ILLER’S SONG 


I believe in whist-ling, every Friday noon. 

The Wis-Ill Club’s a friendly band that pats your back 
and shakes your hand, and helps you thru. 

Smiles can weave a miracle, right before your eyes. 

The days we meet I seem to see the sun come smiling 
down at me from out the skies. 

Some magical power brings us together like this in one 
cheerful hour. 

Strangers are neighbors and working together. 

I believe in whistling, honestly I do, 

For what can beat good fellowship? 

Now don’t be dumb, but take a tip and— 

Be a WHISTLER, too. 


—__$<—<g—______ 


CALIFORNIA STATIONERS MEET 


A meeting of the Stationers Associations of Northern 
and Southern California was held at Los Angeles, 
March 21, where the subject of unfair price competition 
on trademarked, branded or named commodities was 
given serious consideration by the stationers of both 
sections. These associations represent some two hun- 
dred individual California stationers. All of those pres- 
ent were convinced that prevention of unfair price 
competition can only be secured under the California 
Fair Trade Act. Other plans have been found to be 
makeshift and frequently invalid. The California act 
is a definite and expressed means of protecting the 
good will accruing to trade-marks, brands and names. 
Those present at the meeting voted unanimously in 
urging California stationers to continue their efforts 
to interest manufacturers in distributing in California 
under the act and to lend aggressive sales support to 
products protected against unfair competition. No 
stationer desires a manufacturer to pursue a course 
contrary to law, and it was urged that the provisions 
of the Fair Trade Act be generally employed as present- 
ing the only solution to a very vital problem. 


SS 


CLEVELAND TYPEWRITER MEN MEET 


The annual meeting and election of officers of the 
Cleveland Typewriter and Adding Machine Dealers As- 
sociation was held at the Hotel Allerton with a large 
attendance. The new officers are: Irving Dawson, 
president; Louis Pierce, vice-president; Harry Katz, 
treasurer; A. W. Schlecht, secretary. 

A complimentary dinner was served preceding the 
business session. A high spot of the evening was the 
presentation of a handsome traveling bag to John 
Kenny, retiring president. The association is planning 
a series of educational talks along merchandising and 
other kindred subjects this season. 

New directors are Tom Conn and Sidney Glueck. 

AED 








606 


EIGHTH DISTRICT HOLDS ENTHUSIASTIC 
MEETING 

Stationers from Missouri, Oklahoma, Kansas and 
Nebraska gathered at the Muehlebach Hotel, Kansas 
City, for their annual regional meeting April 5 and 6. 
Ninety-seven stationers were present, which is a record 
for the district. The members of the Mid-West Trav- 
elers Club also were out in force. 

The principal feature of the meeting was the pres- 
entation of the National Stationers Association plan 
to promote further cooperation between manufacturers 
and dealers. It was referred to as the Yard Stick Plan. 
Probably half the time of the convention was given to 
the presentation and to discussion, which was followed 
by a resolution endorsing it which was adopted. 

Present at the gathering were Harry Morgan of Los 
Angeles, president of the National Stationers Asso- 
ciation, and Charles P. Garvin, general manager. 
Charles M. Meyer of Burnap-Meyer, Inc., Kansas City, 
governor of the eighth district, presided as though 
nothing out of the ordinary had occurred, although he 
was recuperating from an illness. 

After the address of welcome and remarks by the 
representative of the Chamber of Commerce, who is 
to cooperate in arrangements for the national conven- 
tion to be held in Kansas City in October, Mr. Meyer 
introduced Mr. Morgan, who expressed his gratification 
at the large attendance. He related some activities 
of the national association and remarked that he 
never had seen a time when dealers were so united as 
today nor manufacturers so willing to cooperate. He 
told of the large increase in the number of local and 
state associations in the industry. He outlined some 
of the provisions of the California fair trade act which 
provides for contractual relations between dealer and 
manufacturer as a help in price stability. He spoke 
highly of the accomplishments of Mr. Garvin in carry- 
ing on the work of his office. 

Herman Cast, Western Litho & Office Supply Com- 
pany, a member of the National Code Authority for the 
industry, was introduced by Mr. Meyer and gave a his- 
tory of the association work in the district. He ex- 
pressed his own appreciation of Harry Morgan and 
the time and effort he had given to the stationery 
field, of Mr. Meyer for the energy he had put into his 
office as governor, of Phil Anderson, president of the 
Kansas Book Dealers Association, for bringing such a 
large delegation, and of Mr. Garvin for what he had 
done for the stationers. 

Mr. Garvin expressed his compliments to the eighth 
district for their enthusiasm and cooperation. He told 
something of improved conditions in the industry and 
the assurance that business is being adjusted to pres- 
ent conditions. Many of the changes which we have 
encountered, he remarked, are permanent changes. 

Mr. Garvin occupied nearly all the afternoon session 
in explaining the Yard Stick Plan. It is remarkable 
that throughout the long session the interest remained 
at high pitch. 

One of the speakers the second day was Ed Little of 
Wabash Cabinet Company. He spoke on conditions 
under the filing supply code. He recommended that 
the stationers study the code to see what they can get 
out of it for themselves, and recommended that they 
support, so far as possible, those manufacturers who 
cooperate with the retailers. By cooperation, he stated, 
dealer and manufacturer both prosper. 

Guy Brisendine of the Schooley Stationery Company 
spoke on employee compensation. The plan he out- 
lined is the one followed by his company. It is a profit 
sharing plan which was devised, he stated, not to hold 
their men but because of the company’s interest in 
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On THE Opposite Pace, Some Pictures TAKEN at THE MUEHL- 
pac Horer, Kansas City, at tHe Time or tHe Ercutn Dts- 
Trict MeeTine: 

1. Dick Gage, Art Metal Construction Company; Ernest 
Hazel, Jr.. Lockwood Hazel Company, Atchison, Kans.; L. R. 
Mark, A. B. Dick Company. 

2. Ted Caswell and O. E. Hug, F. S. Webster Company. 

3. Charles E. Miller, Wallace Pencil Company; William 
Schmiederer, Buxton & Skinner Printing & Stationery Com- 
pany, St. Louis; Alex J. Bartens, Shallcross Printing & Sta- 
tionery Company, St. Louis. 

4. Guy McKenzie, Corey McKenzie Company, Omaha; R. D. 
Latsch, Latsch Bros., Lincoln, Nebr. 

5. Phil M. Anderson, Newton, Kans.; Frank Severance, The 
Pitt Corporation; George H. Geiger, George H. Geiger & Com- 
pany, Leavenworth, Kans. 

6. John Ford, Jr.. Peterson Litho & Printing Company, 
Omaha; Henry E. Gaden, Gaden Office Equipment Company, 
Omaha. 

7. Maurie Mann, Automatic Pencil Sharpener Company; 
Helen Funck, Shepard Stationery Company, Kansas City, Mo.; 
E. J. Mitchell, Levison & Blythe Manufacturing Company. 

8. Frank Palmer, Berkshire Typewriter Papers; John W. 
Rasmussen, Omaha Printing Company, Omaha. 

9. Officers of the Mid-West Travelers Club settling affairs of 
the Eighth District meeting. R. C. Moore, secretary-treasurer, 
about to sign a check, with Bill Braden, newly elected presi- 
dent, and Martha Hanson, secretary to Mr. Moore, lending 
mental and moral assistance. 

10. W. A. Pickarts, Tanners Office Supply Company, Wichita, 
Kans.; Barney Barley. 

ll. C. L. Mitchell, Crane & Company, Topeka; Jack Crow, 
Hall Stationery Company, Topeka. 

12. George Hausam, Hutchinson Office Supply Company, 
Hutchinson, Kans.; Ernest Hazel, Sr.. Lockwood Hazel Com- 
pany, Atchison, Kans.; H. H. Cast, Western Lithographing 
Company, Wichita; J. L. Wren, Western Bank & Office Supply 
Company, Oklahoma City. 

13. E. H. Seott, Goldsmith’s, Wichita, Kans.; Leonard Wilcox 
and H. S. Hanna, Roberts Printing & Stationery Company, 
Hutchinson, Kans.; Matt Dillon, Associated Stationers Supply 
Company. 

14. John A. Uden, Burnap-Meyer, Inc., Kansas City; N. L. 
Pearce, Eberhard Faber Pencil Company. 

15. F. K. Adams, F. G. Adams Company, St. Louis; C. C. 
Wall, Boorum & Pease Company. 

16. New officers Mid-West Travelers Club: Fred Schaefer, 
first vice-president; Bill Braden, president; R. C. Moore, sec- 
retary-treasurer; Tom Hanson, second vice-president. 

17. E. T. MacIntyre, Defiance Sales Corporation; Lou Win- 
gert, Defiance Sales Corporation, and General Pencil Company. 

18. Fred Schaefer and Gordon Steinmetz, Sanford Manufac- 
turing Company. 

19. C. N. Perry, David S. Veitch, Security Stationery Com- 
pany, Kansas City. 

20. Pete Jamerson, Gallup Map & Supply Company, Kansas 
City; Jim McKibben, Security Stationery Company. 

21. James Constantine, Palace Office Supply Company, Tulsa, 
Okla.; Karl Kiesel, The Carter’s Ink Company; Ray G. Castle- 
berry, Palace Office Supply Companys 

22. Harry Morgan, Stationers Corporation, Los Angeles, presi- 
dent, National Stationers Association; Harry Tehan, Charles M. 
Higgins & Company. 

23. Pete McLaughlin, John H. Ellis, Ted Caswell, all F. S. 
Webster Company. 

24. E. A. and J. M. Keeling, Art Metal Construction Com- 
pany. 

25. C. B. Irving, Wilson-Jones Company; William Pitt, The 
Pitt Corporation; Harry Murdoch, Wilson-Jones Company. 

26. Jack Grey, The Pitt Corporation; Ed. Little, Wabash 
Cabinet Company. (Both started with Y and E about 1901.) 

27. R. B. Hall, Hall Brothers, Kansas City; Rudy Johnson, 
Omaha Stationery Company, Omaha; C. Eberhardt, Mann- 
schreck’s Book Store, St. Joseph, Mo. 

28. T. L. Pinkney, J. S. Staedtler, Inc.; C. H. Waterman, 
New York; E. P. Sparks, San Francisco, both with L. E. Water- 
man Company. 


them. Salesmen are given full credit for business 
from their customers or prospects whether it is actually 
solicited or comes in by phone. 

E. A. Keeling, sales manager, Art Metal Construction 
Company, spoke next on the subject, “What the Steel 
Furniture Industry Is Doing for the Stationer.” He 
prefaced his talk with his own personal approval of 
the Yard Stick Plan of the national association. He 
recommended that the dealers give particular atten- 
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tion to the lines of manufacturers who cooperate with 
the dealers and furnished them with merchandise 
which they can sell at satisfactory profit. He warned 
against a tendency to be too readily influenced by some 
article which might have nothing more to commend it 
than a price advantage. Other points he covered in- 
cluded the necessity for thorough training of salesmen 
and the knack of getting in. 

P. G. McGrew, field secretary of the United Typoth- 
etae, conveyed the good wishes of his organization, ex- 
plaining that it had been cooperating with the Na- 
tional Stationers Association many years. Many com- 
mercial stationers are members of both groups. Re- 
ferring to the industry’s code, he remarked that it rep- 
resented a continuity of progressive effort. One of the 
greatest benefits from it, he said, is that men are co- 
operating now who did not work together before. 

The Mid-West Travelers Club helped in various ways, 
starting with the registration. They entertained the 
visitors at luncheon. An account of their activities 
appears elsewhere. 

Frank Downs, of Downs-Randolph Company, was 
the choice of the district for governor, to be installed 
at the national convention. Next year the regional 
meeting is to be held in Kansas City again, thus giving 
that city the distinction of having the convention three 
times in a row. 

> 
CHICAGO TYPEWRITER DEALERS DINE 
AND DISCUSS TRADE 

Following the usual dinner at the Medinah Athletic 
Club, the regular monthly meeting of the Chicago 
Typewriter Dealers Association got under way at about 
eight o’clock on the evening of April 9. After routine 
preliminaries, the assembled group approached a seri- 
ous problem in a very serious manner. After consid- 
erable discussion and in spite of an eloquent plea by 
Mr. A. B. Froehlich, it was unanimously decided not to 
pay the said Mr. Froehlich the one dollar owed him 
as salary for his services as president of the Chicago 
Typewriter Dealers Association, and to strike from the 
constitution that clause which provides for according 
the presidents of the association the munificent salary 
of one dollar a year. The chagrin evidenced in the ex- 
pression of President Albright’s comely countenance 

because of the negative ruling was heartbreaking. 

Having skillfully solved the salaries problem, the 
association unanimously approved a motion to send a 
formal invitation to the Milwaukee Typewriter & 
Office Machine Dealers Association to attend the May 
meeting of the Chicago group. The invitation was 


sent by wire from the Chicago group in session to the 
Milwaukee men meeting at the same time in the Med- 
ford Hotel, Milwaukee. 

President Albright read a letter from C. Elmer An- 
derson, president of the National Typewriter & Office 
Machine Dealers Association in which reference was 
made to the staging of a national convention in Wash- 
ington, D. C., the latter part of August. From the en- 
suing discussion came a suggestion to contact other 
local associations for the purpose of working coopera- 
tively to insure a successful national convention. 

Following lively comments upon the matter of trac- 
ing stolen machines, the present price situation, and 
the question of the use of list prices instead of net 
prices in the catalogues of parts supply houses, the 
meeting adjourned. 

ee 
METREM CLUB CELEBRATES 
TWO ANNIVERSARIES 

The Metrem Club of the New York typewriter divi- 
sion of Remington Rand Inc., celebrated the twenty- 
second anniversary of managership of A. A. Fraser 
and the seventeenth of A. L. Ruiz’ appointment as as- 
sistant manager of the New York office. This celebra- 
tion took place at a dinner held in the South garden 
of the Fountain room, Hotel Astor. Charles S. Topping 
was chairman of the arrangements committee and was 
assisted by William Mallgraf ahd A. C. Barioni. James 
J. Lindsay, president of the Metrems, presided as 
toastmaster. All divisions of the company were repre- 
sented at the speakers’ table. Entertainment features 
included a duet by Mr. Mallgraf and Ed. Hassler, while 
Mr. Hassler and F. D. Adams assisted in other features 
of the entertainment. Gifts of automobile robes were 
presented to Messrs. Fraser and Ruiz by the club. 

= e- 
WIS-ILL CLUB MEETINGS WELL ATTENDED 


The Wis-Ill Club, born on Washington’s birthday, is 
maintaining its early interest. Luncheons are held 
every Friday noon at the Boston Oyster House, Chicago, 
and are attended by fifteen to forty men, mostly trav- 
elers and some stationers. A recent visitor at the club 
was Bob Slye of the Tribune Printing and Supply Com- 
pany, Great Falls, Montana. Two manufacturers, the 
Minnesota Mining and Manufacturing Company and 
Stein Brothers Manufacturing Company, distributed 
souvenirs at the noon meetings recently, the first 
named passing around samples of its transparent 
Scotch cellulose adhesive tape, the other a leather key 
container. 
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MEETING OF FIFTH REGIONAL DISTRICT 

The stationers of the Fifth Regional District of the 
National Stationers Association held a meeting on 
April 12 at the Deshler hotel in Columbus, Ohio. Fifty- 
four stationers were present. After the call to order 
and roll call of members, came the roll call of lieuten- 
ant governors, all of whom were present, viz: Messrs. 
Hampton, Boyer, Watts, Swan, Lintner, Fecho, Koehn 
and Lindhorst. All of the lieutenant governors were 
called upon to give reports on their respective terri- 
tories. 

A report by Regional Governor Roth showed the dis- 
trict organization to be about $514 in the black. 

The afternoon session was called at 1:30 P. M., and 
Charles Garvin, general manager of the National, gave 
a talk on the NSA Distribution Yardstick, after which 
he replied to many questions from the members. At 
the conclusion of the discussion, a motion was passed 
to the effect that the plan be placed in operation at 
once. 

Discounts on filing cabinet supplies were freely dis- 
cussed and opposition was registered against accepting 
discounts of less than forty per cent. 

The subject of sales by wholesalers and jobbers to 
users was taken up and thoroughly gone over. 

At the termination of the discussion, it was resolved 
that the National Stationers Association should assume 
an aggressive attitude and demand preferential dis- 
counts for concerns actually operating a stationery 
business and assuming the expense of creating a mar- 
ket and keeping it alive by continuous presentation to 
entire communities. The motion was adopted. 

A resolution was also passed to the effect that the 
district goes on record as discouraging the manufacture 
and distribution of inferior merchandise and that the 
legitimate stationer should stand committed to the sale 
of quality products only. 

A resolution was adopted noting the passage of the 
California Fair Trade Act and recommending its pass- 
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age by the states included in the fifth district, and ask- 
ing that the manufacturers support the proposition. 

It was resolved that if a factory has any direct agen- 
cies, the branches will not be allowed to sell close-out 
merchandise unless dealers have the right to secure the 
close-outs. It was then resolved that the foregoing 
resolution relating to merchandise described and billed 
as “close-outs” be accepted. 

The association also went on record as approving the 
plan of cut and wrapped paper as in the Yellow Book. 

A resolution was passed aimed at the concentration 
of government purchases in Columbus, Ohio, and in the 
capitals of other states, and that the district, repre- 
senting three hundred stores, views this tendency with 
alarm. A legislative committee was appointed to have 
charge of the problems concerning government activi- 
ties. The following committee was appointed for the 
state of Ohio: William R. Diehl, Otto Lintner and R. 
Reid Vance. For the state of Michigan: Harry Koehn 
and C. W. Leonard. For the state of Indiana: Harold 
Hampton and whomever he appoints. For the state of 
Kentucky: Norman Watts and whomever he appoints. 
For the state of West Virginia: Frank Swan and 
whomever he appoints. 

At the evening session, dinner was started at 6:30 
P. M. Following the meal, Mr. Garvin further ex- 
plained the NSA Yardstick and answered many ques- 
tions, after which the meeting adjourned. 


——_—-—=<>__ — 


N. E. T. CLUB MEETS 


The New England Travelers Club held a meeting 
March 29 at the University Club, Boston, where swim- 
ming, eating, story telling, billiards, bowling, etc., all 
had a part in the entertainment of the evening. 
The business meeting was short, but was marked by 
some sparkling oratory. At midnight Jim Hobart, the 
host, was still receiving congratulations upon one of 
the best parties in recent years.——NET Club News. 





Group ATTENDING A SALES CONFERENCE FOR SHAW-WALKER DEALERS AND BRANCHES IN THE NortHeast, Hep 1N 
New York Crry, Aprit 5 Anp 6. 


Meetings were held in the company offices in the 
Chrysler building, and also in the Commodore Hotel. 
Special attention was given to machine bookkeeping 
accessories, and indexing problems in financial institu- 


tions. Arthur S. Arnold, manager of the bank depart- 
ment at Muskegon, was in charge of this phase of the 


meetings. Dealers and Salesmen attending were: Ray- 
mond I, Cowles (Bradley & Scoville, Inc.), New Haven, 
Conn.; Sidney H. Challenger (Frank H. Fargo Com- 


pany), Bridgeport, Conn.; E. J. McArdle (Vickerman 


Stationery Store), White Plains, N. Y.; Paul D. Owen, 
Troy, N. Y.; Fred L. Grant, Al Preston, Mark B. 
Holmes, Robert G. Doane, and B. G. Boehlert (Utica 
Office Supply Company), Utica, N. Y.; F. H. Earthrowl, 
Springfield, Mass.; Earl W. Thomas, Binghamton, N. Y.; 
R. S. Hawthorne and E. R. Snelgrove (Atkins Printing 
Company), New Britain, Conn.; Fred L. Frost, Schenec- 
tady, N. Y.; Walter W. Wilks, Buffalo, N. Y.; E. B. 
Ward, W. F. Christenson, W. C. Horstfield, A. E. Harris, 
R. W. Yankey (Baker Printing Company), Newark, N. J. 
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SEVENTH DISTRICT CONVENES IN MINNEAPOLIS 
The seventh district of the National Stationers As- 
sociation, which comprises Minnesota, Iowa and the 
Dakotas, had its annual convention at the Nicollet ho- 
tel, Minneapolis, April 8 and 9, with Governor L. W. 
Hamm presiding. The northwest is noted for the 
friendly cooperation evident in all its gatherings. 

In this district, as elsewhere, the principal part of 
the program was the presentation of the Yard Stick 
Plan of the national association which has been re- 
ferred to in accounts of other meetings held earlier. 
Stationers and travelers gave close attention through- 
out the long explanation of the plan and how it is to 
function. A resolution endorsing it was presented and 
adopted unanimously. 

Governor Hamm in opening the first session spoke of 
improved conditions in the trade. He personally vis- 
ited every stationer in his own state and some else- 
where in the district. He remarked that some of them 
made more money in 1934 than in any preceding year. 
He was followed by E. A. Keeling, sales manager of 
Art Metal Construction Company, who spoke on “What 
the Steel Furniture Industry Is Doing for the Sta- 
tioner.”” He gave a comparison of the old and new 
methods of buying safes. He related difficulties aris- 
ing from the system of extending discounts to large 
concerns and said that most of the difficulties in the 
field of filing equipment were erased by the metal fur- 
niture code. Dumping of de-standardized lines was 
largely stopped. While the code is not perfect, he 
stated that it has solved many more problems than it 
has originated. It has no provision for price fixing, but 
offers a means of price control. He mentioned it as a 
mistake for dealers to feature the cheapest files be- 
cause better files give better profit and satisfaction. 

F. D. Waterman, president, L. E. Waterman Company, 
was called upon by Mr. Hamm for a few remarks. For 
seven years as a young man Mr. Waterman had Min- 
neapolis as a part of his territory. He related an in- 
teresting experience in which he was befriended by 
John A. Schlener, now deceased, former Minneapolis 
stationer and second president of the National Sta- 
tioners Association. As an outgrowth of that experi- 
ence he later was honored by appointment as secretary 
of the Republican National Convention in Chicago, at 
which Theodore Roosevelt was nominated. In speak- 


ing of the business conditions he related obstacles en- 
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On tHE Opposite Pace, CONVENTION Visitors SNAPPED AT THE 
NICOLLET IN MINNEAPOLIS: 

1. Claude Fleet, Eberhard Faber; R. B. Valleau, represent- 
ing Leopold Company and Milwaukee Chair Company; H. L. 
Kremer of L. E. Waterman Company—posing but not parking. 

2. Ralph Maneval, A. W. Faber, Inc.; Dick Conell, Station- 
ers Loose Leaf Company; Ed. M. Hansen, Miller-Davis Com- 
pany. 

3. Don More, Office Specialty Company, Fargo, N. D.; Jim 
C. Stauffer, W. A. Sheaffer Pen Company; Ray Smith, Miller- 
Davis Company, Minneapolis. 

4. Harry L. Short, Columbian Art Works Company and 
Oakville Manufacturing Company; Mrs. Short. 

5. Carl R. Oates, Fred C. Schaefer, both of Sanford Manu- 
facturing Company; Roy C. Clarke, F. S. Webster Company. 

6. N. F. Perkins, manager, Columbia Ribbon & Carbon Man- 
ufacturing Company, Inc., Minneapolis; Fred C. Schaefer, San- 
ford Manufacturing Company; R. C. Moore, manager, Colum- 
bia Ribbon & Carbon Manufacturing Company, Inc., Kansas 
City. 

7. R. W. Davis, Miller-Davis Company, Minneapolis; W. B. 
Pierce, Midland Paper & Stationery Company, Minneapolis; 
William Braden, Stationers Loose Leaf Company. 

8. J. S. Sprott, president, The Globe-Wernicke Co.; Larry 
Hamm, The Pierce Company, Fargo, N. D. 

9. Frank S. Cooper, Codo Manufacturing Company; Cliff 
Talty, Poucher Printing & Lithographing Company, Minne- 
apolis. 

10. G. W. Trapp, Curtis 1000 Inc., St. Paul; J. O. Davis, 
Miller-Davis Company, Minneapolis. 

ll. A. J. Walker, Farnham Stationery & School Supply Com- 
pany, Minneapolis; Al Hanson, Brown & Saenger, Sioux Falls, 
S. D. 

12. Herbert Fall, Japs-Olson Company, Minneapolis; W. D. 
Allen, Joseph Dixon Crucible Company. 

13. Cliff Cody, C. F. Cody Co., Dubuque, Ia.; Harry Spur- 
lock, National Blank Book Company. 

14. Al. Nordstrom, Smead Manufacturing Company; B. J. 
Bristoll, Koch Bros., Des Moines. 

15. Herbert Walsh, Southworth Company; W. E. Smith, Ace 
Fastener Company; Frank Cooper, Codo Manufacturing Com- 
pany. 

16. M. D. Hasty, Sengbusch Self-Closing Inkstand Company: 
Mrs. O. E. Hug, Mr. Hug, F. S. Webster Company; E. A. Keel- 
ing, Art Metal Construction Company. 

17. Bob Valleau, manufacturers’ representative; Ed. 
ney; Floyd Kongsvwik, Curtis 1000 Inc., St. Paul. 

18. Art Gran, Des Moines Stationery Company; Joe Popple, 
Zaiser’s, Des Moines. 

19. Harry E. Bergquist, Wilson-Jones Company; Ed. Conlon, 
Rockwell-Barnes Company; Jack Davis, Free Press Company, 
Mankato, Minn. 

20. H. J. Huette, Autopoint Company; Ralph Parnham, Wat- 
son Manufacturing Company; Herbert Morgan, Associated Sta- 
tioners Supply Company. 

21. Karl Castle, Weis Manufacturing Company; C. B. Irving, 
Wilson-Jones Company: F. D. Waterman, L. E. Waterman Com- 
pany. 


Gur- 





General Assembly at the Annual Meeting of the Seventh District of the National Stationers Association, Nicollet Hotel, Minne- 
apolis, Minn., April 8, 1935 


countered in foreign trade in some countries. His pic- 
ture of the outlook was optimistic, but he cautioned 
dealers to be alert to current developments. 

Charles P. Garvin, general manager of the National 
Stationers Association, followed up Mr. Waterman’s 
thought by emphasizing the need of thinking in na- 
tional terms. He told of incidents and conditions in 
Washington which affect us all. 

Mr. Garvin displayed and described “The Yellow 
Book” of the paper trades with suggestions to be used in 


the sale of various kinds of flat papers. He was followed 
by Arthur W. Leslie, general manager of the John Les- 
lie Paper Company, who made further reference to the 
yellow book and told of cooperation between paper and 
stationery trades. 

The afternoon was occupied in presenting the Yard 
Stick. Mr. Garvin started with a recitation of condi- 
tions and prices that led up to the present situation 
in the industry. The plan behind the Yard Stick is to 

(Turn to page 74, please) 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 


Harry A. Morgan, Stationers Corporation, Los Angeles, Calif., president; R. A. Maish, Dennison Manufacturing Company, 
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HANSELL APPROVES YARDSTICK PLAN 


Morris E. Hansell, governor of the west four states 
of the Fourth District of the National Stationers As- 
sociation, in a recent letter to a correspondent says 
that he is glad to have been at the Fourth District 
convention at Tampa on March 21 and 22 for many 
reasons and particularly to have had the privilege of 
hearing the very lucid explanation of the Yardstick 
plan by General Manager Garvin of the National Sta- 
tioners Association. 

Mr. Hansell said: “I am heartily in favor of this 
plan, as I believe its adoption and united support by 
the distributors throughout the country will be a most 
forceful method of eliminating many of the unfair 
trade practices that have been used by manufacturer 
and distributor in more recent years. 

“While there are many policies embraced in this 
plan which our firm has practiced in the past, it is 
much broader in scope and I, therefore, believe will 
be of more benefit to the entire industry if it is properly 
supported. 

“It is my earnest hope that more members of the 
industry will recognize the possibilities of this plan and 
will support it one hundred per cent. I also trust that 
more members of the trade will recognize the advan- 
tages of membership in the National Association and as 
a result become members, for we feel that its work is 
now more necessary than ever and by having a united 
front the industry will be in a position to obtain the 
proper cooperation. 

“As governor of the four states in this territory, it 
will be my purpose to increase the interest of the trade 
in the national and local associations and in this way 
to bring about a better understanding between the 
members of the industry. 

“The problem which the retail dealers face regard- 
ing the wholesale paper dealers and other jobbers sell- 
ing direct to large consumers at wholesale prices is a 


very difficult one, and as other allied associations are 
taking up this problem I have no doubt but what in 
time the abuse will be corrected. It is not that the 
retail dealers object to a wholesaler entering the re- 
tail field, but rather that they are entering the field 
and not making the proper differential in price that 
should exist between the price for the dealer and the 
consumer. It is my understanding that this is being 
taken up in a national way and we are therefore, hope- 
ful of satisfactory results. 

“It was a pleasure for the writer to renew many 
acquaintances at the Tampa meeting and discuss with 
other members of the industry conditions that exist in 
their localities. An exchange of ideas is always bene- 
ficial and I always welcome an opportunity that is 
made possible as a result of eur regional meetings to 
discuss problems which are common to us all.”—HWL 

- 
NEW ENGLAND TRAVELERS CLUB TO MEET 

The next meeting of the New England Travelers Club 
will be on Friday, May 3, at the University Club, Bos- 
ton. The date of the meeting was deferred in order 
to agree with James Hobart’s schedule which would 
enable the association to have the same type of meet- 
ing that they had previously. 

The swimmers will meet at 5:15 in the lobby and 
everything will be ready for dinner at 7:15. Bowling 
will start at nine o’clock sharp. 

RE = > 
TENTH DISTRICT TO MEET IN THE FALL 

According to a recent statement from E. Frank Win- 
field, governor of the Tenth District of the National 
Stationers Association, the regional meeting of his dis- 
trict will be held in the fall instead of the spring as 
has been the custom for the past few years. As soon 
as the meeting date has been definitely set, announce- 
ment of it will be made through the news columns of 
this journal. 
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SURGE OF 
SPRING 












The renewed hope for a better day is 
bringing also a renewed interest in greater 
efficiency. Few things that men have 
created have multiplied man-power as has 
the Mimeograph. And with the coming of the 

cellulose-ester stencil the range of its usefulness 

has been greatly enlarged. This is the stencil 
that has revolutionized Mimeographing. It is 
























our exclusive development and a most important 
factor in the fine art of stencil duplication. For 
latest particulars address A. B. Dick Company, 











Chicago, or see classified telephone directory for local 
branch; in Canada, The Mimeograph Co., Ltd., Toronto. 
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Granted: 
name may be a friend. 


The visitor who refuses to give his 


Granted: An unbranded product may be the 
best on the market. 


But, is there room for MAYBE in your business? 


We watermark each carbon sheet, emboss each 
ribbon. This adds nothing to their perform- 
ance, but it insures your getting them. 
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MANIFOLD SUPPLIES COMPANY 


188-190 THIRD AVENUE © BROOKLYN « N. Y. 
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(MEETING OF THE SEVENTH DISTRICT OF THE 
NATIONAL STATIONERS ASSOCIATION— 
Continued from page 70) 
organize for the sale of the commodities on which the 
dealer has the best chance of making money. That 
plan can be applied to the commodity, the manufac- 
turer, the dealer, the salesman, the quantity discount, 
etc. In connection with the Yard Stick, the California 
Fair Trade Act also was outlined. Both the Yard Stick 


_ and the California plan were endorsed unanimously. 


The second day commenced with a talk by Charles 
F. Collisson, farm editor of the Minneapolis Tribune, 
whose subject was “The Future of Farming.” It is the 
contention of the Tribune that sound prosperity for 
the country is based upon prosperity for the farmer. 
He gave four factors of hope for further improvement 
in 1935 for the northwest: snow which has provided 
much needed moisture; refinancing of agriculture; the 
AAA, and rising prices. 

The next speaker was W. B. Nickerson, sales promo- 
tion manager for Brown & Bigelow Company, his sub- 
ject being “Offensive vs. Defensive Selling.” His talk 
appears elsewhere in this issue. It is full of good sug- 
gestions. 

Governor Hamm gave a humorous introduction of 
J. S. Sprott, president of The Globe-Wernicke Co., who 
followed with a serious talk on “Creative Selling Ideas.” 
Mr. Sprott showed the need of fundamentally correct 
plans for more satisfactory profit. By being more effi- 
cient, the dealer can sell more merchandise and make 
more money for himself. One noticeable weakness he 
mentioned was the lack of ability to select men with 
the right background for the job to be done. He spoke 
of the importance of paying close attention to the 
physical set-up of the store and the store window. He 
told also of the danger of further competition with 
merchants in other lines if stationers were not alert 
to meet the present day conditions. Some of his talk 
had to do with prison-made goods which already are 
displacing to some extent merchandise made by office 
equipment companies and sold by stationers and other 
office equipment dealers. He considered that elimina- 
tion of prison competition would be just as important 
a point in creative selling as anything else which could 
be suggested and his audience agreed with him. He 
closed with the point that industry must work together 
to promote and enlarge its sales possibilities. 

Joe Popple of Zaiser’s, Des Moines, was the choice 
for governor for the ensuing,year. Cliff Talty of 
Poucher Printing & Lithographing Company, Min- 
neapolis, was elected retail director. 

The travelers’ club, while not taking a direct part in 
the sessions, entertained the visitors at a most enjoy- 
able dinner dance. 

Votes of thanks were extended to Mr. Garvin, Gov- 
ernor Hamm, the program committee, consisting of 
Ed. Hansen, Gus Trapp and Sterley Jerue, and to the 
travelers for their services. 


——-——~ Ge 
NORTHWEST TRAVELERS CLUB HOLDS 
ANNUAL MEETING 

The annual meeting and election of officers of the 
Northwest Travelers Club was held April 9 at the 
Nicollet hotel, Minneapolis. L. E. Friedman of Russia 
Cement Company, president of the club, called the 
meeting to order. Some changes in the constitution 
were made, largely because the club is relieved of 
responsibilities for the sixth district and is confining 
its efforts to the seventh. 

Governor Larry Hamm of the seventh district made 
a brief talk and thanked the travelers for the enter- 
tainment provided and for their general help through- 
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1. Adjustable touch 

2. Hinged paper -table 

3. Right and left margins 

4. Enclosed dust-proof 
design 

5. Easy piano-key action 


6. Standard 4-row 
keyboard 


7. Variable linespacer 
8. Two color ribbon 


9. Large right and left 
knobs 


10. Crownless key-rings 
11. Double margin release 


12. Right and left carriage 
release 


13. Graduated front scale 
14. Positive linelock 


15. CARRYING CASE 
INCLUDED 


THE NEW CORONA 
STANDARD $49.50 


L C SMITH & CORONA TYPEWRITERS INC SYRACUSE N Y 
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BALANCED 


moothness 


A NEW DEVELOPMENT BY GF ENGINEERS 



















GF has created a new team-mate for its famous Super-Filer series 
—a rigid front file endowed with Super-Filer’s case construc- 
tion and intermembering with all units of the Super-Filer series. 


This new line of files — the 53, 54 and 55 series in three, 
four and five drawer heights — has Super-Filer’s new Bal- 
anced Ball-bearing Drawer Suspensions—the first successful 
application of the true ball-bearing principle to filing cabinets. 


Twelve hardened, steel balls of large diameter, rolling 
freely in horizontal races, produce a drawer movement un- 
equaled for smoothness and quietness. Dealers will profit from 
this new development of GF engineering. 


THE GENERAL FIRE- 
PROOFING COMPANY, 
YOUNGSTOWN, OHIO 
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out the meeting. The new officers of the club are 
Harry Spurlock of National Blank Book Company, 
president; E. J. Mitchell, Levison & Blythe Manufac- 
turing Company, first vice-president; Stanley Griebel, 
Yawman and Erbe Manufacturing Company, second 
vice-president; Roy C. Clarke, F. S. Webster Company, 
secretary-treasurer, and W. E. Smith, Ace Fastener 
Company, auditor. 
—— 
CONNECTICUT VALLEYS TO MEET ON SECOND 
THURSDAY OF EACH MONTH 


The Connecticut Valley Stationers Association has 
decided to hold their regular monthly meetings on the 
second Thursday of each month. A meeting was held 
on April 11 at the Quinnipiack Club, New Haven, start- 
ing at 6:30 P. M. The meeting of the present month 
will take place on Thursday, May 16, at Hartford, in the 
University Club. 

The June meeting will be the association’s regular 
summer outing which will be held on June 13 at a place 
to be selected. 

The association, which is headed by Leo W. Burt of 
Burt & Jeffers, Inc., Hartford, extends a cordial invi- 
tation to visiting stationers and travelers to attend its 
meetings. 

inlagiiiieeinins 
PHILADELPHIA STATIONERS HOLD 
ANNUAL DINNER 


The annual banquet of the Philadelphia Stationers 
Association took place on Thursday evening, April 4, 
at the Benjamin Franklin hotel, Philadelphia. The 
dinner was attended by about two hundred persons 
and is said to have been one of the most successful 
features of its kind ever held by the association. 

Before entering upon the regular proceedings of the 
evening following the dinner a silent toast was offered 
to the memory of the late William Henry Brooks, Jr. 

Prizes were won by R. Franz of The Parker Pen 
Company; Ashley McCormick, Bridgeport, N. J.; Wil- 
liam Yappey, National Stationers Company; Walter 
Tate of the Keystone Index Company; Ed. Plimmer 
of A. Pomerantz & Company; M. H. Jackson of Joseph 
Dixon Crucible Company; Joe Lukins of Yeo & Lukins 
Company; Harris Keon, Mohican Pencil Company; 
Nelson Bushnell of the Alvah Bushnell Company; 
David Price of Eagle Pencil Company; Harry Yaeger 
of David Kahn, Inc.; George Rush of Scriptex Ink; 
Marx Lyons; Al Williams of the Stationers Guild; E. 
L. Rosenberry of Mohican Pencil Company; Walter 
Furst of Mohican Pencil Company; Walter Fritz of 
Fulton Specialty Company and J. W. F. Blizard of the 
National FiberstoK Envelope Company. 

The following firms donated prizes: Stationers Asso- 
ciation of Philadelphia; The Parker Pen Company; | 
The Wahl Company; W. A. Sheaffer Pen Company; L. 
E. Waterman Company; The Victor Safe & Equip- 
ment Company; Markwell Manufacturing Company; 
Binney & Smith and Eagle Pencil Company. 

Tom Stagg, president of the Philadelphia Associa- 
tion, acted as toastmaster and congratulated the asso- 
ciation on its twenty-ninth annual banquet. He com- 
plimented the association on the fine turn-out. 

Charles Connell, former president of the Phila- 
delphia association, expressed thanks for the coopera- 
tion of the Penn-Mar-Va Travelers Club for the work 
they had done in getting out such a fine group. He| 
gave several interesting reminiscences of events that | 
occurred when he was traveling fifty years ago. 

Next introduced was Charles Graclow, the speaker of 
the evening. By occupation Mr. Graclow is a florist 
and is nationally known in his own field of endeavor 
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ANNOUNCING 


A REMARKABLE NEW 
ADVANCE IN ERASERS! 


A.W. Faber’s New Thin Edge styles 
are a major improvement in 
Typewriter Erasers 





FTER one solid year of experimentation, A. W. Faber 
announces a new and important development in type- 
writer erasers—No. 7080 and No. 7080B Thin Edge Erasers. 
The cross-sectional difference between these and the regular 
stock erasers is the sharply accentuated ellipse of the new 
type, which are beveled from the center to a wafer-like edge. 
It is now possible for a Typist to erase a single letter of a 
word without marring the surrounding area. 


GRATIFYING RESPONSE 








A. W. Faber Thin Edge Erasers were introduced on the 
market during the past two months with the intent of dis- 
covering the trade’s responsiveness to the true merits of the 
product—unaided by advertising promotion. The results 
have been gratifying. Stenographers everywhere are en- 
thusiastic about the finer accuracy and cleaner erasing qualities of 
these two numbers. Orders are coming in from Stationers through- 
out the country who are eager for a sure-fire selling item with ex- 
cellent profit possibilities. 


HERE IS THE 
BIG SURPRISE 


The new Thin Edge Erasers are 
being sold at the same prices as 
the regular stock numbers. May 
we suggest that you send in your 
trial order for a couple of gross or so? 


Gp rABER% 


Write to our Factory at NEWARK, N. J., U.S. A. 
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This month 
SHOW-— DISPLAY-TALK 














* Sells on suggestion 

* Carries a handsome profit 
* Builds satisfied customers 
* Brings repeat business 


Aleradesk provides an easily accessible place for 
every paper on the desk. Briefly here are points 


that will excite your sales instinct: 


1. Clears the desk for action. 

2. Prevents confusion of papers. 

3. Eliminates constant shuffling and reshuffling 
of letters. 

t. Saves time and labor in sorting, classifying 
and temporary holding of current papers. 

. Automatically distributes letters and memos 
to others in the organization. 

6. Holds. ready for quick reference, catalogues, 
price lists, telephone books, trade journals, 
ete. 

7. Saves space on top of desk, which is the most 
valuable space in the office. 

8. Made of interchangeable, vertical steel sec- 
tions. Extra sections can be added as needed. 
This provides repeat business for you.) 


This attractive 
display card is 
one of five—avail- 
able to dealers on 
request. It fea- 
tures Kleradesk 

a fast-moving, 
long-profit 
Sengbusch de- 
velopment. 


SENGBUSCH 


SELF-CLOSING INKSTAND COMPANY 
515 SENGBUSCH BLDG. MILWAUKEE, WIS. 
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| as well as for welfare work among unfortunate boys. 


He related some interesting incidents in connection 
with the latter work, and recommended in general 
that we keep sane and normal and avoid trying to 
solve the problem of the other fellow. “Let us,” he 


| said, “retain our hold on optimism and sell it to the 


other fellow, because optimism can be sold.” He cau- 
tioned individuals to have due regard for the rights of 
others and urged the association unitedly to cooperate 
with others in their efforts to get the merchandising 
dollar in a better way. He praised the opportunity 
that exists in Philadelphia and reminded the group 
that the Creator of the Universe wants us to make 
progress, but that we should keep our light burning 
to brighten life’s pathway for others and in so doing 
for ourselves. The future is strictly up to the in- 
dividual. 

Walter Stringer of the Joseph Dixon Crucible Com- 
pany eloquently expressed his appreciation and that 
of the association over the remarks by the speaker who 
preceded him and presented Mr. Graclow with a re- 
membrance of the occasion in the form of a handsome 
pen and pencil set. 

Tom Stagg thanked those who, with others, were 
responsible for the success of the evening. These in- 
cluded George Wustner, Nelson Bushnell, Ed. Eisen- 
stein, Walter Stringer and Ben Wachtel. 

Winners of the Monte Carlo awards, so-called, in- 
cluded Harry Yaeger, Joseph Seaman, David Price, C. 
W. Lukins, N. Shelton and G. Aeronow. 

It was a fine event all around and no criticism was 
possible. 
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STATIONERS SQUARE CLUB ENTERTAINS 


The annual entertainment and dance of the Sta- 
tioners Square Club, New York City, took place at the 
Hotel Lismore on the evening of April 6. About four 
hundred members and friends attended. As the guests 
assembled, they were greeted by the strains of Maurice 
Elliot’s Pasadena Club Orchestra, who “doubled in 
brass” for the evening as the accompaniment for the 
novelty entertainment as well as providing music for 
dancing. The entertainment included highlight pro- 
fessionals of the metropolitan area and their efforts 
were much appreciated. After the entertainment, the 
floor was cleared and the remainder of the evening 
was devoted to dancing. Everybody seemed to have a 
good time. 

As usual, this annual Stationers Square Club affair 
was one of the prime events of the season. Lawrence 
R. Schmidt, president of the club, and the committee 
chairmen, Louis M. Wachtel, Leo Wertheimer, A. I. 
Goldberg, Louis M. Tavernier and Charles Wertheimer, 
received sincere compliments on the success of the 
evening. 

The printed program was worthy of the occasion. It 
was done in a spiral binding with blue covers and con- 
tained twelve pages given over for the most part to 
business cards and the record of the evening’s events. 

a 
TEXAS TRAVELERS MEET 


The annual meeting of the Texas Travelers, held in 
conjunction with the annual convention of the Ninth 
District, NSA, was held on Wednesday afternoon, March 
27, preceding the opening of the stationers’ meeting on 
Thursday. A general discussion of business conditions 
and the outlook for business during the remainder of 
the year was followed by the election of officers for the 
ensuing year. 

O. D. Mann, manufacturers agent, was selected presi- 
dent; Tom Hanson, National Blank Book Company, 
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LARGER SALES 
GREATER PROFITS 





























The “SECURITY” STEEL LINE offers many advantages to the office equip- 
ment dealer. The principal ones—the ones which really count—are: ability 
to supply a complete line—plus quality and service. 


You are in a position to offer your customers and prospects: 


(A) 5 grades of vertical filing cabinets, in- 
cluding 5, 4, 3, 2, and l-drawer high 


(B) Horizontal and half sections for every 


purpose 
(C) Desks and tables 
(D) Transfer cases 
(E) Card Drawer Cabinets 


(F) Bookcase sections 


(G) Storage cabinets 

(H) Waste baskets and desk trays 
(1) Costumers and clothes racks 
(J) High line cabinets 

(K) Storage and library shelving 


(L) Planned equipment—built to specifica- 
tions—for banks, court houses, and 
other public institutions. 


As a “SECURITY” dealer, you may confidently expect larger sales and greater 
profit throughout 1935. Exclusive features—refinements—improved designs, 
modern production methods; backed by a sound sales policy, all cooperate to 
make the Security Steel Equipment Corporation’s Franchise a valuable dealer 


asset. Send for full particulars. 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, N. J. 


























xn 


(FOUR STARS) 
NOT MERELY GOOD 


EXCELLENT. 
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Outstanding movie produc- <> 





tions are marked by four 
stars. Critics speak of them 
as being not merely good 
but excellent. They have 
features or qualities supe- 
rior to movies marked with 
fewer stars. LIBERTY 
Boxes are like that. They 
too are a four-star product. 


OLLAPSIBLE, 
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T has been 17 years since LIBERTY 
Boxes were first put on the market. During 
all those years they have been leaders in their 
field and today they are more in the lead than 
ever. Why? The answer must be that they 
give or provide a better storage filing service. 
Leadership always gravitates to the best 
product. It naturally follows that when you 
push LIBERTY Boxes you are pushing your 
own best interests. 


Remember many business records have to be 


storage filed month by month. Think of 
checks, deposit slips, sales slips, tabulating 
cards, warrants, and the like. For such 
records there is no such thing as a year-end 
transfer time. Banks, city and county offices, 
stores, hotels, transport companies, in fact 
most oflices, are continually doing some sort 
of storage filing. Are you making the most 


of this opportunity? 


LW 











WRITE 
FOR 
SALES 
HELPS 


BANKERS BOX CO., INC. 


536-538 S. Clark St. - - - - Chicago, Ill. 
ESTABLISHED 1918 





If you are not following our sug- 
gested sales plan and using our 
cooperative sales helps, write us. 
We will show you how you can 
definitely increase your LIBERTY 
Box sales and profits. 
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first vice-president; Ward Silliman, Sengbusch Self- 
Closing Inkstand Company, second vice-president; 
Rodney Wakefield, Parker Pen Company, third vice- 
president; R. F. (Dick) Lanham, Binney & Smith, Inc., 
fourth vice-president; Roy Klein, Yawman and Erbe 
Manufacturing Company, secretary; and Wm. (Bill) 
Pickering, Eberhard Faber Pencil Company, Dallas, 
Tex., treasurer. 
—$< —___- 
BELATED NOTES OF THE FOURTH DISTRICT 
CONVENTION 


Harold G. Carithers of Atlanta, governor of the east 
half of the eight states composing the Fourth Regional 
District, writes to a Florida correspondent to the effect 
that too much praise can not be given to the success 
of the Tampa convention. He continues: “The zeal 
and enthusiasm shown by the large number of dealers 
present has seldom before been encountered at a sta- 
tioners’ meeting. Everyone apparently felt the neces- 
sity for uniform and cooperative action and the meet- 
ing had the appearance of a big family working to a 
common end.” 

. > 7 

It is believed that the next meeting to be held at 
Atlanta, Ga., will be big and successful. Present in- 
dications point to an attendance of at least five hun- 
dred people representing all parts of the territory. 
During the year, Mr. Carithers hopes to coordinate all 
the activities of local and state groups within the dis- 
trict. 

> > * 

There was thorough understanding and appreciation 
of what President Sprott of The Globe-Wernicke Co. 
said when he observed “You fellows can know your 
own enemies—deal with them as such. You can know 


| your friends—stand by them as such.” 


tl 7 * 


Real study will continue to be made of chain and 
department store competition; the disposition of gov- 


| ernment buying to center in large cities, and opposi- 


tion to the attempt to get into trade channels materials 
made by prison labor —HWL 
BS 
NEW YORK STATIONERS LOOK FORWARD TO 
LIVELY GOLF SEASON 


A meeting of the board of directors of the Stationers 
Golf Association of New York was held on March 27 
at the Cafe Lafayette, and the following committee ap- 
pointments were made: Tournament: J. E. Neary, 
chairman; J. Kemp and D. McLeod, Prizes: L. 
Schmidt, chairman; J. Bosworth and T. Rudel. Host: 
J. Kahn, chairman; L. Tavernier and H. Yager. Mem- 
bership: L. Tavernier, chairman; W. Whittemore and 
L. Carll. Entertainment: R. Weissenborn, chairman; 
G. Fairchild and J. Kemp. Handicap: R. Urmston, 
chairman; L. McCready and M. Popper. 

The schedule for the season’s tournaments is as fol- 
lows: April 23, Queens Valley, L. McCready, host; May 
7, Dunwoodie, G. Fairchild, host; May 21, Englewood, 
J. Neary, host; June 11, Hackensack, L. Tavernier, host; 
June 25, Winged Foot, R. Kennedy, host; July 16, Ridge- 
wood, Herman Price, host; July 30, Wykagyl, L. W. 


| Faber, host; August 13, Yountakah, R. Urmston, host; 


August 27, Pelham, W. Whittemore, host; September 
10, Preakness, J. Kahn, host; September 24, Rye Coun- 
try Club, H. Barnett, host; October 8, Rockville Center, 
L. Carll, host; October 22, Richmond County, E. Huber, 
host. 

The present season is the nineteenth. The opening 
tournament was held on Tuesday, April 23 at Queens 
Valley Golf Club, Kew Gardens, Long Island, LeRoy 





MAY, 1935 81 




















YOUR PEN al 4 wrong _W ith Ou 


CON \\) Ee a FREE 
7 h ‘Ove “tio ui EXPERT 
or 

















PEN SERVICE 


) 







SPEEDILY 
EFFICIENTLY 
AT, 1s 
HOH) | aN DLED : “ gnos!>| | 
Dr SHRIP heals REE > Ship P 
= ailing pens 














See te 


Counter Cards. 









Celebrate ct 
- PE - 
NATION AL ° AY 20 to MAY 25 e« 
aati m o 
_ with record sales! 
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-_ EE renee Fonte rr dele : Make the most of this sensational nation- 
\ FR , coupon 27 2U CON ae muse | Wide drive to bring buyers into the pen de- 
NUECTION SERV! partments and stores of America—adopt the 


Pen Inspection Week plan to get new busi- 
ness at the Graduation and Wedding Gift 
season—tie in with the national advertising 
is behind this plan in the Saturday Evening 
Rostand ThisWeek Post and This Week! Get these FREE 






customers to your 


ie “‘Clinic’’ signs and streamers for your window 
SHEAFFER'S displays—plus counter cards, admats and the 
complete plan—advertise FREE pen inspec- 
a tion service. It will boost your repair busi- 
ness and profits—it will give you a perfect 
opportunity to replace old writing instru- 
ments. Write the W. A. Sheaffer Pen Co., 

Display Free with Fort Madison, lowa. 


No. 998 Skrip Profit 


Dea 
| 5 
—. SHEAFFERS 
. PENS + PENCILS + DESK SETS + SKRIP 


SKRIP-GRIP PARA-LASTIK 
W. A. SHEAFFER PEN COMPANY, Fort Madison, lowa, U. S. A. 

















ASH-AWAY 
SMOKERS STANDS 


Profit Producers for Stationery 
and Office Furniture Stores 


Every office, no mat- 
ter how small or large, needs 
_ them. A tremendous mar- 
| ket—and a responsive one. 
This business logically be- 
longs to office supply and 
furniture dealers— 
many are enjoying 
brisk sales of ASH- 
AWAY Smokers. 



















The Trophy 
$5.00 


The . Victory 


$2.00 


The Servatray 


$5.00 


DEALERS Trade 
discounts from these 
prices will be 


on applica- 


retail 
furnished 


tron. 


AAA 


LINE OF MODERN 
SMOKERS’ STANDS 
and ASH-TRAYS 


Attractive, efficient and reasonably priced. All-metal construc- 
tion. Air tight—fumes cannot escape, ashes cannot scatter. 
Cleans in a jiffy without soiling of hands. 













Variety of designs, | 


colors and finishes to meet every requirement of service and | 


price. Send for descriptive literature. 


Manufactured by 


The Nagel-Chase Mfg. Co. 
2811-23 No. Ashland Avenue, Chicago, Ill. 
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McCready, host. Four prizes were distributed, one each 
for Classes A, B and C of equal value and one guest 
prize. 

The season’s cups for 1935 were donated by: Class 
A, Eberhard Faber; Class B, Arthur C. Bainbridge, and 


| Class C, Joe Hillebrand. 


—— 
CONNECTICUT VALLEY STATIONERS MEETING 


A meeting of the Connecticut Valley Stationers As- 
sociation took place on Thursday, April 11, at the Quin- 
nipiac Club, New Haven. The meeting, the first of the 
year, was called by the new president, Leo Burt, of 
Burt & Jeffers, Inc., Hartford. 

It was announced that the May meeting would be 
held at the University Club in Hartford on Thursday 
evening, May 9. Announcement was also made of the 
annual June outing to be held on Thursday, June 13, 
with golf matches scheduled for the afternoon. 

William P. Hoy of the Art Metal Construction Com- 
pany gave a talk on Vertical File Indexing, embodying 
information acquired during his many years of prac- 
tical experience. He also related tales of some of his 
more humorous contacts. These added much to the 
interest in his talk. 

Both dealer members and manufacturers were well 
represented at the meeting. 

i. + en 
FROM THE TENTH DISTRICT 

E. Frank Winfield of Grand Junction, Colo., governor 
of the Tenth Regional District of the National Station- 
ers Association, says— 

That E. B. Healy, president of the Santa Fe., N. M., 
Book & Stationery Company, is home again after an 
interesting seven-weeks’ visit among the Hawaiian 
Islands. It is understood that he had a good rest under 
the palms and beside the tide-washed shores of our 
most picturesque of island possessions, and that the re- 
newed vigor resulting from the rest and change of 
scene had an immediate effect upon his company’s sales. 

That Manager M. E. Palm of the Denver branch of 
the Royal Typewriter Company, Inc., says that the pop- 
ularity of the new Royal portable typewriters seems to 
prevent him from getting enough machines to go 
around. He is rather proud of the fact that his branch 
went over the quota in March. 

That conditions in the Inter-mountain West are bet- 
ter. Dust storms, about which newspapers have much 
to say, are largely confined tp the plains sections in 
the eastern part of the state. Snowfall has been heav- 
ier of late, water conditions are better, and with silver 
advanced to seventy-one cents per ounce, Coloradoans 
dealing in office machines and stationery look for better 


times. 
—_—__—«—>-— 


LOU PILLISCH JOINS THE LESSARD COMPANY 

Lou Pillisch, who was connected with the Comfort 
Printing & Stationery Company of St. Louis for about 
twenty-four years, much of the time as buyer and 
manager of the stationery department, recently re- 
signed to become associated with the Lessard Printing 
& Stationery Company of St. Louis as salesman and 
office manager. 

The Lessard company is one of the younger firms in 


| the stationery industry in St. Louis, although A. J. 


| Lessard, president of the company, has been in the 


business for many years, having been formerly con- 


| nected with the Buschart Brothers Printing Company 
| and Skinner & Kennedy Stationery Company. 


Office Appliances joins the many friends of Mr. Pil- 
lisch and Mr. Lessard in offering congratulations and 
best wishes on the “hook-up.” 














Kactory—To Dealer—To User 





There are no detours on the Weis Route to the office supply and equip- 
ment market. It is a route that has no turning—no deviations. It runs 
from the factory at Monroe—to the legitimate dealer’s store—to the user. 


In the years that we have been in business, we have adhered to the prin- 
ciple that the dealer’s place in the office equipment and supply field should 
be recognized and respected. We believe that the dealer is essential to 
the economical distribution of our merchandise; that he performs an in- 
valuable service— not only for us but for users of our products; and that 
he is entitled to a good profit because of the service he renders. 


We have no factory branches, nor are we financially interested in any 
retail business. We believe that any such arrangement would be decidedly 
unfair to our trade. Nor do we sell direct. No order, in our opinion, is 
so large or important that it cannot be handled through a dealer and he 
can buy any or all our products tomorrow as well as today. 


This is our policy—a policy as definitely fixed, in its own way, as the 
constitution. It often loses us an order, but when it does, we console 
ourselves with the thought that we haven’t lost some dealer-friend’s good 
will and respect. 


MONRO! ff Cle” MICHIGAN 
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We can furnish you printing 
plates of illustrations shown 
in our catalogs or price lists 
or the line drawn illustra- 


tions like are shown here. 
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The Victory 


A Fibre Board Storage Case, made ot extra heavy 
material and built to stand hard usage. Wherever 
it is necessary to attach one part to another it is 
copper stitched—therefore nothing to catch, nothing 
to wear, nothing to come loose. No gummed tape 
is used in the making of a Vicrory. No sponge, 
no water, no fuss to set up a Vicrory. ‘There’s 
one fastener—on the side, within easy reach and 
done in a jiffy without exertion. ‘Twenty-two sizes 
—one for most every commercial need. Send for 
a Vicrory Demonstrating Sample. 


MONRO! tf C48 MICHIGAN 
New York A. H. Denny, Ine Chicago: Associated Stationers Boston: Adams, Cushing 
346 Broadway Supply Co. & Foster, Inc. 
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NOTES FROM THE MID-WEST TRAVELERS 


The Mid-West Travelers Club wish to extend a cor- 
dial invitation to all dealers and travelers to attend the 
annual meeting of the National Stationers Association 
to be held in Kansas City October 7 to 10. 


* . > 


A meeting of the Mid-West Travelers Club was held 
at 12:20 P. M. April 5 in Parlor 4, Muehlebach hotel, 
Kansas City, Mo., where the annual convention of the 
eighth region of the National Stationers Association 
was in session. President O. E. Hug presided at the 
travelers’ meeting and W. R. Braden, chairman of the 
entertainment committee for the 1935 convention of 
the N. S. A., reported on arrangements which had al- 
ready been made. The travelers installed the following 
officers for the ensuing year: President, W. R. Braden; 
first vice-president, Fred C. Schaefer; second vice-pres- 
ident, Thomas H. Hanson; secretary-treasurer, R. C. 
Moore; auditor, C. L. Kaufman. 

The club entertained the wives of dealers and travel- 
ers at a bridge party in Parlor 4, Muehlebach hotel, on 
the afternoon of April 5. Sixteen ladies were present 
and everybody had a good time. The arrangements 
were in charge of Mrs. Walter Kane, and her selection 
of prizes was much admired. There were three draw 
prizes and four table prizes. 

The Mid-West Travelers Club entertained those pres- 
ent at the convention of the eighth district at a lunch- 
eon on April 6 in the grill room of the Hotel Muehle- 
bach. Deacon Jones and his orchestra were popular 
and supplied music for the dancing. 

* 7 * 

The following new members were welcomed into the 
club during the 1935 convention: S. D. Denny, repre- 
senting S. S. Stafford, Inc.; F. H. Palmer, Eaton Paper 
Corporation; J. D. Cordsen, The B. F. Goodrich Rubber 
Company; Harold Graves, Wilson-Jones Company; Art 
Pfister, Smead Manufacturing Company; L. P. Wingert, 
General Pencil Company, Inc.; S. M. Obstfeld, Mark- 
well Manufacturing Co., Inc., Charles E. Miller, Wal- 
lace Pencil Company. In addition to the foregoing, the 
club was glad to receive back Courtney C. Wall of the 
Boorum & Pease Company, and Martin J. Aker of the 
Wilson-Jones Company, both former members. 


* * * 


The Mid-West Travelers Club is pleased to note that 
Jack Grey will travel his old territory, the Central West 
and Southwest, calling on dealers and advancing the 
sale of the loose leaf devices of The Pitt Corporation. 

* + * 


M. L. Poundstone, who represents the Corry-James- 
town Manufacturing Corporation of Corry, Penna., in 
Kansas, Oklahoma and western Missouri, visited head- 
quarters office on April 9. Mr. Poundstone has recently 
joined the Mid-West Travelers Club, but has been con- 
nected with the industry for many years. He was 
keenly interested in the stationers’ convention, where 
he renewed many old friendships. 

—$—$<>———_ 
SMITH-CORONA CONTEST FOR DUCATS 

A. H. Foxcroft, manager at Chicago for the L. C. 
Smith & Corona Typewriters, Inc. staged a sales con- 
test in March. All salesmen attaining 100 per cent 
quota or more, were the guests of Mr. Foxcroft at the 
opening game of the Chicago Cubs. The three highest 
salesmen—E. T. Altemeier, H. W. Bornhoft and A. J. 
DeWick—were the recipients of prizes also. This con- 
test resulted in the best month’s business since the 
year 1930. From all appearance, April promises to show 
a continuation of satisfactory business conditions. 
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REG. U. 8. PAT. OFF. 










Acclaimed > 
by DEALERS 


as the greatest  ” ™™ 
achievement in sta- \ ee. 
pling machine construction! y 

































—= Dealers welcome the SUPER “7” 

PERPETUALLY because it sells on sighti Let 

your customer try itl Feel how 

GUARANTEED easily the sharp staple plunges 

. . through and fastensl New pat- 

if used with ented stroke-control device and 

No. 7 Speed patented ribs embossed in the 

: side plates eliminate clogging 

Fastener Staples and make for continued, easy 
operation. 











The SUPER “7” Makes Stapling a Pleasure! 


THE LATEST ADJUNCT 
TO PERFECT STAPLINGI 


The 
: 100%- 
ROUND- 
WIRE 


SPERSTENER, STAPLES 


* BEST FOR ALL / 
STANDARD MACHINES * 








@ New freezing process eliminates glue clogs in machine, 
the cause of many stapling troubles. 


@ Increased rigidity insures greater penetration. 
@ Makes for smoother action in operation of the machine. 
@ Rustproof—cadmium coated. 


These two new numbers are important money- 
makers... . write for information—NOW! 





PARROT Speed Fastener Corp. 


363 Broadway New Yerk, N. Y. 











88 








osa Fo 





APPLIANCES 


OFFIC! 











crs 





PAT. OFF 





\ small detail 


round-cornered folders for you with speed, 


but in order to produce 
precision and economy, we completely revised 
our automatic folder-making machinery. 


loday your orders for the popular numbers 
in letter and legal sized folders are being filled 
with modern round-cornered folders. 


Stationers everywhere are finding out the 
practical importance of round corners—find- 
ing that customers prefer the smooth ‘‘stream- 
line’ 
of no square corners to break down, marring 
the looks of the folder, shortening its term of 
usefulness 


appearance, and realize the advantage 


Just a small detail 
list of details, many originated by Oxford, that keep 


but it tops off an impressive 


the Oxford folder line in the high favor of stationer 


and public 





100 Line manila. A super-test manila of fine 


unusual 


j 


appearance, rigidity, and high bursting, 


tearing and folding strength 


700 Line manila. A popularly priced grade, with 
which you can meet any competition, and supply a 


more serviceable, better-looking folder 


Oxkraft. 


formula expressly for use in filing folders, for those 


An all-sulphate stock made to special 


who prefer kraft 


Reinforced tabs. Available in 100-line manila 


and Oxkraft 


System folders. For all the well-known filing 


systems. 


Triple scoring. Three scores above the fold, for 


expansion. Greater capacity without that “bulging” 


appearance 


Round Corners. Neatness at no extra cost 


Send today for samples of Oxford folders with the new round 


corner feature—decide 


product of specialists. © 


to carry 


the folder line that is “the 


OXFORD FILING SUPPLY COMPANY 


340-A Morgan Avenue 


Brooklyn, N. Y. 
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BERT T. HULL ANNOUNCES NEW COMPANY 


Bert T. Hull, formerly district manager for the Wales 
Adding Machine Company in Chicago, and for the last 
twelve years operating as United States agent for the 
Tim Calculating Machine Company, has formed a 
partnership with Henry F. Page. The new concern is 
known as Bert T. Hull & Company. 

Mr. Page was formerly with the Burroughs Adding 
Machine Company and was agency manager for the 


| 


Wales Company and the Add-Index Corporation in Cin- | 


cinnati and Cleveland respectively. More recently he 
was with The Standard Register Company of Dayton, 
Ohio, handling continuous form stationery for type- 
writing and billing machines and allied products. 

The new company will be located in the same offices 
as the Tim Calculating Machine Company and the 
Multicounter Corporation at 432 Fourth avenue, New 
York City. 

The Multicounter machine is used for food control, 
item checking and several other purposes. 

Mr. Hull, it is said, will continue as heretofore. 

The business has grown steadily, necessitating re- 
moval to the present quarters. 


——— 
INDIANAPOLIS CONCERN REMODELS PREMISES 


The Bramwood Press, 121 West North avenue, In- | 


dianapolis, Ind., are remodeling and enlarging their 
first floor stationery and office supply department. This 
change more than doubles their display and selling 
floor. They have put in new shelving and have ar- 
ranged a furniture display space. Mr. Bramwood is 
owner of the business and Harry Shockley is buyer. 








WEDDING S , 


OLMSTEAD-ROWE 

It is reported that Clair H. Olmstead, manager of the 
Underwood Elliott Fisher Company branch office at 226 
Broadway, Long Beach, Calif., left unostentatiously on 
Saturday, March 23, to go to Yuma, Ariz., where he was 
married to Miss Mercedes Cochran Rowe of San Pedro, 
Calif. The couple is now at home at 680-B Thirteenth 
street, San Pedro. 
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MISS SONJA HANSON 
Shortly after the Minneapolis regional meeting of 


the National Stationers Association was called to order | 


April 8, one of the visitors, Al Hanson of Brown & 
Saenger, Sioux Falls, S. Dak., received a wire from 
home announcing the birth of a daughter, Sonja, 
weighing approximately seven pounds. According to 
the telegram, the mother and the newest member of 
the family were doing very well. The important event 
was announced from the platform by Governor Larry 
Hamm and Al received the hearty congratulations of 
everyone present. That evening when the stationers 


were enjoying the dinner provided by the Northwest | 


Travelers Club Al was on his way to Sioux Falls. 
———<a>—__—_ 
DETROIT SHAW-WALKER MANAGER 
EXCEEDS QUOTA 

Ed. Gibson of the Detroit office of the Shaw-Walker 
Company, Muskegon, Mich., recently announced the ar- 
rival of twins in his family—a boy and a girl. 

Office Appliances extends felicitations to Mr. and 
Mrs. Gibson. 





It is economical to consolidate purchases. Dealers 
eager to increase sales and profils should take full 
advantage of the following fast selling “leaders” in 
the “M¢& V” line: 


Trade SUPERIOR Mark 
TOP PRINTED, DRY STENCILS 


Blue or White, as preferred, with carbon cushion 
sheet inserted. New sales impelling features to 
save time, prevent eyestrain and insure absolute 
accuracy. Duplicating inks and all other duplica- 
tor supplies are unsurpaased in quality and guar- 
anteed to produce best results and greatest service. 


CORRECTION FLUID 


For all stencil papers. A new pink 
colored fluid which forms a perfect 
coating over the error—its transpar- 
ency gives complete visibility for trac- 
ing and typing. Packed in handy 
bottles with bakelite screw cap 
equipped with convenient brush. 





ALPHA OIL 


Unquestionably the finest oil for use 
on typewriters and other delicate 
office machines. Entirely odorless 
and will not gum. Furnished in 1 
oz. and 2 oz. bottles with bakelite 
cap and wire dropper for convenient 
use. 


The **M&V” line of 
“ROUND BOX” 


Trade Mark 
TYPEWRITER RIBBONS AND CARBON PAPERS 


is most complete and the wide price range offers dealers 
the unusual opportunity of meeting not only the needs 
and requirements of every business office, but the buying 
habits of each customer. The “M&V” reputation for 
Quality and Fair Dealing is unchallenged and dates back 
for half a century. It is a recognized fact that the in- 
tegrity of the maker is always the best guarantee for the 
product and insures full value for every dollar. 





Write for catalog, prices and complete informa- 
tion. You will find it to your advantage to get 
better acquainted with the “M § V” organization. 


MITTAG & VOLGER INC. 


PRINCIPAL OFFICE AND FACTORY 


PARK RIDGE, N. J. 


AGENCIES THROUGHOUT THE WORLD 
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The Cave Man used a chisel, 
Nero used a match; 
Modern Men use TRI-PLYS 


Mistakes in writing to patch. 


= occur at any time in any 
language. That’s why one of the most 
necessary tools for any one who writes is a 
good eraser. 


You can make money from this demand 
for good erasers. Everybody needs them 
offices, stenographers, students, artists 
and erasers, good erasers, help build 
sales of other things. 


WELDON ROBERTS specializes in erasers—-good 
erasers. Specialization is responsible for Weldon 
Roberts quality, for Weldon Roberts service, for 
completeness of the Weldon Roberts line, for the 
fact that Weldon Roberts erasers are famous the 


world over. 


No. 399 TRI-PLY is just one Weldon Roberts 
eraser. It is a favorite for office and stenographic 
use because it takes care of typing errors on both 
original and carbon copies 
and answers the require- 
ments as an all- 
around eraser for 
pen or pencil work. 
Feature it for more 
sales. 


WELDON ROBERTS 
RUBBER Co. 
America’s Eraser Specialists 

Newark, N. J. 











OFFICE APPLIANCES 


NORTHWEST TRAVELERS CLUB NOTES 





By Fred C. Schaefer, Club Correspondent 





The officers and members of the Northwest Travelers 
Club extend heartiest congratulations and best wishes 
to the fine Wis-Ill Club and its officers. It is believed 
that the Sixth Region has more stationers and travelers 
than any of the other districts and with the fine group 
of men to pick from, the Wis-Ill is destined to be one 
of the outstanding travelers’ clubs of the country. The 
Northwestern travelers extend hearty good wishes. 

al > 7 

The Northwest Travelers Club welcomes with satis- 
faction the following new members: R. C. (Red) 
Moore, 204 Dwight building, Kansas City, Mo. (Colum- 
bia Ribbon & Carbon Manufacturing Company); Harry 
R. Birt, Byron Weston Company, 400 West Madison 
street, Chicago, and George E. Lazier, Boorum & Pease 
Company, Sioux City, Ia. 

> _ . 

Herbert Morgan, northwestern representative of the 
Associated Stationers, Chicago, recently moved to his 
new home, 4852 Upton avenue, South, Minneapolis, 
Minn. 

> > * 

Mr. and Mrs. Joe Roller of Grand Forks, N. D., are 
receiving congratulations over the birth of a daughter, 
who was born April 11. 

* * > 

Members of the Northwest Travelers Club will be 
glad to know that Jack Grey is again on the road, 
representing The Pitt Corporation of Kansas City, Mo. 

- . * 

Einer Carlson of the Poucher Printing & Lithograph- 
ing Company, Minneapolis, who had the distinction of 
getting low score at the Twin City Stationers’ golf 
tournament last summer, has again distinguished him- 
self as the father of twins, who were born on April 13. 

. > . 

While attending the Farnham business exposition in 
Minneapolis the week of April 14, a number of the 
members of the Northwest Travelers Club had the 
pleasure of extending their best wishes to Mr. and Mrs. 
Bob Valleau, on the occasion of their wedding anni- 
versary, April 17. 

> > 7 

At a meeting of the Northwest Travelers Club, held 
at the Nicollet hotel on Sunday, April 14, the officers 
of the club announced that the entire club was offer- 
ing its whole-hearted support to our new governor in 
the Seventh District, Joe Popple of Zaiser’s, Des Moines. 
All of the boys who make Des Moines are at Joe’s serv- 
ice whenever he wishes to call on them. The club is 
already preparing to help Joe make his regional meet- 
ing the most successful the district has ever had. Con- 
gratulations from the entire club go out to our new 


governor. 
: & @ 


Stanley Griebel of the Yawman and Erbe Manufac- 
turing Company has changed his residential address 
to 500 DuPont avenue, South, Minneapolis, Minn. 

* > > 

Courtney B. Horr, who resides at 334 South Fifth 
avenue, LaGrange, Ill., and travels the Seventh District 
for The Victor Safe & Equipment Company, Inc., of 
North Tonawanda, N. Y., became a member of the 
Northwest Travelers Club during the recent regional 
meeting in Minneapolis. 


> . * 


E. T. Safford of Superior, Wisc., recently rearranged 
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EVERY STATIONER 
should stock these 
fast-moving items 


VERTICAL GUIDES 


All styles of indexing are available with 
plain, flat celluloid, flat and angular 
metal, or angular celluloid tabs 


STEELGUARD 
JUNIOR FILE 


The ideal per- 
sonal file for 
home or office 


WASTE BASKET 


Attractive ...made 
of steel easy to 


keep clean... safe. 


EVERYDAY 
FILES 
Nine styles, in- 
dexed alphabet- 
ically, days of 
week, month, etc 








CLIP BOARDS 
Striped wood or 
tar board. Note, 
letter, cap and 
waybill sizes 


CARD INDEX 
CASES 
With or without 
hinged covers for 
ch ee 
and 5 x 8 cards 
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BE PREPARED TO SUPPLY THE 
NEEDS OF YOUR CUSTOMERS 


Many offices will soon transfer correspondence and records. Be ready with 
an adequate stock of storage cases and supplies to meet your customers’ 
requirements. 


Globe-Wernicke steel transfer cases are made extra strong and rigid, with 
welded joints, and can be stacked ceiling high. They are built for long, eco- 
nomical service. Drawers operate easily on roller bearings. Follower is easily 
adjusted and may be removed to afford additional filing space. Furnished in 
letter, cap, bill, card index, and check file sizes. 


"Duo-Val" storage cases meet the demand for economical and efficient storage 
filing. A combination of an all steel outer jacket and drawers with front and 
back of metal and sides and bottom of fibreboard provides an inexpensive, 
light weight, strong, and rugged case. 





Send us an order for samples of Globe-Wernicke storage cases. 


Globe-Wernicke 





Cincinnati, Ohio 
0. @ on Se ©) cmt ODS on Gr 10101 00D Ot OS OMY Ota oe oe DB Oe D 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 


IN OFFICES 
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EXCLUSIVE SALES FRANCHISE 
OPEN To EXPERIENCED OFFICE EQUIPMENT MEN 


FRIDEN Electric Calculators provide the 
fastest mechanical figuring known. 


Designed and constructed by engineers 
who have spent a life time in the calcu- 
lating machine art—the FRIDEN offers 
everything you have ever desired in the 
ultimate calculator—and much more. 


With its many exclusive features, the 
FRIDEN is easier to operate. Containing 
less than a third of the mechanical parts 
found in other makes of calculators, the 
FRIDEN is light in weight and easy to 
service. 


Sales distribution is on dealer basis ex- 
clusively. To the office equipment dealer 
or the experienced salesman who wants 
to build an independence and establish 
himself in business, we offer a sales fran- 


chise with unlimited sales possibilities. 
For further information address 


FRIDEN CALCULATING MACHINE Co., INC. 


Sales Department 
4926 E. 12th Street Oakland, California 
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his store attractively and conveniently. An extensive 
display of greeting cards will be included soon. The 
store is now arranged after the modern, up to the min- 
ute fashion. 

* * - 

Harry Hill, formerly of Watertown, S. D., is working 
in northern Wisconsin for Taylor, Weygant & Good- 
speed of Duluth. He is making his home in Superior, 
Wisc. 7 = 4 

The Northwest Travelers Club is happy to welcome 
to membership C. R. (Jack) Laws, who represents The 
Globe-Wernicke Co. in the states of North and South 
Dakota, Minnesota, Nebraska, Iowa, Kansas and Mis- 


souri. 
* * * 


The thoughts of the Twin City stationers and North- 
west travelers are already turning to their third annual 
golf tournament, which will be held as usual this sum- 
mer. President Spurlock of the travelers’ club, will 
soon announce the chairman for the travelers, which 
information we hope to have by the next issue. 





Three Classes in Filing Conducted by The Brown & 


Saenger Company, Sioux Falls, S$. D.—Sixty-six students 
from forty-two offices, representing almost every type of 
business—commercial and professional—are enrolled. So 


many more applied than could be accommodated that 
registration for Fall classes are already nearly filled. 
Classes are being conducted by Al Hansen, using the 


Y and E twenty period course in filing which covers 
all types of alphabetical filing and card indexing. The 
course is free and is being conducted in the Brown & 
Saenger store. 
—— ~<>-—- 
INDIANAPOLIS HOUSE MOVES 


The Indianapolis Office Supply Company, 532 Postal 
Station building, Indianapolis, Ind., has recently moved 
to larger quarters. 
large as the old and is nicely arranged. Harold Hamp- 
ton, who heads the company, held a house warming on 
April 2, and other dealers and customers were in at- 
tendance. Mr. Hampton is secretary of the Indiana 
Stationers Association. 





The new space is about twice as 
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STENOGRAPHIC 
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ATA PRICE EVERYONE CAN AFFORD 





THERE IS A 
NON-SKID EDGE 
ON EACH COVER 






The NON-SKID edge 
does the trick | 





HE Ring-Bound Easel Stenographic Note- 
book is the current sensation among 
office items. 

It has EVERYTHING ... flat writing surface 
(no “hump”)—flexible ring binding—board 
covers— perfect writing surface...to say 
nothing of eye appea/—and why shouldn't 
stenographic notebooks be good looking? 

BUT THAT’S NOT ALL! It has the new 
NON-SKID EDGE (patent pending) that is 
an exclusive Rockwell-Barnes feature, and 
that gives it an advantage which has only 
been obtained in the past with expensive 
“gadgets”. It stays where it’s put—in any 
normal transcribing position. ..It’s the kind 
of stock that won't stay on the shelves. 


1511 West 38th Street 
CHICAGO 











Why you'll 
profit more 


e with 


UFiL. 


**Postur-Chair’ ’ 








No. 8500 **Postur-Chair”™ 


Production Production is the keynote. | 


Comfort is essential to qual- 
ity and extent of output and | 
is designed into “ Postur- 
Chair.”” It is built to en- 
courage alert concentration 
in the user, it eliminates 
strained positions and con- 
serves energy, in the general 
office and factory. ‘‘Postur- 
Chair” equipment means 
more and better production. 


Comfort . . . 


Scientifically designed to af- 
ford utmost comfort and 
convenience for hand or 
machine operators—built of | 
materials that insure life- | 
time service, UHL “Postur- | 
Chair” will show a profit for | 
any business man’s money, 
early in its service. And 
every office equipment dealer 
can extend his facilities and 
add to his earnings by keep- 
ing “‘Postur-Chair”’ always 
in stock and on display. 


The Toledo 
Metal Furniture 
Company 


Manufacturers of ‘‘Little Dan- 
dy” and “Economy ’’ Typewriter 
Stands, the 50-50 File Stool, the 
70-70 Roll Top Typewriter Desk, 
vault trucks, cafeteria chairs 
and tables, etc. 


Convenience ... 


Durability 







1574 Hastings Street, 
Toledo, Ohio, U.S. A. 


é 


No. 9606-17 
“Postur-Chair’ 





, 




















OFFICE APPLIANCES 


EQUIPMENT FOR GOVERNMENT 
ARCHIVES BUILDING 


Progress on the new Government Archives building 
at Washington, D. C., has progressed to a point where 
equipment is being manufactured. This building rep- 
resents a project which the government has considered 
from time to time throughout a hundred years of his- 
tory. When records of the war of 1812 were destroyed 
by fire about 1843, officials announced the need of a 
fireproof storage building to house the nation’s im- 
portant documents. From that time on there has been 
agitation for a suitable building. Government records 
and papers of inestimable historical and political value 
are now kept in many different places. With the com- 
pletion of the Archives Building all papers will be kept 
in fireproof cabinets designed by Berger engineers in 
co-operation with government architects. 

The contract for the steel work in the Archives 
Building was awarded to The Berger Manufacturing 
Company; The Diebold Safe Company received the 
contract for certain heavy elements beyond the usual 
run of work in the Berger plant. It is said that the 
present contract for more than $500,000 represents but 
twenty per cent of the total requirements, 

——_g———_——_ 
A NEW DISPLAY STAND BY BUMP 

The Bump Paper Fastener Company of LaCrosse, 
Wisc., have prepared a new and attractive display 
stand for their dealers. This stand shows the actual 
machines of all four models built at the present time 
by the Bump Paper Fastener Company. The customer 





The Bump Counter Display Stand 


is thus given an opportunity to see, use and select the 
fastener best suited for his particular purpose. These 
display stands are furnished free to all dealers and it 
is reported they are doing a fine job in selling Bump 


products. 
——_———. 


PETER LALLY NOW SUPPLY SALESMAN FOR ROYAL 

Peter Lally, who has been handling deliveries for the 
Minneapolis office of the Royal Typewriter Company, 
Inc., will take over the duties of supply salesman 
on May 1. The supply department is a new one which 
is being installed in the Minneapolis Royal branch. 
Through the delivery department Mr. Lally has become 
acquainted with practically every one of the Royal 
Typewriter Company’s customers in Minneapolis. 
Many of them have already promised him their supply 
business. 
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ALL SALES RECORDS 





DEALERS SAY—" The Fastest Moving Item in Our Store’ 


And they must be right, for every month we are __ 555 Jay Street, Rochester, N. Y. 





shipping thousands of RECORD CHESTS equip- Please send full particulars on the “Y and EB”: 
: Record Chest. 

ped with the famous Empire Folders. Are you get- } ae 

ting your share of these easy profits? If not—Use : Firm — 


the Coupon — NOW. er AA STT ET 
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It Pays... And How ..To Put Sales Effort 
Behind These NEW Posture Chairs 


Push the right lines today, 
and you can make more money 
than ever before. Today busi- 
ness is buying new ideas, new 
methods, new and improved 
equipment. Sales of certain 
products are mounting higher 
and higher as this year rolls 
along. 


Take Harter Posture Chairs, 
our new 1935 models for ex- 
ample. They are ‘“‘going like 
hot cakes.”’ 


We announced this new line 
in January this year. Sales in 
February were up 50% over 
January, and in March they 
were 300% better than in Feb- 
ruary. We are half through 
April as this ad goes to press, 
and April bears every evidence 
of surpassing March by a wide 
margin. 


This amazing sales up-turn 
indicates one thing plainly. 
Harter representatives are sell- 





ing a lot of Harter Chairs. Frank- 
ly, when you put real sales effort 
behind a line like Harter’s, you 
will be repaid handsomely for 
the work done. Even to concen- 
trate on Harter Chairs and 
nothing else proves very profit- 
able right now. 


In many communities we still 
need aggressive, responsible 
dealers. We give you an exclusive 
franchise and we help you from 
then on. We back you up with 
the most up-to-date line of 
Posture Chairs in America—ex- 
clusive sales advantages—head 
and shoulders above competi- 
tion. Get in touch with us now. 


Catalog shown at 
right covers the 
new 1935 Harter 
Posture Chairs 
for both officeand 
factory service 
You will be great- 
ly impressed with 
the many radical 
improvements 
we've made 

Write for FREE 
copy. 








The HARTER CORPORATION Sturgis, Michigan 


Manufacturers of the World’s Finest Steel Seating Equipment 
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CLEANGRIP CARBON PAPER HELPS TRADE 


The H. M. Storms Company of Brooklyn, N. Y., man- 
ufacturers of “a complete line” of carbon papers and 
typewriter ribbons, have made an intensive study of 
the situation as applied to the sale of carbon papers 
and typewriter ribbons by dealers. 

It is the stationer’s desire to hold and increase his 
carbon paper business. His products should, therefore, 
demonstrate high performance. 

The H. M. Storms Company claim to have met this 
situation with its new carbon paper called “Cleangrip,” 
patent applied for, which is declared to be different 
in appearance from others and to embody many ex- 
clusive features of advantage. Cleangrip does not curl 
and its uncoated end margins are reinforced (patent 
applied for) by a special process which adds strength 
and permits speedy alignment without ends wrinkling 
or tearing. The upper and lower corners of the sheet 
are clipped so that the typist may remove all the 
carbon sheets at one operation without soiling fingers 
or work. The carbon is reversible. Cleangrip is de- 
clared to feel and look different from other carbon 
papers. It is said to be durable, economical and pro- 
ductive of greater and better results. 

——$—_$_<>——__—__ 
NEW SENGBUSCH DISPLAY UNIT 

Carrying out its modern display idea throughout the 
line, the Sengbusch Self-Closing Inkstand Company 
now makes available a new and attractive card, here 
illustrated. This card is sent to dealers on request. It 
may be used for window or counter displays or with 





The No. 103 Individual Kleradesk Card 


matching units featuring other products in the Seng- 
busch line. 

Kleradesk provides an easily accessible place. It is 
said to sell goods quickly and builds repeat business at 
a good profit. 

cusemaitiiieeiiame 
PRINTING CODE APPLIES TO PLANOGRAPHIC 
PRINTS 


An application to NIRA by the National Graphic 
Arts Coordinating Committee asks that the graphic arts 
code be applied to Multilith and Rotoprint products. 
The proposal submitted to the authorities reads: “The 
term, ‘printing,’ as defined in the Graphic Arts Code, 
is construed to include Multilith and Rotoprint opera- 
tions, and the provisions of said Code are applicable 
thereto. Multilith and rotoprint operations are proper- 
ly classified under such Code as photo-lithographic 
processes.” 

——— renee 
RALPH C. ALLEN VISITS CHICAGO 

Ralph C. Allen, of Allen Calculators, Inc., visited the 
factory at Grand Rapids, Mich., in April. He also 
called on R. J. Smith, his Chicago representative. On 
his way back to New York Mr. Allen stopped off at 
Washington and at Philadelphia. 
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Perhaps the reason for the wonderful 

loyalty of BROWNE-MORSE dealers and 

their customers using BROWNE-MORSE 
products can be explained by 


Our 28 Year Old Policy 





To market our products through reliable and 
legitimate dealers only, as we recognize them 
as the logical channels of distribution. 





To fully cooperate with the dealer in the sales 
promotion of our products by furnishing cat- 
alogs, price lists, circulars, direct mail adver- 
tising and other selling helps necessary in the 
successful sales promotion of a product. 





To refer to him all direct consumer inquiries 
originating in his territory and to assist in 
turning such inquiries into sales, and to fully 
protect him in all deals. 





To manufacture lines of Steel Office Equip- 
ment and Filing Supplies so completely that 
no matter what is required there will be a 
stock item to meet the need. 





To make the highest quality of merchandise 
in order that our craftsmen may be satisfied 
with a work well done and to give the user an 
article in which he will take just pride and 
know he will secure years of dependable 
service. 





To so price the merchandise that the user may 
receive the greatest dollar value in satisfaction 
and service, and the dealer in turn a legitimate 
and fair profit. 





This policy of complete dealer cooperation has 
been tried, tested, and proven by the hundreds 
of dealers who have been with us for years and 
the thousands of consumers who have stand- 
ardized on BROWNE-MORSE products. 


BROWNE-MORSE COMPANY 


Factory and General Office 


MUSKEGON, MICHIGAN 
New York Office, 140 Maiden Lane 

















L. M. BICKETT COMPANY 


RUBBER MANUFACTURERS 


k& 


WATERTOWN 


WISCONSIN, U.S. A. 


May 1, 1935. 
An Open Letter to Office 
Supply Dealers Handling 
Respirator Chair Cushions 


Gentlemen: 


During the next four or five months we will ex- 
perience warm weather. Overcoats and heavy 
clothing are now being replaced with light 
weight wearing apparel and everything possible 
will be done to assist in keeping cool and com- 
fortable. 


Now is the time to display and urge the pur- 
chase of a Respirator Chair Cushion as an 
article which will add greatly to the comfort 
and efficiency of the user. 


The ventilating features incorporated in Res- 
pirator Cushions are so apparent and easily 
explained that very little time is required in 
convincing potential customers of the benefits 
they will enjoy when using a Respirator 
Cushion. 


It is our suggestion that you place a Respirator 
Cushion in a chair so located that every cus- 
tomer entering or leaving store will have an 
opportunity to sit down and test this wonderful 
cushion. 


If arguments are advanced that price is exces- 
sive and they cannot afford to purchase, then 
explain that based on an average cost of $4.00 
each the liquidating charge will be less than 
lc per day during a guaranteed use of eighteen 
months, or, you may advise that for the price 
of a stick of chewing gum, one or two cig- 
arettes or one-fifth the cost of a cool drink 
costing five cents, they can sit on and enjoy a 
Respirator Cushion for eight hours per day. 


Every time you sell a Respirator Cushion you 
make a friend and booster for your business, 
a transaction mutually satisfactory, beneficial 
and profitable. 


A Respirator Cushion will be appreciated every 
day in the year, however, during summer 
months, it should be classified as essential to 
the comfort of an office worker to as great an 
og as light weight clothing and electric 
ans. 


We trust the suggestions outlined in the fore- 
going are of interest and will assist you in sell- 
ing many Respirator Cushions. 


Yours very truly, 


L. M. BICKETT COMPANY, 
L. M. Bickett, 
President. 


P. S.—As it is possible that some of your 
customers do not find it convenient to come 
to your place of business we suggest your de- 
livering a Respirator Cushion to their office for 
a one or two day trial period so that they will 
be given an opportunity of learning advantages 
assured by using Respirator Cushions. 


(Postscript suggested by Jim Brown, O.B.) 














OFFICE APPLIANCES 


NEW HIGGINS PRICE LIST 


Charles M. Higgins & Company, Inc., 271 Ninth street, 
Brooklyn, N. Y., has a new trade price list of their ink 
and adhesive lines which became effective April 15. 

The list quotes lower prices on half pints and pints 
of writing and drawing inks and on pints of pastes. 
The company also calls special attention to the com- 
plete schedule of suggested prices for sales in quan- 
tity to consumers which schedule appears on the out- 
side back pages of the price list. This schedule has 
been carefully worked out and represents, they believe, 
the best prevailing practice. 





He’s the Man.—For the second time The 
Bates Manufacturing Company has pre- 
sented in its house organ a likeness of 
Randolph C. Bradshaw, the only man up 
to the present time who has that distine- 
tion. For the last two years he has been 
busily developing special industrial uses 
for the Bates stapling machine. On Jan- 
uary 1 he was turned loose to cover the 
principal cities of the United States and 
to cooperate with Bates dealers. His 
work is promotional and educational. 
The Bates line is a dealer line from start 
to finish, the company refusing to sell 
direct or to establish direct selling sub- 
sidiary companies. 


—————— 
HANDSOME DESK CATALOGUE 


A fine example of catalogue work has just been sent 
to the trade by the Alma Desk Company of High Point, 
N. C. The catalogue is made the correct size to fit 
into a regular letter file. The company requests deal- 
ers to destroy all former Alma catalogues and substi- 
tute the new one which is accompanied by a complete 
price list together with a satisfactory telegraph code. 

The catalogue proper is bound in limp covers, tinted, 
and contains twenty-four pages on highly finished 
stock which reproduces the illustrations in great detail. 

Desks of the several different lines are shown, in- 
cluding the 800 series in combination walnut only; the 
400 series in combination walnut; the 1100 series in 
combination walnut, mahogany and quartered oak; 
1000 series in plain oak only; the 700 series, and the 
Naught line. There are also a number of home desks, 
sectional bookcases, etc. 

Copies of this catalogue will be sent to dealers on 
request. 

—_—<>—__—_ 

TENNESSEE SENATE KNOCKS SALES TAX BILL 

The sales tax bill affecting retailers, providing for a 
three per cent tax, failed of passage in the Tennessee 
senate April 17. It is said that more than ten thousand 
people came to Nashville to oppose the bill, including 
hundreds of merchants. A special train and auto- 
mobile caravan brought many people from Memphis 
and other towns.—CG 
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3 Point Contron 


N J Ww Underwood Sundstrand . r 2 ‘%y Fra | 


Feature simplifies machine figuring 4 


...Greater Speed by 15% to 25% 








1. Adding 

2. Subtracting 

3. Non-Adding 

4. Sub-Totaling 

5. Totaling 

6. Printing Credit Balances 


ADDS— SUBTRACTS 
MULTIPLIES—DIVIDES 













UNDERWOOD ALL 





HE Underwood Sundstrand Adding- 

Figuring Machine, always famous for 
its simplicity, speed, accuracy and durabil- 
ity, reaches a new high peak of simplicity 
and speed with the advent of the newest 
exclusive Underwood Sundstrand devel- 


opment...3-POINT CONTROL. 


3-POINT CONTROL, in combination 
with Underwood Sundstrand 10-key op- 
eration, makes it possible to write figures 
on the tape 15% to 25% faster! 

3-POINT CONTROL permits three 
miracle keys to perform six distinct op- 
erating functions. 

3-POINT CONTROL, because it 
makes operation simpler, also makes 
the operator more accurate. It reduces 
fingering errors to the absolute minimum. 


3-POINT CONTROL provides amaz- 
ing new short-cuts in multiplication and 
division and actually brings machine NUMERAL 
addition and subtraction within the capa- rey Tha KEYS 


bilities of a child. > 
See the new Underwood Sundstrand - ™ . 

at the nearest Underwood Elliott Fisher i ‘ thats aH / 
Branch or ask for a demonstration in in 

your own office. Remember, in addition 
to 3-POINT CONTROL, Underwood 
Sundstrand offers you the boon of 10 
numeral key operation. oh eal 


Adding Machine Division . 
cnemeenein Ginamen tne enemas e Every Underwood Sundstrand Machine 


Adding Machines .. . Typewriters is backed by nation-wide service facilities 
Accounting Machines 
Carbon Paper, Ribbons and other Supplies 


342 Madison Ave., New York, N. Y. 
senses” UNDERWOOD SUNDSTRAND 


ADDING-FIGURING MACHINES 


Underwood Elliott Fisher Speeds the World’s Business 
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There's Money ln “Opa. 
W aste Baskets For You 


Dealers everywhere have discovered that 


Victor Metal Waste Baskets move when 
other lines don’t. They have proved that 
the Victor means |. Worthwhile Profit, 2. 


Quick Turnover, 3. Satisfied Customers. 


The Victor is constructed of the finest furniture 
steel, beautifully finished in Mahogany, American 
Walnut or Olive Green. The soft rubber cushion 
corners protect furniture and legs; sides and bottom 
are welded into a complete unit ... dirt cannot 
seep through, and the steel construction reduces 
Yes, the Victor is a real basket! 


Ask for the profit 


fire hazard. Now’s 


the time to tie to the Victor. 


[STEELCASE 


| Susiness Lquipm enr 


facts now. 














Send for full 


Tetielaurhalelammela 


METAL WASTE 
BASKETS 


METAL OFFICE 
FURNITURE COMPANY 
Grand Rapids, Michigan 









OFFICE APPLIANCES 


GLASGOW JOINS ROYAL STAFF AT MINNEAPOLIS 


E. C. Glasgow, who has been active in business af- 
fairs as well as in newspaper work, advertising and 
military service, has been appointed a member of the 
sales force of the Royal Typewriter Company, Inc., at 
Minneapolis, Minn. 

Mr. Glasgow graduated from the University of 
Minnesota, majoring in economics, sociology, philos- 
ophy and journalism. For two years he was managing 
editor of the university daily newspaper, “The Minne- 
sota Daily.” He also edited “The Gopher,” the class 
year book. He was captain of the Reserve Officers 
Training Corps and was elected to the Grey Friar 
senior honorary society. He is also a member of the 
Sigma Delta Chi, the honorary journalistic fraternity, 
and belongs to the Scabbard and Blade, an hon- 
orary military fraternity. He is a member of the 
Alpha Tau Omega, a national academic fraternity, and 
has held various school and class offices. 

Mr. Glasgow was a second lieutenant of the United 
States Army, serving thirteen months. He was city 
editor of the Sioux Falls, S. D., Press, a daily morning 
newspaper, afterward becoming account executive of 
the Herr Advertising Agency. He was a member of the 
staff of the Northwestern National Bank at Minneap- 


| olis, where he was assistant cashier and manager of 


| 


new business. He also saw service in the advertising 
department. He did promotional and contact work 
throughout the country as well as locally. 

Mr. Glasgow is active in civic affairs and organiza- 
tions. He is past president of the Advertising Club 
of Minneapolis, past commander Raoul Lufbery post, 
American Legion; member of advisory board, Salva- 
tion Army, in which situation he managed for several 
years its Christmas appeal to care for more than one 
thousand needy families. 

Mr. Glasgow says “Life begins at thirty-seven.” 


—————<=>___——_ 
OFFICE EQUIPMENT BLUE BOOK DEMAND 
INCREASES 


The demand for the 1935 Office Equipment Blue Book 
issued by the Reliable Typewriter & Adding Machine 
Corporation of Chicago has been such that it has be- 
come necessary to issue a second edition, which is 
scheduled to become available on May 1. The call for 
this reference book on office machine valuations was 
entirely beyond expectations. 

> 
RAINIER AVENUE HAS NEW STATIONER 

Earl A. Cox has established a store for the distribu- 
tion of office supplies, stationery, etc., at 4865 Rainier 
avenue, Seattle, Wash. Mr. Cox is affiliated with a 
group of Pacific Coast dealers who share in the bene- 
fits of mass purchasing. The new Rainier avenue store 
has been equipped with everything modern and up-to- 
date —CML 





———___—_<g>——__—_— 
BERKOWITZ LEAVES ON WESTERN TOUR 
William Berkowitz, president of the Majestic Lounge 
Company, New York, left New York on Sunday, April 
21, on an extended motor tour during which he will 
make a complete survey covering the United States 
through all dealers handling Majestic accounts. He 
expects to be away until June 30. 
——————- 
JACKSON FIRMS STAGE BARGAIN EVENT 
The Mississippi Stationery Company and the Office 
Supply Company of Jackson, Miss., were among the 
firms which helped to celebrate Jackson Day on April 
17 by means of bargains. Many stores, banks and in- 
dustrial organizations participated —CG 
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“Gentlemen— 









With 


HOTCHKISS 








KSEE] PORTE ‘ ' A PLES 


TRADE . MARK 

Made of the highest quality steel of .019 
gauge with '4” legs and '»” crown, 210 per strip, packed 5000 in a newly 
designed three color TRADE MARK box. Needle sharp, chisel pointed 
legs penetrate paper and other materials with an ease never Solese haem 
ALL HOTCHKISS TRADE MARK STAPLES ARE NOW CHISEL 
POINTED LOOK FOR THE RED “H” AND “CHISEL 
POINTED” TRADE MARKS ON THE BOX. 


HOTC 








The NEW STREAMLINE 
MODEL 5-At” 


HOTCHKISS once more justifies the con- 
fidence of the trade with a brand new idea 
in stapling machines. It’s the best—in 
design, in quality, in price, in everything! 
It puts you ’way ahead of competition. 
MODEL 5A has all working parts made 
of hardened steel for long life and hard 
service. IT IS THE ONLY MACHINE 
IN EXISTENCE THAT WILL USE, 
WITHOUT ANY CHANGE OF PARTS, 
ANY STANDARD SIZE STAPLE 
WITH 14” LEGS FROM .019 GAUGE 
UP TO AND INCLUDING THE .025 
GAUGE STAPLE AND DRIVE SAME 
WITHOUT CLOGGING. 
Model 5A has stamina and smartness— it’s mod- 
ernistic—it is big but light in weight—it is priced 
at $3.50 and holds 210 of the NEW HOTCHKISS 
“CHISEL POINTED” STAPLES. It is packed 
in a newly designed three color container. Free 
window displays and advertising circulars will 
help you sell it. 
If you haven’t placed your order yet send it in 
NOW. Do not delay because orders will be filled 
in rotation as they come in. 

THE HOTCHKISS SALES CO. 


Norwalk Connecticut 
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THIS POSTURE CHAIR 


Pleases Everybody! 


The new Burns Posture Chair for 
secretarial service is being very cor- 
dially welcomed by all concerned. 
The secretary is delighted with it be- 
cause it provides healthful and rest- 
ful seating. The boss likes it because 
it looks efficient and is efficient. 
Yes, and even the treasurer is secretly 
pleased with it because the bill for it 
is much smaller than he expects. 

Despite its low price, the Burns 
Posture Chair gives the stationer and 
office outfitter a very liberal margin 
of profit. Dealers who wish to take 
full advantage of the posture chair 
story and to get real volume of posture 
chair business are urged to write for 
prices and discounts. Address Amer- 
ican Automatic Electric Sales Com- 
pany, 1033 West Van Buren Street, 
Chicago, Ul. 


BURNS 


OFHCE SPECIALITIES 
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INTERESTING LOCAL HOUSE ORGAN 


The Indianapolis Office Supply Company, Indianap- 
olis, Ind., issues a four page house organ which is of 
more than a little interest to users of office equipment. 
This little publication is neatly printed and discusses 
features of the company’s stock, with suitable illustra- 
tions. The company has an upstairs store and in the 
April 1 issue of the News they give their reasons for 
such a choice. It is said that not less than seventy-five 
per cent of the office supplies consumed in the United 
States are brought either from outside salesmen or or- 
dered over the telephone or by mail. The upstairs store, 
of course, does a smaller store business than the ground 
floor stationer on the average, but the company referred 
to has built up its special service and phone and mail 
business to a very satisfactory point. 

sencatiliaicincten 
SEATTLE CITY LIGHT BUILDING TO HAVE 
NEW EQUIPMENT 

As the new City Light building nears completion on 
Third avenue, Seattle, the City Council has provided 
for much new office furniture and equipment. The 
council recommended an appropriation of $6,622 for 
the purpose of adding machines, typewriters, lockers 
and office furniture for the new building. An item of 
$3,192 was also placed in the new budget for cash reg- 


isters —CML 
oe 


MEMPHIS CONCERN TAKES ADDITIONAL SPACE 


J. S. Latta, Inc., book and stationery dealer at 104 
South Main street, Memphis, has leased the ground 
floor and basement of the building at 124 Madison, 
and the basement of the two adjoining stores, for a 
period of more than five years. The premises have 
been completely remodeled. The new store is about 
eighteen by seventy feet. The company opened in its 
new location on April 8. Books, globes, stationery and 
office accessories are handled.—CG 

a 
NEW WOODSTOCK CONTEST 

In appreciation of the fine business turned in by 
their branch salesmen and distributors during the first 
quarter of 1935, and as an incentive to continued good 
efforts, the Woodstock Typewriter Company is offering 
the selling organization attractive and valuable mer- 
chandise prizes based on percentage of quota for the 
months of April, May and June. This is not a competi- 
tion—prizes will be awarded every man in proportion 
to his own ability and productiveness. 

MARVIN COMPANY TAKES NEW QUARTERS 

The Marvin Envelope and Paper Company, formerly 
at 439-445 South Clark street, Chicago, Ill., has moved 
to larger quarters at 626 Federal street, first floor. A 
complete line of bond and writing papers is carried, 
and more than five hundred items are listed in the new 
catalogue just off the press. 

ecient acini 

KEE-LOX CHANGES OFFICE IN INDIANAPOLIS 

The Indianapolis branch of the Kee-Lox Manufac- 
turing Company moved on April 6 from the Empire 
Life building to 410 Holliday building, where they have 
larger and more convenient quarters. 

This branch is managed by H. B. Groene. 

aa 
NEW YORK TYPEWRITER CONCERN MOVES 

The A. B. C. Typewriter Company, C. E. Merklee, pro- 
prietor, formerly located at 220 Broadway, New York 
City, has moved to larger quarters at 321 Broadway. 

The company has been in business over twenty years. 
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You know how the GENERAL'S ink quart bottle almost sold itself on 
sight. Not satisfied with its unquestioned “shelf appeal”, we designed 
it for a smart lamp base or cocktail shaker so as to make your 
increased sales of this superior ink more certain than ever. Results 
tell the story. Reports from all over the country indicate a wonderful 


consumer acceptance of this new Certified, laboratory-built ink. 


To further increase your sales possibilities, we have developed the 
new smaller GENERAL'S ink packages .. . pints, 25c and 10c sizes. 
Examine the bottles closely. Where have you seen better looking 
packages? You can’t afford to be without GENERAL'S ink. Our 
national advertising is making people ask for it by name. Send for 


complete details now .. . today! 


UNBIASED LABORATORY TESTS, 


PROVE GENERAL’S zzk SUPERIORITY, 


Ink depends upon surface tension and atmospheric pressure to 
prevent dripping from a pen point. To illustrate, place a drop 
of water on glass. The drop remains intact because of surface 
tension sufficient to resist atmospheric pressure. A drop of 
ether on glass immediately breaks down and spreads. Ether 
has not sufficient surface tension to resist pressure. 

Ordinary inks, thinned to carry off undissolved sediment or 
diluted to cause quick drying. have this same fault. Therefore. 
they drip from your pen point. GENERAL'S Ink is free from 
sediment; is not diluted and dries quickly without artificial 
aid. It has enough surface tension to resist atmospheric pres- 
sure. Therefore, it will not leak! 





GENERAL'S INKS WITHSTAND BLEACHING 


General's Ink withstood the intense bleaching action of ultra- 
violet rays and of hydrochloric acid, sodium hydroxide, chlo- 
rine ammonia and alcohol. The N. Y. Testing Laboratories 
says: “Our laboratories find General's Ink unrivaled for true 
permanency”. 
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CHANGE ANNOUNCED BY ROCHESTER HOUSE 


The Rochester business conducted many years as the 
Naramore-Heinrich Stationery Company, 86-88 Ex- 
change street, is now known as the Heinrich-Seibold 
Stationery Company. About a year previous to October 
21, 1933, G. C. Naramore became ill, and was inactive 
in the business thereafter. October 21, 1933, W. J. Sei- 
bold entered the business as a partner, without any 
special announcement being made. April 1, 1935, Ken- 
neth C. Heinrich and W. J. Seibold took over Mr. Nara- 
more’s interest in the business. The name was then 
changed to the Heinrich-Seibold Stationery Company. 

Mr. Seibold entered the stationery business as a lad 
of fifteen, working for the Eaton Brothers Company 
as an office boy. After two years in that connection 
he joined Scrantom’s, Inc., and specialized in the sale 
of the “Neostyle.” Later he took on the sale of the 
entire A. B. Dick Company line, continuing that con- 
nection ten years. He then gave up the duplicating 
machine business and joined the Heinrich-Seibold 
Company. eee 
UNCLE SAM TAKES 625,000 BATES FILE FASTENERS 

The cut shown herewith pictures a shipment of 625,- 
000 Bates file fasteners on their way from the factory 
at Orange, N. J., to Uncle Sam in Washington, D. C. 


Packing 625,000 Bates File Fasteners for Ship- 
ment to Uncle Sam 
This is the newest of the Bates products. It has the 
new slide lock construction, beveled edges and smooth 
prongs. ° 
SADDEN TAKES POSITION AT NORRISTOWN 

A. W. Sadden, for twenty-five years with the Yaw- 
man and Erbe Manufacturing Company, during the last 
twelve of which he was manager of the company’s 
Philadelphia office, is now manager of the Kennedy 
Stationery Company at Norristown, Penna. He opened 
the Kennedy Company account for “Y and E” a num- 
ber of years ago. Shortly after the recent death of 
Mr. Kennedy, Mr. Sadden was invited by Mrs. Kennedy 
to manage the activities of the company. 

Mr. Sadden is well acquainted with the office equip- 
ment business. 

—_—_—_—_ 
ANTIQUITY OF LOOSE LEAF 

The South African Printer and Stationer traced loose 
leaf records to the Chou Dynasty (122-247 B. C.). 
These records consisted of a number of bamboo strips 
or tablets punched at one end and tied together with a 
silken cord. The writing was done on the tablets by a 
sharp pointed stylus. In this manner the state records 
were kept and preserved. 

The editor of the South African Printer and Sta- 
tioner wondered if this manner of writing records was 
not responsible for the present day Chinese writing in 
vertical lines, instead of the horizontal lines used in 
the Occident. 








smooth-writing 


reliable fountain pen 
of Solid Duracrome 
















There’s a smooth-flowing 
Solid Duracrome point to 
fit every style of writing, 
and each is graded to 


hair-line accuracy. 


Soup Duracrome, the new semi- 
precious metal exclusively used in Esterbrook 
Fountain Pens, gives your price-conscious cus- 
tomer a reliable, smooth-writing fountain pen. 
Customer complaints are avoided when the 
smooth-writing Esterbrook Solid Duracrome 
Point Fountain Pen is sold. Instead of taking 
complaints, you sell additional pens to satisfied 
customers and their friends. Yes, sir, this Solid 
Duracrome point breeds sales for you. $1.00 
and up, at retail. 

Esterbrook also makes the unique Re-Load- 

ing Push Pencil that feeds two feet of lead, 

as needed, by a simple thumb motion. 


81.00 and up, retail, in colors to 
match the Re-New-Point fountain pen. 


(Prices slightly higher in Canada) 


bstertivok 


STEEL PEN MANUFACTURING CO. 


¥ 


86 Cooper Street ,, Brown Bros., Ltd. 
Camden, N. J. Toronto, Canada 
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OFFER “PROVEN PERFORMANCE” TO YOUR CUSTOMERS 


Sell the World’s Best Stapling Machines 







ACE 


STANDARD 

No. 102 
With rmanent and 
pin stitc Lifetime ma- 
chine For general office 
and production work. will 


fasten 35 to 40 sheets of average weight paper 
Loads 2106 staples 
Weight 20 oz 


A handy tool for drafts- 
men fastening paper to 
drawing a a used for 
window trimming, etc oads 21 

staples. Weight 12 oz $5.00 


ACE DUPLEX 





a Combination tacker and sta- 

pling machine. The upper part 

can easily be detached from the base by press- 
ing button and used as a tacker. 


Loads 210 staples. 
Weight 24 oz $7.00 


ACE ADJUSTABLE BAG FASTENER 
Bx, No. 109 














popcorn, 
coffee and 
similarar- 
ticles. Loads 
210 staples 
Weight 9% Ib. 
8 oz. 


A time-saver for sta- 
pling bags in m vertical 
position The head 
can be easily adjusted 
up or down for the 
various sized bags. 
Fast being adopted for 
stapling potato chips, 





ACE 
STAPLES No. 2025 


Are hand picked which insures perfect sta- 
pling performance Guaranteed to work in 
similar standard make machines Packed 
5000 per box. 210 to a strip 


Weight 14 oz 


Weight 19 oz 








PILOT No. 402 


Will give years of 
satisfaction. This 
machine in its price 
nage has no equal. 


Loads 210 staples. $4.00 


PILOT TACKER No. 403 


Will give years 
of excellent service. 
Can be used for any 
light duty tacking. Loads 


a= yee $3.50 











5. ——-— @ 


—TF—— EEE 


BUILT TO LAST A UFETIME 


DEALERS: 


Write for attractive window or counter 

display card specially designed to in- 

crease your sales on Ace, Pilot and Cadet 
Stapling Machines. 








> 43. —_— 






| PILOT 12 INCH No. 412 


An excellent machine in its price range. For 


card work, printer's lay-out, etc. 5 00 
nenes Oe ee br ave Ne ss rT . 
Also No. 418 with 18-inch clear- 

ance... $6.00 


ACE 12 INCH No. 107 








Comes‘equipped with Ace head and is made in 
three sizes, namely, 6 inch clearance space; 10 
inch clearance space and i2 inch. Loads 210 
staples. Weight 2 Ib. 8 oz. 

107-6" 107-10” 107-12” 


$10.00 $11.00 $12.00 


All prices apply east of Rockies 


ACE FASTENER 


CORP. 
3415 N. Ashland Ave. 
CHICAGO, ILL. 






CADET No. 302 


Neat and attractive. 
Details same as the 
Pilot. Loads 105 


Welgnel loz. $3.00 


CADET TACKER No. 303 
LE Sect. Decatle same 

as Pilot Tacker No. 

{ ' a Loads 105 sta- 
Welane $9.50 


- ACE 12 INCH No. 105 


A strong, durable machine for production 
work, fastening bags ? cards, etc. Has 12 
inch stapling range. oads 420 

staples. Weight 8 Ibs $1 5.00 









ACE 
HANDLE TACKER 
No. 106 


This machine is for one 
hand operation. Useful 
for window trimming, lining 
Reade 220 — and tagging shipping boxes. 
-oads staples. 

Weight 20 0z....... ; $6.50 





This complete line of sta- 
pling machines all use the 
standard size staple—l in. 
crown, 4 in. leg, .019 wire. 











ACE 
STAPLE 
REMOVER 
No. 600 


Removes 
clinched sta- 
ples by slight 
pressure of the 
fingers on the 
jaws. Very 


1 
operate .OO0C 








CADET STAPLES No. 300 


These staples same quality and size as Ace 
Staples No. 2025 Frozen together with a 
solution which prevents rust. Packed 2500 
per box. 105 to a strip. 
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MANY FIRMS USE NEW CALENDAR FORMS 
For the following information on the activities of 
the International Fixed Calendar League, we are in- 
debted to Philip W. Smith, American secretary of the 
International Fixed Calendar League, who sent us cer- 


tain data at the request of J. Lee Sweeney of the Office | 


Equipment Manufacturers Institute. 

The discussion describes the use of an auxiliary 
calendar which is said to be something with which all 
dealers and manufacturers of office equipment should 
be familiar. 

Mr. Smith’s remarks were in the form of an article 
entitled Our Obsolete Calendar, in which he said that 
the dealer in office equipment and supplies is vitally 
concerned with the development of modern accounting 
methods and office management. The calendar is one 
of the most important tools of management and the 
present calendar is not well adapted to modern needs. 
He avers that it is impossible to derive the maximum 
benefit from up-to-date mechanical devices if their 
results are governed by an obsolete and unstandardized 
calendar. 

On the other hand, the thirteen period business cal- 
endar is already being used by more than seven hun- 

d companies who represent a wide range of business 
activities. The new calendar is simply a rearrange- 
ment of the present one into thirteen periods, each 
consisting of four weeks and each period having 
twenty-eight days. The first period begins on Decem- 
ber 30 and ends on January 26. The second period 
begins on January 27 and ends on February 23. The 
third period begins on February 24 and ends on March 
23. The fourth period March 24 to April 20; fifth 
period, April 21 to May 18; sixth period, May 19 to 
June 15; seventh period, June 16 to July 13; eighth, 
July 14 to August 10; ninth, August 11 to September 7; 
tenth, September 8 to October 5; eleventh, October 6 
to November 2; twelfth, November 3 to November 30, 
and thirteenth, December 1 to December 29. The extra 
days are accumulated for five or six years until an 
additional week may be inserted. The period calendar 
described is for 1935. By the simple device above out- 
lined, most of the disadvantages found in our present 
civil calendar are removed, says Mr. Smith. Since the 
periods are equal in length and contain each days of 
the week exactly four times, it is possible to secure 
direct comparability. Split weeks are no longer 
troublesome because each period consists of four whole 
weeks. Days of special importance, such as pay day, 
are always present in each period exactly four times 
thereby removing another cause for distortion. The 
experience of users, Mr. Smith declares, over a term 
of forty years, proves that most of the objections are 
groundless. 

. * * 

“The proof of the pudding is to be found in the eat- 
ing thereof” said Mr. Smith. “The uniformly favorable 
experience of hundreds of firms is proof of the value 
of the thirteen period business calendar. 
dred twenty firms are known to be using it today, rang- 





| 


Seven hun- | 


ing from small businesses to firms employing tens of | 


thousands of people the world over and representing 
a very wide range of industrial activity. 


It is declared | 


to provide a means of obtaining facts simply, accu- | 


rately and effectively, but the use to which the facts 
are put is entirely the function of management. The 
progressive office manager, anxious to improve his rec- 
ord, will find the new calendar a tool which will help 
him to this end.” 
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Even the top price for 
a good rebuilt is so little 
compared to the service it 
renders—why give it away? 


You will have no trouble 
getting top prices with 


MASTER GRADE 


UNDERWOODS 


They are a bargain at present 
prices. Consistently fine per- 


formance proves it. 


THE WHOLESALE TYPEWRITER CO. 


FACTORY AND GENERAL OFFICES: 155 Sixth Ave., NEW YORK, U.S. A. 
CABLE: SALETYPE, N. Y. 
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INVENTORY CONTROL METHODS 


Not least among the problems of the management 
of an industrial organization is the effective control of 
production materials, to keep stocks on hand as needed 
and yet to avoid excessive inventories. In recent years, 


| as is evidenced by a recent survey made by the Metro- 


politan Life Insurance Company, many companies have 
sought to refine their inventory control methods. 
Their experiences are presented in a report of the 
Metropolitan’s Policyholders Service Bureau under the 
title, Inventory Control Methods. 

The report points out that the principal advantages 


| of a system of inventory control have proved to be two- 


| mizes the investment in inventories. 


| age and handling facilities. 


SMART SECRETARIES | 


AND OLD FASHIONED EQUIPMENT 
ARE NOT COMPATIBLE! 


Your secretary, too, will enthuse over the amaz- 
ing naturalness of your voice on this new trans- 
scribing instrument. 


Given its attractiveness by the industrial de- 
signer, Stanford Briggs, and its efficiency by 
Dictaphone engineers, its Nuphonic* Reproduc- 
tion is a revelation in voice clarity. To appre- 
ciate that statement it must be seen and heard. 


Secretaries, the country over, declare it the 
greatest achievement since the invention of the 
Dictaphone. Hearing it for the first time, the 
clear-cut purity of tone seems almost unbeliev- 
able. 

Ask your secretary to see and hear this new 
instrument. We can have one on her desk in a 
few hours after she phones us. Write or phone 
for your copy of the Nuphonic Progress Port- 
folio. 


*Nuphonic Reproduction—a new development of the 
Dictaphone laboratories—gives a new standard of 
voice clarity such as secretaries have never before ex- 
perienced. 


I want to see your representative CODE 
Please send me your Nuphonic Progress Portfolio. 
Name 
Compan 
Address 


THE NEW B-12 


DI CUAP HOME 


lhe word DICTAPHONE is the Registered Trade-Mark of Dictaphone Cor- 
ker ating Machines and Accessories 
Mark is Applied 


poration, Makers of Dict to which said Trade- 


fold: (1) Economies from an investment standpoint. 
The control of the physical size of stocks, by the devel- 
opment of the most economical quantities and varieties 
to be carried, promotes more rapid turnover and mini- 
Direct economies 
result in the reduced cost of taxes, insurance and stor- 
Moreover, the risk of loss 
from market depreciation or physical deterioration of 
stock is lessened. (2) Economies from an operating 
standpoint. By assuring an available supply of mate- 
rials when needed, production and maintenance oper- 
ations are facilitated and the expense of idle men and 
equipment waiting for materials minimized. Similar 
control as applied to finished stocks means better 
service to customers. 

Inventory Control Methods discusses types of inven- 
tory records, reviews various forms of stores ledgers, 
considers inventory classifications, records for quantity 
only, records including inventory values, average cost 
plan, “oldest lot first” plan, and standard cost plan. 
In order to enhance the usefulness of the report, re- 
productions of a number of the forms discussed are 
included. 

Copies of the report may be had by addressing the 
Policyholders Service Bureau, Metropolitan Life In- 
surance Company, One Madison avenue, New York, 
» a 

> 


FACTORS OF LOOSE LEAF CATALOGUES 


A reader of Advertising Age (Chicago) asked a ques- 
tion of the editor, covering the plan employed to in- 
duce the user to keep loose leaf catalogues up to date. 
A user’s response to this inquiry stated: 

“Before deciding on the type of ‘catalogue we have 
now placed in effect, we had given very careful consid- 
eration to the possibility of its being maintained in the 
field. 

“We first found that one of the prime reasons for 
sheets not being placed into binders was because of the 
intricate mechanisms included with most binder types. 
Therefore we issued a binder in which it was easy to 
insert sheets. 

“Secondly, we found that it would not be advisable to 
mail out too many sheets at one time under various 
classifications. It might look like a lot of work to do 
all at once, and the sheets would be cast aside and 
never be put in place; whereas to place into a binder 
just one or two sheets at a time is a simple procedure. 

“Still further, our binder lists are so selective that 
they can be personally controlled. In other words, our 
salesmen have instructions to go over these outstand- 
ing books at frequent intervals to see that they are 
properly maintained. As a means of doing this the 
salesman would, in many instances, talk from his cus- 
tomer’s catalogue binder rather than his own.” 
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An important asset of every Art 
Metal dealer never appears on his 
balance sheet. It is the complete 
stock of desks, files, and other office 
equipment in the Art Metal ware- 
houses, ready for immediate ship- 
ment. 

Dealers carry only the faster 
moving models on their 
floors. 


Other models are at- 


AGENCY DIVISION, ART METAL CONSTRUCTION CO., 


7 Art Metal 


BX. Sameston 
' 
l 








* * 


tractively illustrated ... easily sold 
by means of the comprehensive Art 
Metal catalog. Deliveries are made 
promptly. 

The complete line of Art Metal 
equipment, including 107 types of 
desks, steel shelving, files, transfer 
cases, and safes, contains a wide 
variety of models and is 
priced to meet every 


4 


A customer's needs. Art 
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* * * 


Metal’s active and consistent sales 
promotion program is continually 
bringing the story of Art Metal ad- 


vantages to new prospects. 


The quality and sturdy construc- 
tion of Art Metal steel equipment 
makes for satisfied customers and 
large repeat orders. Write today 
for information on an Art Metal 


franchise in your territory. 


JAMESTOWN, N. Y. 
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What the Steel Top is to the Automobile 
The DOUBLE TOP is to the File Jacket 
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MADE IN LETTER AND LEGAL SIZES 
with 1°, 142" and 2” expanding gussets 
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Quatity. BILT Double-Top File Jackets withstand the 


| hard usage of continual handling. 


The logical filing container for bulky correspondence, contracts, : 
orders and grouped letters. Quality-Bilt reinforced tabs insure 2 
| greater wear. 














Let us send samples and prices 


Quality Park Envelope Co. , 


11-116 Merchandise Mart, Chicago | 


Factory at St. Paul, Minn. | 
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PASSED AWA Y 


LEONARD A. BAER 

On Sunday morning, April 21, Leonard A. Baer died 
suddenly from a heart attack at the home of his 
brother, Edwin I. Baer, Canton, Ohio. He was fifty- 
seven years old and was a co-founder with his brother, 
Edwin, of the widely known stationery house of Baers’, 
which began business thirty-five years ago. He had 
been in poor health for several years, a fact which 
obliged him to give up activities as a member of the 
Retail Merchants’ Board of Canton, the Canton Cham- 
ber of Commerce, Boy Scout work and other civic work 








The Late 


(From a snapshot taken at the National Stationers Association 
Convention in New York City in 1932) 


with which he had been long identified. Mr. Baer had 
long been active as a committee worker in the Na- 
tional Stationers Association and was a faithful at- 
tendant at the meetings of that body, alternating with 
his brother. So keen was his interest in National As- 
sociation activities that he seldom missed his turn to 
attend conventions and was present at some of the 
recent meetings of the organization despite impaired 
health. 

Leonard A. Baer was born at Norfolk, Va., and came 
to Canton forty-nine years ago. His home was at 1337 
Cleveland avenue, N. W., Canton, his immediate family 
consisting of his wife, Mrs. Alverna Gruber Baer; a son, 
Louis, and a daughter, Virginia. Other members of the 
family surviving are his brother, Edwin I. Baer, and 
two nieces, Edith Gruber and Betty Baer. 

When illness forced his retirement, Leonard Baer 
was serving as treasurer of the Canton Council of Boy 
Scouts and treasurer of the McKinley area council. In 
January, 1932, he was elected president of the Retail 
Merchants’ Board. He was prominent in Masonic work, 
was a member of Canton Lodge, F. & A. M.; a thirty- 
second degree Mason, Stark Consistory and Nazir 
Grotto. He was also a member of Lily Lodge, Knights 
of Pythias, the B’nai B’rith and McKinley avenue tem- 
ple. 

The funeral was held on April 23 at the Masonic tem- 
ple, Rabbi Charles B. Latz and the Masonic Lodge offi- 
ciating. 

Leonard Baer was a gentleman in the finest sense of 
the word. His death is a loss to his sorrowing family, 
to the community in which he lived and to the indus- 
try in which his principal activities centered. 

HULL LAMBERTON 

Hull Lamberton, who had been connected with the 
A. H. Andrews Company, Chicago, fifty years, passed 
away March 14. He was about seventy-seven years old. 
He was a pioneer in the office furniture business of the 


Leonard A. Baer 
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All Celluloid 
100% Visibility 
























































Globe-Wernicke 
UTILITY INDEX TABS 


Every kind of business can use Utility index tabs. They meet 
all indexing requirements and are handy for indexing records 
and books—save time and work. Their convenience makes 
them appeal to every customer. Made in three styles—in- 
dexed type, strip type, and shield type—both of the latter 


having removable insert labels. 


Write for additional information and prices of this fast-mov- 
ing, profitable merchandise. 
















Every Business 5 
isaProspect £ 


for 


VISIBLE 
RECORDS 


Globe-Wernicke visible record equipment offers dealers an 
extraordinary opportunity to make money. Business is de- 
manding more facts about sales, credits, accounts receivable, 
With visible records, 


accurate, important information is instantly available. 


stock turnover, payroll, purchases, etc. 


Let us explain how you can substantially increase your sales 
and profits selling G/W visible record equipment. 


Globe-Wernicke 


O)itts 








Cincinnati, 
MAKERS OF OVER 4 ITEM NEEDEI 


























If you were bidding 
on this installation 
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| Chicago district, and many managers and salesmen 





OU’D be very particular as to the quality of every 


piece. Naturally, because you would expect it to 
serve as a constant testimonial on the kind of goods you 
handle. With a practiced eye you would appraise mate- 
rials and construction—both must be faultless. 


Of first importance is the upholstering. 
pends the character and length of service given. 


To 


Upon it de- | 


merely inform your prospective customer that “genuine | 


leather” will be used falls short of being convincing. 
But to instruct him, of your own knowledge, regarding 
the difference between various cuts and finishes of 
leather is salesmanship of the highest order. 


Eagle-Ottawa sample books supply just the information 
you may require—brief, to the point and easily assimi- 
lated. And rest assured that when you specify Eagle- 
Ottawa leather for your upholstering, you are securing 
the utmost in quality and appearance. 


We will be glad to send you sample books of 
the highest grade leathers and newest finishes 


EAGLE-OTTAWA 
LEATHER CO. 





Grand Haven, Michigan 


Salesrooms: 


New York 2 Park Avenue 
Chicago 912 W. Washington Blvd. 
St. Louis 1602 Locust St. 
San Francisco ..569 Howard St. 
Los Angeles 1012 Broadway Place 
Portland 1238 N. W. Glisan St. 


High Point, N. C. 


P. O. Box 386 | 


now in Chicago and elsewhere received their training 
under his direction. 

Mr. Lamberton was born in New York state. After a 
period there he went to Vermont, and later came to 
Chicago. Mr. Lamberton had a wide following among 
the business men of Chicago and the territory tribu- 
tory. 

ol 


- 


JOHN EWING BLAINE 


Information of the death of John Ewing Blaine, 
treasurer of The Globe-Wernicke Co., reached us by 
telegram as the April issue went to press and was re- 
corded briefly on page 54 of that number. 

Mr. Blaine passed away in his sleep early Wednesday 
morning, March 27, at his home in Cincinnati. Death 
was due to a sudden heart attack. 

Immediately after leaving college, nearly forty years 
ago, Mr. Blaine entered the employ of The Globe-Wer- 
nicke Co. Through native ability which he developed 
assiduously through the years, he made rapid progress 
and held a number of important executive positions. 
He succeeded his father, the late John Ewing Blaine, 
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The Late J. E. Blaine 


Sr., as treasurer of the company upon the latter’s 
death nearly twenty years ago. 

His entire business career was devoted to advancing 
the interests of the company he served. Known to 
thousands of office equipment dealers and stationers 
throughout the United States, he is especially remem- 
bered for his fairness, unfailing coupvtesy, and loyalty 
to friends. 

Surviving are his widow, Mrs. Margaret Blaine; a 
sister, Miss Anna C. Blaine and three sons, George, Wil- 
liam and John E. Blaine, Jr. 

Funeral services were held from the residence Fri- 
day afternoon, March 29, and interment was in Spring 
Grove Cemetery, Cincinnati. 
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JOHN M. SANDOE 


John M. Sandoe, who covered the western territory 
for The Wahl Company for twenty years, died at his 
home in Palo Alto, Calif.. on March 9 after a long 
illness. 

Mr. Sandoe was born in Ashburton, New Zealand, in 
1879. When twenty years of age, he went to England. 
Three years later he came to this country, where his 
first employment was in the clothing business in New 
York. After three years there, he went to San Fran- 
cisco where he had employment in the clothing busi- 
ness until 1908 when he becamé salesman for the 
Pacific Novelty Company. In 1915 Mr. Sandoe joined 
the sales force of the Cardinell-Vincent Company, sell- 
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PORTABLE 
Adding Mach | 


VISIBLE DIALS - - AUTOMATIC CLEAR SIGNALS 


>< 


Write today for particulars 
about dealer franchise to R. C. Allen CA LC U LATO RS 


40 Rector Street (Dept. O-5) New York INCORPORATED 
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ANN INVITATION TO. 
DISCRIMINATING DEALERS 
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This advertisement is frankly 
directed to retailers who select 
their merchandise with care. 


Niagara Duplicators warrant 
this discrimination. 


a 


sé 


If Niagara offered ‘‘just 
another duplicator’’ we might 
feel differently. However, Ni- 
agara Duplicatorsembody major 
advances in the stencil dupli- 
cating machine field. HAIR- 
LINE registration and fast, 
AUTOMATIC operation are not 
mere words in the Niagara 
vocabulary; they are features 
guaranteed by Niagara design 
and construction. 


fF No matter how jealous you 
are of your reputation as a dis- 
criminating merchant, you can 
sell Niagara Duplicators with 
complete confidence. 






Niagara Model AF Electric 
If you want proof that Niag- 


Seem Feed ondentinely Potomnatio Som ara Duplicators are the most 
ete wit ip-Sheeter, Cabinet and 4-Spee Sood : : : S 
Electric Drive, $320. Other Niagara Duplicat- efficient stencil duplicating de 


ors from $75. All prices F. O. B. Factory, San vices you can offer your custom- 
Francisco. ers today, please write to us. 


NIAGARA DUPLICATOR CO. 
5815 Third Street San Francisco, Calif., U. S. A. Cable Address: ““Niado” 


NIAGARA 
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ing Eversharp pencils. In 1916 he became a member of 
the staff of Morris & Jones, The Wahl Company’s 
Pacific Coast agents. When the agency was taken over 
by The Wahl Company, Mr. Sandoe remained with the 
business and has been district manager in the Pacific 
Coast territory for the past ten years. He is survived 
by his widow, one son and a daughter. 

Throughout his long experience with the trade on the 
Coast, Mr. Sandoe won the good will of those with 
whom he came in contact. His passing will be regretted 
by all who knew him. 

CHARLES M. BUTLER 

Charles M. Butler, president and treasurer of the 
Providence Paper Company, Providence, R. I., died sud- 
denly, March 27. He was stricken on his way to busi- 
ness and lived but a few minutes after being carried to 
his home by friends. 

Mr. Butler had been owner of the Providence Paper 
Company for thirty-five years and was making great 
plans for the firm’s fiftieth anniversary, which comes 
during May. He was extremely proud of the company 
that he had built up during his business career and 
justifiably so. Fifteen years before he became owner of 
it, the Providence Paper Company started in the base- 
ment of the Wilcox building in Providence. Some years 





The Late Charles M. Butler 


later it took the whole first floor of the building. Mr. 
Butler had the satisfaction of directing the affairs of 
the business as it grew steadily, breaking through the 
walls of the bank of North America building in 1918, 
using the entire first floor for a retail store and the rest 
of the five and a half story building for storage and 
warehouse space. 

Under Mr. Butler’s guidance the firm’s business was 
expanded to include a paper jobbing department, a 
twine department doing a mail order business, a com- 
mercial stationery and office equipment (wood and 
steel) department, a retail department selling personal 
stationery, notions, gifts, toys, noisemakers and the 
Dennison line. Four years ago a department selling 
Hollingsworth & Whitney fine papers and other goods 
was started. 

Mr. Butler is survived by his wife, Mrs. Amy Butler; 
a daughter, Mrs. John Barnes, Jr., of Philadelphia, and 
a brother, Frank Butler of Boston. 

The character and kindness of the man may be 
judged by one of his habits. For years on his way to 
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PEERLESS 
Steel Office Furniture 


ow 


BEAUTY 
STRENGTH 
PERFORMANCE 


ew 


We offer a most com- 
plete line of Modern 
Steel Office Equipment. 


Satisfied dealers 
throughout the entire 
country are ample evi- 
dence that efficient mer- 
chandise means attrac- 


tive PROFITS. 





Below are listed a number of items 
included in our line: 


Steel Tables 

Card Record Desks 
Counter High Files Posting Trays 
Desk High Files Hollerith Files 


Wide Sections Card Files 


Five Drawer Uprights 


Four Drawer Uprights 


Half Sections Museum Cases 


Steel Desks Special-to-Order Equipment 


Upright files are made in four com- 
plete grades. All 28 inches deep. 


Ask for information on our New 
“FLOATING ROLLER” Non-Suspen- 


sion line of uprights. 


Dealers are requested to write for 


Catalogue and Price List. 


PEERLESS STEEL 
EQUIPMENT CoO. 


Hasbreok and Unruh Sts., Philadelphia 


OFFICES 


LOS ANGELES, CALIF. 
BALTIMORE, MD. 


PHILADELPHIA, PA. 
NEW YORK, N. Y. 
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Stimulate 


Your Customer's Interest in 


OFFICE CHAIRS 


The chairs we are now producing for offices, banks, libraries, 
schools and public buildings, embody new and useful ideas in 
construction and upholstering. They are actually better mer- 
chandise—more than ever “The Right Chair at the Right 
Price.” Our recent catalog No. 9 illustrates and describes 
these fine chairs in detail, BUT, to get the right slant on this 
outstanding office furniture opportunity, send us your order 
for a few of these popular designs. Putting them in your 
showroom puts you in position for most effective selling. 


JASPER CHAIR COMPANY 


JASPER 
INDIANA 


Chicago Representative: 

















No. 847 
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business he always stopped to feed the squirrels and 
birds at a small park near his home. He was in the 
act of feeding his small wild friends when he was 
stricken. 

The industry loses one of its staunchest characters. 

GEORGE H. WISWALL 

George H. Wiswall, one of the veteran stationers of 
Boston, Mass., passed away April 4 at his home, 65 
Marion road, Watertown, Mass. He was in his seventy- 
ninth year. Mr. Wiswall was associated many years 
with the Thomas Groom stationery business. 

The ancestors of Mr. Wiswall were among the early 
settlers in this country. He was born in Watertown, 
the son of Mr. and Mrs. Henry Wiswall. He graduated 
from the Watertown high school, went to New York to 
live, remaining several years. On his return to Boston 
Mr. Wiswall entered the employ of Thomas Groom, 
where he continued until several years ago, when he 
undertook the manufacture of mica products. Ill 
health forced his retirement from this business. 

He is survived by his widow and a son, George H. 
Wiswall, Jr., of Braintree. 

CHARLES HAMBURGER 

Charles Hamburger, for 45 years with Cameron, 
Amberg & Co., stationers, died Sunday morning, April 
21, at his home at 303 South Clifton avenue, Park 
Ridge. Mr. Hamburger, who was 58 years old, was a 
pioneer resident of that suburb and served several 
terms as city treasurer. He also was a charter member 
of the Park Ridge Country club. Mr. Hamburger is 
survived by his mother, Mrs. Yedda Hamburger, his 
wife, Clare, and a daughter, Florence. Funeral services 
were held April 23 at the home, with burial in Acacia 
Park. 

Mr. Hamburger enjoyed that admiration and affec- 
tion of many friends both within and outside of the 
stationery trade. His character and personality en- 
deared him to all. 

A. B. HUNN 

Arthur B. Hunn, president of The Marble & Shattuck 
Chair Company of Cleveland, Ohio, passed away on 
March 16 last at his residence in Pelham, N. Y. 

Mr. Hunn was born February 19, 1873, at Rochester, 
N. Y. He began his career in the furniture industry as 
a designer with the Tobey Furniture Company in Chi- 
cago. In 1904 he went to New York, taking over the 
metropolitan territory for The Marble & Shattuck Chair 
Company. After the death of Fred D. Hills Mr. Hunn 
was made president of the company, holding that office 
and the position of New York Metropolitan representa- 
tive at the time of his death. His many fine qualities 
endeared him to a wide circle of friends. 

He is survived by his wife, two daughters and one son. 

MRS. J. H. McILHENNY 

Mrs. J. H. McIihenny succumbed to a lingering ill- 
ness some weeks ago. She was the wife of J. H. Mc- 
Ilhenny, who was engaged in the book and stationery 
business at Kingman, Kans., many years. At one time 
Mr. McIlihenny was the secretary of the State School 
Book Commission at Topeka. 

J. J. LEDINSKY 

Joseph J. Ledinsky, vice-president of the Acme Stamp 
Company, died at St. Alexis hospital, Cleveland, Ohio, 
recently after a long illness. He was only thirty-three 
years old. 

Mr. Ledinsky entered the employ of the Acme Stamp 
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ae Je ae 
ncann Y, MY DEAR WATSON... 


Avromatic ... and deucedly clever, the way special 
COLUMBIA spooling machines detect and discard ribbons with 
imperfections even so slight that the eye cannot see them. Some 


manufacturers might let these pass . . . but not CoLUMBIA. 





“Tt takes no sleuthing at all to detect indisputable evidence of quality, performance and wear 
in CotumBiA Rippons. The answer to the whole ribbon situation is obvious . . . careful 
buyers have long since found it. By tangible test and performance CoLtumBiIA Rippons have 
most conclusively proved that they far surpass countless others which have always resorted to 
glowing claims of merit. Most definitely, with CotumsB1a Rippons, there is a difference! 


DON'T GUESS—WHEN YOU CAN BE SuURBi.... FHBCRE fe & BtIPeeren = 


COLUMBIA RIBBON & CARBON MFG. CO,, Inc. 


Main Office and Factory, Glen Cove, L. L., N. Y. 





Export Department, 305-313 East 45th Street, New York City 


COLUMBIA 


Columbia’s spooling machines—ingenious Colum- 


bia inventions—automatically detect and dis- 
ard ribbons with the slightest imperfections 
This detecting device is still another precaution 

} d 


to maintain every ribbon to the high standar¢ 
f perfection required by Columbia. 


Pe ne 
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HECK THESE before you buy 


MECHANICALLY MODERN The Woodstock incorporates more 
advanced features than any other one writing machine. And every 
feature has been proved in use. There are no built-on gadgets to 
just give the appearance of up-to-dateness. The Woodstock is 
THE modern typewriter, designed for the business needs of today 
and tomorrow. 

OPERATING EFFICIENCY Woodstock engineers have provided 
the operator with every improvement to insure speed, ease of opera- 
tion, time saving adjustments—everything to insure more work, 
better work, with less effort. Visibility from every working angle; 
longer line space lever; semi-automatic paper table; improved 
tabulator stops; simplified fractional line spacer, are just a few of 
the many aids to efficiency. 

VERSATILITY Woodstock’s greater paper capacity and longer writing 
line; its in-built card holder; its stencil cutting efficiency—;all with- 
out special attachments or adjustments—eliminates the necessity, 
often, for special or secondary equipment. It is the most versatile 

€ typewriter on the market. 

DURABILITY From the “shock-proof” frame to smallest working 


PROVE THESE FACTS part the Woodstock is precision built of durable materials. Time 








Your Woodstock repre- 
sentative will furnish 
you a standard model 
for FREE TRIAL-—-on 
your own work in your 
own office— Call him to- 
day. 


has proved, under all kinds of conditions, that the Woodstock is 
built right, to stay right—to write right. One of America’s leading 
consulting engineers reports, “I find that the Woodstock is designed 
according to acceptable mechanical principles and its construction 
conforms to a high standard of machine manufacture.” That is 
further assurance of better work, longer, with less service. Could 
you ask for more? 


WOODSTOCK 





T Y P E W RI 
SIX NORTH MICHIGAN AVENUE, 


Branches in Principal Cities . é — . 


TER 


C OMPAN Y 


CHICAGO 
Distributors All Over the World 
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Company eighteen years ago as an errand boy, gradu- 
ally advancing until three years ago he was elected 
vice-president. He was well known and highly re- 
spected by the trade. He is survived by his widow, 
Mrs. Theresa Ledinsky, a son, Joseph, Jr., three sisters 
and two brothers. Funeral services were held at the 
family residence and at Our Lady of Lourdes church 
on April 18.—AED 


¥. 


¥ 
- - 


MORRIS HURWITZ 


Search for Morris Hurwitz, head of the American 
Stationery Company, Seattle, Wash., ended with the 
discovery of his body in the office of his stationery 
store at 1203 First avenue by his son-in-law. When 
he failed to return home from business one Saturday 
afternoon recently, his family grew alarmed. Evidently 
he was the victim of a heart attack in the office of the 
store, which had been for many years at the First 
avenue address. He had been in business in the Puget 
Sound city for more than thirty-five years. 

Funeral services were held at the Jewish chapel, 
Twelfth avenue and Spruce street, with Rabbi Sholom 
Wohlgelerenter officiating —CML 


¥ 


i 
CALVIN B. HARRISON 


At the age of seventy-two, Calvin B. Harrison, resi- 
dent of Nashville, Tenn., for sixty years, during most of 
which period he was connected with the Brandon 
Printing Company and the Marshall & Bruce Company, 
died at Bowling Green, Ky., his recent home, following 
an operation. The funeral was held April 6 in Nash- 
ville and the body was interred in the Mt. Olivet ceme- 
tery in that city. 

Mr. Harrison, who is survived by two daughters and 
four sons, had many friends and acquaintances in the 
office supply and printing trades and was highly 
esteemed in Nashville-—CG 
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H. C. BARNHART 


Henry C. Barnhart, a veteran stationer of York, 
Penna., passed away after a short illness at his home. 
His career in the stationery business started with John 
Baer’s Sons, Lancaster, publishers of almanacs, serv- 
ing that concern from 1881 to 1889. He purchased the 
Crider store at York, where he continued until the 
time of his passing. He had been treasurer of the Sta- 
tioners Association of York, and was a member of 
Kiwanis. The stationery business will be continued by 


his daughter, Miss Helen Barnhart, and Arthur B. | 


Thompson, an employee. 


H. K. WATTS 
Hugh K. Watts, sales manager of the Democrat Print- 


v 7. 
el ie 








ing & Lithographing Company, Little Rock, Ark., suc- | 


cumbed to a heart attack a few weeks ago. He had 
been active in the affairs of the Democrat Printing & 
Lithographing Company fifteen years. 

rly Be De 


J. F. ELDEN, JR. 


John F. Elden, Jr., manager of the Peabody School 
Furniture Company, died on Friday morning, March 29. 


The funeral services were held at Topeka on the follow- | 


ing day. Mr. Elden will be much missed by his many 
friends throughout his territory. 
i of 
REMINGTON VETERAN AT LONDON PASSES 
Anglo American Trade (publication of the American 
Chamber of Commerce in London) reported the pass- 
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IDEAL CARBON 
COPIES 


are assured by using 


€EN-TR-KOTED 


CARBON PAPER, TOGETHER 
WITH THE PERFECTED 
CEN-TR-KOTED BACKING SHEET! 


* 
REVOLUTIONARY! 


Our New, Improved Two- 

Color Ribbon Achieves 

Durability and Brilliance 
Heretofore Unknown! 


GRAND PRIZE 


CARBONS AND RIBBONS 








PACIFIC CARBON AND 
RIBBON MFG. CO. 


HEAD OFFICE AND FACTORY: 
1451 Harrison St., San Francisco, Calif. 





% SEND FOR HELPFUL BOOKLET 


Write Now for Your Copy of 
CARBON PAPER FACTS! 


This interesting booklet will help to increase your 
sales! Gives important information about manufac- 
ture and use of carbon paper and typewriter ribbons. 
yours simply upon request! 





Free 








120 


SPONGEX"°7 


LINE 





A NEW POPULAR PRICED 
CUSHION—The No. 70 Line 
| ERE is the answer to a high quality Cushion to retail 


It is filled with 34” 
Sponge Rubber in one piece and covered with Jaspe cloth 


at a popular price. of special 


in green and brown shades. Jaspe cloth is widely used as 
an upholstering material, particularly for slip covers. 
The Cushion is cool and attractive looking and should be a 
good seller during the summer months. 


Sizes and Prices List 
No. 75-—17 '44°x17’" $1.00 
No 73 5"«1l5 ,” res 
Illustration above shows actual swatches of material 
No. I 
Typewriter 
Pad 


A cushion e3- 
pecially designed 
to reduce noise 
and vibration. 
The solid black 
sponge base ab- 
sorbs shocks. The 
special acoustical 
black sponge top 
absorbs noise 
13°x13"x*\" 
List.. $1.00 





ro INCREASE YOUR VOLUME write for new color folder giving 
complete information on the new SPONGEX lines; new displays and 


envelope enclosures 


SPONGE RUBBER PRODUCTS CoO. 


Derby, Conn. 


| automobile accident a short time ago. 
| ber of Goddard and Williamson, stationery and book 
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ing of W. Tebbs. He had been metropolitan manager 
of the Remington Typewriter Company, Ltd., 100 
Gracechurch street, E. C. 3, thirty years. 

GEORGE GODDARD 


George Goddard, Kingsley, Kans., lost his life in an 
He was a mem- 


dealers. a 





Factory of Allen Calculators, Inc., Grand Rapids, Mich. 
This modern plant is equipped with every facility for 
turning out precision machines with rapidity and accu- 
racy and for the development of new ideas from time to 
time. The factory is large and commodious, with splen- 
did lighting facilities, offering its employees an approach 
to ideal factory conditions. In our April issue, two items 
appeared concerning Allen Calculators, Inc., one describ- 
ing a series of new machines the company has recently 
announced and the other being of a more general char- 
acter. 
— a 
HOUSE ORGAN PROVES ITS WORTH 


The value of a house organ in building up good will 
and cementing together the spirit of friendship and 
loyalty among employes has been effectively brought 
out in The Maverick-Clarkian, a four-page monthly 
house organ issued by the Maverick-Clarke Litho Com- 
pany of San Antonio, Texas. 

This little sheet, still in its first year, was started as 
an experiment to determine what might be accom- 


| plished in bringing together interesting happenings 


among employes each month for the attention of those 
working for this firm. It is written in p light, breezy 
vein, printed in two colors, and in addition to personal 
items, carries many interesting features with educa- 
tional values. 

A representative issue carries on the front cover an 
instructive article on “Watermarks,” relating how these 
marks are impressed into the paper and their value. 
The article closes with the suggestion that salesmen, 
and others, take every opportunity for passing on this 
information to the public for the general benefit of the 
trade. 

Taking a practice made famous by Walter Winchell, 
The Maverick-Clarkian has its “Keyhole” in which bits 
of gossip are printed, all on employes of the firm. 

A short item is carried mentioning unusual signs 
picked up by salesmen traveling through their terri- 
tory. One reproduced reads, “We do not sell any lum- 
ber on Sunday—and damn little through the week,” 
and another, “Don’t say you will hand it to me tomor- 
row—I’ve had it handed to me before.” 

Famous birthdays for the month are printed in a 
small box, including, of course, those of any employes. 
Another bit of space is given over to a “portrait” of 
someone long employed by the firm.—BCR 




















ANFORD 


AND ADHESIVES 











SANFORD’S offers this new 
adhesive Liqui-Paste as a com- 
panion product of Liqui-Stick. 
Liqui-Paste acts quick, sticks fast 
and is pleasant to use. It is equally 
efficient for light or heavy paper. 





THE QUALITY LINE 








SANFORD’S NEW BRUSH is as nearly perfect as 


a brush can be made. The bristles are set in hard rub- 





| ber without metal ferrule, and will outlast any five 
‘a ordinary brushes. It is so good that it is now packed 


—- 


in Library Paste, Liqui-Stick as well as Liqui-Paste. 


ALWAYS DEPENDABLE 
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ALWAYS DEPENDABLE 




















THE MODERN PACKAGE FOR THE PERFECT INK 


SANFORD’S, MAKERS OF INKS FOR 78 YEARS 

















MAY, 1935 


JACK GREY JOINS THE PITT CORPORATION 


Jack Grey, veteran of the loose leaf, office furniture 
and office systems fields, and for many years one of 
the best known salesmen in the middle west, south and 
southwest, has been appointed to represent The Pitt 
Corporation of Kansas City, Mo., manufacturers of 
loose leaf devices. He will cover the middle west and 
southwest sections of the United States. 

Mr. Grey has been a manufacturers’ representative 














Jack Grey 


for many years. He has a wide experience and enjoys 
an extensive acquaintance with the trade. His many 
friends will be happy to know of his new connection, 
which brings him back into the loose leaf field. 


a 
NEW MEMBERS OF POSTINDEX STAFF 


Parle Cooley, who has been traveling in the southern 
states in the interests of the Buzza Company for the 
last five years, has recently joined the staff of the 
Postindex Company, Inc., a division of the Art Metal 
Construction Company, 121 South Seventeenth street, 
Philadelphia, Penn. Mr. Cooley made a distinguished 
success in his former position because of his progress- 
iveness and determination to give his best to whatever 
he does. 

Another new member of the Philadelphia staff of the 
Postindex Company, Inc., is J. J. Tasch, who has been 
teaching in the city high schools and will promote the 
interests of visible records among schools and other 
institutions. 

_- —— 
NEW CANADIAN STATIONERY PUBLICATION 


“Quill & Quire” is the suggestive title of a journal 
which will be published monthly by Current Publica- 
tions Limited, 480 University avenue, Toronto, Canada, 
for distribution among the 3,000 or more stationers and 
booksellers of that country. The April number, re- 
cently received, is No. 1, Vol. 1. The publication is 
produced under the direction of William Strange, Mack 
Sercombe and J. Ray Perigoe. 

The new publication is well edited and neatly printed 
on high-grade stock. Contents present news of the 
trade—general articles on various manufactures and 
merchandising, book reviews and comments. 


_ 


REMINGTON RAND MAKE ALTERATIONS IN 
SEATTLE OFFICE 


Remington Rand, Inc., have added improvements to 
their offices at 1318 Second avenue, Seattle, Wash. At- 
tention was particularly given to the second and third 
floors where space is divided by several partitions re- 
cently installed —CML 








CCO 


No. 110 


EZYPUNCH 


stimulates sales 


More punches will 
be used in an office be- 


cause of its 


low cost. 


For two |/, in. round holes, 234 in. between centers 





$1.50 


Pressed steel construction with full steel cut- 


FEATURES: 


ters . . . short drive handle . 
nickel-plated side gauge . . 


. . center mark... 
. tray that can be 


removed when punch is screwed to table. 


Lacquered a rich olive green 





ACCO PRODUCTS, INC. 
LONG ISLAND CITY, N. Y. 


CANADA 

Acco Canadian Co., Ltd. 
454 King St., West, 
Toronto 
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NEW -=~Dictator 


Inks and Stencils 


Here is a brand new line of duplicating inks 
and stencils produced under the personal 
supervision of Fred B. Canode, who for more 
than forty years has been actively engaged 


in the manufacture of duplicator supplies. 










The stencils are non- 
DICTATOR cellulose, non-in- 

fringing, made forall 
sizes and styles of 
machines and are 
the result of a year 
and a half of inten- 
sive laboratory work 
in combination with 


severepracticaltests. 


CANODE 
WA . - 


SPECIALTINS 
S02) SLAP LIN ST, CHICO 


The ink is an intense 
black, quick drying, 
non-offset. Guaran- 
teed not to injure 
any type of stencils. 
Made in grades for 
both open and closed 


drum machines 


WZ 
¥ 
NA 
Y 
Y 


also bulletin’ inks 
for economical dup- 


licating. 


Special attention has been paid to packaging. 
Both stencils and ink are put up in attractively 
lithographed containers to help the dealer 
move his merchandise promptly. A _ rigid 
protective dealer policy will be maintained 


at all times. 


INK SPECIALTIES CO. 


519-21 South Laflin Street 
CHICAGO, ILL. 
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STEEL SHELVING PROFITABLE LINE 

A typical installation of Globe-Wernicke steel shelv- 
ing in the stationery stock room of a large Midwestern 
public utility company appears in the accompanying 
illustration. 

“A steadily growing number of office equipment deal- 
ers are now selling steel shelving,” according to H. H. 
Wittstein, vice-president, The Globe-Wernicke Co., 
Cincinnati. “They are finding many opportunities for 
sales in each community, with the market for this 
equipment constantly expanding as more and more 
concerns realize the advantages of steel shelving. 

“The amount of business available on this equipment 
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We 
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Typical Installation of Globe-Wernicke Steel Shelving in Stock- 
room of a Large Mid-Western Public Utility Company. 


is amazing and deserves the consideration of any office 
equipment dealer who wants to expand his business 
and increase his profits.” 

The Globe-Wernicke Co. has a new shelving cata- 
logue in the course of preparation, whith will be avail- 
able to the trade in about a month. Dealers may ob- 
tain a copy by writing for it. 


— ~~ 
MODESTO OFFICE APPLIANCE SHOW 


Miss Dorothy Black, instructor of secretarial subjects 
at the Modesto Junior College, is the responsible pro- 
moter and general manager of an office appliance 
show being held May 2 and 3, sponsored by the Mo- 
desto Chamber of Commerce. Promoting it also are 
the Commerce Club of the college, and the local dealers, 
Cliff Lee, Joe T. Miller, and L. M. Morris. Publicity has 
been spread through the press and the radio to all the 
territory around Modesto, Calif., so that a large popu- 
lar interest and attendance are assured. Students, 
teachers and school officers were especially interested. 

In addition to the numerous exhibits, there were ar- 
ranged demonstrations in speed writing and in the use 
of the various machines, the students of the college 
assisting the exhibitors in this work. General attend- 
ance was invited for all sessions except Friday evening, 
which was reserved for business men and executives. 
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Announces important 


DEALER'S MANUAL 


To assist the typewriter dealer in satisfying 
his customers who demand one hundred per 
cent perfection in the typography of their letters, 
THE AMES SUPPLY COMPANY has introduced 
the DEALER’S MANUAL of PLATENS, RIBBONS 
AND CARBON PAPERS. This MANUAL will be dis- 
tributed to assist the dealer to sell TRUE MARK ribbons 
and carbon paper—the new AMES line. 


The various numbers of the TRUE MARK brand are made for 
specific purposes with consideration of the condition of the type- 
writer, density of the platen, the strength of impression preferred 
and the paper used. The MANUAL simplifies the choice of the 
correct ribbon or sheet of carbon paper for the special job in hand. 
It presents the subject of typing and copying in an ENTIRELY 
NEW LIGHT, listing the various conditions essential to a satisfy- 
ing result and indicating the “how, what and why’’ of satisfac- 
tion in typewriter impressions. It is a practical and tech- 
nical education in inked ribbons and carbon paper and 
the effect of the platen on the result. Write for your 
copy of the DEALER’S MANUAL today. 


Ames Supply Company 


37 Murray Street 564 West Randolph Street 583 Market Street 
New York, N. Y. Chicago, Ill. San Francisco, Calif. 






Atlanta Dallas Los Angeles 
Boston Denver Mexico, D. F. 
Cincinnati Houston Minneapolis 
Cleveland London, Eng. Philadelphia 


Pittsburgh 
Seattle 
Washington, D. C. 





STAND FOR 
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32ND ANNUAL NATIONAL 


BUSINESS SHOW 


October 14th to 19th, 1935 
COMMERCE HALL 


Port Authority Building 
Eighth Ave. and 15th St. 
NEW YORK 


Featuring the latest methods, machines 
and equipment for meeting the business 


administration needs of today 


National Business Show Company, Inc. 


° ? ee ege 
America’s Efficiency Exposition 
Frank E. Tupper, President 


50 Church Street New York, N. Y. 
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NOVEL PREMIUM STIMULATES TRADE 


Because he and his son, both, are ardent trapshooters 
of recognized standing locally, Louis Santangelo, 
owner-manager of the J. S. Stahl Company, office 
equipment specialists, Denver, uses the expression, “Our 
Service Hits the Bull’s-Eye.” Recently he decided to tie- 
up his slogan with an actual bull’s-eye and use it as an 
advertising medium. 

Standard bull’s-eye forms on regulation paper were 
ordered imprinted with the slogan, the name, address 
and phone of his company, and a brief resume of what 
he dealt in; typewriters, 


equipment sales, rentals and repairing. These were or- 


ing ardency of Denverites that in three weeks’ time, 
Mr. Santangelo is on his second lot of 5,000. 

Wholesale distribution of these clever advertising 
pieces was secured through several mediums. First, he 
placed a stack of them in his window fronting busy 


REPEAT 





Seventeenth street with a card announcing that they | 


were free. 

“T had no idea that there were so many people who 
had any use for target bull’s-eyes and, particularly, 
that they frequented my part of down town,” stated Mr. 
Santangelo. “From the very first day that we put 
them in the window, our store traffic increased by sev- 
eral hundred per cent. While no accurate estimate of 
former traffic has been kept, my clerks and I all noticed 
that the free bull’s-eye offer literally kept people turn- 


ing into the door all day long the first day, and in | 


slightly smaller numbers, for each succeeding day.” 


Mr. Santangelo also arranged for regular distribu- | 


tion at several trap shooting clubs near Denver, giv- 


ing him a wide coverage and monthly distribution of | 


approximately 7,500 advertisements.—BS 
ee ae 
LOUISVILLE HOUSE STAGES AD WRITING 
CONTEST 


The Office Equipment Company, Inc., 117-123 South 
Fourth street, Louisville, Ky., recently offered a port- 
able typewriter as the prize in an amateur advertise- 
ment writing contest. The winning letter follows: 

“An Aid to the Success of Your Business 

“Every business man knows that the maintenance of 
prompt and efficient service, courteously rendered, is 
indispensable to the successful conduct of his business. 

“Let us contribute to the maintenance of this stand- 
ard of success in your business by completely and sat- 
isfactorily servicing your requirements in OFFICE 
SUPPLIES, EQUIPMENT and STATIONERY with mod- 
ern and up-to-date merchandise of highest quality. 

“Our prompt attention to your orders will please you.” 


—CG a 


WHY WORRY? 


The Hanson Weigh, published by the Hanson Scale 
Company, Chicago, printed a brief paragraph under 
the above heading, showing the futility of worry. 

A young Indian lad saw a white man running down 
the road, and asked his grandmother why the man ran. 
“Because,” she replied, “the man does not know that 
the road has no end.” 

Elaborating on the theme of worry, Stan Hanssen 
showed how all can put worry behind them by a philo- 
sophical outlook. Said he: “Worry has never added 


one cubit to the stature of a man, nor added a tithe to | 





his efficiency. It has never yet earned a dollar or paid | 


a bill. It has been said that it is useless to worry about 
what we cannot help; stupid to worry about what we 
can help.” 


SALES 


adding and calculating | 
machines, all supplies for same and both new and used | 


...and More 


dered in 5,000 lots, and it speaks well of the trapshoot- | 


of Theme 


BeEcaAusE of FiberstoK’s superior 
construction, quality of materials 
employed, and workmanship— ulti- 
mately finer but not one cent more 
costly. These three features—and 
they alone—are the basic reason for 


MORE REPEAT SALES. 





Unchallenged leadership in the field 
for more than twenty years—a record 
FiberstoK alone can claim. More 
widely known and more widely used 
than all others. . . because FiberstoK 
customers are Always Satisfied. 


Any alert dealer will tell you “YOU 
CAN'T BUY WRONG WHEN 
YOU BUY FIBERSTOK” 





Los Angeles Warehouse 


Chicago Warehouse e 
401 S. Flower St. 


308 W. Randolph St. 





NATIONAL FIBERSTOK ENVELOPE CO. 
429-447 Moyer Street, Philadelphia, Penna. 
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A recent 

survey indicates 

that the average dealer 
sells carbon paper only to about 


0 or 10% of his stationery accounts. 


The reason is that his outside men do not push carbon 
paper because the amount of knowledge they must have for 
intelligent selling is too great for them to fuss with it. 
Here’s where the IMPERIAL CARBON PAPER 
MERCHANDISER fits in! The Merchandiser makes it 
unnecessary to memorize vast numbers of complicated 
details—puts everything at the salesman’s fingertips in 
a handy, pocket portfolio form—makes carbon selling easy, 
intelligent, profitable ‘ 
With the Imperial Merchandiser the outside salesman 
can sell a big part of the 90°) of carbon users you are 
missing now! With it your carbon section can do a bigger, 
far more profitable business. 

In six pew portfolios, Imperial gives the dealer the COM- 
PLETE LINE—enabling him to answer ALL questions 
and requirements. 

The Imperial Carbon Paper Merchandiser costs nothing. 
It’s free to all Imperial dealers. It will mean money in your 
pocket. Send for it and full information now , 


IMPERIAL MANUFACTURING CO. 


The Manufacturer with the Dealer's Viewpoint 
General Office: 176 Fulton St., NewYork, N.Y. 
FACTORY: NEWARK, N. J. 

Chicago: 19 So. Wells Street 


The IMMPERIAL 
MERCHANDISER 


Paper 
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NEW SHAW-WALKER DEALER IN PORTLAND 


The Shaw-Walker Company, Muskegon, Mich., has 
appointed a new dealer of major importance in Port- 
land, Maine—The Hall-Martin Company, 22 Exchange 
street. The company has exclusive representation for 
the “Built Like a Skyscraper Line,” and has installed a 
complete stock of steel equipment, supplies and in- 
dexing. 

Harry E. Martin, president of the Hall-Martin Com- 
pany, is active in Portland civic affairs; he is a Ro- 
tarian, a member of the Portland Country club, and is 
prominent in Shrine activities. 

Wellington C. Pratt, a veteran Shaw-Walker sales- 
man of many years’ experience in Portland, has joined 
Hall-Martin, and is in charge of the Shaw-Walker 
department. 

NEW OFFICE MACHINES FIRM IN BROOKLYN 


The Abalon Typewriter Company recently opened 
for business at 1348 Flatbush avenue, Brooklyn, N. Y. 
The company’s activities include servicing and selling 
typewriters, adding machines and other mechanical 
office equipment, both wholesale and retail. 


SPEEORY 


EFFICIENTRY 





Expert Gold Pen Grinder at Display of the W. A. Sheaffer Pen 
Company at the Joint Convention of the Sixth District of the 
National Stationers Association and the Illinois Booksellers and 
Stationers Association in the Pere Marquette Hotel, Peoria, 
Ill., April 2 and 3.—The nib grinder was able to smooth visit- 
ing stationers’ and book dealers’ pens while they waited. He 
also was able to make up special points for special purposes, 
before the eyes of the visitors. In the exhibit there was an 
advance showing of the display material the company is offering 
free to fountain pen dealers for “National Pen Inspection 
Week,” May 20 to 25. A detailed reference to the “Inspection 
Week” appears elsewhere in this issue. 
aaaeniaiaieinalie 


STATIONERY IMPORTS FROM JAPAN 


Flowing into the Pacific Coast in ever larger quan- 
tities are many office equipment and stationery items 
from Japan, including large quantities of pencils and 
crayons, which showed an increase from Japan during 
the past year of fourteen hundred per cent. This has 
been noted by the Department of Commerce which has 
been compiling figures on Japanese imports entering 
through the ports of Seattle, San Francisco and other 
coast cities. Statisticians point to a unified trade pol- 
icy on the part of the Japanese and a sort of feudal 
industry system whereby goods are produced in an 
“every-home-a-factory” movement, where whole fam- 
ilies are at work on products for whose production 
workmen receive two yen a day of long hours.—CML 
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TEN STAR FEATURES 


THAT WILL HELP 
RING BOOK SALES 


Your commercial and school users of 
Ring Books will welcome the extra 
new values now available in the new 
National line of Ring Books and Ring- 
folios. Here are ten specific National 
advantages: 


% FIBRE BACK — protects book 


where ordinary book wears first. 





Series 4781 Z—Brown Lectin (Zipper Pocket and Ring Rule) 
% METAL—tiveted “bridge-like” Series 4681Z—Black Leather (Zipper Pocket and Ring Rule) 
ay iy Equipped with Talon Slide Fasteners 


j* 


*% STEEL HINGE —at points of 


greatest wear. 


* OVAL RINGS — smooth joints 


— less sheet wear. 


*% STEEL REINFORCEMENT — 


rings will not wear through. 


% RING METALS —firmly an- 
chored to back plate. 





. £2 | | |r 


Series 5081Z—Black Leather 





% EXPOSED METALS — heavily 


nickeled — rust proof. 


% THUMB LEVERS—easy to use, 


convenient, positive. 


% ‘“RING-RULE” — celluloid ring 


guard—stamped for 10 inch rule. 


*% ZIPPER POCKET — convenient 


for carrying pen, pencils, memos. 








pc ya ~ — Series 4781—Brown Leather (Zipper Pocket and Ring-Rule) 
plan, ‘How to Sell More Ring Books. Series 4681—Black Leather (Zipper Pocket and Ring-Rule) 


Series 4881 M—Black Imitation Leather 





Saati LR. 
aa NATIONAL BLANK BOOK COMPANY 4 
Bound Books—Loose Leaf—Visible Records—Machine Bookkeeping Equipment WE DO.OUR Pant 

NEW YORK HOLYOKE, CHICAGO 


100 Sixth Ave. MASS. 328 S. Jefferson St. 








PROCESSED EDGES CURL RESISTANT 


v 


CARBON 
PAPER 


Gas 


H.M. Storms Co 


THE PERFECT CARBON SHEET 


Patent applied for 


Our Dealers Plan 


Write promptly for samples, 
prices, territory, etc. 





means new business for YOU. 
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HOLD YOUR CUSTOMERS 


with Cleangrip 


(Patent Applied for) 


You have often lost profitable carbon paper accounts because competitors call 
ing upon your accounts CLAIM to have something “just as good.” 

The customer doesn't know better because to him all OLD STYLE Carbon 
Papers LOOK ALIKE. 

YOU CAN HOLD your accounts with CLEANGRIP. 
pearance, it LOOKS and IS DIFFERENT from all others. 
CLEANGRIP is CURL-RESISTANT. Its uncoated end margins are RE 
ENFORCED (patent applied for) which adds strength and permits of speedy 
alignment without ends wrinkling, tearing or curling. This feature is found 
only in CLEANGRIP. 

CLEANGRIP possesses all the durability and writing qualities of the highest 
grade Carbon Papers PLUS THE EXCLUSIVE CLEANGRIP FEATURES. 
THEREFORE, regardless of competitors’ claims, CLEANGRIP users will 
demand CLEANGRIP exclusive features. This makes resistance to “sales 


talk” almost impregnable. 


Distinctive in ap 


Manufactured Exclusively by 


H. +4. Storms Company 


The Complete Line” of Carbon Papers and Typewriter Ribbons 


Dept. “O” 
Brooklyn, \. Y. 


Vake rs of = 


261 Grand Avenue 
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WE DO OUR PART 





ALMA presents Direct Evidence 
of “WISE ECONOMY” —In THEIR 800 SERIES 






TO + 
LD 4 


ALMA DESK COMPANY 


HIGH POINT, 





No. 850-F x3 
No. 842-F My x3 
No. 854-TW 54x3 
No. 842-TW 42 x 
No. 860-C 60x 
0 x 16 No. 850-T x 2¢ No. 812 Costumer 69 I 


861-F 60 
(Illustrated 

















NORTH CAROLINA 
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PITTSBURGH SMITH-CORONA BRANCH MOVES 


The Pittsburgh, Pa., branch of L. C. Smith & Corona 
Typewriters, Inc., has moved from 112 Fulton building 
to 101 Westinghouse building. For fifteen years the 
Pittsburgh office has been located in the rear of the 
old Fulton building, but the new move gives the com- 
pany a street front location on the ground floor with 
two convenient windows for purposes of display. 

The new quarters cover about 1,800 square feet of 
space, giving ample room for office, sales and display, 
and an adjoining service room sufficient for the needs 
of the branch. There is an exit to the alley for the 
convenient handling of deliveries and shipments. 

Manager R. L. Manning says that business in the 
Pittsburgh area is looking up and that they have great 
hopes for an early revival of the city’s principal indus- 
tries which will inevitably accompany the advance of 
general business throughout the country. 

Mr. Manning extends an invitation to visitors to 
Pittsburgh to call at the new office of the Smith- 


Corona. 
—>—___ 


LIS ANGELES WS AGAIN = Na ® 
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William Tonkin’s “Prize” Window.—In the window of the Los 
Angeles branch of the Victor Adding Machine Company, Wil- 
liam Tonkin, Pacific Coast divisional supervisor, displayed the 
prizes he and his staff won in a national sales contest conducted 
by the company. A few of the prizes could not be put in the 
window because the powerful California sunshine would have 
caused them to fade. Many people admired the collection. 


—>—_— 
PLATEN MEN RIVALS IN LAUDABLE CONTEST 


There has long existed between Jack Winder, repre- 
senting Ames Supply Company in Southern California, 
and Earl White, Pacific Coast manager of that concern, 
a certain rivalry over their respective home towns. 
When Earl is in Los Angeles Jack will take him to the 
top of Mulholland Drive and say, “Pretty big city, eh?” 
and Earl will say “Yes, but you should see ours.” Then 
when Jack comes to San Francisco Earl gets out his 
gas wagon and drives on two wheels to the top of 
Twin Peaks to show Jack the “City that knows how,” 
with the usual home town pride. One can imagine 
Jack’s feelings when four years ago Earl’s wife pre- 
sented him with a fine son. 

However, on April 5, Jack’s wife presented him with 
a son, so now it is nip and tuck. But Earl says he 
will have another “platen grinder” four years ahead of 
Jack; but Jack says, “my son is going to be bigger than 
yours.” 

And so there is another new member of the Ames 
clan who will probably have a toy platen grinder in- 
stead of a choo-choo, so he will know the business from 
the cradle up. 
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Boling Office Chairs 





No. 6/11 


Powerful selling aids for the office furniture dealer are 
provided in the beauty and dignity of these office chairs. 
And there are many other attractive designs for the office 
and for teachers and students, for cafeteria and hotel 
use, together with a new line of bentwood folding chairs, 
all shown in OUR NEW CATALOG. 

Every merchant interested in office furniture should be 
familiar with this line, and we shall be happy to supply 
the catalog, on request. 


No. 6110 





ENDING 
OINT AND 
aro* a “Arp 


SILER CITY NORTH CAROLINA 


























Best Sellers ~ Year after Year 


SPEED-Moe 


Patented 


TIME SAVERS for OFFICE and FACTORY 


EEA SAD 





The Only Sponge Rubber Stamp Pad 
THE CHOICE OF CRITICAL BUYERS 


Qutwears and outperforms any other pad. 
Used extensively by General Electric, Swift & 
Co., D & H R. R., Aetna Life, and dozens of 
other leading concerns. Provides clean, sharp 
impressions—continuously. Sweat proof, non- 
sag, dust proof, silent. Large ink capacity. 
Cleans the stamp as it it ks il 

Special models for oftice, bank, 
warehouse, factory, shipping room, 
meat inspection, etc. 


The New ROTARY DATER 
The most modern and efficient date 
stamp for correspondence, orders, 
legal documents, etc. Date visible 
while using. Instantly set by turn- 
ing knob. Clean cut impressions. 
Dies worded for individual require- 


ments. 


TIME STAMPS 


A low-cost, durable stamp providing accu- 


rate time record Instantly set for 15- 
minute intervals Deep, clean dies 
Worded to meet individual needs. Ideal 
for banks, parcel rooms, mailing depts., and 
hundreds of other uses 










Other SPEED-MO Products 


Stamp and marking inks; line daters; line numberers; 
Pendex tray files; side-drawer files; finger moisteners; 
library, office, and shipping room stamp sets; Rivet-O 
punches and eyelets; duplicators. 


Write us for descriptive folders, 
prices, and dealer discounts. 





RIVET-O MFG. COMPANY 


32 Jason St. 
ORANGE, MASS. 
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BLOTTER PROMOTION SELLS FOUNTAIN PENS 


Distribution through offices of cleverly illustrated 
blotters has resulted in an increase of 200 per cent in 
business for the year at the Beck-Planet Pen Shop, 4 
West Fourteenth street, Kansas City, Mo. 

Aside from the distribution of blotters, the company 
uses Only one newspaper advertisement a month. This 
method of advertising has increased business suffi- 
ciently to warrant the remodeling of the store so that 
it is one of the most modern in the city. 

There are three wall display cases that are most 
effective in their conservative design. They are backed 
with a tile-cut wall board with a three foot circular 
mirror in the center. There are three silver edged 
shelves on each side of the mirrors. Pen sets are dis- 
played on these on a black plush top-shelf slanting 
forward. The counter top and sides form an indirectly 
lighted box for this display. 

Beneath the counters are stock drawers. There is a 
case on either side of the store and at the rear behind 
a glass display counter that extends the width of the 
store. 

Furniture is chromium spring steel with leather up- 
holstery to blend with the color scheme of the cases. 
These are in jade green with nile green for contrast 
and a trim of Chinese red. The pleasant visual ef- 
fect is augmented by an auditory one through the use 
of linoleum flooring and an acoustic board ceiling.—BS 


= ~~ 


PROF. DVORAK INAUGURATES NEW TYPING 
CLASSES 
Dr. August Dvorak of the University of Washington, 
Seattle, last month inaugurated new typewriting in- 
struction classes with the aid of the grant recently 
received from the Carnegie Fund. Featuring both the 
standard keyboard and the simplified system which he 
himself invented, he launched the new classes under 
the auspices of the extension service of the university. 
On account of the important grant of money from the 
Carnegie Foundation, Dr. Dvorak has been able to 
teach without charge anyone in Seattle to type. Peo- 
ple taking the lessons have the option of learning the 
old keyboard or the new.—CML 


———E— 


“CONTRACT BRIDGE AT A GLANCE” 


The above is the title of a concise summary of lead- 
ing systems of bidding and play, written by H. C. Tuttle, 
president of the Hush-A-Phone Corporation. It affords 
in concise but complete form instruction for the be- 
ginner, and memory training for the more accom- 
plished player. The manner of arrangement is the 
feature which renders it easy of absorption and appli- 
cation, and has won for this little book the commenda- 
tion of many. 

A copy can be secured gratis by writing the Hush-A- 
Phone Corporation, 43 West Sixteenth street, New York 
City. 

—— 


RADIO STAR UPHOLSTERS FURNITURE WITH 
LEATHER 

The Tanbarker (internal house organ published for 
employees of the Eagle-Ottawa Leather Company) re- 
ported that Fred Waring, of Waring’s Pennsylvanians, 
has secured some “White-Down” cushion leather to 
upholster the furniture in his penthouse. The Tan- 
barker is a newsy sheet reporting the activities in the 
several plants operated by Eagle-Ottawa. Raymond A. 
Wolff is editor-in-chief. 
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We of Reliable have been directly 
associated with the office equipment 
industry over a period of many years. 
Consequently Reliable's Guides to 
bigger profits are universally accept- 
ed as the medium by which most 
buying and selling prices on used 
equipment are determined. It is with 
this thought that we offer to dealers 
everywhere our carefully and author- 


itatively prepared standards of value. 


RELIABLE’S PROMPT AND EFFICIENT SERVICE 
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YOU CLINCH SALES 
AO AIRE. ON 


RELIABLE 


Prescribes a Remedy 


F your business gets sluggish and your profits are running low, 
why not diagnose the case as a doctor would? Perhaps you are 
selling too low. If that be true, call us in for consultation... 

we can quickly prescribe a good, dependable remedy—yes, one that 
hundreds of office equipment dealers everywhere have found highly 
beneficial. Then again, the trouble may lie in your buying. If that 
is the aching pain, call usin again . . . we have another prescription 
that 5200 dealers are always coming back for refills. As a precaution 
make sure you get both. One, the new 1935 OFFICE EQUIPMENT 
BLUE BOOK which costs only $3.50, tells you instantly the minimum 
value and SPOT CASH price Reliable will pay you for practically all 
types of office machinery. The other is RELIABLE’S BARGAIN 
BULLETIN and BUYERS GUIDE recently issued, costs you nothing, 
and is filled with hundreds of remarkable offers. If you by chance, 
haven't received our Spring issue, just write, and we will gladly mail 





you one. 
2 

RELIABLE TYPEWRITER & ADDING MACHINE CORP. 

303 W. MONROE STREET CHICAGO, ILLINOIS, U.S.A. 


Cable Address ‘Reliable Chicago” 
Reliable Typewriter & Adding Machine Corp. 
303 W. Monroe Street, 
Chicago, Illinois 
[1] Enclosed please find check for $3.50 in payment of a copy of your Office Equipment 


Blue Book for 1935. 
C] Please send FREE of charge Spring 1935 issue of Reliable's Bargain Bulletin and Buyer's 


Guide. 

: Firm 

Address 

City State 
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60 years of 


Desk Building 


This extended, continuous operation 





No. 578 Secretarial Desk, a popular proves the genuine quality and popu- ’ 
commercial design in full quartered [i larity of the Jasper Desk Co. fur- Loss) 
oak or in walnut and mahogany fin- niture. Sturdy construction, attrac- 

ishes. Measures 60x34 inches, 30% tive appearance and features of mod- 

inches high. Typewriter compart- ine ern convenience are combined in“all tunity in this line will convince you 
ment is placed in right or left pedestal our products. of the advisability of putting it in on 
as per your order. Office Furniture Dealers: A com- a regular basis. For details and 


parison of the value and sales oppor illustrations, see our catalog No. 421 


New York Warehouse: 


Chioaee Reprecntauive: Louis ts Pater. JASPER DESK COMPANY, Jasper, Indiana 


529 S. Wabash Ave. Phone WEBster 3217 








“JIM” WARD 


personally indorses the 


NEW 1935 
DELUXE PLATEN 


Which measures up to the new 
standards set by typewriter 
manufacturers 





SCIENTIFICALLY TREATED BETTER ALIGNMENT BETTER SATISFACTION 


SHIPMAN-WARD MANUFACTURING CO. 


4401 E. RAVENSWOOD AVE. CHICAGO, ILLINOIS 
UNDERWOOD AND ROYAL TYPEWRITERS PARTS FOR ALL MAKES 
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NEW TYPEWRITER EXCHANGE AT TOLEDO 


C. O. (Cop) Palmer, a typewriter man of long expe- 
rience, announced some weeks ago, the opening of the 
Palmer Typewriter Exchange, 221 Nicholas building, 
Toledo, Ohio, where new and rebuilt typewriters and 
typewriter supplies are available. The company per- 
forms an inspection service and repairs all makes of 
typewriters. 

Twenty years’ active contact with the typewriter 
business have given Mr. Palmer a clear understand- 
ing of what is requisite in a typewriter repairing estab- 
lishment. His equipment is up-to-date and fulfills 














C. O. (Cop) Palmer 


every need. He is particularly proud of the cleaning 
system he has installed—which consists of a special 
cleaning bench for gasoline solvent with an inbuilt 
cyanide tank. The system includes tubs for washing 
machines in hot water and also a tank containing soda 
ash and trisodium phosphate for cleaning certain types 
of machines. Under 100 pounds of air pressure, loose 
dirt and other particles are literally blown out of the 
machines to be cleaned. And finally, the shop is 
equipped with an electric oven for drying the machines 
after their cleaning baths. 

Mr. Palmer was an instructor of typewriter repairing 
for the United States government at the vocational 
school in Chillicothe, Ohio. 

DEVELOPMENT OF EDUCATION IN AMERICA 

The Proviso Township High School, Maywood, II1., 
joined with educators all over the United States in 
celebrating the 300th anniversary of secondary educa- 
tion in the United States. At the same time the May- 
wood school celebrated the twenty-fifth anniversary of 
this institution. 

Exhibits of interest to educators and students were 
presented. The Chicago branch of the L. C. Smith & 
Corona Typewriters Inc., furnished as its contribution 
to the exhibits L. C. Smith Model 1, Serial Machine 
No. 1, and the latest model “Silent” L. C. Smith ma- 
chine. This display depicted thirty-one years of “S-C” 
progress. 

URMSTONS TO MAKE EUROPEAN TRIP 


R. J. Urmston, president of the house of J. S. Staedt- 
ler, Inc., 55 Worth street, New York City, accompanied 
by Mrs. Urmston, expects to sail from New York on the 
SS. Washington on May 8. Their intention is to take 
an extended vacation in Europe. Mr. Urmston says 
they will make the trip leisurely, spending some time 
at the several vacation resorts in France and Germany. 
During this time he will make a study of European 
business conditions. They will return some time about 
the middle or end of July. 
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G/W STEEL SHELVING OFFERS 
DEALERS AN OPPORTUNITY 
FOR PROFITABLE BUSINESS 


Do you realize the possibilities for sell- 
ing G/W steel shelving in your com- 
munity? There is a steadily growing 
market for this useful equipment. 


G/W shelving is easy to install and can 
be adapted to individual needs and the 
floor space available. Units may be 
added when wanted and the entire as- 
sembly can be changed to meet new 
requirements or moved to a different 
place. Built entirely of steel, with baked 
enamel finish, it gives economical serv- 
ice for a business lifetime. 


Many office equipment dealers are now 
adding a shelving department and tak- 
ing advantage of this new opportunity 
for profitable business. When neces- 
sary, we are glad to help prepare esti- 
mates and quotations on large or small 
jobs. 


Write for more information about 
G/W steel shelving, and how you can 
make money with this line in your com- 
munity. An attractive new catalog is 
now being printed, and a copy will be 
sent to interested dealers upon request. 





Globe-Wernicke 


Cincinnati, Ohio 
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THE FINEST 
STAMP PADS 
that 
COST 


MORE! 





































DRI-KWIK 
STAMP PADS 


How often in referring to a quality 
article have you heard people say: “It 
costs a little more, but it’s worth it!”’ 
(ee PRs ates oapick In stamp pads you can offer your trade 
wear. Will not injure ‘he finest merchandise at popular prices 
iry DRI-KWIK, the finest pad on the 


For smudge proof, quick 
drying impressions 


rubber slamps nor ¢ 

oul. Five colors market for quick drying stamp impres- 
sions—-FULTON, the standard pad for 

FULTON general all-around office use. 


Manufactured by Fulton, America’s 
foremost makers of stamp pads, daters 
and rubber type. 


FULTON 


SPECIALTY CO. 
ELIZABETH, N. J. 
Sales Office: 200 Fifth Ave., New York, N.Y. 


SELF-INKING 
STAMP PADS 
The trade's standard 


ulilily stamp pad. Con 
tains pure glycerine ink 








unsurpassed in purity 


and strength of color 














A COMPLETE LINE 
Correct in Design 
Honestly Built 
At the Right Price 






Glad to send catalog 


Jasper Seating Co. 


JASPER, INDIANA 


NEW YORK: 
Office Furniture Warehouse 
573 Broadway 


CHICAGO: L. H. Farber 
529 S. Wabash Ave. 
Telephone WEBster 3217 
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WINDOW FULL OF JUNK SELLS TYPEWRITERS 


A window full of junk stopped several hundred people 
by count and boosted sales of typewriters for the Amer- 
ican Writing Machine Company’s store, 819 Walnut 
street, Kansas City, Mo. 

“That’s all we had in the window,” said Mr. Sam 
Hindman, manager of the store, “and when I say ‘junk’ 
I’m telling the literal truth. We had eighteen machines 
so old they weren’t worth repairing, and they couldn't 
have been given away, with a very good conscience. 

“The boys in the shop took sledge hammers and 
smashed them up. Then we cleaned out the window 
and dumped the broken up machines into it. That’s all 
there was to the display, except for a placard at the 
back stating: ‘We Do Not Repair and Sell Machines 
That Have Gone Beyond Use.’” 

Mr. Hindman believes that his window is perhaps his 
best advertisement, so that he varies at least the color 
trim and machines in it every two weeks. 

Seasonal displays he finds are well worth while if 
they can be managed at a nominal expense. He has 
never used posters or backgrounds that run into money, 
but finds he can give a seasonal air to the window ata 
slight cost. 

As an example, a simple but effectively suggestive 
Valentine’s Day display was contrived by wrapping a 
portable typewriter in cellophane and tying it two ways 
with a broad red ribbon. A large heart attached to the 
bow brought in the “To My Valentine” sentiment. A 
quantity of paper hearts were scattered about the floor 
and shelves of the window. 

The fact that typewriters are incongruous along- 
side the conventional holiday symbols makes their use 
more of an attention getter in his window than they 
would be in most others, Mr. Hindman believes. 

Thus on Halloween and Thanksgiving, the simple use 
of real pumpkins with cutout faces alongside the type- 
writers attracts considerable attention. The same has 
proved true of using large cannon crackers for a Fourth 
of July trim. 

The moving display has proved very successful. Mr. 
Hindman combines this with the mass idea by using a 
number of circular shelves revolving on an electric 
turntable. The shelves have only enough clearance to 
allow portables to be slipped between them, where as 
many of them as space will permit are massed in.—BS 

——————_—— 
A BLUE BOOK OF OFFICE EQUIPMENT 

Bound in blue with black lettering comes the Office 
Equipment Blue Book, vest pocket size. 

Briefly, it is a valuation schedule of used mechanical 
office equipment. It was issued April 1 by the Reliable 
Typewriter and Adding Machine Corporation, 303 West 
Monroe street, Chicago, and its stated price is $3.50. 
It bears the present year’s copyright. The booklet con- 
tains miscellaneous information, information on add- 
ing machines, billing and bookkeeping machines, 
calculating machines, checkwriters, miscellaneous ma- 
chines, and typewriters, with hints on packing. There 
is a chapter on terms of sale. Then follow the valua- 
tion schedules of the machines as above enumerated. 

This is a valuable guide and will be useful to every 
typewriter dealer. 

~~ 


TRANSFERS OF REM RAND DISTRICT MANAGERS 
K. L. Flinn, formerly of the Detroit office of Rem- 
ington Rand, Inc., has gone south to take over his new 
duties as district manager of the Atlanta territory. 
A. H. Lockwood, former district manager at Atlanta, 
went north to take over the Hartford district. 








MAY, 1935 





137 


\\7 ictor Gromounces A NEW PROFIT SCOOP 


ox 











GAIN ... Victor ingenuity scores with a NEW and BETTER Metal 
Tab Guide . .. embodying all the proven advantages of ordinary metal tab 
guides PLUS new Victor refinements. 
First, there’s the all-important time-saving feature—the insert slips in and 
out smoothly without sticking and without damage. You don’t need a pen- 
knife to remove the label and celluloid protector—yet they can’t creep or 
drop out. The reason for this is the unique “double-saddle” arrangement: 
the saddle-type insert label fits into a reverse celluloid protector, also hav- 
ing a saddle fold. There’s just enough tension in both to keep the label 
snugly in place, yet the insert can be easily removed. 
The metal tab itself is a satin black, non-rusting finish that won’t rub off 
or smudge papers. It is securely attached to heavy 25 point gray press- 
board, available in standard sizes. Five colors of celluloid protectors are 
offered. Insert labels are furnished blank, or printed for monthly, daily, 
geographical or alphabetical subdivisions. 
Demonstrate Victor Metal Tab Guides to your customers. Victor advan- 
tages are at once obvious, and the cost is no more than for ordinary metal 
tabs. Victor Safe & Equipment Company, North Tonawanda, N. Y. 





mproved METAL TAB GUIDES 


ie) 





N. TONAWANDA, N, Y. 


FREE  ennecs of Victor Metal Tab 
Guides. Send for it! 

Firm 

Name 

Address 

City 


























SK 
} “e 
EASY TO SLIDE CANNOT CREEP 
IN AND OUT _JUST\TRY TO 
FOR CHANGES [AP IT OUT INSERTS and PROTECTORS 
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Only the Old Masters Are Copied 


RIGINATORS have always been imitated. That is to be 

expected. Imitation is the recognition of something 
better—hence the copying of Stebco original creations in Brief- 
eases, Portfolios and Ring Binders is but direct admission 
of their superiority. It doesn’t disturb us—merely spurs us 
on to greater accomplishment. 


Our dealers may rest assured that Stebco leadership will be 
maintained—that we will continue creating merchandise of 
highest quality, best values and utmost sales appeal. 


The country is returning to quality,—we have never left it. 





Stein Bros. Mfg. Co., Inc., 564 W. Adams St., Chicago, II. 


> ( 
TRANSFILE 


STEEL DRAWER FRONT with steel 


W H y D O N ; T y O U M A K E reinforcing on all edges of case both 


front and back. 
EX TR A S A LE S ‘ T O O ? npmee INTERLOCK builds units in- 


to strong, staunch accessible batteries. 














‘ 


Everywhere and every day dealers are finding Simple, practical FOLLOW BLOCK 
new places and new uses for TRANSFILE—and keeps contents of drawer upright at 
new sources of sales and profit for themselves. all times. 

This new Steel Front DE LUXE TRANSFILE NO SCREWS, BOLTS NECESSARY in 
makes friends so easily. It sells on sight. Its assembly. It’s so easy. 













utility is apparent. Yet, it costs so little. It’s 
a gold mine for any dealer who will actu- 
ally push it. 


TRANSFILES are made in three 
styles to meet the need and purse of 
every prospect—-The Regular TRANS- 
FILE the most economical file for 
inactive records—-The Super-Test 
TRANSFILE, the file for serni-active 
records—-The De Luxe TRANSFILE 
with the steel front, finished in 
olive green to harmonize with other 
office equipment. 






THE 
DE LUXE TRANSFILE 


Get a sample file today. 


GUIDE SYSTEM & SUPPLY CO. Na yorcny: 








J 
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WIRTSHAFTER’S INC. MOVES TO NEW PREMISES 

The Wirtshafter Printing Company was established 
in Cleveland, Ohio, twenty-one years ago by William 
Wirtshafter at 1104 Prospect avenue. The company 
under his supervision, made excellent progress and in 
1921 William Wirtshafter and Sidney Glueck opened 
The Ideal Office Supply Company with a desk and two 
shelves in connection with the printing plant. Mr. 
Glueck took charge of the office supply department, 
doing both inside and outside work and by putting in 
long hours and intelligently directing his energies, The 
Ideal Office Supply Company prospered amazingly. In 
1933, the Wirtshafter Printing Company and The Ideal 
Office Supply Company were consolidated and became 
the Wirtshafter Printing & Office Supply Company 
with a store at 1040 Prospect avenue, and a printing 
plant at 1105 Bolivar road. Now the stationery store 
has outgrown its previous location and has moved to 
the second busiest corner in Cleveland—East Ninth 
street and Prospect avenue. 

The new store has three floors with seven thousand 
square feet of floor space and large display windows on 
both streets. Their stock is one of the most complete 
of its kind in the city of Cleveland, including every- 
thing for the office. At the present time the company 
employs five men in the field under the direction of 
Stephen L. Channon, a man of experience and capacity. 
The company also has a large typewriter department 
for new and used machines and a repair department 
under the direction of Walter Kuehl. For convenience 
in advertising, the name of the company has now been 
changed to Wirtshafter’s, Inc., with William Wirtshaf- 
ter, president, and Sidney Glueck, secretary and treas- 
urer. The entire personnel of the company remains 
the same as heretofore. With an experienced organiza- 
tion and a location of superior excellence, the company 
should go on to new and greater successes. 


——— 
STATIONERS AND PUBLISHERS BOARD OF TRADE 
REPORT 


Office Appliances has received the fifty-ninth annual 
report, 1934, of the Stationers and Publishers Board of 
Trade, New York City. 


The report contains that of the president, H. W. | 


Armstrong, and the secretary and treasurer, combined 
in the person of Gordon Cameron. There is also a re- 
port by Popper & Popper, attorneys for the board, which 
covers the subject of proceedings beneficial to the sta- 
tionery industry through criminal or other proceedings 
when cases of the kind arise. They also recommended 
that the membership should be impressed with the 
harm that is done by individual creditors in accepting 
arrangements for settlements, etc., before there has 
been an investigation by a committee of creditors. 

The report of the treasurer showed a satisfactory 
surplus, there being an excess of income over expendi- 
tures for the year ending December 31, 1934. 

The report concludes with a list of the members of 
the Board. 

——_g—__—_. 
CONFLICT BETWEEN GERMAN PRINTERS AND 
DUPLICATOR USERS 

Burghagen’s Zeitschrift fur Birobedarf, discussed the 
strife between the typographic printers and users of 
stencil duplicating machines. 


The tactics of the typographical printers included | 


deprecating stencil printing, calling it bungling and 
botching. On reference to the authorities, the typo- 
graphical printers were admonished that the official 
regulations apply in cases of belittling competitive proc- 
esses, and called for peace. 
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The Typists’ Chorus 44VAJ g want 
Carter’s MIDNIGHT”’ 






@ Of course they do, and you can’t 
blame them! For the gay silver de- 
sign on each sheet of Carter’s Mid- 
night Carbon is so modern and 
dashing. It is a fine worker. Makes 
clear copies and is clean to handle. 
It’s more fun to work with, and once 
a girl uses it she'll never buy any- 
thing else. In all weights for type- 
bar and noiseless machines. The | _ 
Carter’s Ink Company, Boston, New “a 
York, Chicago. a 


Carter’s MIDNIGHT CARBON PAPER 


& 








€ arter; 
“Ostomy 
j (eens 

| Parte 

















YA POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 


Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 









































“Vertex” Pockets will 
satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street PHILADELPHIA 


4 








wa pe ows pant 














VARIETY! 


Whether your trade requires standard designs or 
something special, the DoppCraft line of zipper 


cases is sufficiently extensive to meet every reason- 
able need. With quality of materials and con- 
struction unsurpassed, low prices and a satisfac- 
tory margin of profit, the DoppCraft dealer is well 
equipped to conduct a very profitable business case 


department. 


Charles Doppelt & Co., 412 Orleans St., Chicago, II. 


Send for complete catalog of 


Dopp Craft Zipper Cases 











The new 


ARROW 


FASTENER 





— 
$60 ' 

Here’s a brand new action for a 
ssitianatian stapling machine — easy wrist 
Arrow Staples action instead of fist action. No 
$6.50 in West pounding is necessary on the new 


Arrow, slight pressure on the lever 
does the trick. The ratchet action 
assures maximum clog control. 
210 staples at one filling. 


Modern design, beautiful chrome 
finish, with hardened steel wear- 
ing parts, the new Arrow fastener 
wins acclaim wherever it is shown. 


Send sample order now! 


Regular trade discounts apply. 


ARROW FASTENER, Incorporated 
350 Hudson St., New York 
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PARTS DISPLAY GETS DROP-IN TRADE 

A board demonstrating that there are actually over 
1,000 parts in the standard typewriter accounted for 
a 15% increase in drop-in business in 3 months at the 
All Makes Typewriter Service, 435-14th Street, Denver. 

Seeking for something to occupy his odd moments, 
F. V. Williams, owner, decided he would take down a 
worn-out typewriter that had been around his shop 
for some time and see how many square feet it would 
spread over. 

When he was through, he found that the ordinary 
typewriter when spread out on a single plane required 
16 square feet of space with about a half inch clear- 
ance between the parts. He fastened a 4x4 feet piece 
of compo board to a wooden frame, wired the various 
typewriter parts in place, and had an unusual window 
display. 

“My business had been building up through news- 
paper advertising,” said Mr. Williams. “But after put- 
ting the display board in the window I found that drop- 
ins began to make up a much larger percentage of that 
increase. Nearly all of them mentioned the fact that 
it had never occurred to them that there were so many 
parts to a typewriter.” 

As the average person sees typewriters on desks al- 
most every day, he hardly bothers to look at one sitting 
in a window. But seeing one spread out over a board 
makes him stop to look. It often recalled to his mind 
that he needed a new ribbon, his platen was dried out, 


ora key had been sticking. He came in. 


If the customer expressed surprise that a typewriter 
was so complicated a mechanism, it was a good open- 
ing for conversation. Mr. Williams could graphically 
illustrate the many points at which trouble could oc- 
cur in a machine, and the things that required regular 
adjustment and repair. 

During the course of the conversation, the customer 
could be put right about his delusion that typewriter 
shops were robbers. It wasn’t hard to get it clear in 
his mind that a good deal of skill and time were re- 
quired to properly make any but minor adjustments on 
so complicated a mechanism.—BS 


ciatttlaindine 
NEW YORK TYPEWRITER AND OFFICE MACHINE 
DEALERS MEET 

An interesting program was given at the fifty-sev- 
enth meeting of the association held in New York City. 
The highlight of the meeting was an address by Robert 
G. Wall of the Institute of Personal Advancement. Mr. 
Wall spoke on The Art of Selling. , 

The guest of honor was Mr. Wolowitz of the United 
Typewriter Company, Washington, D. C., who made a 
special trip to New York to tell his fellow National 
Association members about the arrangements which 
are under way for the National convention to be held 
in that city August 28, 29 and 30. 

Mr. Faustmann of the W. B. Faustmann Company 
spoke on the price cutting methods of department 
stores and a committee was appointed to give further 
consideration to the matter. 

After the closed meeting, movies were shown through 
the courtesy of Harry Thor of the Royal Typewriter 
Company, Inc. ——_—~»—___— 

TYPEWRITER A “PROP” IN LONDON PLAY 

“Youth at the Helm,” a London play, calls for a type- 
writer as one of the properties. The St. Martin’s Type- 
writer Company, Ltd., furnished a Royal typewriter. 


a — 
BUSINESS SHOW AT FRANKFURT IN OCTOBER 
Papier Zeitung reports that a business show is to be 
held at Frankfurt October 12-20. It is expected that 
fifty local business houses will participate in this show. 
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——— FJ 
THE NEW LOW PRICE “W” | 


CLEVELAND FOLDER 


LETTER SHOPS e OFFICES 
will fold your 
CIRCULARS © LETTERS © ENVELOPE 
STUFFERS e SMALL BROADSIDES 


at highest speeds and lowest cost 


8!/ox11” letters can be folded 2 or 3 folds at 
speeds of 10,000 sheets and up per hour. 

Small circulars |, 2, 3 folds at higher speeds. 
Folds practically every kind of paper that can be 
folded in sheet sizes 4x5” to 14x20”. 

This High Speed, Automatic Fed machine folds 
with extreme accuracy. 

Easy to adjust and operate. Just as well de- If you have folding to be done write us for 
signed and built as larger Cleveland Models. literature describing the Model "W" Cleveland. 


DEXTER FOLDER COMPANY 


28 West 23rd Street, New York City 


CHICAGO PHILADELPHIA BOSTON CLEVELAND ST. LOUIS SAN FRANCISCO 
117 W. Harrison St. 5th & Chestnut Sts. 185 Summer St. 1931 E. 6ist St. 2082 Ry. Ex. Bidg. Harry W. Brintnall Co. | 























430 Howard St. 























SJe e 








You need the closest kind of co-op- 
eration from the factory to handle 
special built to order work success- 
fully, your letters, requests for 
quotations and filing equipment 
problems must have prompt and in- 
telligent attention. 

“STEEL AGE” Dealers have a large 
staff of Engineers and Designers at 
their disposal who give their closest 
attention to all data and furnish 





City Hall Annex drawings and specifications immedi- 
Dept. Receiver of Taxes 
Philadelphia, Penn'a ately. 


CORRY-JAMESTOWN MFG. CORP. 


Corry, Penna. 


EXPORT DEPT.: 5713 EUCLID AVE., CLEVELAND, OHIO CABLE ADDRESS CORJAM 
Branches in Principal Cities 


Corry-JAMEsTowN 
STEEL FURNITURE 
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NO NEED TO SHOUT! 


MR. DEALER: Shouting used to be a necessary 





evil in offices equipped with “thammer-blow™ 


typewriters. 


The boss shouted at his secretary—into the tele- 
phone—even at customers. Had to, to be heard 
above plinking, clinking typebars. And the poor 
fellow got so used to shouting he shouted at home 


and that’s the reason Reno became so popular. 





But then came the PREMIER NOISELESS! Ah! Everything’s different now. No more wear 


on tonsils, nerves nor dispositions. More work. Better work. Everybody happy. 


Of course, Mr. Dealer, after you've installed the Premier Noiseless you'll be entitled to do some real, oldfashioned, 





bona-fide shouting about SATISFIED, PLEASED, REPEAT Customers. 


Write today for attractive prices—attractive profits. 


AMERICAN WRITING MACHINE CO. 
374 BROADWAY NEW YORK, N. Y. 


Every AW MCO branch carries genuine Noiseless Parts. 


The MASTER y A Money Maker 
AUTOMATIC 


——_ 
















Because of its capacity and precision workmanship, 
one would expect the Master Automatic to be a high 
priced duplicator. . . . Yet it is offered at the amaz- 


These outstanding features produce sales 


futomatic Inking—Se- Wide Range Printing 
lective, by internal idjuster 5-inch 


ink brush. range. - mee : fe 
futomatic Feed—With Positive Paper Strippers ing price of $99.00. Other Models priced from $30.00. 

a new principle Legal Size _ 7 7 

Rall ne Liberal Dealer Discount. At last you can make 
Ball Bearing Drum Removable Drum money with a stencil duplicator. 

Mountings—-Smooth Complete Set of Sup- . 

easy action. plies. Details upon request 


THE DUPLICATOR SUPPLY CORPORATION 


UNIVERSITY BANK BUILDING—MINNEAPOLIS, MINNESOTA, U. S. A. 
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REAFFIRMATION OF SIMPLIFIED BANK PAPERS 


The Division of Simplified Practice of the National 
Bureau of Standards has announced the reaffirmation 
of Simplified Practice Recommendation R50. This rec- 
ommendation covers bank checks, notes, drafts and 
similar instruments. This schedule, which was first 
made effective March 1, 1926, was reaffirmed without 
change in 1927, 1929 and 1931. It covers the adoption 
of uniform sizes and arrangement of subject matter 
on bank checks, notes, drafts and similar instruments. 

Ronald Ransom, chairman of the standing commit- 
tee for the recommendation, wrote to the division of 
simplified practice: 

“The committee of the American Bankers Associa- 
tion having this matter in charge wishes again to urge 
universal adherence to the recommendation. Bank 
checks are the chief medium of exchange in the United 
States, and represent the popular vehicle through 
which ninety-six per cent of all of our commercial and 
business transactions is conveyed. The daily liquida- 
tion of this enormous volume of credit exchange con- 
stitutes nine-tenths of internal banking expense. 

“During the past nine years, since the standard rec- 
ommendations were approved, the American Bankers 
Association, the United States Department of Com- 
merce and other agencies have conducted a vigorous 
campaign for the universal adoption and use of stand- 
ard size checks, drafts, etc., with the result that a sub- 
sequent survey along this line shows that gratifying 
progress has been made, and that over eighty-five per 
cent of all checks and drafts are of standard size. 

“Some of the specific advantages which follow the 
adoption of this simplification program are: Saves 
paper by cutting from standard size stock without 
waste; eliminates misunderstandings and _ incon- 
venience; saves time in filing, finding and handling 
while being checked; eliminates wasted filing space 
through uniformity of size.” 

Printed copies of Simplified Practice Recommenda- 
tion No. R50 may be obtained from the Superintendent 
of Documents, Government Printing Office, Washing- 
ton, D. C., for five cents each, in coin or money order. 


eH 


NEW PRICE LIST OFFERED BY ELBE FILE & 
BINDER CO. 


The Elbe File & Binder Company, Inc., manufactur- 
ers of loose leaf binders, 215 Greene street, New York, 
has announced the completion of a new price list con- 
taining current and up-to-date prices on their com- 
plete line of over three thousand loose leaf items. 

In addition to the announcement of the three thou- 
sand loose leaf items covered by the new price list, the 
list embodies various items of a stationery and spe- 
cialty nature, such as clipboards, linen and celluloid 
index strips, arch boards, book ends, etc. 

The price list also contains many new loose leaf 
items. 

Copies of this new price list are available to all sta- 
tioners and office equipment dealers throughout the 
country, who may obtain it by writing to Elbe File & 
Binder Company, Inc. 


—~>—___ 
TRY THIS ON YOUR TYPEWRITER KEYBOARD 


The Irish Printer offers the following material for 
keyboard exercise. The whole alphabet is given in but 
twenty-nine letters: “Quick blowing zephyrs vex daft 
Jim.” The editor opines that this is the record short 
sentence containing all of the alphabet. 
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GET SET FOR THE LONG PULL 


The good service is remembered long after 
the price is forgotten. Recommend quality 
filing supplies just as you recommend satis- 
factory equipment in other lines. When 


you say 


CASE BROTHERS' 


PRESSBOARD 


you have spoken the final word in file guide 
and folder quality. 


CASE BROTHERS, INC. 


HIGHLAND PARK, CONNECTICUT 























INTENSE copyine Pencits 
by STAEDTLER 


Far excel all competitive brands in color 
range, intensity and copying power 
The World's Standard 
No. 933—GLOBE TROTTER (Purple) 
No. 2965—MARS INTENSOR (Red) 
No. 2966—MARS INTENSOR (Blue) 
No. 2967—MARS INTENSOR (Green) all 
No. 2969—MARS INTENSOR (Lilac) colors 
No. 2970—MARS INTENSOR (Brown) 





J. S. STAEDTLER, Inc. 


53-55 WORTH STREET NEW YORK, N. ¥ 














144 





Last Month... 


NEW COLORS 
NEW LABELS 


MONTH: 
New Trade Price List 


with complete schedule of RECOMMENDED RESALE 
PRICES FOR QUANTITY SALES TO CONSUMERS 


No commercial stationer nor drawing material dealer should 
be without this helpful guide which, in our opinion, is the 


most constructive step to stabilize the distribution of 


HIGGINS' DRAWING INKS ever undertaken. If you are not 
on our mailing list write for your copy of our new trade price 


list NOW. 
CHAS. M. HIGGINS & CO., INC., 271 Ninth St., Brooklyn, N. Y. 






miLCleiiy Ss’ oe 
DRAWING INKS 





A PROFITABLE BUSINESS 
IS BUILT BY SELLING 
STANDARD NIERCHANDISE 





, 2 oe oe oe we 


CGOG000060608 


STANDARD FOR 30 YEARS 


Munson Suppty Co., 348 Hudson St., New York City 
Please send information about the New Key 
New Package and Counter Display to 
Name. 


{ddress 


Cily Stale 
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MARCH OF TIME WINS HIGH RADIO PROGRAM 
AWARDS 

The recent first annual awards of the Women’s na- 
tional Radio Committee for the best commercial and 
sustaining radio programs brought another honor to 
the March of Time, the radio news dramatization pre- 
sented over the Columbia system by Remington Rand, 
Inc., Buffalo, N. Y. 

Anning S. Prall, newly appointed chairman, Federal 
Communications Commission, announced the awards 
on behalf of the Women’s National Radio Committee 
organized last summer to advance the standards of 
radio entertainment. The announcement was made at 
a luncheon at the St. Regis hotel in New York April 
10 and was broadcast that afternoon over nation-wide 
networks CBS and NBC. 

The March of Time was chosen as the best non- 
musical sponsored program, while the General Motors 
symphony concerts broadcast over a National Broad- 
casting Company network were named as the out- 
standing sponsored musical series. 

The Women’s National Radio Committee is said to 
represent a group of twenty-nine organizations with 
a membership throughout the country of more than 
ten million women. 

The judges who made the awards mentioned above 
were A. Walter Kramer, editor-in-chief of Musical 
America, chairman; Mrs. Oliver Harriman, Fannie 
Hurst, Eva Le Gallienne, Walter W. Naumberg, Mrs. 
Elmer James Ottway and Mme. Yolanda Mero-Irion, 
advisory chairman. Mrs. Harold Vincent Mulligan, 
chairman of the Women’s Radio Committee, presided 
at the luncheon. 

The decisions were based “not only on the entertain- 
ment value of the program and actual presentation by 
artists but upon the instructive effort on the part of 
those under whose auspices the broadcast was made.” 
In judging the sponsored program, the brevity and 
good taste of the advertising material and the manner 
in which it was handled was a considerable factor. 

The March of Time came on the air in March, 
1931, introducing the novel technique or re-enactment 
of the news highlights of the week. It at once estab- 
lished itself as one of the outstanding presentations 
and has since twice been chosen as the outstanding 
dramatic program on the air by radio editors through- 
out the country. It was originated as a presentation 
of Time, the weekly news magazine. Later it has been 
sponsored by Remington Rand during the winter sea- 
son of 1933-34 and the early months of 1935. 


>_> 


RILEY TO MANAGE FURNITURE DEPARTMENT 
FOR BAUDEAN 


On May 1, H. L. (“Pat”) Riley took over the man- 
agement of the furniture department of Baudean, 
Inc., exclusive representatives of The General Fire- 
proofing Company at New Orleans, La. 

Mr. Riley joined The General Fireproofing Company 
organization in 1920 immediately after his return from 
Germany, having served through the war as a member 
of the Second Division, A. E. F., and later with the 
U. S. Army of Occupation. In 1928, he was appointed 
district sales manager for The General Fireproofing 
Company in an eastern territory, where he made an 
enviable record and a large number of friends. In 
1933, he was brought back to the home office of the 
company at Youngstown. 

Accompanied by his wife and three children, Mr. 
Riley left Youngstown the latter part of April for New 
Orleans. 
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Pool shipments of these 
desks with New Indiana 
Chairs, offer savings in 
time and freight, worth 
investigation. 


No. 


The 


PERIOD 
DESK 










5000—28x52 
32x52 
34x60 
36x72 











We take pleasure in again presenting this gorgeous 
desk. All the exterior exposed parts and the drawer 
sides and drawer backs are genuine American Black 
Walnut, and the face veneers are the finest 4-joint 
Butt Walnut procurable. This desk has been accepted 
by many of our dealers with their compliments, and we 
want all the trade to know more about it. Write for 
further particulars and photographs. 


GEORGIAN 





INDIANA DESK COMPANY.... JASPER, INDIANA 





THE MARK OF QUALITY 


UNIVERSAL 


| The Heavy Duty 
Self Leveling 
Office Machine 
Stand 


office machine to its support. Strong and safe, 
as well which induces accuracy in the operatio 


40 Ibs. 


REPRESENTATIVES: 
Typewriter Circle Co., 359 Broadway, New York, N. Y 















You can safely entrust the most expensive, indispensable | 
it is steady | 





machine. Tusco UNIVERSAL is framed of one inch cold | 
drawn steel tubing, top is cast iron, slotted and drilled to 

accommodate practically every type of office machine. | 
Back can be tilted up to 254 inches, making large adding 
machine keyboards more accessible. Moves easily and 
noiselessly on 3-inch rubber tired casters—simple cam 
brakes hold stand steadily in position. Shipping weight, 


DEALERS: Tusco is the stand with the unqualified } | 


guarantee; you can depend upon it for creditable per- | 4 - - 
formance in any office. Booklet with details on request. | feature this chair. Made in solid walnut, quartered oak and 


Tubular Specialty Mfg. 


1940 Stanley Ave., Detroit, Michigan 


Display this popular design 
—A 

NEW INDIANA 

OFFICE CHAIR 












Shipments pooled with 
your order of Indiana 
Desks — reduce freight 
and improve service. 


No. C-301 





Style that makes sales, real comfort and substantial durability 


birch, it is a fit companion for the fine desks now in demand. 
With No. C-302 which is a side chair to match, it attracts a 


+. lot of business. Catalog showing our full line of office chairs 
Oo. and stools, teacher's and tablet arm chairs, etc., is sent on re- 
quest. 


New Indiana Chair 


C. E. Ritter, 2451 E. 78th St., Chicago (Phone REGent 1110) Company JASPER, INDIANA 


Export Representative: Lincoln Export Co., 41 Water St., New York, 
N. Y. 
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peast 


PEERLESS RUB 


e 0 BER TYPEWRITER KEYS 
L are better known—more widely used 
ihe —more exclusively featured. The Peerless 
7~ Line is more complete—with more talking points 


including the “Security” feature, a hard rubber collar fused 
to the soft key top to prevent loosening or turning in the base or dis- 
coloration of the caste’ typewriter key 
All this means that PEERLESS KEYS are easier to sell—have less 
sales resistance—arouse interest more quickly—convince customers 
of real value—AND net you more sales at good profits 
Backed by the Peerless four-square policy of dealer help and co- 
operation you can make more money by concentrating on Peerless 
Keys. Try it and see. Write for full information 


PEERLESS KEY CO., Inc., 176 Fulton St., New York, N.Y. 


Chicago: 19 So. Wells St 
Vanufacturers of the only complete line of rubber keys 
sold through dealers 


PEERLESS 
Rubber 
TYPEWRITER KEYS 
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The Bentson 700 Line 


A Quality Product 
at Moderate Cost 


Made with Cradle Type Rust-Proof 
Roller Bearing Suspension Slides 


The 700 line answers all re- 
quirements for appearance, 
convenience and durability. 
The outer case is furniture 
steel, with corners acetylene 
welded and smoothed to give 
attractive finished appearance; 
connecting parts electrically 
welded, and case welded to 
inner framework. No addi 
tional sides or end panels 
necessary. Dust-proof flange 
seals opening between drawer 
and case when drawer is 
closed. 


The merits of this line war- 
rant your careful investiga- 
tion. Complete information 
upon request. 


THE BENTSON MFG.COMPANY 
AURORA - - ~~ ILLINOIS 

















THE STAPLING MACHINE LEADER 


ACME 
No. 1 


in a special 
selling offer 


{ Real Sales 
Opportunity 
for Office 
Equipment 
Dealers 


Acme No. | Stapler has a wide range of utility. 
A heavy duty machine, it will drive a half inch 
staple through *¢ inch of paper or will make'a 
neat fastening with a quarter inch staple of 
two or three sheets. Acme No. | is a truly 
superior machine, passing with high mark the 
test of practical service. We are making a 
special offer of it that is a trade builder for 
stationers. If you haven’t received our “*REAL 
STAPLER” folder, write for it and our proposi- 
tion of imprinted folders for distribution to 
your trade. 


Acme Staple Company 
1643-1647 Haddon Ave., Camden, N. J. 








They HAVE to be sen- 
sitive for use in U. 8. 
Postoffices 








OVER- 
UNDER 
WEIGHT 
instantly 
shown by this 
indicator. 











A TOLERANCE OF ONLY 10 GRAINS is now 
allowed between each ounce division by the U. S. 
Postoffice Department. With the prevailing post- 
age cost ranging from 48c to $2 a pound, it is im- 
perative that every mailing piece be checked on 
thoroughly accurate scales to prevent postage waste 


lriner New-Type Scales 
may be relied upon to perform this serv- 
ice. Their efficiency is attested to by 
the fact that more than 20,000 Triner 
Scales are now in use in U. S. Postoffices. 
Airmail No. 1—Capacity 1 Ib. x 44 oz. with computing chart 
Airmail No. 4—Capacity 4 lb. x 44 oz. with computing chart. 


Airmail No. 9—Capacity 9 oz. x 4% oz. without computing chart. 
Computing chart shows all mail and parcels post rates up to full capacity 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicago, Hlinois 
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HOW NOT TO MAKE A SALE 


The following article by C. F. Byrns, editor of the 
Southwest American, was sent to us by D. C. Baldwin 
of Fort Smith, Ark., who himself recalled the following 
incident: “A lady called on me a few days ago and 
informed me that she was with the United States gov- 
ernment. I was somewhat flabbergasted, but imme- 
diately decided it was some sort of a ‘flam.’ It tran- 
spired that she was soliciting subscriptions for an old 
age pension organ. She did not make the sale.” 

The article referred to is given herewith: 

“The other day a man called on me to sell me a sub- 
scription to a certain national magazine. The way he 
went about it and the reason he didn’t make a sale is 
interesting, because the same sort of thing happens so 
often. 

“His magazine had attracted my interest on the news 
stands. I had bought it once or twice. I wasn’t greatly 
excited over it, but still retained some interest. In 
other words, I was better than an average prospect for 
a sale. 

“The salesman opened up with the statement that he 
was ‘with Mr. So and So’ mentioning the well-known 
name of the editor. His tone was obviously intended 
to convey the impression that he was collaborating 
with the eminent gentleman in some sort of investiga- 
tion. When I learned a moment later he was selling 
subscriptions to the editor’s magazine, I felt a bit of 
coolness induced by the insignificant misrepresenta- 
tion. But that wasn’t enough to destroy his chance. 

“He talked about the magazine a while. He offered 
a price which appealed for a trial subscription. I was 
about to reach for my purse when he misinterpreted 
my hesitation and launched into a new line of attack. 
He pulled out a clipping from another magazine, 
pointed to a paragraph of an article and denounced 
it as unethical and unfair criticism of the president, 
whom his magazine is vigorously supporting. In an- 
other moment he was criticizing a news dispatch as 
unfair to the president. He didn’t know what he was 
talking about in either instance. He was trying to 
make a sale on what he considered demerits of a com- 
petitor. I do not buy anything because I dislike a com- 
petitive article. I don’t believe anyone does. Anyway, 
the gentleman lost his sale.” 


—_—<@g——_ 
MILL-GREEN PUBLISHING CO. ISSUES SALESBOOK 


The Mill-Green Publishing Company, Inc., 370 
Seventh avenue, New York, N. Y., this year celebrates 
its fourth anniversary. The company has just gotten 
out an instructive booklet on the manner of approach 
and sales instruction to be used by salesmen in the 
sale of Green’s Simplified Bookkeeping and Weekly 
Income Tax Record. The sales booklet is copyrighted 
in 1935, and embodies a sales talk which is to be 
learned thoroughly by the salesman before he at- 
tempts to make any sales. The book contains twelve 
pages and is of suitable size for placing in the inside 
coat pocket. It gives clear and useful advice to the 
salesman, covering every point in the selling of Green’s 


Simplified Bookkeeping and Weekly Income Tax Rec- | 


ord. Its advice is calculated to be a boon to those 
salesmen who will master the contents of the booklet 
before attempting to sell. 

The company reports that the demand for Green’s 
income tax record is now greater than ever before. 
The records meet the new income tax law, sales tax 
and code requirements, for those engaged in business 
now realize that to succeed, we must keep records 
which correctly reflect the progress and condition of 
their businesses at all times. 
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STURGIS 


POSTURE CHAIRS 
& STANDS 


* 
® Sell the Sturgis 
Line and Prosper 
® Easy to Demon- 
strate 
® Easy to Sell 












No. 850-DS 
Stenographic 
Model. 


A new leader to 
help you get this 
business. 







You and your customers 
will like the Sturgis 
line. You will enjoy the 
extra profits this field of 
Posture Seating makes 
available. 


STURGIS POSTURE CHAIR. CO. 
STURGIS, MICHIGAN 


Your customer will appreciate 
the increased efficiency, mental 
alertness and improved health 
among his employees. 


Order your Samples Today 











~ 





These Magazines Send Customers In— 


THIS DISPLAY SELLS THEM 


OVER 20 million magazine 
messages are telling readers 


ae orm ob 








about a new kind of writing 
ease! They're looking now for 
AUTOPOINTS and REALITES, 
the pencils with the exclusive 
Grip-Tip and patented trou- 
ble-proof mechanism. Display 
E-102, with 6 each of the 6 
fastest sellers of the AuTo- 
POINT-REALITE line, ties your 
store up to this campaign. 
It’s a self-seller to these buy- 
Jers who know about AUTO 
POINTS and are looking for 
them. Details given at left 
Read about this self-contained “pencil 
department”— then order one for your 
counter and another for your window. 


ORDER TODAY from Jobber or Direct 


10, { 
Better Pencil 





E-102 DISPLAY 

é Each of 6 Fastest Sellers 
Prices from 25¢ to 75c. Excep- 
tionally liberal discounts. All 
numbers can be re-ordered sepa- 
rately. Pencils for every use; 
single and double points, open 
erasers as well as capped models. 
Includes extra supply of leads and 
erasers. E-102 will sell to every 
pencil customer! 


| AUTOPOINT COMPANY, 1801 Foster Avenue, Dept. OA-5, Chicago, Iilinois 
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NEW MODEL ”O” TEMPOGRAPH 


| — 








A REAL DUPLICATOR 


Built to last a lifetime—Priced very low 


TEMPO STENCILS— 
ALL AMERICAN MADE 
IN BLUE AND WHITE 
oe 
NEW LIST PRICE 
to Dealers 


Liberal Discount 


Write today for full particulars 


MILO HARDING COMPANY LTD. 


1362 S. Hill St., Los Angeles, Calif. 














HERE'S A NEW WAY 
TO SELL WOOD DESKS. 
THE LATEST SALES AID 
AVAILABLE FOR DEALERS 
WHO REALLY WANT MORE 
BUSINESS. THE IMPERIAL 
DESK SELLING KIT “GETS 
YOU IN” AND “GETS THE 
ORDER”... AND IT LEADS 
TO SALES OF MANY OTHER 
PROFIT ITEMS . . . WRITE 
FOR COMPLETE DETAILS. 


IMPERIAL DESK 


aay, 


a 


For 25 years, deal- 
ers and users have 
preferred Imperial 
Desks for their util- 
ily, their beauty, 
and their ability to 
stand up under long 
years of service. 


COMPANY 


EVANSVILLE 


INDIANA 
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OFFIC! 


TYPEWRITER SALES GOOD 

Typewriter sales are better than they have been in 
several years, according to comments from several of 
the leading dealers, branch managers and salesmen of 
San Antonio, Texas. A general improvement in busi- 
ness conditions resulting in the establishment of new 
firms as well as a demand for more and new equipment 
in older enterprises has created the need for more 
goods. 

E. P. Heye, district manager for L. S. Smith-Corona, 
Inc., reports that he has been unable to get enough of 
the new Silent Coronas, and that sales of these ma- 
chines are better than in many years. The L. C. Smith 
Silent Eight is also going well, he reports. J. F. Holt 
of Dallas, branch manager for this firm, was in San 
Antonio recently on one of his periodical trips and 
expressed himself as very much encouraged over the 
outlook for a good year in business equipment. 

J. Tom Jackson, San Antonio manager for the Royal 
Typewriter Company, has at least one salesman who 
is costing him plenty in prizes. H. G. Steen, a com- 
paratively new salesman for this branch, working coun- 
try territory, is a member of the MAD (machine a day) 
club as well as the Legion of Honor. During January 
it cost Mr. Jackson two ten-gallon hats for the good 
work Steen did (one for Steen and one for his son who 
travels about with him) and in February Jackson was 
called upon to buy three pairs of shoes for the good 
sales work, in this instance Mrs. Steen being brought 
into the picture. 

Clay Price, another alert member of this sales staff, 
has two diamond studded pins indicative of his good 
work, and is still going strong despite the fact that his 
quota has been raised twice. 

The Central Typewriter Company, N. Allen, proprie- 


| tor, reports a good increase in business with indica- 
| tions for more business during the second quarter. 


A. F. Beyer, one of the veteran dealers, reports that 


| there has been an increase in the demand for business 


equipment since the first of the year. 

W. R. Van Derveer, manager of Underwood Elliott 
Fisher, reports that sales continue to show good gains. 
This branch has shown good business through 1934 
and thus far in 1935.—BCR 

BOSTON STATIONERS ASSOCIATION 

At the April 15 meeting of the Boston Stationers As- 
sociation at the Boston City Club, Arthpr L. King, the 
newly elected president of the association, and his fel- 
low officers presented the association’s plans and ap- 
proved budget for the fiscal year of 1935-36. Plans 
have been made to insure members a profitable year 
from a social and educational standpoint. Members 
have a responsibility to their association as well as 
officers and it is hoped that this sense of responsibility 
will be manifested in increased attendance during the 
year. 

The meeting took the form of an old fashioned sta- 
tioners’ get-together. The program included musical 
entertainment, a good dinner, a raffle, an outline of 
activities planned for the year, presentation of budget 
and an address on store publicity. 

H. L. Stoner, advertising manager of William Filene’s 
Sons Company, was the guest speaker. 

General Manager Garvin of the National Association 
dropped in from Buffalo and made a talk on national 
distribution and the “Yardstick” plan. 

Eighty-four persons attended the meeting—forty-five 
dealers from all parts of New England and thirty-nine 
manufacturers. The next meeting will be held on 
May 13. 
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New and Practical Machine Bookkeeping Equipment 





MACHINE POSTING LEDGER WITH FOLDING STEEL RACK 


The self attached Folding Steel Rack is always ready for instant use. A pull outward sets and locks the 
rack to hold the ledger in the correct, upright position for posting and convenient reference to the accounts. 
A push inward folds the rack close to the ledger covers where it is entirely out of the way for over-night 


storage. 


These ledgers are furnished in all popular bindings and in all sheet sizes. Sheet capacity ranges from 11/4 





inches minimum to 8 inc hes maximum. 





ADJUSTO TRAY-BINDER COMBINATION OUTFIT NO. 12-L 


Here is a complete posting unit consisting of the new Model E Adjusto Tray Binder, Cabinet Base and File. 
Can be supplied either with or without hood. 

This equipment is furnished in numerous standard sizes, and can also be supplied in special sizes to meet 
individual requirements. 

The Adjusto is the original flat base Tray-Binder—a combination tray and binder in which the distinct 
advantages of both are consolidated. Furnished for sheets of any size, either with or without punching. 
Every claim made for ADJUSTO EQUIPMENT is backed up by actual performance. Ask any user 


he know Ss. 








MACHINE BOOKKEEPING STEEL DESK NO. 275-Z 


This desk is a complete bookkeeper’s office in itself. The active ledger sheets are carried in two trays in the 





left pedestal drawer where they face the operator. These trays are removable for over-night storage. Surplus 
ledger sheets, statements and the transferred account sheets are carried in the large drawer at the right. 


These desks are built to order to meet the requirements of the user. 


LEFEBURE CORPORATION. Manufacturers 
3117 FIRST AVE., S.E. CEDAR RAPIDS, IOWA 
WRITE FOR DEALER PRICE LIST No. 533 

















PROGRESSIVE SUSPENSION FILING CABINETS 


ANOTHER OF 


THE FOUR GREAT 
COLUMBIA 
















DRAWER 
DRAWER 
DRAWER 
DRAWER 























MANUFACTURED BY 


COLUMBIA STEEL EQUIPMENT COMPANY 


PHILADELPHIA 
Office and Show Room P. O. Box 2244 
LINCOLN-LIBERTY BLDG., N. E. COR. BROAD AND CHESTNUT STS. 





















A New and Im- 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable ma 
chine rests in 
place of the usu- 
al solid top. 


Can be equipped 
with raised or 
flush, inter 
changeable right 
and left side 
shelves 


Fits 
Any lypewriter 


or Hand Operated Adding or Calculating Machine 
{ Write for further particulars and prices } 
SHERMAN-MANSON MFG. CO. 


621-31 S. KOLMAR AVE., 
CHICAGO 
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@ 
Quick, Accurate 
FIGURES 
END MISTAKES—DOUBLE SPEED WITH 
PRECALCULATED, VERIFIED ANSWERS 
Meilicke ready-made answers to routine problems cut calculating time 
in half for Western Union, Western Electric and many other users. Any 


employee can use Meilicke Systems without training. There are no keys 
to punch, no levers to pull. Just turn the card and copy the answer 













The Meilicke line consists of 
the following devices 


N.R.A. Payroll Calculators 
The Dictaform for letters 
graphs and all data 
Savings Bank Calculators 
Commercial Calculators 
Yard Goods Calculators 
Dozen Basis Calculators 
Unit Basis Calculators 
Electric Bill Extenders 
Water Bill Extenders 
Butter-fat Calculators 
Discount Calculators 
Interest Calculators 
Vertical Cataloging 
Payroll Calculators 
Express Calculators 
Freight Calculators 
Lumber Calculators 
Coal Calculators 
Bonus Calculators 
Time Calculators 
Price Checkers 
Phone Indexes 


pata 


OR és 
SS we 


Meilicke Systems meet every need, and special Cal- 
culators can be supplied to meet any special requirements 
Let us show you without obligation how Meilicke systems 
can save money for your business. Dealers, send for our 
new catalog 





Meilicke. Systems, Inc. 
GFE 3466 No.Clark St. Chicago, Illinois 














Reliable Quality 
Priced Right 


Send us your inquiry. 


IMPERIAL METHODS CO. 
FOREST PARK, ILLINOIS 


Western Representative 
Gerard D. White C. 4d. Schubert, Jr. 
100 Worth St. 307 East Third St. 


New York City Los Angeles, Calif. 














cee Model 5C 


A Streamlined 
Stapling Machine! 
COMPO adds a new page to its history and 
introduces the NEW MODEL 5C STAPLING 
MACHINE. 
Shrewdly designed and in advance of present 
day ideas, this stapler includes many features 

Temporary and Permanent fastening— hard- 
ened steel parts—light weight (20 oz.)—easy 
action—dignified and suitable for any desk. 

| This model will use, WITHOUT ANY 
CHANGE OF PARTS, ANY STANDARD 
SIZE STAPLE WITH 4 IN. LEGS FROM | 
.019 GAUGE UP TO AND INCLUDING .025 
GAUGE AND DRIVE SAME WITHOUT 
CLOGGING. 

Model 5C is packed in a new modern up to 
date box and uses the NEW GENUINE 
COMPO 4C CHISEL POINTED WIRE 
STAPLES. 

THE PRICE IS $3.50 


“COMPO MFG. & SALES CO. 
WESTPORT, CONN., U. S. A. 
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OFFICE MACHINE DEALERS IN GERMANY 


Time brings great changes in business developments. 
Since typewriters and other office machines were in- 
troduced into Germany about forty years ago, a num- 
ber of changes has occurred. It was understood that 
importers of typewriters and other business machines 
were securely situated with financial resources to un- 
dertake this business. In general, the first lot of ma- 
chines imported were handed over against B/L. As 
soon as additional orders were placed, machines were 
delivered against sight draft. The importer’s aims 
were to organize the sales, and repair service for the 
typewriters sold. Some of the importers covered all 
Germany for the special makes on hand. In some 
cases they appointed sub-agents, with the understand- 
ing that the sub-agent was responsible for the repair 
service. 

When the German manufacturers began the produc- 
tion of typewriters, the aim was to appoint either a 
known importer of typewriters as their agent, or a sub- 
agent hitherto selling imported machines. By so doing, 
the German manufacturers were quickly in contact 
with those houses already using typewriters, or in con- 
tact with prospects through an agent. Some two 
decades passed under this arrangement. It was hard 
work to compete with the machines imported from the 
United States, which gave satisfactory service, inas- 
much that it happened that the new German machines 
did not perform as claimed by the agents. 

There are a number of importers and sub-agents and 
salesmen formerly engaged in the sale of American 
machines. Most of these are now engaged in the sale 
of typewriters of German manufacture. Under the 
present government the sale of typewriters and busi- 
ness machines is mostly through wholesalers or job- 
bers, general agents and agents or office machine deal- 
ers. Typewriter dealers in Germany have been or- 
ganized about ten years. It is recognized that these 
general agents and agents and mechanics are also en- 
gaged in the sale of office machines, and are affiliated 
with the national association of typewriter dealers. 

The new organization in the German trade has re- 
sulted in a novel situation. Mechanics do not belong 
to the trade organization, but to the organization of 
craftsmen. A special group of office machine mechan- 
ics has been founded, which has its own organ (publi- 
cation). The craftsmen are grouped by trades—office 
machines, bicycles, sewing machines, etc. 


| 





In the publication of the mechanics for office ma- | 


chines, it was claimed that they should have the gen- 
eral agencies for typewriters, etc., as they best know 
how to repair them, and are in constant contact with 
users. In a letter by an old general agent written to 
the editor of a dealer trade paper, he says that such 
claims would not mean the common weal, but selfish 
interest. If one would believe in the claim made by 
the mechanics, all general agents would do well to 
wind up their businesses as soon as possible. There 
would be no longer the possibility for their existence— 
the mechanics could continue this business. The me- 
chanics would be thankful to their organization on this 
account. If, besides an ordinary typewriter, a some- 
what complicated office machine is to be sold, the 
mechanic would not be in a position to handle the tran- 
saction. The general agent has an inquiry from a 
mechanic to send him a catalogue of a calculator re- 
quired by a client of the mechanic. The mechanic 
said that the client could choose the machine he 


| 
| 
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RETAILS at 


‘273 


Complete 






Here’s a 


“Lot or ROTOSPEED> 


FOR THE MONEY ......anda 
DEMONSTRATOR PAR EXCELLENT 


For every hundred duplicator prospects in your territory, this 
ROTOSPEED WILL ADD A NEW HUNDRED. . Its price 
places it within the financial reach of the smallest merchant, its 
efficiency and simplicity make it an ideal “second-machine” for 
large users. And it LOOKS SO MUCH MORE than its price 
that you can depend largely on minute-demonstrations to sell it. 


Write for full information—about this “Junior”? Rotospeed—about the other 
members of the Rotospeed line—about Rotospeed Supplies. 


The ROTOSPEED Company 


344 S. Wilkinson St. Desk12 Dayton, Ohio 


**Makers of Duplicating Machines, Stencils and Supplies since 1912.” 








Designed for COMFORT and BEAUTY 


Constructed and finished for a **LIFE- 
TIME” Service. Send for our latest 
folder for Details and Prices. 


**Makers of fine chairs for over a half century” 


MILWAUKEE CHAIR COMPANY 


Milwaukee, Wisconsin 














152 





QUALITY FILING SUPPLIES 
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STORAGE 
FILES 


WE WILL GLADLY 
SEND SAMPLES 





Cc. L. BARKLEY & CO. 
MANUFACTURERS 
517 So. JEFFERSON ST., CHICAGO 


STATIONERS / 175 vour 


LINE... EXCLU S/VELY/ 


“STEEL STRONG’ PROOUCTS ARE SOLO 
THROUGH DEALERS ONLY : 2 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure . . . with the guaranty of Members of The 
Nat'l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL STRONG "PRODUCTS 





























Bill STRAPS 





THE C.L.DOWNEY CO. cincinnati.o 
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| wanted. But the general agent went to the prospect, 


and in examining into the requirements found that a 
typewriter combined with an adding mechanism was 
necessary. 

For the sale of the more complicated office ma- 
chines, it is necessary to know bookkeeping, and to 
have a full knowledge of business organization, etc. 
It is not the sphere of the mechanic to sell highly effi- 
cient office machines. A trained salesman acting as 
merchant in the line is the pacemaker for sales of effi- 
cient office machines. 

The German Office Machine Dealers’ association is 
the acknowledged body functioning between the manu- 
facturers and dealers, to arrange terms, etc. There are 
no longer manufacturers selling through their own 
organizations direct to users. Some of the manu- 
facturers have some of their own branches. The Rem- 
ington sales organization in Germany has been closed. 
Remington Rand has bought ninety per cent of the 
shares of Torpedo-Werke, manufacturer of the Torpedo 
typewriter, etc. Underwood Elliott Fisher has bought 
the interests of Mercedes Bur6maschinen Werke, A. G., 
Zella-Mehlis, manufacturer of Mercedes typewriters 
and calculators; besides, there is in Berlin the Deutsche 
Underwood Elliott Fisher Company. Royal typewriters 
are imported by Royal Schreibmaschinen Gesellschaft 
m. b. H., Berlin. L. C. Smith & Corona typewriters and 
adding machines are sold by Corona Schreibmaschinen 
Gesellschaft m. b. H. Typewriters, especially portable 
machines, meet with good sales. Reports say that sales 
have doubled and tripled within twelve months. Dupli- 
cators are offered and sold in quantities. Postcard 
duplicators, in various constructions, and rotary dupli- 
cators of all kinds—single drum and double drum— 
have a good market.—ERB 


a 


ALBANY “Y AND E” OFFICE TO MOVE 

On May 1 the Albany sales office of the Yawman and 
Erbe Manufacturing Company of Rochester, N. Y., will 
move into larger quarters. The new store is at 180 
State street, Albany, where the company will occupy 
the entire second floor of a new building with some 
thirteen hundred square feet of floor space—an in- 
crease over the former location next door where they 
have been situated for the last five years. 

George A. Winegard, manager of the Albany office, 
supervises the work in the territory of eastern New 
York south as far as Poughkeepsie and Newburgh, 
serving the “Y and E” agents in this territory from the 


Albany office. 
- i” 


KNUDSEN & BOMMEN TAKE NEW QUARTERS IN 
OSLO 

Last month, Knudsen & Bommen, Burroughs Adding 
Machine Company representatives, moved from Kon- 
gens gate 6, Oslo, Norway, into attractive quarters next 
to the Parliament building. The new address is Athe- 
naeum, Oslo. The new location is said to be one of the 
best in the city for the type of business conducted by 
this firm. 

—— 


MILES OF SHELVING 
The Irish Printer reports that nine miles of shelf 
space have been added to the Bibliotheque (library) 
Nationale at Paris. This space was necessary to house 
the ever growing collection of newspapers and reviews. 
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Fill orders for 
a thousand or a 
million maptacks 


Moore Metal Maptacks in many colorings 
and distinctive symbols are in constant 
demand by federal, State and municipal 
governments; by manufacturers, sales, 
advertising and promotion managers, 
and by business and professional men 
everywhere. 

Dealers cannot be expected to carry 
large stocks of Moore Maptacks, but they 
can accept orders for any quantity, in 
any colors or distinctive symbols and 
guarantee prompt deliveries to their 
customers. 

We can help Office Appliance Dealers 
to accept quantity orders, and where 
special colorings or symbols are desig- 
nated, to manufacture according to 
specifications without delay. 








Send for Color Cards and Price Lists. 
They will bring big business to you. 


MOORE PUSH-PIN COMPANY 
113-125 Berkley St. PHILADELPHIA, PA. 


Manufacturers of the world-famous 
Moore Push-Pins and Push-less Hangers 















FIBROIN STENCILS and DUPLICATOR SUPPLIES will increase your 
sales through their ability to produce the finest stencil printing. 
UNIFORM in color and weight. GUARANTEED for three years 

. absolute DEALER PROTECTION against loss through deteriora- 
tion. Write TODAY for samples and full information. 


FIOROIN 


STENCIL CORPORATION 


306 WEST ADAMS STREET... .-~-JACKSONVILLE, FLORIDA 


BOSTON, CINCINNATI, DALLAS, LOS ANGELES 


Branches 








the standard wastebasket in 87 per cent 
of business offices in America. Made of National H:A-R’‘D Vul- 
canized Fibre—cannot chip, rust, crack or dent. The Vul-Cot 
sales policy assures stationers a good profit on every sale. In 
olive-green, maroon-brown, oak, walnut and mahogany 


NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware 


Steady sales on Vul-Cot 








HELP ZAVE $5,000,000,000.00 


VARI-TYPER DEALERS have today the op- 
portunity of a life-time to--- 
(1) Make PROF/TS totaling unusual 
amounts. 
(2) Help SAVE their Country large 
sums of money. 


FIVE BILLION dollars can't gowrong, 
if VARI-TYPER dealers do their duty 
today. 
RALPH C. COXHEAD CORPORATION 
17 Park Place 
New York City 


RESPONSIBLE DEALERS ARE INVITED TO WRITE 
FOR PACTS which MAY MEAN MONEY TO THEM, 





























“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. & Patent 1.782.023. Canadian Patent 334.059. Other patents pending) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 

ound bearings. Samples made to your specifi- 
cations. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 


PRONTO Storage File 











26 


2IZES 


A BOX FOR 
EVERY 
PURPOSE 





STEEL FRONT (Sr‘otive creen 
STEEL-REINFORCED 
DRAWER and CASE 
TL HE only corrugated collapsible storage file having 


these desirable features. 


Which accounts for their unprecedented popularity, 
where front-office file appearance, strength, accessibil- 
ity and stacking qualities are appreciated at no more 
than storage-bex prices. 


26 stock sizes for every filing purpose, 
retailing at 85c to $2.10. 


Write for Sample and Trade Discount 


PRONTO FILE CORP...636 Broadway, NewYork 
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INDEX CARDS 


QO your customers know 
quality? Try WARSHAW’S 
full rotary cut Index Cards on 
them. Sure they will like them. 


Reasons? No fuzzy edges. 
Regular and uniform margins 
and rules. No imperfect cuts. 
Wrapped in Cellophane for pro- 
tection. 

A real buy for any man’s 
money. 


WARSHAW 
Filing Folders 
Protex Stickons 
Mending Tape 
Gummed Index 

Tabs 


WARSHAW MFG. CO., Inc. 
ONE MAIN STREET, 
BROOKLYN, N. Y. 











“we are not content 
to make a better 
blotting-we set as 


our goal -the Best” 


—WRENN PAPER COMPANY 


Twenty-two colors in each of three deep em- 
bossed Mosaic, Basket Weave and Cadet blot- 
tings speed-up sales for Stationers. High two- 
sided absorbency, long wearing qualities and 
variety in design makes repeating customers. 


Your blotting sales can be increased with this 
special combination. Wrenn Showblott, the 
full view, dust-proof display case—together 
with a fast selling “balanced assortment” of 
the most popular grades of Wrenn Desk Blot- 
ting. Write for special offer on this “best 


seller’? combination. 


WRENN PAPER COMPANY 


MIDDLETOWN OHIO 
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BUSINESS OPPORTUNITIES 


Important to Manufacturers 

; letailed inquiries, received direct from readers f OFFICE 
APPLIANCES, are tangible business opportunities 
Wants Abroad 

Commercial Stationery Representation in Poland.—_Kawube Nowy-Swiat 
36, Warsaw, Poland, wishes to take on the representation of American 
commercial stationery and office supply lines. It has a sales organization 
covering Poland. The company now represents some well known Austrian 
and German concerns, the names of which can be had on request 

Sales Facilities for Scandinavia.—A/b E. G. Wahlgren Kem. Tekn 
Fabrik, Stockholm, Sweden, wishes to hear from American manufacturers 
with a view to securing sales rights for Scandinavia. The company deals 
in chemicals and technical office articles. Because of similarity of name 
of another organization, care is requested in addressing correspondence 
to include the full name—-A/b E. G. Wahlgren Kem. Tekn. Fabrik, Flem 
inggatan 13, Stockholm, Sweden 





Wanted Here at Home 

Canadian Representation for Office Utilities —Samuel Jason, 444 St 
Peter street, Montreal, P. Q., is covering the eastern provinces in the 
interests of several manufacturers of office items. He is in a position to 
carry a few more items, with special interest in cash and bond boxes and 
paper clips 

Catalogues for Mt. Pleasant Business.—The Central State Office Out 
fitting Company, Thick building, South College avenue, Mt. Pleasant, 
Mich., wishes to receive catalogues from manufacturers in this fleld. The 
business was organized by J. B. Hurston, a man of long experience, han 
dling general lines of filing devices, office furniture, typewriters and other 
office machines 

Chicago Territory Distribution..-The Northern States Envelope Com 
pany has established a branch at 117 West Harrison street. The branch 
has facilities for sales and warehousing for manufacturers desiring such 
service in the Chicago territory Please mark mailings for the attention 
of Earl Miller 

Catalogues for Winchester Dealer.—Kenneth E. Henry & Company, 127 
South Braddock Street, Winchester, Va., wish to receive catalogues and 
prices from manufacturers of office supplies and from wholesale stationers 
The company deals in new and rebuilt office machines and supplies 
Please mark mailings for the attention of Kenneth E. Henry, manager. 

Exclusive Lines for New England.—A small sales organization selling 
direct to large users and also to commercial stationers, is in a position 
to handle additional lines on an exclusive basis The organization can 
handle its own billing, and offers references. Address Sem 62, care of 
Office Appliances, 417 South Dearborn street, Chicago, Ill 

Office Machine Distribution in Kansas.._-M. A. Gonser wishes to get in 
touch with manufacturers of office machines and supplies for Ottawa and 
Leavenworth, Kans He conducts business colleges in those cities, and 
has had experience in selling office machines and supplies at retail. He 
is interested particularly in duplicating machines and addressing equip- 
ment, as well as typewriters, adding machines, etc. Manufacturers in 
need of representation in either the Ottawa or Leavenworth territories are 
invited to get in touch with Mr. Gonser at Ottawa 

Printer Opens Stationery Department.—.James M. Cargill, printer and 
engraver, 15 Bay street, West, Savannah, Ga., has added a commercial 
stationery department He wishes to receive catalogues and prices from 
manufacturers 

Representation at Cincinnati._-_M. A. Moers, 119-21 Opera place, Cin- 
cinnati, Ohio, is in a position to represent any firm not now established 
in his locality 

Toledo Machine Dealer Seeks Added Lines.—The Palmer Typewriter 
Exchange, 221 Nicholas building, Toledo, Ohio, was organized recently 
to deal in new and rebuilt typewriters and adding machines. The com 
pany wishes to receive literature and prices on items suited to its present 
representation. Specifically, the company wishes a good line of typewriter 
ribbons and carbon paper Please mark mailings for the attention of 
Cc. O. Palmer 

Typewriter Accessory Lines for Long Beach.--Merton Hart, 138 Ameri 
can avenue, Long Beach, Calif., is interested in adding lines allied to 
his present stocks of new portable typewriters, rebuilts, and typewriter 
ribbons and carbon paper 


New Enterprises 


‘ are new neerns, reported in further detail elsewhere in ti 
fer possibilities of additional outlets for 
manufacturers in this field 


Office Machine Business at Mt. Pleasant.—J. B. Hurston, a man of long 
experience in the office machine business, has established the Central 
State Office Outfitting Company, Thick building, South College avenue, 
Mt. Pleasant, Mich He handles office furniture, typewriters and other 
office machines, filing devices, and general lines of office supplies. 

Typewriter Business in Brooklyn.—The Abalon Typewriter Company is 
a new business at 1348 Flatbush avenue, Brooklyn, N. Y. It handles 
various types of office machines at retail and wholesale 


Commerce Department Trade Opportunities 
Inquiries sent to the U. 8S. Commerce Department from represen- 
tatives abroad. Recognized business establishments can secure 
names and addresses on application to the Bureau of Foreign 
and Domestic Commerce at Washington, or to the district and 
co-operative offices, mentioning the file number of the trade 

opportunities wanted. 


Appliances, office, Paris, France.__No. 8639; agency desired 

Books, cash, cheap notebooks and journals, San Juan, Puerto Rico.—-No 
8650; agency desired 

Paper, writing and printing, Cairo, Egypt.—No. 8695; purchase con 
templated 

Paper, writing and envelopes, Monrovia, Liberia._-No. 8734; purchase 
contemplated 

Pencils, lead, cheap, Medan, Sumatra. 
plated 

Supplies, office, and stationery, Monrovia, Liberia.—No. 8734; purchase 
contemplated 


No. 8637; agency contem- 











GET AND HOLD 
NEW ACCOUNTS 


| 


Are you interested in Sound and | 


Stable Merchandising? 


Do you want to handle products of 
recognized resale value under a unique 
plan of Controlled Distribution? 


Do you want new accounts on your 
books that will stay on your books? 


Do you want to revive stagnant accounts | 


and hold them? | 


We have a Million Dollar “‘Idea’’ | 





For particulars write 


MARKWELL MFG. CO., Inc. 


200 HUDSON ST. NEW YORK CITY 











A-S-E STEEL LOCKERS 


folebetpsstod.¢-) 


MONEY FOR YOU! 


There is profit for you in A-S-E steel 
lockers. In countless places in your 
community .. . offices, shops, clubs, 
gymnasiums, etc. ... there are sales to 
be made. 





Attractive appearance 
and long life are built 
into A-S-E lockers. 
There isa styleand type 
for every need. 16 gauge 
steel is used for doors. 
Frame is heavy. Special 
hinges have non-re- 
movable pins. Baked- 
on olive green enamel 
with fronts lacquered 
for longer wear. 





Single Tier A-8-E Lock- 


Lockers are only one ars, group of two 


member of the A-S-E 
line, which includes: 
steel cabinets, filing equipment and type- 
writer stands. Write today for catalogs 


Double Tier A-S-E ° 5 . 
on the entire A-S-E line. 


Lockers, group of 
four 


ALL-STEEL-EQUIP CO. 


INCORPORATED 
AURORA, ILL. 


602 JOHN ST. 
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CARBONS 
and 
RIBBONS 


OUR 1935 BOOKLET 


An Aid to Greater Carbon Paper 
and Typewriter Ribbon Sales. 
We will be glad to mail a copy of this 


booklet to all dealers interested in 
promoting greater sales for 1935. 


THE BUCKEYE RIBBON & CARBON CO. 
1458-1468 East 55th St., CLEVELAND, OHIO 











SPEED-O-PRINT 


9 STAR FEATURES 


* The Low Price of this Rotary Stencil Duplicator 
means Quick Turnover and More Profits. 

* Reproduces 1000 copies an hour whether post- 
card or legal size—1000 copies for less than 25c, 
exclusive of paper. 

Beautiful crackle enamel finish—all parts highly 
nickel plated—appearance of a much higher 


priced machine 


* 

— Well built—Sturdy and Strong and weighs only 
15 pounds—a full sized Duplicator in every 
respect. Fully Guaranteed. 

* No dealer's stock complete without SPEED-O- 

PRINT—the time tested low-priced machine 
with no sales resistance. Dealers write for prices 
and samples of work. 


SPEED-O-PRINT CORPORATION 


180 W. WASHINGTON ST. CHICAGO, ILL. 
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Machines, calculating, and small adding machines, Saarebourg, France. 
No. 8653; purchase contemplated 


Machines, electrically operated offset. Mixcoac, Mexico. No. 8647 
purchase contemplated 
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Brooklyn, N. Y.--The New Bedford Stationery Company has been estab 
lished at 2028 Bedford avenue by Morris Kleinman 

Chicago, IIl.—The Graver Dearborn Corporation received favorable com 
ment on the company’s letterhead from Postage and The Mailbag, a pub 
lication devoted to direct mail advertising 

Chicago, Ill.—The Reliable Stationery Company has increased its capital 
tock from $5,000 to 10,000 shares par value 


Chicago, Il.-The W. T. Grant Company has established a chain store at 
106-08 South State street. A modest stock of social stationery and pen and 
pencil sets was displayed at the opening in April 


Chicago, I1l.—It is reported that Cameron, Amberg & Company will es 
tablish a retail stationery store in the new Fie!d building on South Clark 
street. This location is close to the space where S. D. Childs & Company 
operated many years 


Chicago, Ul.--Flip Paper Products Corporation, 357 North LaSalle street, 
has been chartered to manufacture, convert, sell and distribute paper prod 
icts Capital stock, 200 shares par value; incorporators—-M. Rosenberg, 
Abe Conwisher and M. Wax 

Danville, Va._-The J. B. Townes Printing Company has moved to 116 
South Union street 

Fresno, Calif.._The new H. 8S. Crocker store at 1141 Fulton street em 
bodies all that is new in arrangement of sales interiors. The thought of 
putting into best and most convenient display the greatest possible variety 
of merchandise has been successfully carried out All small goods sur- 
rounding the center oblongs and more bulky stock on the shelves on either 
side. Room, too, at the rear for the display of office furniture 

Georgetown, Ky.--W. E. Browning has resigned as treasurer of George 
town college, and has moved to Winter Park, Fla., where he has purchased 
a stationery store 

Madison, Wis.-—Bill Goff has been appointed chairman of the athletic 
committee of the Optimist Club of Madison 


New York, N. Y¥Y.—Jacob Lurie, stationery and printing, has leased space 
at 22 East Forty-first street 


New York, N. Y.-—-Cambridge Stationers & Printers have leased the 
store at 220 West Fifty-eighth street 

New York, N. Y¥.—The Lincoln Office Supply Company has leased space 
at 254 Fifth avenue, dealing in office supplies and stationery 


New York, N. Y.-—-Graham Distributors, Inc., Kings county, has been 
chartered to conduct a stationery business; capital stock, $50,000; Mar 
tin Levy, charter representative, 57 Graham avenue, Brooklyn 


Oakland, Calif.—-Mrs. M. Memir has established a stationery store at 
3259 Grand avenue 

New York, N. Y¥.—The Tab Printing Corporation has been chartered to 
conduct a stationery and printing business; incorporators—Irving Bush, 
141 East Third street; Stephen Gattoni, 437 Gregory avenue, Weehawken 
Anna Epstein, 3716 Kings Highway, Brooklyn 


Philadelphia, Penna. The Simmer Stationery Company has leased the 
store at 520 Market street 


Philadelphia, Penna.—-The Star Stationery Company, 6 South 
street, has been registered in the common pleas court as a commercial 
title by Rose Shapiro, 5929 Osage avenue 


Second 


Philadelphia, Penna.._The Sealtite Envelope Company, 632 Race street, 
has been registered in the common pleas court as a commercial title by 
Harry Gordon, 1932 Gordon avenue, and Philip Weiner, 1932 Sixty-eighth 
avenue 

Philadelphia, Penna.._-The Charles J. Ross Compagiy, manufacturer of 
Ross drawing board, has been registered as a commercial title in the com 
mon pleas court by Frank E. Sheridan, 1525 Fairmount avenue 


Rochester, N. Y.-The Gersan Stationery Company suffered severe dam 
age in a fire April 9, which involved other business houses on Exchange 
street 

Rochester, N. Y.—The Heinrich-Seibold Stationery Company has suc 
ceeded the Naramore-Heinrich Company William J. Seibold becomes an 
active partner. Gordon C. Naramore has retired from the business; he has 
been inactive more than a year 

St. Louis, Mo.—-Lou Pillisch has joined the Lessard Printing Company 
as salesman and office manager. He had been with the Comfort Printing 
& Stationery Company many years 

San Francisco, Calif.._Decorators are now busy doing a job at 260 
Montgomery, corner of Pine, that promises to give us something excep 
tionally nice. It is the new location of the H. S Crocker branch in the 
heart of the financial district. They are hoping to move in by the first 
of May. 

San Francisco, Calif.—That the National Association of College Stores, 
western states division, will meet July 31 to August 3, at the St. Fran 
cisco Hotel is announced by P. Marles, secretary of the convention com 
mittee. Members of the committee are Chairman R. M. Stager, of the 
Stanford Bookstore of Palo Alto; Secretary P. Maries, of the Students 
Co-op Store of the San Francisco State Teachers’ College ; N. O. Thomas, 
of the San Jose State College ; and R. Campbell, of Campbell's Book Store 
in Los Angeles 

Spartanburg, S. C.—-Miss C. Dunbar is owner and manager of the Prog 
ress Office Supply Company, 177 North Church street. This is a new estab- 
lishment opened for business on February 15 

—_—<@—__—_ 
BRITISH STATIONERS TO MEET AT CHELTENHAM 


The annual convention of the Stationers Association of Great Britain and 
Ireland will be held at Cheltenham Spa, June 1-5 
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Ejector 
Bar 





PRICE $3.50 


HIS new plier type stapling machine is preferred 
for modern office use as it is small, light, compact 
and sturdy. 


It operates quickly, easily and surely. It staples in any 
position; fastens papers while in files. It tucks into desk 
drawer, or lies flat—out of the way. 
I'ake your plier to your work anywhere in office or factory 
or shipping room. Slip it into your pocket when its use is 
needed in various places. 
The 2” throat depth and ros staple load add to its capacity 
and usefulness. 
A machine with so many varied uses induces quick sales 
at its low price of $3.50. 
Displays, folders and new complete catalog showing 

all Plier type and Desk Staplers ready. 

Write for your copy today. 


NEVACLOG PRODUCTS, Inc. 


BRIDGEPORT, CONN. 














A New 


No. 902 
15x11 inches 


This new 8 Pocket Zipper Enve- 
lope is a real sales maker. Made 
of genuine top grain cowhide, 
black or mahogany in color, 
with a talon fastener on three 
sides. 

Write for new catalog showing this 
and other “National” Brief & 
Zipper Cases. 


National Brief Case Mfg. Co. 


512-532 S. Peoria Street, Chicago, lll. 
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en! 
ay wom ! 


What do you think of that NEW 
catalog TRUSSELL just issued 
bound in 


SEMI-EXPOSED WIRE-O? 


If your copy has not arrived yet 

be patient, it’s on the way. 
Don’t fail to see the following 
items: 


New Featherweight Pocket Wallets. 
Ring Binders with metal hinges. 
New Press-To Ledger outfits. 

Price Books with 2-inch rings. 

New Zip-Zip Items. 

New Memos. 

and many other items of interest to 


the buyer of loose leaf. 
“The Poughkeepsie Pup” 


TRUSSELL MANUFACTURING CO. 
Poughkeepsie, N. Y. 




















“National” 
Product 





INDEX TABS 
tv Graffco 


VISE INDEX TABS 


Opaque celluloid writing surface, with steel 
vise grip that holds firmly to card or paper, 
yet is easily attached, removed or adjusted. 
Two sizes. Available plain or printed; white 
or colored writing surface. 


GUMMED CLOTH TABS 


Made of best grade gray linen, heavily 
gummed. Several convenient sizes. 
Plain or printed index portion. Also 
available in 6-inch or 12-inch strips 
for cutting to desired size. 


TRANSPARENT CLOTH TABS 


Fills the need for an inexpensive tab which will keep all data 
visible. Transparent white cloth, well gummed. n 6-inch 


oe CELLU-VISE INDEX TABS 


The only removable index tab afford- 
ing “—_-~- visibility of index por- 
tion. intire top of transparent 
celluloid. Bottom made of spring 
steel to grip paper firmly. 3 sizes; 
6 colors. 


This complete line of index tabs furnishes 
a convenient source of supply for all buying 
needs. Write for samples and prices. 


GEORGE B. GRAFF COMPANY 


Creators of Time-Saving Office Devices 


64 Washburn Ave. Cambridge, Mass. 
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IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 


FILES 
FOLDERS 
GUIDES 


WASTE 
BASKETS 











CHAIRS 


DESKS 


STAPLING 
MACHINES 


STAPLES 





IN 


NEW YORK STOCK 





CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N. Y. 


















—_= VALUE 


can't tell from the looks of a Pencil Sharpener 


i w good it is. It's the “Hid den Value™ in the 
famous Apsco Cutters that makes al | Apsco Models 
the outstanding Pencil Sharpeners in the World 


The 


Now aval ilable with the famil- 
GIANT iar celluloid or in the No. 2 
Me del with in ‘ALL STEEL 


Rec eptac c 


$4 75 
Remember the familiar slogan— 

“Apsco Cutters Don’t Scrape—THEY CUT” 
Refers only to Sharpeners made by the 
AUTOMATIC PENCIL SHARPENER CO. 
CHICAGO ILLINOIS 
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All-Metal Utility Stand 


A mew stand offering distinct 
advantages in quality, utility 
and price 






26!" High Electrically 
Including Welded 
Casters 

Absolutely 
Heavy Gauge Rigid 





Steel Top 
Full Size 
Top Stationery 
1714" Wide 
14” Deep 


Drawers 


This stand is particularly useful for typewriters and 
other office machines, ledger trays, large books, etc. 
Its features will commend it to your customers. At- 
tractively finished in olive green baked-on enamel. 
Special finishes extra. Shipped knocked down. Easily 
and quickly assembled. Leaves and drawers mounted 
either side and are sold separately. 

Write for sample, quotations and exclusive distribu- 
tion plan. 


THE OFFICE APPLIANCE COMPANY 


905 Walnut Street Philadelphia, Pa. 











Ch hehehe beh hhh heabaheah Mh ih teehee! 


A closer contact 


with your customer, better to serve his 
needs, will follow your tie-up with 


LITTLE'S 


Ribbons & Carbons 


When you know how LITTLE’S 
Carbons and Ribbons meet every 
type of application, you will 
get a real appreciation of your 
advantage in representing this 
line of outstanding quality. Rib- 
bons and carbons constitute an 
important part of the purchases 
of any office. The keen com- 
petition that prevails makes nec- 
essary a close contact with the 
customer and a strict regard for 
his interest. LITTLE’S brands 
—the standard of comparison 
for nearly 50 years—offer a sub- 
stantial foundation for your sell- 
ing. If your territory is avail- 
able, we shall be glad to go 
into the matter with you in 
detail. 


A. P. LITTLE, INC. 


Rochester. N. Y. 


New York Office: Bible House, Astor Place 
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TYPEWRITERS 


Brooklyn, N. Y.—The Abalon Typewriter Company has been established 
at 1348 Flatbush avenue. The company sells and services typewriters and 
other office machines ; 

Cedar Rapids, lowa.—Ivan M. Fifield and Howard R. Childs have joined 
the local office of the Royal Typewriter Company, Inc 

Chicago, Ill.—Robert B. O’Hair has joined the local branch of the 
L. C. Smith & Corona Typewriters Inc., assuming the territory formerly 
handled by Elmer Thiessen The latter has returned to the Davenport 
territory of Smith-Corona V. V. Ayer has joined the service depart- 
ment. Robert Sullivan and John Oberman have joined the Chicago 
branch as junior salesmen 

Columbia, S. C.—Oscar G. Penegar has opened a sales office for the 
Royal Typewriter Company, Inc., at 1310 Main street. He had been con 
nected the past eighteen months with the Charlotte branch 

Columbus, Ohio.._J. W. Hoffhines has joined the local office of the 
Royal Typewriter Company, Inc He made over 120 per cent of quota 
in his first six weeks of selling Royals 

Davenport, lowa.—E. A. Michel has joined the local staff of the Royal 
Typewriter Company, Inc., as a country salesman ; 

El Paso, Texas..-The El Paso Typewriter Company, conducted by Wal 
ter J. Schaffer, has engaged R. J. Avina to handle its mechanical work. 

Elgin, t!._-Wrona Brothers have remodeled their typewriter store at 
17 North Spring street 

Hamilton, Ohio.—J. Steel, formerly of Cincinnati, has leased the second 
floor of the Ringold building, where he will operate the Oxford Typewriter 
Exchange, handling typewriters and adding machines 

Newark, N. J.—Soren M. Thomson has leased the store at 993 Broad 
street for a typewriter business. He had been located at 219 Washington 
street previously 

New York, N. Y.—The Pearl Typewriter Corporation has leased space 
at 1199 Broadway 

New York, N. Y.—The Atlas Typewriter Company has leased the store 
at 2 East Thirty-third street 

Paterson, N. J.—The J. J. Laughlin Typewriter Company has been 
chartered to deal in office equipment; capital stock, $100,000; Bernard 
Laughlin, charter representative 

Philadelphia, Penn.—Frank Snyder and John Hancock have rejoined 
the local sales staff of the Royal Typewriter Company, Inc. Both are vet- 
erans of the Royal organization 

Pittsburgh, Penna.—The local branch of the L. C. Smith & Corona 
Typewriters Inc., has moved from 112 Fulton building to 101 Westinghouse 
building 

Richmond, Va.—N. A. Gillis has been appointed district manager for 
the Richmond territory of Remington Rand. He had been with the sales 
promotion department 

St. Paul, Minn.—-L. E. Howard has joined the local sales staff of the 
Royal Typewriter Company, Inc. He had sold Royals formerly in the 
Twin Cities 

San Antonio, Texas.—H. G. Steen, who joined the local organization of 
the Royal Typewriter Company, Inc., a short time ago, made his M. A. D. 
club in jig time 

San Francisco, Calif.—Guy H. Goheen, San Francisco branch manager 
for the Woodstock, reports two new salesmen added to their force. They 
are W. Ray Love and J. F. McAllen 

San Francisco, Calif.—Henry Hardy, Northern California representative 
of the Munson Supply Company, New York, N. Y., has moved his head- 
quarters to Room 401, 68 Post street. 

San Francisco, Calif.—With business growing, the L. C. Smith branch 
has appointed two new salesmen to cover the city territory These are 
Ralph Tracy and J. W. Heidemann, the latter formerly with the Victor 
Adding Machine Company 

San Francisco, Calif.—Leo Alexander, of Alexander Bros., Honolulu, 
H. I., is spending several months in San Francisco and the West. While 
here he is making inspections of installations of their lines in this locality 
They are distributors for the Underwood Elliott Fisher Co 

Sherman, Texas.—Harry Glidden has established an office machine and 
supply business at 122 North Travis street. He had been engaged in the 
office machine business at Denison the past fifteen years 

Springfield, I11.—Robert A. Stickle has opened a typewriter shop at 308 
East Monroe street. He has had a broad experience in the office machine 
field, and has a wide acquaintance in this vicinity 

Stockton, Calif._-The A. W. Tressler Company has become the repre- 
sentative of the L. C. Smith Company for the Stockton and Modesto ter- 
ritory 











ADDING MACHINES 


Chicago, I!!1.—Ralph C. Allen, of Allen Calculators, Inc., New York, 
N. Y., called at the office of the Chicago representative, R. J. Smith, in 
April 

Clarksburg, W. Va.—-A branch sales and repair office has been opened at 
119 South Second street by the Burroughs Adding Machine Company, to 
serve approximately twenty-five counties in this state 

New York, N. Y.—Bert T. Hull & Company is a new partnership at 432 
Fourth avenue, composed of Bert T. Hull and Henry F. Page, both widely 
known in the adding and calculating machine field The new company 
occupies the same offices as the Tim Calculating Machine Company. 











OTHER MACHINE §S 





Chicago, IJ11.--Copygraph, Inc., 1 North LaSalle street, has been char 
tered to deal in and with duplicating machines; capital stock 500 shares 
par value common; incorporators—Robert F. Bradburn, Manuel Goodman 
and George W. Boucek 

Chicago, !1.—Andover Printing Company, Inc., 548 West Washington 
boulevard, has been chartered to conduct a general business of printing 
and engraving, lithographing, Mimeographing, publishing, designing and 
electrotyping; capital stock, fifteen shares par value; incorporators 
Agnes R. Langley, George E. Annen and Ralph V. Annen 

Dallas, Texas.—Charles E. Steffey, formerly general sales manager of 
The National Cash Register Company, now heads the house paint division 
of Nu-Enamel 

Rochester, N. ¥Y.—The Chexsigno Sales Corporation has been chartered 
to handle office equipment and fixtures capital stock, $10,000; Harris & 
Thew, charter representatives, 610 Union Trust building 
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A PosTURE CHAIR 


Devoid of all 
Complicated 
Mechanism 


Just adjust for height 
... and this chair 
is ready to give 
hours, days and years 
of healthful, comfort- 
able sitting. Posture 
features are builtin 
...not manipulated. 





Send now for complete facts about 
this correct posture, comfort induc- 
ing chair. Address Dept. OA 3 


Distributing arrangements with responsible dealers for 
other than educational institutions will be considered. 


American Seating Company 


Makers of Dependable Seating for Offices, Schools, 
Churches, Public Auditoriums. ~~ 


General Offices: GRAND RAPIDS, MICHIGAN 














NON-CELLULOSE 


IROQUOIS 


DRY STENCILS 





~ 
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... are known from coast to coast 
for their guaranteed quality. 

Iroquois Quality offers everything that 
it takes to satisfy the user. Iroquois 
Stencils are easy for typewriting and 
art work. Easy to read while typing 
and proofreading. 


With Iroquois there is no type-clog- 
ging and no popping of loop letters. 
Iroquois Stencils are recommended for 
long, hard runs and filing for re- 
runs. 


And, for better results—copies so 
clean, clear and legible—that they are 
certain to satisfy the most particular 
stencil users. 

If you have not tried Iroquois—here 
is an opportunity—write for free sam- 
ples and our attractive dealer plan. 


—-<>o00O4 w-->s 











Pittsburgh Dry Stencil Co. 
Seventeenth and Pike Streets 
Pittsburgh, Penna. 


Please send Iroquois Samples for test om our ..... 6.6666 scenes 
Duplicator. Also, Dealer Plan. 


DOD éceeende ns eenes + at we ; : ren tr tr 
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(Pin to your letterhead) 
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CROWN 





Whether a consumer, a dealer or a dis 
tributor, the Crown line should meet your 
every requirement. Its wide variety of 
weights and finishes of carbon and the ex- 
cellence of the fabric and inks, which readily 
idapt themselves to the various typewriter 
ribbon needs, enable you to provide and 


maint 


fain satisfactory service 
Write today for full details vering our 
proht-yieldi g proposition 


i t 


The Crown Ribbon & Carbon Mfg. Co. 
782-790 St. Paul St. ROCHESTER, N. Y. 


Good Impressions for More Than a Quarter Century 
































| 
YOUR PROFITS—WITH 
WAGE-MAKERS 


FILING SUPPLIES A complete quality line with 
something to talk about. The only plain angle tab. 
The best angle insertable tab. Genuine pressboard 
and super quality folders. 

DESKS Six new lines, designed and priced for today’s 
market. The famous “10 Point” construction. Inter- 
changeable, never-stick, full length suspension draw- 
ers. Perfect filing facilities for all sizes. 

NEO-LEUM Desk Tops sell themselves and repeat 
indefinitely—place them on approval at our risk. 


FILE-FITTING TRAYS Cross File Card Trays. 


GRAND C 


RAPIDS 





MICH. 


All that the Name Implies 





OFFICE APPLIANCES 


San Francisco, Calif...0o. H Davison has just returned from the south 
and reports that he got fine reception there for his Neva-Clog pliers and 
staples. In fact, he reports enthusiastic reception from every part of the 
territory for the new models of the Neva Clog Dealers are anxious for 

mething that by its superior qualities will eliminate the bootlegger ; so 
with the best run of orders they have yet had, his volume is only re 
strained now by the time it takes to get the merchandise 

Springfield, Wl.--The Springfield Manifold Company. Ine has suc 
ceeded the Hanna Register Company 








FURNITURE 


Albany, N. Y.—The Albany branch of the Yawman and Erbe Manufat 
turing Company has moved to 180 State street. where the company occupied 
some 13,000 square feet of floor space George A. Winegard is manager, 
covering the territory of eastern New York south as far as Poughkeepsie 
ind Newburgh 

Chicago, Ht. E. A. Keeling, general sales manager of the Art Metal 
Construction Company, visited the Chicago branch April 10 while on his 
way back to Jamestown after attending the regional conventions of The 
National Stationers Association 

Nashville, Tenn.— Marshall & Bruce Company put on in April a clear 
ance sale event of odd pieces and chairs. It was a success. The chairs 
were on display in the stationery department CG 

New York, N. Y The Amberg File & Index Company has moved to 
65> Duane street 

New York, N. Y. George Leven has leased space at 469 Broadway 
where he handles new and used office furniture 

New York, N. Y.—-The Beacon Office Equipment Company has leased 
the premises at 134 West Twenty-third street. The company handles new 
and used office furniture 

Norristown, Penna.—A. W. Sadden, who was connected twenty-five years 
with the Yawman and Erbe Manufacturing Company, is now manager of 
the Kennedy Stationery Company He was invited by Mrs. Kennedy to 
manage the business after the passing of Mr. Kennedy 

Philadeiphia, Penna. The Office Equipment Exchange, 902 Walnut 
street, has been registered as a commercial title in the common pleas court 
by H. Thomas Morgan, 4804 Chester avenue 

Tacoma, Wash..-The F. S. Harmon Manufacturing Company has been 
chartered to manufacture office and househo.d furniture; capital stock, 
$400,000; incorporators—-F. S. Harmon, Allan T. Crutcher and J. H 
Kitlar 

Utica, N Y Alfred Preston Bart G. Boehlert Fred L. Grant and 
Robert Doans, of the Utica Office Supply Company, attended an exhibit of 
stee! office furniture at the New York branch of The Shaw-Walker Com 


pany 











PENS AND PENCILS 


Chicago, II1.—-Hamilton Kendrick, division manager here for the Amer 
ican Lead Pencil Company, made his usual trip to Detroit in March 

Chicago, Jl.—-N. L. Pearce, district sales manager for the Eberhard 
Faber Pencil Company, returned April 10 from the central west series of 
regional meetings of The National Stationers Association. He covered the 
Peoria convention with D. M. Smith; Minneapolis with C. M. Fleet; Co 
lumbus with W. J. Carroll. Mr. Pearce reports that all were enthusiastic 
at the several regional conventions, both dealers and travelers 

Greenpoint, L. 1., N. ¥Y.—Joseph N. Turner, superintendent of the Eber 
hard Faber Pencil Company plant here, celebrated the twenty-fifth anniver 
sary of his service at the plant a short time ago. His fellow employees 
made a gala day of the event 

San Francisco, Calif._-The Fred L. Lee Company, 704 Market street, is 
distributing the Norma pencil line 

San Francisco, Calif.—Byron Nelson has become office supervisor for 
the Conklin Pen Company's branch at 101 Post street. He has been with 
the office for several years past 

San Francisco, Calif.—-A recent visitor was W. A. Sheaffer, president 
of the W. A. Sheaffer Pen Company of Fort Madison, fowa. He was guest 
speaker at the San Francisco Rotary Club, April 2 

San Francisco, Calif.__E. P. Sparks, San Francisco branch manager for 
Waterman, spent a good share of April on an Eastern trip, taking in New 
York and other cities, and taking in also a number of regional meetings 
of the National Stationers’ Association 

San Francisco, Calif.—Charles E. Robinson has been appointed district 
sales manager for The Wahl Company on the Pacific coast, succeeding 
john M. Sandoe, deceased. Mr. Robinson has been representing The Wahl 
Company in the Rocky Mountain territory 


MARKING DEVICES 


Chicago, tl..-The American Seal & Stamp Company has wholesale and 
distribution of the Acme time stamp, both with synchronous electric 














retail 
or key wind mechanisms 

New York, N. Y¥.—The annual convention of the International Stamp 
Manufacturers Association will be held at the Roosevelt hotel June 17-20 

New York, N. ¥Y.— Wm. A. Force Company is effecting a monthly program 
of machine replacements 

San Francisco, Calif._-The Office Stationery Company, conducted by 
George R. Geramoni, has moved from 320 Market street to 220 Bush street 
Marking devices are included in the lines handled 

i 


Copy for a Stock Stamp 


The Insurance Field has discovered a name which ne insurance policy 
clerk will care to write, and will need a rubber stamp to save time, and 
to promote accuracy. Miner’s asthma when expressed in the jargon of the 
medical men is ‘‘pneumonoultraniscrescopisilicovolcanokoniosia.”’ This 
word is said to be the longest in the English language 
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Visible 
DAYDEX si 

Calendar 
Sure-Fire for 1935! 
With no extensive publicity, Daydex was immediately 
successful last year. This year thousands of people O r d er 
know about Daydex and will ask for it. Improve | 
n l effected 1 NOW! 


ents have been making Daydex even more 
attractive than before Sales are certain 


Get your 


= = 7 — responsible for aad — of share of 
aydex is the visible sheet arrangemen A whole . 

the busi- 
week's appointments and memos are visible at a 
glance, yet there is a roomy page available for each ness 


tatior 


ANCE SALES CORPORATION 
72 ee = hn linc = Y. 
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BUMP STAPLER 


Outstanding Features 


SIMPLICITY 
LOW PRICE 
BEAUTY 


AUTOMATIC STAPLE 
FEED 


DURABILITY 


All included in the new 


BUMP STAPLER 


Uses Standard 14 inch Crown Staples. 
Write for complete details. 


BUMP PAPER FASTENER COMPANY 


LA CROSSE, WISCONSIN, U. S. A. 











woe CEECO 


EQUIPMENT 


EXCLUSIVE 
AGENCIES! 


To established dealers, maintaining 


specialty salesmen, we have a most 


attractive proposition. Loose Leaf is 


an important part of a dealer’s busi- 
ness—it can be made one of the most 
profitable. Catalog and full details 


sent on request. 


THE C. E. SHEPPARD CO. 


4401-4429 patie, ‘Long Island City 


Ss 


Twenty-First St. Cesec. New York 


















PROGRESS 


ADDING 
MACHINE 


ROLLS 


Are SUPERIOR moderately priced rolls— 
made from bright white paper—strong— 
lintless—tightly wound—full footage— 
feed perfectly in any machine, and give 
clear sharp impressions. 


The PROGRESS self-display will sell more 
rolls for you. Write for advertising pieces, 
sample strips and information pertaining 
to this line and 


OTHER ROLL SPECIALTIES, PROGRESS 
Cash Register Rolls, Telautograph Rolls, 
Teletype Rolls, Mailer Rolls. 


Bradner Smith & Company 


333 So. Desplaines St. Chicago, Ill. 
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BOX FILES 2 NEW ASCO HITS SHORT DEPTH FILE 


Here are two more popular items—daily sellers everyone 
needs and buys. Their low price and utility commends 
them. Made by ASCO their durability is assured. Put 


these two items to work for you today. 


















Asco Steel Letter Asco Short Depth Letter File 


File This one-drawer file meets the specialized 

ie — - demand for space economy—can be 
comp with a re placed upon a desk. A substantially built 
A-Z index at an extremely item with drawer operating smoothly and 








low price. Attractive oven- positively on four ay; rollers. 
16 inches in depth. In Grained Walnut, ; 
baked Olive Green enamel  Grained Mahogany and Olive Green No. 301 Letter size 


finish, No, 105. finishes. No. 301C Legal size 


ART STEEL COMPANY, Inc., 300E. 145th St., New York, N. Y. 
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# The “Aluminum” Pocket Seal # ? WAN TED— : 
; and other MARKING DEVICES ; * To hear from all Dealers ‘ 
; ‘ Our Attractive Prices will attract you 4 
; EK ' * We Manufacture the Best )- 
! y x 
x ' x , . >‘ a 
; POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS. fl * - nO betes , N-STENCIL ‘ 
i! * ade in the U.S. A. x 
; MEYER & WENTHE - CHICAGO ; * FREE SAMPLES — Write ‘ 
OFFICE & FACTORY - 24to30 S. Jefferson St. # * wD , ——. 
LOOP STORE - 31 North Clark Street  § + ART STENCIL COMPANY ¢ 
" WEST SIDE STORE - 30S. Jefferson St. ; : 114 Main Street Evansville, Indiana ¥ 
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YOUR QUESTIONS 
ARTILITY ANSWERED FREE 
a Subscribers to Office Appliances have free 


POSTURE CHAIRS 
access to a competent service bureau which 


¥ is prepared to answer almost any question 
relative to office equipment. 











M f d b A considerable number of our readers have 
anufacture y found that this service in itself is worth 


many times the subscription price. 
Artility Metal Products, Inc. 
The Office Appliance Company, 417 South 


























Elkhart, Indiana Dearborn Street, Chicago, U.S. A. 2:22:23 




















DIP-NO-MORE “MAIL IT TO VAIL” 


Remember this slogan—It means that 
the dealer who requires the utmost in 
quality and service is very sure in get- 





Something different! 


Erases ink spots quick. 
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aa DIRECTION POR PAPER 
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The well known, high fected Hiwkos. \apedeed tars ware . ° , 

qua | ity effective } { i aaah jst : ft. ting just that an 
~ ; vn FOR ci mat ele ‘ye . 

A. Ink Eradicator put ee hanes on wre 2 Paper-Clips Pins 





reste. 














up in vial style. Pop- a Staples — Brass Fasteners (©) 
Thumb Tacks 

Formed of highest quality materials, 

Vail products mean more business for 

you 

Get our price list 1134A describing the entire line. 


Vail Manufacturing Co. 
1752-58 East 75th St., Chicago, Ill. 


ular in business 
everywhere. If you j 
don’t sell it now, - 
write for details and 


prices. 











H. A. Ink Eradicator Co. 


1707 Zerega Ave., New York, N.Y. Cable Address “Eradicator” 
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RIBBONS AND CARBONS 


Chicago, Il1._-R. L. Trombino has taken over the supply department of 
the Royal Typewriter Company's local branch 

Chicago, Ill._-A Hazelton has been added to the local sales staff of the 
Columbia Ribbon & Carbon Manufacturing Company 

Chicago, I!!.—-F. R. Nichols, general sales manager of the Columbia Rib- 
bon & Carbon Manufacturing Company, visited the local branch in April 

indianapolis, Ind.—The local branch of the Kee-Lox Manufacturing 
Company, has moved from the Empire Life building to 410 Holliday 
building. H. B. Groene is manager 

San Francisco, Calif.—-With the largest March business in twenty years 
to the credit of the San Francisco branch of Mittag & Volger, Inc., lo- 
cated at 591 Mission street, the manager, W. G. Huston is reasonably 
anticipating that his annual trip through the Northwestern territory and the 
tocky Mountain section will be highly encouraging and profitable 

San Francisco, Calif..-H. A. Andre, Los Angeles branch manager for 
Mittag & Volger, Inc., was a recent visitor at the San Francisco branch 











LOQOSsE LEAP 





Boorum & Pease Company, is recov 


Chicago, I1!.—Ed Cooper, of the 
ering from a fractured leg 

Elizabeth, N. J.—The Wilson-Jones Loose Leaf Company will erect an 
addition to its plant here, to house the New York office force and the ship 
ping department It is expected that about eighty persons in the New 
York office will move to this city 

Kansas City, Mo.—Jack Grey now represents The Pitt Corporation, cov 
ering the central west and southwest. He is a well-known veteran of the 
loose leaf and systems fields 

Kansas City, Mo. Frank L. Severance has been elected secretary-treas 
urer of The Pitt Corporation, returning to familiar associations and sur 
roundings 

New York, N. ¥Y.—The Mintz System & Stationery Company has moved 
to 11 West Forty-second street; the former location was 152 West Forty 
second street 

— 


Loose Leaf Catalogue of Type Specimens 


J. M. Bundscho, typographer for Chicago advertising agencies, has is- 
sued a comprehensive catalogue of type specimens, bound in a prong 
binder 


United States Exports of Writing Instruments, January, 1935 
(Continued from page 8) 











9301 
Refill 
able 
pencils 9311 
and 9302 Metallic pens 
refill Other pencils except gold 
leads Dozer Gross 
Countries 
Belgium : 167 1¢ ¢ g 
Finland . 120) 25 
France 1,298 624 179 
Lithuania 2,300 525 
Netherlands 6 600 199 
Sweden 780 167 
United Kingdor 593 336 34 315 $ 127 
Canada se 6,381 6,250 1,477 154 62 
Costa Rica 8 2684 25 15 
Guatemala . 507 122 , 
Honduras 106 960 210 61 54 
Nicaragua , l ] 
Panama .. 25 1,328 
Mexico 1,285 1.960 l 0 
Newfoundland and Labrador 101 
Bermuda : osee 5 
Barbados 18 
maica 9 195 
iidad and Tobago 110 
. 45 5,297 1,012 837 
ican Republi 405 S4 67 
Netherland West Indies I83 1 l 
Haiti, Republic of 9 
Argentina 201 7 
Bolivia 24 2) 19 
Brazil 2 
Chik 14 1,028 
‘ mbia 677 86 t8 
Ecuador 74 1,183 110 ‘ 
British Guiana 186 
Peru 2 012 257 
Uruguay . Rn 1,044 144 
Venezuela 2.031 578 
Saudi Arabia t 
British India 2,724 135 
British Malaya 190 308 147 
China 7,635 2.44 ] ’ 
Netherland India 208 
Hong Kong 4,380 
Iraq 9 
Japan 2,808 1,14 
Palesting - 7982 617 
Philippin Islands 44 10,936 1,394 1,07 660 
Siam . 2,400 192 
Turkey ; 
Other Asia ‘ 
Australia 22 2 1,838 
New Zealand 70 4¢ 
Union of S« Africa 64 
Egypt 60 
Canary Islands ll 
Total $14,998 186,438 $29,075 4.141 $2.7¢ 
Shipments t 
Hawaii $ 4 21,593 $ 5.097 72 $ 60 
Puerto Ric Ol 10,245 1.31 269 138 


I 
Virgin Islands 


The figures on writing instrument exports do not includs ship- 


ments by parcel post 


poll ln ll dl de i de 





WE OFFER THE FINEST 


LINE OF 


CARBON PAPERS 





TYPEWRITER 


RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 


New York 
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DUP 


BRING PROFITABLE REPEAT SALES 


CLOTH INKING PADS 








LICATOR 


PRODUCTS 
| 





FOR EVERY TYPE OF DOMESTIC OR FOREIGN DUPLICATOR 


CORRECTING FLUID—INKS 


WRITE FOR SAMPLES AND PRICE LIST | 


Duplicator Specialty Mfg. Co., Inc. 


360 FL 





RMAN STREET 





BROOKLYN, N. Y. | 


| 






















CLAROTYPE—a big 


profit maker in the summer 


work for the 
of Clarotyne 
to this messiness. It 
weekly 
rapher 
on your cash register. 
make a good profit 
repeat 


well worth the 50 


Stenographers all 
prefer Clarotype. 


standing profit 
dealers. 


or direct from us. 


16-F Hudson St. 


customer for (leret 


ctAROTYPe 


THE MODERN TYPE CLEANER 


Warm days make type cleaning doubly messy 
stenographer without a bottle 


With its handy dauber, Clarotype puts an end 
makes this necessary 
work easy and quick for the stenog 


cents you ring wy) 


With each sale you 
and you gain a steady, 


over the country 


That is why it is 
the leading type cleaner and an out- 
maker for over 3500 
Take advantage of the profits 
you can surely make with Clarotype 
Order a dozen today from your jobber 


THE CLAROTYPE CO., Inc. 


NEW YORK 
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OFFICE APPLIANCES 





Sansom at Tenth Street 








ESTABLISHED 1895 


Dealers Inquiries Solicited 





Philadelphia, Penna. 





paste is handiest 


in Grippit LuBEs 


Grippit's package fits the hand, is easy to see on a cluttered 
desk . . . Grippit rubs off work and fingers and leaves them 
clean . . . Grippit never wrinkles paper It is Peelable, 
Waterproof, Transparent, Stainless, Non-it flammable... Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 


200 Summer Street, Boston, Massachusetts 














N T E D 


Addressing Machines, 
Typewriters, Adding Ma- 
chines, Duplicators, Mul- 
tigraphs, Folders, Dictat- | 
ing Machines, for cash. 
WRITE US FIRST if you 
want to buy supplies and 
machines,and save money. 


Ww A 





170 N. LaSalle Street 


Attn.: Mr. Otto eureace 

















Stencil Duplicator Ink 


There's big business in stencil 
duplicator supplies for dealers 
properly prepared. Build up your 
sales with ROOCO-——the one dupli- 
eating ink that GIVES FIRST- 
CLASS RESULTS on both open and 
closed drum types of machines. 
A dense black, distributes uni- 
formly. Samples and prices to 


dealers. 


H. D. ROOSEN CO. 
Brooklyn, N. Y. Chicago 
Factory: foot 20th St. 609 S. Clark St. 



























Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 








G IT ‘ N ] F EK A 4 Modern 
= | s } Office Tool 
- ; ° 
y \ A 4 with especial 
and exclusive 
For Commercial Statior GITS advantages 
NIFE is a real sell especially in de 
nand among book! t iraftsmer Opens and 
nd , closes with 
ay _ lans, et D one hand! 
Four use-p blade asily 
na u lw d Retails a 
~) l a Di iy 
i i shed ler Oo 
1 re ; Wr 1s 


GITS BROs. MFG. CO. 


1848 S. Kilbourn Ave. Chicago 


>) >} Blades 


Replace- 
a) ad able 





__. MARKILO Celluloid Products —— 











Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. T he 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 
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Made of the acetate (slow-burning) cellulose, and embody features 
of our own design. Flat type envelopes for ring binders, billfolds, 
cards, papers, pictures, letters, etc. Bound type for factory-records 
and menu cards. Box type for inserts of thickness. 


MARKILO CO., MFRS. 


936c W. 63rd St. Chicago, U. S. A. 
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Attention, Mr. Typewriter Dealer! 





























fee What make of typewriter do you sell? We will feature that particular make on every 
as = bottle of PERFECTYPE CLEANER which you order. This will advertise your business, 
PERFECTYPE build good will, and bring you service calls, repeat orders and new sales. 
| vaaoe wane ave. 
Introductory Offer! | 
FOR 1935 | THE SCRAM COMPANY 1935 
A single dozen bottles of PER | 8631-33 ANNETTA AVE... ST. LOUIS, MO. 
EA EFRESENER whens yi nod. g Sross 106 prict Please send us one dozen PERFECTYPE, prepaid at the introductory gross 
Made by the Makers of | PERFECTYPE ‘ck ans type and | lot price We have checked the make of typewriter we wish illustrated 
nINK-SCRAM refreshens rollers. A 3-ounce bot- | 8 the PERFECTYPE label. 
Pertect Se ‘ . inc ”) 
coy A ta f tle retails for 50e Fitted with . R j 
| seep ermans enamenes iir-tight bakelite cap, hermeti | Firm oye 
| St Lew, Mo cally sealed with gelatin to pre- | id Underwood 
in vent evaporation, wool ball Address 
= — dauber attached, and absorbent | : L. C. Smith 
<< cleaning cloth in Cellophane bag City 
— accompanies each bottle | Remington 
Order from us or your jobber | Buyer Woodstock 

















New York City 
They Like to Be Sold! emgig towne 
y Pittsburgh 
—_ . Chatfield & Woods Co 
T’S no trick to sell customers Cincinnati 
their first order of business The ¢ hatfield Paper Co 
. 7 . . r 
cards done in book form, for Wiggins — geanan- Patrick Paper © 
Compact Binders. Because they are as_ Washington, D.C., Baltimore 
far in advance of old-fashioned “loose” — Te Bariyn. Duer & Koch 
eards as the 1935 stream- lined auto- 


, Grand Rapids : 
mobile is over the one-hoss shay. Carpenter Paper Co. 


Ask any of these paper merchants — or us— for L. 8 ee o.. Ine 

details and samples. aT St. pene : 

The JOHN B. WIGGINS COMPANY Tobey Fine Papers, Inc 
(Originators of Scored Cards) 


1162 Fullerton Avenue Chicago 


Wissins 


BOOK FORM CARDS COMPACT BINDERS 


F. B. 


LOOSE LEAF 
se HOLDERS 


Neatness, ready convenience and economy find their ulti- 
mate in the F. B. Loose Leaf Holder. F. B. fits any size 
sheet or distance between centers—capacity regulated by 
interchangeable posts. Sample and details to the trade on 
request. 











$3.50 per dozen sets, f. 0. b. New York 


F. B. Mfg. Co. New yereenty: 














A NEW “RITEGRIP” 


XN 30 A 25-CENT SELLER that is remark- 
a oo. e . 

able in appearance and performance. 
Graceful lines that fit the hand per- 
fectly. Black tenite tip and grip, with 
assorted lustre pearl and mottled cen- 
ter pieces. Propel-repel-expel mechan- 
ism. Finely panelled taper. Attrac- 
tively carded or boxed. 


Send for 1935 
catalog of Rite 
Rite mechanical 
pencils and leads 


Rite-Rite Manufacturing Co. 
1501 W. Polk St. Chicago, Hl. 





82 ST. PAUL ST., 





ZIPIT 


THE NEW 
TIME SAVING 
CARBON 


Territory now being 
allotted. 

Send for samples and 
agency proposition — 


IT SELLS 


PHILLIPS PROCESS CO., Inc. 
ROCHESTER, N. Y. 


MO 


CARBON PAPER 











q 1 os — ¢ | - » 
sripuit Ips: 
Same high quality as Oakville Gem Clips. Corrugated on 


: r There’s a good profit and 
positive customer-satisfaction in all Oakville items. Save 
money—order with your other Yellow Box line items. 


OAKVILLE COMPANY 


How’s your stock of § 


Oakville | 





surfaces to grip securely. 


Division of Scovill Manufacturing Company 


Waterbury Connecticut 
Save Time with Yellow Box Line Products 


Pins, Clips, Fasteners, Thumbtacks, Tak-a-pins, etc 





Chicago New York San Francisco 


OAKVILLE 





wee4 

















STENCIL 


Manufacturers and Distributors Should Write to 


THE 





TECHNY, ILLINOIS 


For Quotations on BACKING SHEETS 
“They Are Perfect’ 
MADE FOR ALL STENCIL DUPLICATORS 
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DU-WA-CO Quality 
° DUPLICATOR INKS 


Dealers who emphasize the high character 
of their merchandise and service find that 
DU-WA-CO not only registers a new de- 
gree of satisfaction in use, but also co- 
operates more closely and more effectively 
in their sales effort. 

Intense color—more copies to the pound 
—doesn’t offset or smudge—approved and 
in use by Army, Navy and other govern- 
ment offices, also schools and corporations. 
We can help you extend your sales. Write. 


Duman. Goatson 


MANUFACTURERS OF 
INK SPECIALTIES 
644 So. Clark St. Chicago 
We also manufacture Multigraph Inks 





















31 Years Have Taught Us How! 


REPAIRING 


All Makes of 


FOUNTAIN 
PENS 










ARCH PEN CO. 


6 N. Clark St., Chicago, III. 
We Manufacture 
Fountain Pens and Pencils 


of Quality — vacuum and lever types 











ASK THE TYPIST 
she will tell you 


MARTENS 
TYPE CLEANER 


does a cleaner job faster. And, of 
Xe” course, no mussy fingers nor 
FREE INTRO. Clothes. That’s why they ask for 
DUCTORY OFFER it by name — which translated 


Write for it and our liberal 
discount schedule. 


MARTENS TYPE CLEANER CoO. (Fir ay. 


AARTEH, 
W TYPE > 





means repeats and profits. 











‘i ‘i 


A DEALER WROTE: 


"Your new Aico Grip tab seems 
to be the last word in showing 
the world how celluloid tabs 
should be made." 


THERE'S NOTHING LEFT TO SAY—EXCEPT 
INVESTIGATE 


AICO GRIP TUBULAR EDGE 
CELLULOID INSERTABLE TABBING 


G. J. AIGNER CO. Mens. 
503 S. Jefferson St. Dept.1 CHICAGO 














OFFICE APPLIANCES 


a 
THE FLEXIBLE FASTENER 
THAT 











FOUND THE 
CONSUMER'S 
SPONTANEOUS 
APPROVAI 
AND 


O. K. EXCELLENT SELLER REPEAT ORDERS 


* QUICFLEX (Pat. Pend.) is the MODERN paper fastener— 
! nothing to cut fingers—no “nail urging’’ to open or close. 

* Has nothing to bend—will not tear the paper. Saves money— 
time—effort. 

* Jobbers, Distributors and Stationers write for prices—Free 
Samples. 


QUICFLEX M'F'G. Co. 


Dept.0A-5 500 SAN FEXNANDO BLDG. LOS ANGELES, CALIF. 














Loose Leaf Rings 


No Large Brass 
Joint to Tear T Nickel Plated 
Paper FIVE SIZES 


Inside Diameters 
° ¥a”—1.35 Per 100 
Open Easily, 4%” 1.50 “ “ 












Close 1”—1.75 “ 
144"—3.25 “ 
Securely d aoe a 





For loose leaf books, binding reports, blueprints, etc. 


Write for information Loose Leaf Metals 


on our line of...... 


The E. W. Carpenter Mfg. Co. 
Bridgeport, Conn. 














Sonomor Wedge Pins 7 


) 














| 





om Manufactured by 


WILLIAM PRYM 


of America, Inc. 


47-28 37th ST. 923 W. JACKSON BLVD. 
LONG ISLAND CITY, N. Y. So CHICAGO - ILL. 








Pens — 


WHY NOT TURNER & HARRISON? 


High Grade Pens 
Our One Product 
Since 1876 





TURNER & HARRISON PEN MBG. Co. INC. 
PHILADELPHIA 
































MAY, 1935 





No Wonder They Give 


Greatest Satisfaction 


O other numbering machine 
has the same quality features: 


ALL-STEEL CONSTRUCTION 
DROP CIPHERS » COLORFUL FINISH 
VISIBLE MODELS + 5 MOVEMENTS AT $7.50 


AMERICAN 


NUMBERING MACHINE CO., BROOKLYN, N. Y. 
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CURMANCO ROLL TABLET 


FOR EVERY DESK 
Home, Office or Factory 


Every user of Pen or Pencil wel- 
comes this. Takes 344" wide roll 
Adding Machine Tape. Write any 
length. Till below for Memos. 


Protected by U. S. Patents 


No. 1,738,139~—1,452,537 
Beware of Infringements 


Get repeat roll sales. Brown Duo- 
Tone Color. Retail price $2.00— 
special attractive dealer discount 
in dozen lots. 


CURRIER MFG. CO. 


Tenminal 22 Minneapolis, Minn. 





HEKTOGRAPHS 


TWO AND FOUR SURFACE | 


ACME DUPLICATORS 


STANDARD REFILLING COMPOSITION 
HEKTOGRAPH INKS AND PENCILS 
CHAMPION HEKTOGRAPH INK REMOVER 


SOLD BY LEADING STATIONERS EVERY WHERE 


LEVISON & BLYTHE MFG. CO. 


209 LOCUST ST. ST. LOUIS, MO. | 











Color is the life of type 
writer ribbons and carbon 
paper. 


Strength and perma- 
nence of color are the excel- 
ling features of CODO Ribbons 
and Carbons. 


Color can help you be- 
come the leading distributor 
of ribbons and carbon in your 
territory. 


The quality of CODO 
Ribbons and Carbons is fit- 
tingly exemplified in their 
modern, brilliant, attractive 
packing. 
Proof and fuli information 
on request 


The Codo Manufacturing Corp. 


New York Coraopolis, Penna. Chicago 











ALLEN-WALES 


A record of more than 25 years’ satis- 
factory service recommends Allen-Wales 
Adding Machines and The Allen- 
Wales Franchise to office machine 
Dealers of experience and sales 
power equal to a first-class 
proposition. We offer a valuable 
business getting opportunity. 
Write today for details. 






Allen-Wales 
Adding Machine 
Corporation 
New York, N. Y. 





Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
peerage ways right side up. No need to hunt 
— and fumble to find the place where 

Seven Sizes the ring opens, if it’s an Adams ring. 

Inside Diameters: 
Ne. 000, %,"’ No. I, ive’’ 
No. 00,34°" No. 2, 1%’’ 
No. 0, %'’ No. 4, 2%’’ 
No. 6, 3°’ 


















PATENTED 
PES. 17,1920 JAN. 11. 1825 


Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 
point. The enlarged joint, nicely 
The T. J. Cardoza Company, Ltd. rounded and smoothed, keeps ring 

Western Representatives: right side up in position to be in- 


® stantly unlocked. 
— * ae ng be Order through your wholesaler. We also 


manufacture inexpensive loose leaf metals. 
Henry T. Adams Mig. Co. fi), 5° fice 4" 

















DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices 
Speed Key Mfg. Co., Inc. 
298 Columbus Place 
Brooklyn N. Y. 


SiCE-QUALITY 
























HnIOH 









‘hh LINOLEUM 


ali. DESK TOPS 


| 
RUBBER —— a “i 


CHAIR CUSHI 















ORDERS SHIPPED | 
DAY RECEIVED 

; gre | 
IDEAL L-7. CO. || 
420 N.CLARK ST. CHICAGO, ILL 
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OFFICE APPLIANCES 








Let the Hanson Merchandising Plan 
Help You to 


SELL 











OU realize, of course 

that every business 
office should possess an Fire 
efficient postal scale, because of its general con- peunds 
venience and the postage it saves. But no mat- » A 
ter how seeming the need, there still remains the 
problem of transferring scales on your shelves into 
active service. Even Hanson scales, though perfectly 
constructed and comprising every known improvement, 
need to be backed by a successful merchandising plan. 





There is such a plan-——‘**The Hanson Weigh,”’ plus per- 
sonal service especially adapted to your particular sales 
problems. Hanson dealers are provided with this 
service. Hanson scales must—and do—move into 
their ultimate mission—that of giving unvarying and 
efficient service to industry. This is the objective of the 
Hanson Merchandising Plan. Send for it now. Let it 
establish for you a profitable postal scales department. 


Hanson Scale Co. 
525 N. Ada St., Chicago, Ill. 














* fi 


For that Sales Manual, Catalog. 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative: 
S. & D. Loose Leaf Co., 427 N. San Pedro St., Los Angeles, Calif. 











IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 


First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 

ETC. | 


Include “METHODES” in your ad- 
vertising appropriation: It pays. 
Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 
Paris X¢ France 




















MAY, 19 





THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE 7 POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stalioners and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects trealed and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business thal he may be 
interested in al the time. The subjects run all the way from 
account books to window dressing and are wrillen in such a 
way thal the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller's Review and 
Stationer'’s Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
—The British Printer. 


weicome 


4 good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 








“ 
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What the Figures Prove 
























Hundreds of stationers have 
proved that the Mohican line 
offers greater opportunities for 
profit in pencils. Write for sam- 
ples_and complete information. 


SPECIAL NOTE 

You can’t afford to com- 
promise with quality in a pencil 
that bears your imprint. Ex- 
amine your rivate imprint 
pencils critically. If there is 
room for improvement write to 
us immediately. 


MOHICAN PENCIL COMPANY 
Manufacturers 
PHILADELPHIA, U. 8. A. 











SENECA—MOHICAN—DA WN—GREAT 


Graphite, Crayons and Copying 








A PAPER FOR EVERY 
BUSINESS REQUIREMENT 





The BERKSHIRE LINE of TYPEWRITER PAPERS 
each grade the best 
that can be manufactured in its class. 


consists of seven grades 


The entire line offers a selection that can not 
be equalled—giving dealers and users the 
advantage of ordering all their requirements 
from the one source. 


Write for Sample Book and Price List 


EATON PAPER CORPORATION 


TYPEWRITER PAPER DEPARTMENT 


PITTSFIELD, MASSACHUSETTS 














; 
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Announced, March 4th .. . the New 
Royal Portable with Touch Control 
scored an instant success . . . Portable 
sales for March soared 25% higher 
than any previous March in Royal’s en- 
tire history ... April figures (Not avail- 
able until May 20th) promise even 
greater increases. Touch Control, an 
exclusive Royal feature, was enthusias- 
tically acclaimed the most important 
improvement, the greatest sales- 

,) ¥Z winning feature, ever presented 
[ep 8 =6««on. a portable typewriter! For 
your share of profits . . . Stock 
and feature the New Royal Portable 
exclusively . . . Link to Leadership! 


























Two models . . . two prices, $49.50 and $60. 
Each with full profit-margin to the dealer. 
Royal Typewriter Company, Inc., 

2 Park Avenue, New York City. 
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The LETTERGRAPH 


Yes, it is simple. And to most people its simplicity 
is a revelation. For automatic stencil duplicators of 
a caliber similar to the Model 34 Lettergraph have long 
impressed the public with their confusing complica- 
tions—impressed them negatively! 


The Model 34 Lettergraph was evolved by the proc- 
ess of exclusion rather than addition. ‘‘Why,’’ we 
asked ourselves, ‘‘build a highly complicated machine 
to do a simple job? Why not work on fundamentals, 
cut down the number of parts and complications? 
Why turn the handle twice to print one copy—2,000 
turns to print 1,000 copies!’’ 


‘Perfect copies are what the duplicator user wants, 
perfect copies produced in the simplest, speediest and 
most economical manner. That’s what the Model 34 
Lettergraph does and that’s why it sells so easily. 
Made in two models: Model 34B, closed cylinder, auto- 
matically inked $90.00—-Model 34A, open cylinder, 
hand inked $75.00. Write for details. 


HEYER CORPORATION 
CHICAGO, ILLINOIS 
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‘Underwood ALLways Leads’’... 
this time with exclusive new feature 
that combined with ten key operation 


~ Sree Jing SnD 25 
i 5 


~~ 
















10 


numeral keys 
-—that’s all! 
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ADDING-FIGURING MACHINES 


SEE PAGE 99 


‘: F Underwood Elliott Fisher Speeds the World’s Business 
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